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State of the nation’s economy: 


Up 











Brer—Cattle on feed total yd 


000, or 11 percent more than a year 
ago, according to U. S. Department 
of Agriculture. This is an alltime 
high and is expected to be felt in 
the nation’s butcher shops next 
spring. 

Coa, Output—The increase to 600 
million tons this year, predicted by 
Interior Secretary Chapman, will 
be about 24 million tons more than 
was. mined in 1951. 


Newsprint—U. S. consumption in 
1951 aggregated 5,974,865 tons, or 
0.6 percent higher than the pre- 
ceding year, it’s estimated by 
American Newspaper Publishers 
Assn. 


PetroLeumM—Demand for major 
oii products in the five weeks 
ended Jan. 12 hit an average of 
6,805,000 barrels daily, a hike of 
7 percent over the corresponding 
period a year ago, American Pe- 
troleum Institute states. 


Newspaper Aps — Records for 52 
cities, according to Media Records, 
show a gain of 1.6 percent to 2,- 
478,463,039 lines last year, against 
1950._Automotive, however, declined 
8.8 percent. 


Cicarets.— Last year’s shipments, 
totaling approximately 416 billion 
were 6.1 percent ahead of 1950, a 
Printer’s Ink survey reveals. 

* * * 


Down 
CarLoapincs— They dropped 5.1 
percent to 742,756 for week of Jan. 
12, compared with like week a year 
ago, but bettered preceding week’s 
volume by 21.2 percent, American 
Assn. of Railroads states. 


Bank Cuearincs— Twenty-five 
leading cities reported transactions 
totaled $16,633,015,000 in most re- 
cent weekly report by Dun & Brad- 
street. This represents a drop of 1.8 
percent from corresponding period 
a year ago and 6.3 percent under 
the previous seven-day period. 
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Record Scrappage Threatens 


To Reduce Cars on Road in 52 








twos ti More Makes Take 1952 how 





Mercury Offers New Styling for '52— 


New styling for 1952, say Mercury engi 





s, bled them to incorporate features in the 1952 Mercury cars that add greatly 
to the comfort and safety of driving. Increased visibility is said to result from the large curved one-piece windshield, and deeper 


side window panels. Shown here is Mercury's 1952 Custom four-door sedan. Story and other photos are on page 10. 











Here's Oldsmobile’s Super 88 Four-Door Sedan— 


Like the 98, Oldsmobile’s Super 88 cars are now powered by a 160-horsepower engine. Styling is again characterized by a 


diagonal fluted brightwork sash down the rear door. A new center bumper guard has been added to the front grille. New 





range Hydra-Matic Drive and GM power steering are available as optional equipment at extra cost. More details on page 20. 


‘3,400,000 Autos 
Junked i in Year 


Indusiry Cites Peril 
To Transportation 
In Case of War 


bp ine the government planning 
further cuts in auto produc- 
tion, the threat to the nation’s per- 
sonal transportation pool was point- 
ed up last week by R. L. Polk & 
Co. estimates that car and truck 
scrappage has reached an all-time 
high. 

Between July 1, 1950, and the 
same date in 1951 it was esti- 
mated that 3,700,000 cars and 660,- 
000 trucks had gone off the road. 
The danger, according to indus- 

try statisticians, is that the scrap- 
page rate will continue to rise as 
government planners cut auto pro- 
duction. 
* - * 

Avre production in 1952 may 

drop as low as 3,500,000, well 
under last year’s scrappage rate, in 
the face of the fact that the pres- 
ent 40,780,000 car total includes 16,- 
500,000 to 17,000,000 prewar cars 
which are largely worn out and 
speeding to the scrap heap. 

On the production side, observ- 
ers believe the industry will be 
lucky to build 1,000,000 cars in 
the first quarter. 

It is estimated that production 
in the balance of the year may be 
2,500,000 to 3,000,000 cars. Of the 
1952 total, some 200,000 or more will 
go to export, government bodies, 
business fleets, etc. 

e = 7 

Hic# auto production in five of 

the postwar years appears to 
have blinded government planners 
to the fact that the potential war- 
time car pool is in worse shape 
now than it was when the U. S. en- 
tered World War II in 1941, accora- 
ing to industry observers. 

And this is in spite of the fact 
that the great postwar trend has 





(Continued on Page 96, Col. 2) 





Output Picture Brightens 
For Remainder of 1952 


By Bernie Thomas 
Associate Editor 
Avro production prospects after 
Apr. 1 shaped up a little 
brighter last week, with the con- 
templated release of millions of 
pounds of aluminum by the Air 
Force. 
Car makers will be promised, 
it was reported in Washington, 
a supplemental allotment of 
aluminum for the second-quarter 
of 1952, and indications were that 
it would be large enough to per- 
mit the production of 900,000 cars 
in the period, instead of 800,000. 
The Air Force’s contemplated 
action meant little to thousands of 





A New Record 


Consisting of 100 pages, today’s 
edition of Automotive News is 
the largest regular issue in this 
publication’s 26-year history. The 
previous record issue was Sept. 
10, 1951. 








auto workers already unemployed, 
but it could mean that auto plants 
will be able to sustain employment 
at present levels. 
Meanwhile, a _ supplier strike 
which crippled Plymouth opera- 
(Continued on Page 97, Col. 1) 





* . . 
Retail Ceilings 

a *- 

Rising on °52s 

By Mac Gordon 

Associate Editor 

ITH the new-model parade 
reaching its climax, it became 
certain Thursday that retail price 
ceilings would advance on most 

lines from 3 to 7 percent. 

Special orders on new basic- 
price ceilings for General Motors 
and Hudson cars were announced 
by OPS Friday. Both companies 
applied the full amounts of the 
approved increases to their 
wholesale prices, although on cer- 

(Continued on Page 94, Col. 3) 











Top Cars 
New-car registrations for 11 
months, plus six states for De- 


1951 Pos. Make 1950 Pos. 
1—1,009,168 Chev. 1,327,691— 1 
2— 813,132 Ford 1,095,031— 2 
3— 520,089 Plym,  495,362— 3 
4— 370,322 Buick  490,291— 4 
5— 317,337 Pontiac 407,858— 5 
6— 283,958 Dodge 272,770— 8 
7— 258,421 Olds. 341,578— 6 
8— 219,955 Merc, 296,033— 7 
9— 194,509 Stude. 251,165— 9 
10— 142,284 Chrys. 136,071—11 
1ll— 132,242 Nash 164,891—10 
12— 105,769 DeSoto 102,752—13 
13— 92,158 Hudson 126,277—12 
14— 91,507 Cadillac 95,8310—14 
15— 63,086 Packard 66,898—16 
16— 49,842 Kaiser 81,111—15 
17— 49,217 Henry J 10,6083—20 
18— 24,954 Willys 31,9385—17 
19— 24,589 Lincoln 31,511—18 
20— 5,090 Crosley 6,463—21 
21— 3,479 Austin 6,171—22 
22— 3,259 Ang.-Pre. 1,692—238 
23— Frazer 11,662—19 
Total All Makes 
4,789,926 5,860,823 


For further details see page 
90, today’s issue. 














NADA Parley Opens 


Record 12,000 Expected at N. Y. Sessions; 
Equipment Show Sets Mark 


By Pete Wemhoff 

Editor, Automotive News 
EW YORK. — With a record 
12,000 dealers in attendance, 
NADA’s 35th annual convention 
formally opens here today and will 
run through Wednesday (Jan. 30). 
NADA’s annual equipment 





Dr. Alexander 


featuring more than 100 
exhibitors (more than twice last 


Senator Dirksen 
show, 


year’s total), opened Saturday 
(Jan, 26) at Grand Central Palace 
and will close Tuesday night. 





Four service clinics (digested on 
pages 44, 60, 64 and 76, of today’s 
issue) were held over the week- 
end, 


Highspot of the conclave will 
come Wednesday afternoon when 
the keynote address will be given 
by Sen. Everett M. Dirksen of Illi- 
nois. Dr. Bill Alexander, inspira- 
tional preacher of the West, will 
talk at the same session, when new 

(Continued on Page 91, Col. 1) 





Automotive News 
At NADA Session 


During the NADA convention 
in New York this week, Auto- 
motive News will maintain hotel 
headquarters at the Waldorf- 
Astoria and will occupy Booths 
55-56 in the NADA Show at 
Grand Central Palace. 

Phone number at the show 
booth will be Murray Hill 8-1810. 
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‘Task Force’ Brings U. S. Layoff Study to Michigan This Week . . . 





New Auto Peril if Haulers Strike 


By Mac Gordon 
Associate Editor 

AST-DITCH efforts are in prog- 
ress this week to avert a para- 
lyzing trucking strike in 23 states. 
A tieup on the Feb. 1 deadline 
would halt haulaway shipments of 
new cars and sharply curtail influx 

of parts to assembly plants. 
For the moment, the threat of 
an imminent truck drivers’ walk- 
out overshadowed the grave un- 


employment situation in the 
automotive industry, A_ special 
“task force” of executives and 


military leaders will spend three 
days in Michigan this week in 
search of a solution to the layoff 
crisis, which Henry Ford II be- 
lieves will make idle 200,000 auto 
workers by April. 

If it materializes, however, a 
trucking shutdown would furlough 
a great many more than 200,000 
auto workers even sooner than 
April. Whether truck deliveries 
could even be maintained to plants 
on defense contracts was problem- 
atical as the Feb. 1 strike deadline 
drew nearer. 

- 


OVERNMENT mediators kept 
alive truck peace hopes at con- 
tinuing negotiations in Chicago and 
Detroit. Long-distance haulers 
from 12 Midwestern states con- 


* * 


|ferred again Thursday in Chicago 
| with leaders of the AFL Teamsters 
union. 


James R. Hoffa, president of the 
23-state Teamsters Joint Council, 
stood firm on the union’s demands 
for an estimated “package” of 18 
cents an hour, including a work- 
week reduction from 45 to 40 hours. 

“We aren’t going to back 
down,” said Hoffa. “We’ve got 
$1,000,000 set aside for a strike 
fund, and we’re willing to spend 
it if we have to.” 

At bargaining sessions in Detroit, 
the Michigan Trucking Assn. 
offered the Teamsters a 10-cent 
hourly raise, six paid holidays a 
year and three weeks’ vacation 
after 15 years of seniority. Another 
Detroit meeting is scheduled for 
tonight (Jan. 21). 

A Michigan trucking strike 
would idle 6,000 Teamster mem- 
bers, including loaders and ware- 
housemen at nearly all motor ve- 
hicle and parts plants. More than 
500 Michigan cartage firms would 
be forced to cease operations. 


* * * 

——— by President R. E. 
Gillmor of Sperry Corp., the un- 
employment “task force” will visit 
Detroit, Flint, Lansing and other 
plant cities Jan. 29-31. A full sched- 





ule of meetings is planned with 








Polio Fund Drive iciialia from iain 


W. A. Wills, Ford dealer in Pueblo, Colo., offered the use of his showroom as head- 





quarters for the March of Dimes. Wills’ showroom has been the base of operations for 
the past nine years for the dimes drive. For five months during the polio epidemic in 
that city last year, he furnished a car free for use of Red Cross-polio foundation 


nurses sent to that city to aid local nurses. 





Cutbacks Sp 


Second-Quarter Market Tops NPA Quotas, 
Wolfram Says at Oldsmobile Preview 


By Pete Wemhoff 


Editor, Automotive News 


ANSING.—If production is cut 
back in the second quarter as 
announced, there will be a shortage 
of all makes of new cars this sum- 
mer, J. F. Wolfram, Oldsmobile’s 
general manager, told newsmen 
here last week. 
He does not believe, however, that 
a shortage will develop for all 
makes if NPA permits the output 
of one million autos in the April- 
June period. 

Speaking at a press preview of 
1952 models, Wolfram said that 
the chief obstacle to new-car pro- 
duction at Oldsmobile, to date, is 
the NPA limitation on number of 


DiSalle to Leave OPS 


To Run for Senate 
WASHINGTON. — Michael Di- 
Salle announced here last week 
that he will resign his job as 
OPS director, 
and run _ for 
the U. S. Sen- 
ate in Ohio. 
He said that 
the date of his 
leaving the 
OPS office will 
be determined 
later. He added 
that he might 
stay until 
President Tru- 
man names a 








M. V. DiSalie 


successor. 

DiSalle will seek the Demo- 
cratic nomination for the seat 
now held by Senator Bricker, 
Republican. 





ell Shortage 


autos that can be built. Thus far, 
Oldsmobile has been fortunate in 
obtaining all the materials it 
needs to meet quotas. 

Oldsmobile is planning to increase 
assembly of its new 98 series in the 
first quarter, Wolfram declared, 
adding that its quota of 52,628 units 
will be broken down as follows: 98s 
—35 percent; Super 88s—53 percent, 
and Deluxe 88s—12 percent. 


Was production of 1952 models 
has been slow to date, every 
Oldsmobile dealer had at least one 
new model to display on announce- 
ment date last Thursday. Only 
about half the dealers had 98 mod- 
els for display, however. 

G. R. Jones, general sales man- 
ager, said there would be no clean- 
up problem this year, since about 
1,700 of Oldsmobile’s 3,888 dealers 
had no new 1951 models on hand 
Jan. 1. Altogether, there were only 
5,119 of the 1951 models in the field 
on Jan. 10, he said. 


Wolfram revealed that Olds- 
mobile has $50,000,000 in defense 
orders at present. This does not 
include the new jet engine parts 
assignment which will start in 
early summer. 

He pointed out that Oldsmobile 
could be used as an example of the 
dual-purpose plant program advo- 
cated some time ago by C. E. Wil- 

son, GM president, as a means of 
maintaining both civilian and de- 
fense production in the proportions 
needed. 


The press preview of 1952 models 
included a tour of the division’s 
work on the 90-mm. high velocity 


Gov, Williams, plant-city mayors, 
auto and parts makers and UAW- 
CIO leaders. 

DPA Administrator Manly 
Fleischmann said he had assigned 
the touring group to “talk specific 
contract possibilities, and try to 
find specific facilities to get addi- 
tional production and thereby 
create additional jobs.” 

UAW President Walter P. Reu- 
ther last week urged vehicle and 
parts manufacturers to join with 
the union in support of the Moody- 
Dingell bill providing additional 
unemployment benefits for workers 
laid off in the current production 
jam. 


GMC Announces 
Small Engine in 


New Diesel Unit 


PONTIAC.—A new 2%-ton diesel 
truck for truckers in the medium 
weight field was introduced last 
week by GMC Truck and Coach 
division. 

The new unit, called the GMC 
D450-37, was said by the company 
to be the smallest and lightest 
diesel ever to be commercialized 
for use on the highway. 

The announcement of the new 
diesel was made by Roger M. 
Kyes, general manager of the truck 
and coach division, who said that 
the compact, 110-horsepower model 
would create new horizons for cost- 
conscious truckers. 

A new diesel engine powers the 
smaller truck, the company said. 
The GM 3-71, a smaller brother of 
the larger GM diesel models, is a 
two-cycle, three-cylinder job, em- 
ploying the GM direct fuel injection 
and fuel modulator, it was an- 
nounced. 


According to the company, the 
fuel modulator eliminates “lugging” 
by automatically proportioning fuel 
and air for most economical use 
in speed ranges less than 1,600 rpm. 

The new truck will be offered in 
five available wheelbases for either 
truck or highway tractor models, 
the company said. The model has 
a@ maximum geared speed of 54.4 
miles per hour, and a total gear 
reduction of 46.9. 

A feature in the new GMC is an 
electrically controlled shift control 
for the models with two-speed 
axles. The axle shift control button 
is mounted on the gearshift lever. 
A second feature is an air-actuated 
hydraulic brake system, which of- 
fers the driver air-braking power 
combined with the “feel” of a 
pedal-controlled hydraulic system, 
the company said. 








GM's 3-71 Diesel Engine— 


Classed as a little brother to the "71" 
diesels in larger models, this new 2-cycle 
engine has three cylinders generating 110 
horsepower at 2100 rpm's, the company 
said. Like the larger 71" series engines, 
the 3-71 employs GM's direct fuel injec- 
tion and fuel modulator. The new engine 
will power GMC's new 2¥2-ton unit, the 
GMC D450-37. 


Claimed to produce more horsepower pe 


horsepower V-8 engine. 
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New V-8 Shown by DeSoto 





"Fire Dome’ Yields 160 Horsepower— 


r cubic inch than any competitive American 


automobile, DeSoto will soon announce a new DeSoto car, powered with this 160 


TO MAIN BEARINGS 


TO CAMSHAFT 
BEARINGS 


OL 








GALLERIES 

















== 


t+ 





FLOW OIL FILTER 


FULL 


Oi. PUMP 


* * 


ETROIT. — Tremendous power, 

long life, economical operation 
and smooth, quiet performance 
even at highest 
speeds are the 
features claimed 
for the new De- 
Soto V-8 engine, 
for which specifi- 
cations and de- 
tails were re- 
leased here this 
week. 

The new engine, 
called the “Fire 
Dome,” will ap- 
pear in a new De- 
Soto car within a few weeks. It is 
being produced in DeSoto’s new en- 
gine plant in Detroit. 


The Fire Dome V-8 will produce 
160 horsepower—more horsepower 
per cubic inch than any competi- 
tive American automobile, DeSoto 
says. It will usher in a new DeSoto 
torque converter linked with Tip 
Toe shift. 

Heart of the new engine is its 
hemispherical combustion chamber, 
an ideal design long sought for by 
automotive engineers and developed 





CO. E. Bleicher 





after years of research, according 





This Issue: Digest 





(See OLDSMOBILE, Page 97, Col. 3) 








For those who missed the opening sessions of the NADA convention 
Saturday and Sunday, Automotive News today publishes condensations 
of the four service clinics scheduled for over the weekend. 

The clinic on “Profitable Service Operation” is covered on page 64 
today; the one on “Service Department Supervision” is on page 60; 
the one on “Service Sales” is on page 44, and the clinic on “Merchan- 
dising Special Equipment” is covered on page 76. 
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TO CONNECTING ROD BEARINGS 


FLOATING OIL INTAKE 


DeSofto's Full-Flow Oil Filter— 


Offered as special equipment to the new DeSoto V-8 
said to deliver filtered oil to the engine galleries instead of the crankcase sump as in 
other engine. Flow of oil through the motor is shown by directional arrows. 

- 


engine, this new oil filter is 


* 


DeSoto Fire Dome V-8 Bows 
With 160 Horsepower 


to C. E. Bleicher, DeSoto president. 
e * a 

IHE dome-like shape of the cham- 

ber gives the new engine its 
name of Fire Dome V-8. 

“This engine has exceeded the 

expectations of its designers,” 

(Continued on Page 93, Col. 1) 


Auto Makers 
List Quarters 


At NADA Parley 


NEW YORK.—Following is a list 
of headquarter rooms various auto 
manufacturers have designated for 
the NADA convention: 

Buick—Waldorf-Astoria. 

CuEvroLet—Garden room, Ambas- 
sador hotel, 4-8 p.m. daily. 

Curyster—Ambassador hotel. 

DeSotro—Assembly suite, Waldorf- 
Astoria, 10 a.m.-8:30 p.m. 

Dopce —Club suite, Commodore 
hotel. 

Forp—Waldorf-Astoria, 5-9 p.m. 

Hupson— Yacht room, Hotel 
Astor, 10 a.m.-7 p.m. 

Kaiser-F'razer — Waldorf-Astoria, 
fourth floor. 

NasH—Perroquet room, Waldorf- 
Astoria. 

O.psmosi.eE—410 Essex House. 

PitymMoutH—The Cottage, Hamp- 
shire House, 9:30 a.m.-5 p.m. 

Srupesaker—Waldorf-Astoria. 

Pontiac—Regency room, Waldorf- 
Astoria. 

Packarp—Suite 4-F, Waldorf-As- 
toria. 

Wuys - OVERLAND — Savoy Plaza 





hotel. 
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O BELONG” are rapidly be- 

coming important words in our 
language, psychologically and other- 
wise, religious and secular. Our 
forefathers pioneered alone out in 
the wilderness on their own re- 
sources and _ responsibilities. We 
live more closely associated with 
others. We are becoming more and 
more interdependent. This change 
not only affects our individual lives 
but our families as a unit, our busi- 
ness, our city, state and nation. 

The automobile, more than any 

other development, has brought 

this new era. From the stand- 
point of worldwide ramifications 
this change has also been brought 
about by the radio and airplane. 

We, as individuals or as a nation, 
can no longer be the free enter- 
prisers we once were. There is 
= much need for human under- 

and cooperation to 
longer go it alone. 

Perhaps you will think these 
thoughts are too idealistic, but I 
am sure they are realistic. 

The chances are extremely light 
that any of us now living will see 
anything that can reasonably be 
called international peace. There is 
just too much hatred and mistrust 
now in the world. It will take 
generations of faithful and hard 
work before the business, political, 
social and economical storms can 
subside. But we must not forget 
that disturbance has been man’s 
common lot. Total peace in this 
world has been the _ exception, 
rather than the rule. It is better 
that we realize these facts and plan 
accordingly. , 


What It Means 


B* THIS reasoning we can learn 
to live wisely and well, not 
stepping aside from our responsi- 
bilities or apart from the strain of 
the world, but learn to live through 
x. “To belong” recognizes the im- 
portance not only of acceptance of 
responsibility for ourselves, but the 
inclusion of concern for employes 
and fellow tradesmen as well as all 
our neighbors far and near. 

The future for the younger gen- 
eration is a development of mutual 
understanding by all citizens of 
our respective communities, our na- 
tion and the world 

“To belong” means for automo- 
bile dealers’ membership in the 
national, state and local dealer 
associations. Of course, such 
membership is not only a step 
but an important and necessary 
step that we all can take and 
can continue to make our indi- 
vidual influence felt in promoting 
understanding and support ideas 
and policies that work for the 
benefit of public interest locally, 
state and worldwide. 

Perhaps some older members of 
the trade feel that it is too late to 
utilize their example, power and 
influence by membership mainte- 
nance. To them I say, continue 
“to belong.” Remember that he who 
plants a shade tree, fully realizing 
he will never sit under it, has at 
least made his mark on immor- 
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Dealers tell me 


By John O. Munn 





the trade, definite personal advan- 
tages are offered through associa- 
tion programs and activities, and I 
urge you to take advantage of 
them. 

* * + 


Must Remain Healthy 


N° ONE can be a helpful influ- 
ence unless he has first made 
a success of himself. Our economy 
will remain strong only so long as 
the individual units in it remain 
strong. We as a trade have a re- 
sponsibility to remain healthy, be- 
cause we have the important 
assignment of keeping America’s 
transportation mobile. Transporta- 
tion, as we all know, is the first 
essential to any economy following 
the production of wealth from the 
land, forest and mines. 

ADA, under present world 
conditions, has all the more rea- 
son for being maintained. It is 
a rallying point for keeping our 
national legislation free of de- 
velopments that will stifle our 
economy, and to promote legisla- 
tion that is in the public interest. 
Indispensable working tools and 
guideposts are constantly avail- 
able from the national associa- 
tion—specifically, bulletins on the 
utilization of manpower; bulle- 
tins on cost and management to 
be used for comparisons and 
guideposts; the holding of con- 
ventions, such as is taking place 
in New York this week, which 
not only brings inspiration and 
knowledge to members but allows 
them to rub elbows with their 
fellow tradesmen. 

These benefits are constantly 
available also from state and local 
associations, both of which support 
and sustain the national organiza- 
tion as the roots of a tree. Keep 
your interest and financial support 
and continue to actively work in 
the interest of your trade groups. 
This recommendation isn’t made 
from the selfish standpoint of either 
you or dealer associations. These 
agencies help direct the ship of 
state and help it remain strong. 

So “belong” and gain these op- 
portunities for getting together and 
to consider others. All this is basic, 
if we are to maintain our place 
in world leadership. 


tality. For the younger members of | 





NADA Studies Program [As Truman Renews Attack... 


For Dealers’ Sons 


NEW YORK. — During the 
NADA convention the Dealers’ 
Sons Program committee will 
meet to discuss the possibility 
of a program for the sons of 
dealers. 

A. C. Hall, Milwaukee, is com- 
mittee chairman. Other mem- 
bers are M. O. Anderson, Seattle, 
and Hanford A. Crockard, Berk- 
eley, Calif. 











NADA Sounds Alert 
For Herlong Defense 


| WASHINGTON. — NADA alerted | 


| dealers last week to stand ready to | 


|respond to a possible NADA re- 
| quest for unified action to protect 
the Herlong amendment in the 





director; J. 
(Chrysler-Plymouth), president; 





New Officers of the Omaha Dealers— 


The Omaha New Car Dealers Assn. elected officers and directors for the coming year 
at its recent annual meeting. From left to right, they are Arthur E. Miller (Pontiac), 
Robert Townsend (Dodge-Plymouth), vice-president; 
S. A. Mann (Chevrolet), 
McFayden (Ford), secretary, and Edward Hulac (Chevrolet), director. 


Ralph F. Fournier 
past president; Richard J. 





NEW YORK.—More than 300 
dealers will attend the first annual 
meeting of the “30-Year Club” at 
breakfast, Tuesday, Jan. 29, as part 
of the NADA convention here. 

The club, composed of dealers 
who have been active retail deal- 
ers of new cars for 30 years or 
more, is being organized by a 
committee composed of William 
L. Mallon, chairman; Harold 
Lanphear, Cliff Bishop and Nor- 
man C. Lawson. 

Following is a list of dealers eli- 
gible and planning to attend the 
first meeting: 

A. D. Anderson, Baltimore; M. 
Grossman, Hopkins, Minn.; Guy H. 
Lanphere, Weedsport, N. Y.; Wal- 
ter A. Abrams, Bradford, Pa.; Peter 
J. Kaufmann, Mt. Vernon, N. Y.; 
Geo. M. Beecher, West Pawlet, Vt.; 
L. H. Emrich, Manchester, Pa.; W. 
H. Ragg, Berea, O.; Frank Simon, 
Long Beach, N. Y.; H. S. Phillips, 
Excelsior, Minn.; A. B. Smith, Port- 
land, Ore.; Joseph A. McInerney, 
Chicago; Edgar Rinke, Center Line, 








By Bob Gordon 
Associate Editor 
NOt enough ’52s and not enough 
profit on leftover ’51s continue 
to be the twin problems of most of 
the nation’s new-car dealers, re- 
ports indicated last week. 

The general slowness of the 
market is viewed by most dealers 
as “just one of those things.” 
Model-change time in any year 
usually brings the same prob- 
lems. 

The model cleanup task has prob- 
ably been greater this year than in 
recent years because of the sales 
tailspin which hit the market last 
fall. 


* * * 


URRENT business’ conditions 
also suffer as compared with 
those at this time last year, when 
automobile sales were off to the 
fastest start in history. 

New-car sales in January last 
year reached a total of 472,766 
units, the highest January total 
in history. 

January and February are cus- 
tomarily months of low volume. 
With production of cars eurtailed 
and credit restricted, it’s apparent 
that custom will be observed this 
year. 

. * * 

EALERS with new models to 
show report that prospects and 
inquiries are much improved over 
the low levels of the past few 
months. 

Those dealers still “washing up” 
’5ls have the usual flurry of ac- 

















New-Car Sales Drop Laid 
To Model Changeovers 


most of the car merchants in this 
situation report little cheerful in 
the profit per unit sale on that 
kind of transaction. 

* * * 

HE level to which new-car sales 

dropped in December was still 

unknown statistically, but the indi- 
cations are that quite a decline took 
place. 

Only six states have so far re- 
ported December new-car registra- 
tions, but their total of 39,107 sales 
was 55 percent under the total of 
86,644 new-car sales in the same 
states in December, 1950. 

For the first 11 months of 1951, 
new-car sales totaled 4,750,319 
units, 17.72 percent under the 
1950 total for the same period of 
5,774,179 new-car registrations. 
New-truck sales fared somewhat 

better with the 11-month total for 
1951 reaching 941,254 units, 10.62 
percent under the 1,053,121 sold in 
the first 11 months of 1950. 

New-truck sales in November 
numbered 76,517 units, 9 percent 
under the November (1950) figure 
of 84,167, while November new-car 
sales totaled 332,099, a 25 percent 
drop from the 444,193 sold in No- 
vember, 1950. 


Vadnais Elected Head 


Of Mass. Dealer Group 


NORTH ADAMS, Mass.—Valmore 
P. Vadnais, Hudson dealer here, 
has been elected president of the 
Northern Berkshire Auto Dealers 
Assn., it has been announced by 





‘30-Year Club’ Meets 


Over 300 Old-Timer Dealers to Breakfast 
At NADA Convention Tuesday 


a Clyde F. Applegate, Flint, 
ich. 


Frank McNally, Flushing, 
Mich.; E. F. Post, Lost Creek, W. 
Va.; Julio W. Silva, Eugene, Ore.; 
Ambrose C. Duggan, N. Quincy, 
Mass.; E. L. Stenson, Grand 
Forks, N. D.; F. Merle Matthews, 
Fitchburg, Mass.; J. H. Newsom, 
Littleton, N. C.; Calvin A. Unger, 
Phoenixville, Pa; J. P. Dart, 
Greenville, Pa.; Jos. S. Sautin, 
Mystic, Conn.; J. F. Kiefer, Moor- 
head, ; Louis R. Halbwachs, 
Thompsonville, Conn.; Robert E. 
Parsons, Farmington, Conn. 

Albert Colussy, Bridgeville, Pa.; 
(Continued on Page 87, Col. 1) 


Portland Show 
Assigns Space 
For 108 Models 


PORTLAND, Ore. — Seventeen 
makes of cars were assigned space 
during a recent drawing for Port- 
land’s 1952 Motor Show, opening 
March 14 at the Pacific Interna- 
tional Livestock exposition building. 

Harold Kupp, drawing for the 
metropolitan group of Ford dealers, 
emerged with the first assignment. 

Approximately 108 models of new 
cars will be displayed, states Lee 
Cosart, show committee chairman 
and president of the Automobile 
Dealers Assn. of Portland, sponsors 
of the event. 

The various cattle barns under 
roof on the 1l-acre campus will in- 
clude displays of trucks, trailers, 
automotive accessories, sports cars, 
custom cars, hot rods, racing cars, 
motorcycles, timing cars, speed 
equipment, airplanes, boats and 
petroleum products. 





Defense Production Act of 19651. 
“As anticipated,” said an NADA 
news letter to dealers, “the Pres- 
ident urged Congress to repeal 
the Capehart and Herlong amend- 
ments and to restore to the Fed- 
eral Reserve Board full authority 
to regulate installment credit 
sag without legislative restric- 
on. 


The President made the requests 
in his annual economic report 
which was read to Congress Jan. 
16. As expected also, NADA said, 
he asked for additional taxes in the 
amount of $5,300,000,000. 

NADA said that a joint congres- 
sional committee will hold hearings 
on the economic report through 
Feb. 1 

These hearings, it was pointed 
out, will give Defense Mobilizer 
Wilson and Price Director DiSalle 
opportunity to restate their de- 
mands for tighter controls, more 
stringent credit regulations and 
higher taxes. 

Defense planners say their de- 
mands must be met if they are to 
successfully carry out the admin- 
istration’s three-year defense pre- 
paredness plan. 

NADA said the Federal Reserve 
Board is now in a stronger posi- 
tion to oppose any extension of 
credit terms, thus making easier 
credit regulations more difficult to 
obtain. 





Capital Dealers 
Going Hawaiian 


For Auto Show 


WASHINGTON.—Hawaii will set 
the decorative theme for the auto 
show to be held here Feb. 22-29 in 
the National Guard armory, the 
Washington Automotive Trade 
Assn. announced last week. 

Plans for the show are progress- 
ing “nicely,” according to Mike 
Murphy, show manager. 

In keeping with the Hawaii idea, 
Murphy said, palm trees will be 
placed at the corner of each exhibit 
space. Armory walls will be draped 
with blue material, and lighting 
will be designed to give the effect 
of the sky above the islands. : 
Movie and television personali- 
ties have been signed up to pro- 
vide entertainment for the show, 
at which five new automobiles will 
be given away. 


90% of Dealers Submit 


Reports Under CPR 83 


DETROIT. — Repeated warn- 
ings by Automotive News, trade 
associations and the OPS itself 
have elevated dealer compliance 
with CPR 83 to above the 90 
percent mark, it was reported 
last week. 

A month after the Dec. 15 
deadline for filing Public Form 
98 or preparation and condition- 
ing charges, only about one 
franchised dealer out of 10 had 
not sent in a report, OPS dis- 
trict officials said. 














On the House . . . 








disposing of the cars... 
added its 1,000th member .. 
and then a little vacation. 








tivity from “bargain hunters,” but 





the organization. 





NADA’s resolutions committee, getting ready to present its slate 
Wednesday in New York, has had a lot of help lately from various 
state associations. Latest rumblings in the field came from the 
Toledo (O.) association, which in a resolution called 
on NADA to “look into the practice of manufac- 
turers in shipping cars without bonafide orders, to 
seek OPS approval 
charges in the price list of a new car, and to press 
for an increase in financing time limits.” 

Holley Carburetor’s press preview of ‘its 1952 
product was an eye-opener to newsmen . 
mobile’s new “Lucille and Johnny,” 
appear in that division’s ads and television com- 
mercials, have been signed to a five-year contract. 
They’re swell kids, too. 

In defense of dealers, Oldsmobile’ s Jack Wolfram 
contends that, if the factories were able to promise 
and deliver dealers a definite number of new cars in a given year, the 
dealers could prepare adequately and would have little trouble 
Northern California association has just 

. Now, 


for including advertising 


. Olds- 
who will 


off we go to the NADA conclave, 


—Pete Wemuorr, Editor, 
Automotive News 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessoties. § 2. A fair profit to 
™ the dealers on every used vehicle accepted in partial payment for a new 
car or truck. § 3. Every dollar of gasoline tax collected rt state or federal 
governments applied to the building and maintenance of highways. § 4. The 
elimination of government and bureaucratic controls over this industry. 
75. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


AUTOMOTIVE 








Challenge to Dealers 


S THE nation’s automobile dealers meet in New York 
‘& today for the 35th annual convention of NADA, they 
face one of the most challenging years in their history. 


The challenges are on many sides. On the one hand, they 
face the challenge of gearing their individual businesses to a 
changing and dubious outlook on new cars. 


The number of new cars they receive depends, not on the 
mighty industry of which they are a part, but on a group of 
men in Washington who may or may not bungle the economy. 


There is the greater challenge of a free world, as well as 
the challenge at home of controls which may weaken our 
own country. 


No one expects the auto dealers to solve the problems of 
the world, but, united under NADA, they represent a mighty 
force for good in thousands of communities and the nation 
as a whole. 


What they accomplish in New York can help make the 
nation a stronger and better place in which to live. 


+ 


* * * 


Auto Leaders Pass On 


§ bey auto industry and the American economy owe much 
of their vigorous strength to two men who have just 
died, Walter O. Briggs sr., and Alvan Macauley. 


There is not space here to recount their accomplishments, 
but'we recall a story that may serve to illustrate the broad 
vision of the.men who helped build the auto industry. 


During his career as head of the Automotive Council for 
War Production, Packard’s Macauley was seeking to recruit 
a young man of great promise under the industry’s banner. 
The young man demurred on the grounds that he wished to 
devote his energy to some field allied to the public interest. 


“If you devote yourself to the public interest while with 
us,” Mr. Macauley told him, “you will be serving us.” «* 


Years later, the young man told us that the performance 
was as good as the promise. 


The career of Mr. Briggs illustrates also the opportunities 
available in the auto industry, for he rose from a body- 
trimmer’s bench to head one of the greatest of the body- 
building firms as well as the Detroit Tigers baseball club. 
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based on a man’s ability and 
a man’s desire, not on his 





age.’ —SeEcRETARY OF LABOR 

Maurice Tosin, in an article in 

The American Federationist. 
* + + 


Needs Aid 


Ernest R. Breech, Ford execu- 
tive vice-president, discussing 
Mobilizer C. E. Wilson: 

“Too much responsibility has 
been placed on the shoulders of 
one man. It should be handled 
by more than just one. He 
should have the assistance of a 
seven-man executive board.” 

* + * 


Boom-to-be 


“It seems clear from a study 
of birth rates alone that col- 
lege enrollments of the fore- 
seeable future will exceed the 
previous peak enrollments of 
the immediate postwar years.” 
—Robert L. Williams, Univer- 
sity of Michigan assistant 
dean of faculties. 

* * * 


Easy Does It 


“The American driver, of car 
and truck, will go for anything, 
at home or on the road, which 
will lighten his or her work, or 
enhance the pleasure of the im- 
portant leisure activities.”— 
W. K. Creson, engineering, vice- 
president, Ross Gear & Tool Co. 








* * * 





‘Forever Winnie’ 

“IT was about to give you the 
unusual spectacle of seeing 
me drink a glass of water, but 
Canadian hospitality has taken 
a more stimulating form.”’— 
WINSTON CHURCHILL, While sip- 
ping a glass of French cham- 
pagne on his recent visit to 
Ottawa. 

* + . 












AN EASTERN PAPER 
SAYS, EDITORIALLY, 
" TRAFFIC CONP/TIONS 
MAY FRING OVTA , 
BUMPER FOR A CARS 
BUNPER'S BUMPER" 








Glamor’s Likeness 
Cecil B. DeMille, Hollywood 





producer: 





—— Letterbox 


“Everytime I attempt to go 
off the beaten track in casting 
a part, I have been struck by 
this unbelievable similiarity of 
all girls bidding for screen 
jobs. This is especially true of 





‘For Engines in Rear... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
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the species known as_ the letters but you may sign your name with the assurance that it will not be 
blond.” used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
* * * 
Definition Safety Answer? until the car is made as safe as 
“A stockholder is an average Automotive News deserves high ae ene ee See eae 
guy. He comes in all sizes, |credit for the editorial and news ) & rear 


shapes and forms. Some look 
like a million dollars—they are 
the small stockholders. Some 
look like clam diggers—they are 
the big stockholders.”’—A New 
York broker’s definition of a 
stockholder as quoted by Elmer 
Walzer, United Press financial 
editor. 


space devoted week after week to 
trying to bring automobile acci- 
dents under control. The one-mil- 
lionth fatal victim calls attention 
to the fact that automobile acci- 
dents pose the major problem fac- 
ing the automobile industry. 

Your editorial, “The Next Mil- 
lion,” in the Dec. 31 issue, says that 
the way to delay the slaughter of 
the next million lies in an intensi- 
fied compaign to develop safe driv- 
ers, aided by a continuing drive 
for better roads and vehicles. 

Our association is in full accord 
with the principle of educating 
drivers and building better roads, 
but we are convinced that the fail- 
ure to date to bring automobile 
accidents under control, is the di- 
rect result of concentrating on the 
driver and the road to the practical 
exclusion of the car which is the 
common factor in all these acci- 
dents. 

“Educating the driver” is, after 
all, another way of saying, school- 
mastering 50,000,000 operators of 
ears. Which is easier to change, 
50,000,000 individuals or what 
amounts to practically one type of 
design of automobile? 

This problem will never be solved 


* * * 


Fed Up 

An Associated Press story 
quoting Tokyo’s largest news- 
paper: 

“Japanese are fed up with 
an American-ordered radio 
‘soap opera’ on the democratic 
way of life.” 


* ” 
Hard Head 

Hugh DeHaven, of the re- 
search department of Cornell 
university explaining why pas- 
sengers should be packaged in 
autos for safety: 

“The head weighs as much 
as a 10-pound sledge hammer 
and packs the same terrific 


* 


gerous object at 40 to 50 miles 
an hour.” 











10 Years Ag Fer 
The Big Story 


Production of cars and light trucks is banned after Feb. 1, it was 
annagunced by Donald M. Nelson, head of the War Production Board 
. . . William S. Knudsen was appointed to direct all war production 
for the U. S., and was appointed lieutenant-general by President 
Roosevelt ... Many dealers are preparing to convert their shops into 
war production “factories,” making small parts*for the war effort. 

—From the files of Automotive News. 

















design.—ArtHurR W. STEVENS, presi- 
dent, Automobile Safety Assn., 


Boston. 
. x * 


Figures Tell Truth 
Less than 1 percent of complaints 
in the South Bend-Mishawaka area 
are against auto dealers, according 
to Better Business Bureau figures. 
Sounds like good comeback any- 
where to unjust criticism of dealers. 

—Kawnsas City DEAter. 

- * M 


Tribute to Munn 


We want to congratulate John 
Munn on the many fine articles 
which he wrote for AvTOMOTIVE 
News in 1951. They helped to stim- 
ulate our thinking on many sub- 
jects related to our business. We 
were particularly interested in the 
used-car discussion. 

After reading his last week’s 
column, which brought back many 
old memories, I was prompted to 
enclose one of our 39th Anniversary 
ads. In the early years of our busi- 
ness we sold some of the cars 
referred to, such as Dodge, Olds, 
Reo and Liberty. 

We wish for him in “52,” the 
best of health so that he may con- 
tinue to give through your columns, 
the sound and unselfish thinking 
of one who has been associated 
with the automobile business from 
its inception.—Frep I. Lyte, Green- 
wald Auto Co. (Ford), New Ken- 
sington, Pa. 


* 
Pre-fab Body? 
We need a pre-fabricated truck 
van body that can be shipped 
knocked down. Know where one or 
many may be had?—K. M. Barrirtan, 

Trucks, Inc., Miami, Fla. 

Eprror’s Note: Can one of our 

readers assist Reader Brittan? 


* * 
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Studebaker dealers 
again present motoring’s 
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Hype jet planes 


: j Stand-out gasoline economy! 
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Johnson Offers Measures . 
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18 Bills Introduced 
To Regulate Trucks 


WASHINGTON.—A series of bills 
has been introduced here by Sen. 
Edwin C. Johnson, Colorado Demo- 
crat, affecting truck sizes, weights | 
and regulations. 

The National Highway Users 
Conference said the series of 18 
bills is “apparently designed to 
cover the ‘progress report’ of the 
Senate Interstate and Foreign 
Commerce committee presented 
by Sens. Bricker and O’Connor” 
late in October. 

Bills introduced by Sen. Johnson, 
according to the NHUC, include: 

S. 2363 (Johnson and Bricker) to 
prescribe size and weight limits 
for interstate motor carriers sub- 
ject to the Motor Carrier Act. 
Width would be fixed at 96 inches; 
height, 12% feet; length of single 
unit, 35 feet; buses with three 
axles, 40 feet; tractor semi-trailers, 
50 feet, and other combinations, 60 
feet. Axle weight would be limited 
to 18,000 pounds except in those 
states that permit greater axle 
weight. Operations of private car- 
riers would be restricted drastical- 


y. 

S. 2357 (by request) limits the 
carrying of farm supplies to the 
farm, or hauling agricultural com- 
modities and livestock prior to 
their marketing, to the farmer ac- 
tually producing them. 


Cadillac Planning 
‘Audit’ of Dealer 
Shop Standards 


NEW YORK. — Cadillac plans-a 
“service improvement audit” which 
will eventually reach every Cadillac 
dealer, J. M. Roche, general sales 
manager, told a sales meeting here. 

Dealers from New York, New 
Jersey and Connecticut were in at- 
tendance, as Roche cited a survey 
to show that the general public 
attitude toward the automobile 
dealer and his service department 
is “deteriorating rapidly.” 

Roche said that it was an “in- 
tolerable situation” as far as Cadil- 
lac was concerned. He said the 
service improvement audit was be- 
ing launched to help Cadillac deal- 
ers determine what is lacking in 
their handling of service business. 

He said the public has come to 
the conclusion that the dealer does 
not appreciate his business. 

Meanwhile, Roche urged that 
every Cadillac dealer work hard to 
achieve good public relations. 





~|maintaining public 


The fisherman himself is made 
|the sole beneficiary of the exemp- 
tion for transporting by motor ve- 
hicle unprocessed fish to the mar- | 
| ket. These motor vehicles must not | 
be used at the same 
ithe return trip, in any other kind 
| of transportation for compensation. 

S. 2362 (by request) prohibits 
private carriers .from transport- 
ing any property for compensa- 
tion other than that within the 
scope of its primary business. The 
bill also provides that no com- 
mon or contract carrier of prop- 
erty by motor vehicle shall oper- 
ate a vehicle unless it is owned 
by such carrier or is leased from 
another person authorized by the 
commission to operate as a com- 
mon or contract carrier. 

S. 2361 (by request) would allow 
the ICC to review, reexamine and 
change the status of existing car- 
riers without going into the ques- 
tions of convenience and necessity. 
The commission also could issue 
“restrictive permits” limiting an ap- 
plicant for a contract carrier per- 
mit to the performance of trans- 
portation to a specified shipment. 

S. 2365 (Johnson and Bricker) 
directs the Bureau of Public Roads 
to make a complete investigation to 
determine (1) the proportion or 
share of the cost of building and 
roads that 
should be borne in the form of 
taxes by motor carriers and (2) in 
what manner and form such taxes 
should be levied to be most equita- 
ble and practicable. The BPR is 
required to report to Congress to- 
gether with its recommendations 
for necessary legislation. 

Among other bills are: S. 2349 
(by request) would apply “the long 
and short haul clause” to motor 
carriers. 

S. 2351 (by request) requires 
the commission in determining 
what public convenience and 
necessity require, to give “due 
consideration to the adverse ef- 
fect upon and adequacy of all 
other types of transportation al- 
ready providing similar service.” 

S. 2352 (by request) provides for 
payment of fees to the commission 
for certificates, permits or licenses. 

S. 2358 (by request) defines the 
rights of irregular route common 
carriers and provides the holder of 
an “irregular route” certificate can- 
not engage in “regular route” serv- 
ice without authority. 

S. 2359 (by request) simplifies the 
procedure for revocation of per- 
mits of motor carriers. 








Used-Car Bulletin from Detroit .. . 





(Aptco Auto Auction. 


Jan. 23 

(High level of activity indicated a 
decided upturn. Prices were strong 
with increases ranging from $25 to 
$50 over previous week. Sold 95 units 
out of 124 offerings.) 
BUICK—'50 Super 4-dr., $1,625*. 

Special 4-dr., $1,060; RM 2-dr., $1,- 

225; Super 4-dr., $1,190*, $1,150. ‘47 
Super 2-dr., $725, $675; RM 4-dr., 

$600 


CHEVROLET — °'51 SL Deluxe 4-dr., 
$1,580*; FL Special 2-dr., $1,390. ‘50 
SL Deluxe 2-dr., $1, 230°: Bel-Air, 
$1,525*. °'49 SL Deluxe club coupe, 
$1,005; suburban carryall, $780. ‘46 
SM 4-dr., $515. 

CHRYSLER—'48 Windsor conv. 
'46 Windsor 4-dr., 5. 

‘o—'49 Custom — coupe, 
270; 4-dr., $1,255, $1, 

DODGE—'50 Coronet —_ coupe, $1,- 
415; 4-dr., $1,395. °49 Meadowbrook 
4-dr., $1,050; Wayfarer 2-dr., $980. 

FORD —’51 Victoria, $1,950; Deluxe (6) 
2-dr., $1,260. ‘50 Custom (8) 2-dr., 
$1,190; Deluxe (6) 2-dr., $1,025. 


"49 


$800. 
$1,- 


HUDSON—’48 Super (8) 2-dr., $755. 

KAISER — ’51 4-dr., $1,185*, $1,175; 
Henry J (4) 2-dr., $780. 

LINCOLN—’49 club coupe, $1,125*. 

MERCURY — '51 club coupe, $1,755*; 
4-dr., $1,750. °'50 club coupe, $1,230. 
"49 «4-dr., $1,055*, $1,035, $1,010, 
$975; club coupe, $1,040. 


NASH — '51 Statesman 4-dr., $1,410*. 
'49 (600) 2-dr., $830. ‘48 (600) club 
coupe, $750*. 

OLDSMOBILE—'51 (98) 4-dr., $2,300*. 
’50 (88) 4-dr., $1,700*; 4-dr., $1,500*. 
'49 (76) club coupe, $1,110, $1,000; 
4-dr., $1,125*. ‘46 (66) 4-dr., $550. 

PACKARD — ‘49 4-dr., $1,060; club 
coupe, $870. °48 4-dr.. $725. 

PLYMOUTH—’'50 SD club coupe, §$1,- 
150; Deluxe 2-dr., $955. °49 SD 4-dr., 
$960; Deluxe 4-dr., $775. ‘48 SD 
4-dr., $725. °46 SD 2-dr., $525; De- 
luxe 4-dr., $520. 

PONTIAC—'51 Chieftain (8) 4-dr., $1,- 
860°; 2-dr., $1,845°. 





Latest Auction Prices 


Sale every Wednesday) 


*Indicates automatic transmission or overdrive. 


Other Auction reports are on Pages 68, 69, 88 


Jan. 16 


(High demand produced one of the 
auction’s best sales. Sold 63 units 
| out of 84 offerings.) 

BUICK—’51 Super Riviera coupe, $2,- 
090*. '50 RM 4-dr., $1,520*; Riviera 
coupe, $1,675*; Super 2-dr., $1,480*; 
4-dr., $1,400*; Special 2-dr., $1,290*. 
'49 RM 4-dr., $1,030*. 

CHEVROLET — ’51 SL Deluxe 4-dr., 
$1,595*, $1,565; 2-dr., $1,475; Bel- 
Air, $1,780; FL Special 2-dr., $1,130. 
"50 SL Deluxe 2-dr., $1,220*; Bel-Air, 
$1.550*; SL Special club coupe, $1,- 
035. °49 FL Special 4-dr., $875. ‘48 
FM club coupe, $760. ‘47 sedan de- 
livery, $440. "46 SM club coupe, $490. 

CHRYSLER—’'51 NY Newport, $2,505. 

DeSOTO—’51 Custom 4-dr., $1,700. ‘49 
Custom club coupe, $1,215. 

DODGE—’51 Meadowbrook 4-dr., $1,- 
560. ‘50 Coronet 4-dr., $1,400. ‘49 
Coronet 4-dr., $1,065. "46 Custom 
club coupe, $600. 

FORD—'51 Deluxe 
"50 Custom (8) 
Custom (8) 2-dr., 


(8) 2-dr., $1,310. 
4-dr., $1,215. °'49 
2 at $890, $905; 





4-dr., $910; Deluxe (8) club coupe, 
2 at $850. ‘48 Deluxe (8) 2-dr., $705. 

HUDSON—'49 Super (6) 2-dr., $850. 

KAISER—’51 Special 2-dr., $1,010. 

LINCOLN—’51 4-dr., $1,500. '49 4-dr., 
$1,100, $1,100*. 

MEROURY—’'49 4-dr., $950. °48 4-dr., 
$670. °47 4-dr., $685. 

NASH—’41 (600) 4-dr., $150. 

OLDSMOBILE—’'49 (98) 4-dr., $1,315". 

PACKARD — ‘49 4-dr., $1,035*. ‘48 
4-dr., $670*. 

PLYMOUTH—’51 Suburban, $1,650. '50 
Deluxe 4-dr., $1,050. ‘49 SD 4-dr., 
$990. ‘47 SD 2-dr., $605. 

PONTIAC—'49 Chieftain (8) 2-dr., $1,- 
280; SL (8) 4-dr., $1,180; SL (6) 
sedan coupe, $1,170*. °47 SL (8) 
2-dr., $675. °46 (8) sedan coupe, 
$510. 

STUDEBAKER — '51 Champion RD 
4-dr., $1,290. 


time, or on| 

















1,000 Washes in Four bepe— 





Three-bay Washmobile installation of Ace Distributors, Inc., Dearborn, where inde- 
pendent car washing operations are carried on in addition to sales of equipment in | show committee. 
Michigan and Ohio. This wing of building, which also houses offices, waiting rooms, 
jetc., is 45 feet wide by 30 feet deep with entrance to each wash rack from the rear. 


| In four days early in December, this setup turned out more than 1,000 wash jobs. 


* * 


‘Mechanical Car Washers 


DEARBORN. An automobile 
dealer can now take in washing 
and make money at it, it is claimed. 

At last this de- 
partment, which 
has been high on 
the headache list 
of the dealer 
service manager 
and a consistent 
entry in the loss 
column on the 
dealer’s_ books, 
apparently can be 
turned into a real 
asset both as a 
revenue producer 
a tremendous goodwill 





Oscar Salenger 


and as 
builder. 

It has been accomplished by 
mechanical car washing devices 
tailored to the needs of the dealer 
service department’s space and 
setup requirements, as well as 
capital cost and operating ex- 
pense. 

Dealers who maintain a car- 
washing business for the sake of 
good customer relations and to en- 
able them to do a decent job of 
new-car delivery, in 99 cases out of 
100 have written the operation off 
as an expense item, it is contended. 





Harvester Plans 
Change in Time 


Sales Operation 


CHICAGO. — International Har- 
vester Co. is arranging a $125,000,000 
loan so it can finance the greater 
part of its time sales within the 
company’s own corporate structure. 

A major portion of such sales are 
now financed through a_ wholly- 
owned IHC subsidiary, Interna- 
tional Harvester Credit Corp. 

Confirming his company’s loan 
plans, William R. Odell, IHC vice- 
president, said the time sales setup 
under the subsidiary has some 
corporation taxes disadvantages. 

Odell said that International 
Harvester Credit Corp. might ulti- 
mately be liquidated. It was estab- 
lished in March, 1949, to handle 
notes receivable resulting from 
wholesale and retail time sales of 
products not financed by local 
banks or other financing institu- 
tions. 

“Under the new arrangement,” 
Odell explained, “International 
Harvester Credit will reduce the 
notes receivable financed by it to 
an amount where it can finance with 
its present equity of capital alone 
with the use of bank borrowings.” 

The equity capital of the credit 
subsidiary was placed by Odell at 
approximately $26,500,000. 


Reo War Orders 
Top $200 Million 


LANSING.—Reo Motors, Inc., an- 
nounced here that an additional 
large letter order has been received 
from Army Ordnance for 2%-ton 
Eager Beaver military trucks and 
spare parts, raising the amount of 
unfilled military business on the 
company’s books to more than 
$200,000,000. 

Joseph S. Sherer jr., Reo presi- 
dent, said that military orders in 
excess of $100,000,000 have already 
been filled by the company. In 
addition, the announcement said, 
Reo has produced and delivered 
thousands of its Gold Comet six- 
cylinder engines to another manu- 
facturer, for assembly in other mili- 
tary vehicles. 








Praised by Dealers 


Because it has cost them money to 
wash cars, even at a price they felt 
they could reasonably ask their cus- 
tomers, most dealers have ducked 
as much of the business to the ex- 
tent of risking gripes from their 
service customers. 


At the same time, they have 
passed up extra service business 
and accessory sales which would 
have come their way had they been 
willing to provide washes, which is 
a service expected of all franchised 
dealers. 


The dealer who is willing to put 
into effect the same moderniza- 
tion and mechanization in his un- 
wanted wash rack that he puts 
into his other departments, can 
make this not only a profitable 
department but a service of cus- 
tomer building. In fact, he will 
find that for the same investment, 
which is relatively small, the 
mechanized wash rack will prob- 
pot pay higher dividends, it is 

id. 


Efficient power washing machines 
have been on the market only three 
or four years and are only now 
getting attention. 


Mechanical washers’ value as 
shop equipment is being recognized 
by automobile dealers and the serv- 
ice directors of the automobile 
manufacturers, according to Oscar 
Salenger, President of Washmobile. 


It is claimed that dealers admit 
losses in their car-washing de- 
partments prior to the installa- 
tion of mechanical washing equip- 
ment. Dealers have reported an 
increase in car washing volume 
of 2 and 3 to 1, on an average, 
with one dealer reporting the ex- 
ceptional gain in efficiency of 8 
to 1. 


Most dealers report a_ service 
profit in their car-washing depart- 
ment with mechanized equipment 
where accounting records are accu- 
rately maintained and intershop 
work such as new-car conditioning, 
free customer washes and so on, 
are taken into consideration. 


In the three-bay pilot station, 
maintained by Ace Distributors, 
Inc., Washmobile distributors in 
this area, it was possible to do a 
total of 1,087 cars on the four days 
of Dec. 1-4. Average cost, accord- 
ing to C. E. Kirk, distributor, was 
approximately 46 cents per car. It 
takes approximately 12 minutes for 
one man to do a car. 


Chrysler to Stage 
Biggest Display 
At Chicago Show 
CHICAGO. Nineteen makes of 
cars, nine of motor trucks and 41 
|accessory, equipment and educa- 
tional displays will be on view at 
|the 44th annual Chicago Automo- 
bile show to be held Feb. 16-24 at 
the International Amphitheater, it 


was announced by Frank H. Yar- 
|nall, chairman of the executive 


The largest single exhibit in show 
history, occupying 12,700 square feet 
of space, will be the Chrysler en- 
gineering display. 

Makes of cars include Buick 
Cadillac, Chevrolet, Chrysler, De- 
Soto, Dodge, Ford, Henry J, Hud- 
son, Kaiser, Lincoln, Mercury, Nash, 
Oldsmobile, Packard, Plymouth 
Pontiac, Studebaker and Willys. 

Trucks to be exhibited are Chev- 
rolet, Diamond TT, Dodge, Ford, 
GMC, Hendrickson, International 
Harvester, Studebaker and Willys 

Among the other exhibitors will 
be Wynn Oil Distributing Co., Com- 
mercial Tire & Supply Co., Prisma 
Distributing Co., Quaker State Oil 
Refining Co., States Development & 
Mfg. Co., Fendix Auto Parts & 
Gear Co., Kelite Products, Dunne 
General Tire, National Used Car 
Market Report, Inc., Advance De- 
sign Development, Quinn Supply 
Co., Kool-Car Co., Coyne Electrical 
School, Trippe Mfg. Co., Bardahl 
Distributors of Northern Illinois, 
Hercules Motors Corp., Willett Co., 
Hush Bumpers, Inc., Prior Prod- 
ucts, Marlie Trading, Inc., Hutch- 
insen Chemical Co., Greer School 
and the Metropolitan Chicago Ford 
Dealers Assn. 


Sneak Showing 
Texas Boy Takes a Ride 


In ’52 Mercury 


DUMAS, Tex.—Through a crook 
(and not a hook), the public here 
was given an early showing of the 
1952 Mercury. 

A 16-year-old boy from Mineral 
Wells, Tex., took one of the new 
models from a warehouse there, 
attached the license plates of a car 
from Abilene, Tex., and took it for 
a spin. But he drove it right past 
the showroom of Everett Hinson, 
manager of Renfro Motors (Lin- 
coln-Mercury), Dumas, who went 
into action. 

The state police set up road 
blocks and other hazards for the 
erring boy, and he was _ finally 
trapped in a blind alley in Dumas. 

The new model is again under 
wraps, it was reported, and will 
await the official date for its second 
showing. The young man is a guest 
of John Easley, Moore county 
sheriff. 








Monroe Named 


To DTA Post 


WASHINGTON.—Defense Admin- 
istrator Knudson last week ap- 
pointed Ronald R. Monroe to serve 
as director of the street and high- 
way transport division of DTA. 
Monroe succeeds Edward D. Hicks 
jr.. who resigned Jan. 1 to become 
associated with a motor carrier 





concern in St. Louis. 





Singer 





Another Milestone for Chevrolet— 


“From Cone Clutch to Powerglide" 


is the way 67-year-old Percy Lee Gardner, St 
Louis, describes his career with Chevrolet, as William L. Mosher jr., 


plant manage: 


hands him the keys to drive the 4,000,000th St. Louis-built Chevrolet off the assembly 
line. In 1915, he drove Louis Chevrolet from Union station when the first Chevrolet 49C 
production line was set up in a buggy plant, and when the present Chevrolet assembly 
plant was opened in 1920, he drove a chassis from the old plant to help mechanic 


set up today's assembly line. 





» 
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Che Philadelphia Mnguiver 


published 


36,890,000 tines 


of Advertising in 1951... 


THE ONLY PHILADELPHIA NEWSPAPER 
TO SHOW A GAIN... 


A gain of 800,000 lines over 1950 


A lead of 6,500,000 lines over Philadelphia’s 2nd news- 
paper...and the largest volume of advertising ever 


published by any Philadelphia newspaper in any one year! 


FIRST in National advertising! 
FIRST in Retail advertising! 
FIRST in Classified advertising! 
FIRST in TOTAL advertising! 


THE INQUIRER IS FIRST 
IN EVERY MAJOR ADVER- 
TISING CLASSIFICATION! 







There can be only 







Now in its 19th 
Consecutive Year of Total 17 


Advertising Leadership 4 
in Philadelphia! f and in Philade] hi 
i! - Pia the FIRST 
i 4 


news © i 
Paper is Ty, INQUIRER! 


The Philadelphia Mnquirer 


Philadelphia Prefers The Inquirer 


Exclusive Advertising Representotives: ROBERT T. DEVLIN, JR., Empire State Bidg., N.Y.C., Longacre 5-5232; EDWARD J. LYNCH, 20 N. Wacker Drive, Chicago, Andover 3-6270; GEORGE S. DIX, Penobscot Bidg., 
Detroit, Woodward 5-7260. West Coast Representatives: FITZPATRICK & CHAMBERLIN, 155 Mortqomery Street, San Francisco, Garfield 1-7946 * 1127 Wilshire Blvd., Los Angeles, Michigan 0259 
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Packard Maps Sales Plans 
At Dealer Council Parley 


DETROIT.—-Future sales policies 
and programs aimed at Packard 
goals “during the present ‘guns and 
butter’ era” were outlined last week 
at a meeting of the Packard dealer 
advisory council and top company 
officials. 

The council, first in the indus- 
try to be on an elective basis, 

includes 19 members representing 
Packard dealers throughout the 
.S. and Canada. 


It was the 18th meeting since the 
council was formed in 1945. 

Taking part in the discussions 
were Hugh J. Ferry, Packard pres- 
ident; LeRoy Spencer, executive 
vice-president; C. E. Briggs, gen- 
eral sales manager; Roy Abernathy, 
assistant general sales manager; G. 


C. Reifel, manufacturing vice-presi- | 


dent; W. H. Graves, engineering | 


vice-president; Hugh W. Hitchcock, 


director of advertising and public 

relations, and other administrative | 

executives. 
He said that over 90 percent of 


either been placed in effect or are 
under further development. 
Members of the dealer group and 
their area of representation are: 
Atlanta zone, Henry C. Holmes, 
Tampa, Fla.; Boston zone, A. G. 
Medlicott, Springfield, Mass.; Chi- 
cago zone, Gordon Shepherd, Oak 
Park, Ill.; Cincinnati zone, Charles 
Sanders, Indianapolis; Dallas zone, 
R. L. Giles, Houston; Detroit zone, | 
Ralph W. Sovel, Detroit; Kansas 
City zone, H. R. Weaber jr., Pueblo, 
Colo.; Los Angeles zone, Porter 
Kelley, Glendale, Calif.; Minneapo- 
lis zone, H. H. Lorin, Sioux Falls, 
S. D.; New York zone, T. B. Mc- 
Guire, Ridgewood, N. J., and Phila- 
delphia zone, W. L. Greer, Phila- | 
delphia. | 
Other dealer-members 





Ford's Gas Tank— 


Ford division has announced one fea- 
ture of its ‘52 models which go on display 


Feb. 1—the new location of the gas tank 


include: | filler pipe. The company said that more 


Reno, Salt Lake City and Phoenix /|than 250,000 brochures are being dis- 


zones, B. H. Petersen, Ogden, Utah; 
Pittsburgh zone, F. K. Becker jr., | 
Mt. Lebanon, Pa.; Portland zone, J. | 
R. Babcock, Spokane; St. Louis) 
zone, J. A. Kilborn, Decatur, IIL; 


tributed to filling stations in the U. S. tell- 
ing the story of the new “center fueling.” 


zone, G. A. Fonda, Syracuse; Wash- 
ington zone, W. A. Mooers, Rich- 


the recommendations made by the |San Francisco zone, Leland Cer-| mond, Va., and Canadian zone, J. G. 
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@ When you equip your cars with windshields and windows 


of Solex Safety Glass, you provide motorists with a feature 


they have long hoped for. That's because Solex—whether 


Solex Duplate, Solex Duolite, or Solex Herculite—reduces glare, 


keeps out heat. That means less nervous tension and fatigue 


.. + more comfort for driver and passengers. 


HERE ARE FIVE COGENT REASONS WHY THIS IS SO: 


REDUCES GLARE. [he soft greenish color of Solex, although 


almost unnoticeable when looking through the glass from 


inside the car, helps to guard against eyestrain from the 


glare of bright sunlight and from headlights during night 


driving. It transmits about 72% to 74% of the sun’s visi- 


ble light. The light comes in, but the glare stays out! 


KEEPS OUT HEAT. By absorbing the direct solar radiation, 


council since its inception have 'ruti, San Jose, Calif.; Syracuse Patterson, Calgary, Alberta. 


wy SOLEX 


ABSORBING 


glass under 





Star Role in U. S. Scene 


NADA Study Points Up Important Part Dealers 
Tuke in Economy, Community 


WASHINGTON.— Impressive evi- 
dence that it takes more people to 
keep new cars flowing to the Amer- 
ican family than it takes to manu- 
facture them has been revealed in 
a study made by NADA. 

The study throws new light on 
the role of about 40,000 fran- 
chised new-car dealers engaged 
in what the survey shows to be 

“big business,” meeting a nation- 
al payroll of $2% billion every 
year. 

The dealers’ employes, nearly 
750,000 of them, are needed for the 
vital work of distributing, main- 
taining and servicing the new cars 
after the manufacturer’s work is 
done, the survey shows, emphasiz- 
ing the position of the new-car 
dealer as a vital link in the national 
economy. 

A report based on the study con- 
ducted by NADA’s Public Relations 
committee under Chairman J. Eus- 
tace Wolfington, of Philadelphia, 

also brought to light for the first 


FETY/GLASS 


the sun!”’ 





than outside temperature. 


Solex keeps the car interior ten to twenty degrees cooler 


ADDS TO SAFETY. Solex Duplate affords better visibility. 
Being a true ground and polished Plate Glass, Solex 


Duplate has the perfect-vision properties of regular pol- 


ished Plate Glass, plus glare and heat reducing qualities. 


Drivers can see distant objects without straining or 


squinting. This reduces fatigue .. . 


in driving. 


assures greater safety 


REDUCES FADING. Because Solex takes out a large portion of 


the ultra-violet rays, it reduces fading of upholstery and 


other materials inside the car which are normally affected 


by sunlight. And Solex will retain its protective properties 


for the life of the car... it will not fade. 


TRUE SAFETY GLASS. Each Solex windshield or window is 


clearly marked in the corner with the Solex trade-mark 


etched into the glass. 





A PROVEN PRODUCT—We suggest you give serious consideration to Solex Safety Glass 
for windshields and windows in the design and construction of your models. Solex 


represents one of the greatest boons to modern motoring. It's a tried and proven product, 


oh ad 


of i 


Seallecti 





dequate, soft 





ideal where 


eeeeye. as. 





all over the country. In airport control towers, rail- 
road cars, buses, homes, factories, stores, office buildings, solariums, it has been found 
ght is desired, without glare and heat. Why not consult 
with our Safety Glass specialists regarding your particular requirements? There is no 
obligation. Pittsburgh Plate Glass Company, 2063-2 Grant Building, Pittsburgh 19, Pa. « 


ee 















PLATS: 


GLASS 


COMPANY 





|time some of these other outstand- 
ing facts about the nation’s new- 
car dealers: 

The average new-car and truck 
dealer has been in business more 
than 20 years. 

New-car dealers contribute al- 
most $47,000,000 a year to re- 


| ligious, educational and chari- 
| table organizations—a sum larger 
than most important philan- 


thropic foundations can spend. 

Dealers are lending $12,000,000 
worth of cars annually to high 
school driver-training programs. 

Eight out of 10 new-car dealers 
belong to local civic clubs, more 
\than half of them as officers. 
Nine out of 10 dealers belong 
| to community service organiza- 
| tions (Community Chest boards, 
| Red Cross committees, Boy Scout 
councils and the like), half of 
them holding office. 

Showing unusual interest in com- 
munity affairs, 34 percent of the 
nation’s new-car dealers hold or 
have held public office in their 
communities, counties or states. 





| Tex. Dealers Start 
| Fight to Retain 
| Profit Margin 


AUSTIN, Tex.—The Texas Auto- 
mobile Dealers Assn. has launched 
a fight for modification of CPR 83 
and its various “basic prices” spe- 
cial orders to permit dealers to 
retain the customary margin over 
costs realized during the  pre- 
| Korean period. 
| After careful legal study, it was 
|decided that first action will be a 
petition to OPS. If that fails, the 
dealers will resort to a formal 
protest and finally appeal to the 
courts. 

The association is urging that a 
|great number of dealers sign the 
|petition “to show that CPR 83 ad- 
lversely affects a large group of 
dealers whose pre-Korean pricing 
|methods were distinctively differ- 
lent from the pricing methods of 
| those groups in other parts of the 
country” due to Texas’ anti-trust 
law. 
| It is necessary to show a system- 
|atic differential “in our free uncon- 
|trolled market in Texas” before 
OPS entered the picture, the asso- 
| ciation pointed out. 

* * 





| Block Texas Inspection, 
(U.C. Group Asks Court 


| FORT WORTH, Tex.—A suit or- 
dering Homer Garrison, head of the 
state public safety department, to 
|show cause why he should not be 
j}enjoined from administering a new 
|motor vehicle inspection law has 
|been filed by Al Wooten, president 
lof the Fort Worth Used-Car Deal- 
lers Assn. 

| The law, which became effective 
| Jan. 1, requires that all motor vehi- 
'cles in the state pass inspection 
|before 1952 license plates can be 
| issued. 

| The petition said that “the deal- 
jers have neither the time nor the 
| facilities to have their stock of cars 
inspected.” 


Hudson Reports 
‘Wide Acclaim 
For 52 Models 


DETROIT.— Public and dealer 
enthusiasm for Hudson’s 1952 
{models was reported last week at 
ia new high by N. K. VanDerzee, 
|sales vice-president. 
| “I have received more than 1,000 
| 
| 





wires from dealers throughout the 
U. S., telling of the public interest 
and expressing their enthusiasm 
|for the new line of cars which were 


introduced last week,” VanDerzee 
| said. 
“Public interest in the new 


|Hornet and Wasp models, dealers 
|wired, was shown by the huge 
lcrowds of people that literally 
{mobbed many showrooms and the 
increase in buying as compared to 
the 1951 model announcement,” he 
said, 
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Mercury Adds Hardtop Style— 

Completely new body styles are offered by Mercury for 1952, including the Custom 
sport coupe with “hardtop” body illustrated here. Distinctive styling is achieved by a 
higher fender line, lower flat hood contour with airscoop-like projection and a massive 
wrap-around double front bumper. The appearance of the 1952 Mercury is further 
enhanced by a one-piece curved windshield, an extra-large rear window and luxurious 
interior upholstery and trim. A more powerful V-8 engine, developing 125 horsepower 
and a sironger chassis, are featured. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 
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Horsepower, Compression Ratio Both Raised .. . 





play in dealer showrooms through- 
out the country Wednesday. 


The newest Mercury features 
new body styling, increased en- 
gine power and major mechani- 
cal changes. It is available in 
eight different body styles, with 
a choice of 22 colors of 22 color 
combinations. 


Lincoln-Mercury officials claim 


|for the 1952 Mercury’s “a distinc- 
|tive new style trend in automobile 


design.” 

They report the new Mercury of- 
fers a roomier and more luxurious 
interior and a “smart, big car ex- 
terior.” And, they add, the new 
Mercury is easier to handle and 
more economical to operate. 

* * * 


ror 1952, Mercury is offering the 


most complete line of body styles 
of its 14-year history. 


In addition to a two-door sedan 
and two four-door sedans, Mercury 


} 





_ only a slight family re-|for 1952 has two sport coupes with 
semblance to its 1951 predeces- | “hardtop” styling, plus a convertible | 
sor, the 1952 Mercury goes on dis-|and two four-door station wagons. 


Engine horsepower has been in- 
creased from 112 to 125. Compres- 
sion ratio is up from 6.8 to 1 to 
7.2 to 1. The 125 horsepower in 


the 1952 Mercurys is developed | 


at 3,700 .revolutions per minute. 


with a minimum of curves and ex- 


truded projections. A simulated air- | 


scoop on the low flat hood and 
similar features on the sides add 
pleasing touches and individuality 


to the styling. 
” 
A DOUBLE bumper bar in front 
is a new feature, combining 
in one piece the functions of the 
grille and bumper. Parking lights 
are recessed into the ends of the 
bumper bars. 

L-M officials say exceptionally 
good visibility results from in- 
creased glass area. The 1952 Mer- 
curys use a one-piece curved 
windshield and sharp angled rear 


* 





HOW TO MAKE A 








ound  lavestment 


Select from FLINTKOTE’S Complete Line of Automotive Products 
































FLINTKOTE 
Products for Industry 





Metal noises and the infiltration of moisture, dirt, etc....in body, 
joints and seams...are definitely unsound for everybody concerned. 


Preventing them are familiar jobs for Flintkote Automotive Products. 
You’ll find them deadening sound and minimizing the weakening 
effects of corrosion. They are recognized as valuable components 
of cars...a sound investment for automobile manufacturers. 


Look over the wide line of standard and specialized products we are 
making for many famous name cars...including, perhaps, yours? 


Only Flintkote makes such a complete line...to meet the variety 
of both new and long-used specifications. 


Flintkote Automotive Products are quality through and through. 
Our Research Laboratory keeps abreast of developments in the in- 
dustry. Our trained and experienced technicians work constantly on 
your problems. Our manufacturing facilities are engineered to pro- 
duce the materials that exactly fit your needs. 


We can help you. We have developed materials and techniques that 
you should know about...in felt products, in spray-applied mastics, 
in non-inflammable adhesives. And, remember, we are a one-source 
supplier with a complete line in this field. Just call, or write. 


THE FLINTKOTE COMPANY, Industrial Products Division, 
30 Rockefeller Plaza, New York 20, N. Y. 


14201 Schaeffer Highway, Detroit 27, Mich. 


Atlanta ° Boston > 
Los Angeles > New Orleans . 


Chicago Heights . Detroit 
Washington 


The Flintkote Company of Canada, Ltd., 30th Street, Long 
Branch, Toronto, Canada. 











| Major Change for 52 Mercury 


windows. The windshield pillars 
are narrow. 

Fuel for the 1952 Mercury is sup- 
plied to the gasoline tank through 
a filler tube located beneath the 


| rear license plate, which is centered 


at the rear of the car. 


Instruments and controls are 


| grouped in a cluster immediately 
Completely restyled, the 1952 Mer- | 
cury combines smooth flat surfaces | 


below the steering wheel on an 
interceptor-type panel. A glove com- 
partment, ashtray and radio speak- 
er complete the panel arrangement. 
_ + . 
NTERIOR trims, described by 
L-M officials as being “excep- 
tionally luxurious,” are offered in a 
wide selection of fabrics in numer- 





Compact Instrument Panel— 


Instruments on the Mercury for 1952 
have been grouped in a compact unit 
directly in front of the steering wheel for 
quicker viewing. This “‘interceptor" type 
unit includes the speedometer, oil, gas, 
temperature and battery gauges. Heater 
controls are located on each side of the 
center cluster, with ignition key, light 
switches, starter button and cigaret lighter 
placed just below. The gear lever indi- 
cator for the Merc-O-Matic transmission is 
an integral part of the assembly. Radio, 
clock, ash tray and large glove compart- 
ment complete the panel. 

* ¢ ®& 


ous colors. Interior styling of hard- 
ware is in keeping with exterior 
styling. 

For 1952, and for the first time, 
Mercury cars are equipped with 
brake and clutch pedals suspended 
from a bracket between the instru- 
ment and dash panel. This feature 
is said to give more foot room to 
the driver. 

The master brake cylinder is 
mounted on the dash panel where, 
L-M officials say, it is completely 
away from road dirt, icing possi- 
bilities and can be easily serviced. 

A ladder type frame, with a box 
section side rail, is also cited as 
new on the 1952 Mercury. 


Fribley Renamed 
To Dealer Post 


ALBANY. — Carl E. Fribley, of 
Norwich, has been reappointed 
chairman of the public relations 
committee of the 
New York State 
Automobile Deal- 
ers Assn., Presi- 
dent A. Richard 
announced last 
week. 

Fribley, a past- 
president of the 
organization and 
NADA director 
for New York 
State, is also 
chairman of 
NADA’s Magazine 
a member of the 
Affairs committee. 

Other members of the NYAD 
public relations committee are: 
Claire C. Bateman, David L. 
Hagan, State Sen. William S. Hults 
jr. William S. Haas, Norman C. 
Lawson and Sperry W. Miner. 








Cari E. Fribley 
committee and 
NADA Public 





Cooper Succeeds Beatty 

DENVER.—Walter B. Cooper of 
Poudre Chevrolet Co., Fort Collins 
(Col.), has succeeded E. Jack 
Beatty, Weaver-Beatty Motor Co. 
(Oldsmobile), Denver, as director of 
the National Automobile Dealers 
Assn. Cooper is a past president of 
~ Colorado Automobile Dealers 
ssn. 


| 
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To Controls 


Congress Seen Warm 





Extension 


By William Ullman 


Washington C 


orrespondent 


N CONTRAST to the icy reception Congress tendered the 

President’s tax plea, the outlook seems bright for exten- 
sion of the Defense Production Act, for one year at least, 
if not for the two the President asked for. 


Rep. Brent Spence, Kentucky Democrat and chairman of 


the House Banking commit-°—_- 


tee which handles this legis- 
lation, said it would be 


“tragic” to let controls expire June | @ 


30, as now scheduled. 

“I think Congress is bound to 
continue the law,” he told a news 
conference. “If controls were taken 
off and prices and rents were al- 
lowed to rise without restraints, I 
don’t know what would happen. 
Although there will be fights over 
some points of legislation, I feel 
sure it will be extended. There is 











vast public pressure for its contin- 
uation. 

Spence said he 
would be guided 
as far as practi- 
cable by the rec- 
ommendations of 
Defense Chief 
Charles Wilson 
and other key 
production and 
control officials. 

The President 


William Uliman has reported 


| charges that the act was weakened 
last year by these amendments: 
1.The Capehart amendment, 
which permits manufacturers and 
producers to pass along increases 
in costs from the outbreak of the 
Korean war to last July 26. 

2. The Herlong amendment, 
which gives wholesalers and re- 
tailers their historical percentage 
markups. 

3. A ban on livestock slaughter- 

ing quotas. 
4. Quotas on imports of fats, oils 
and cheese from abroad. 
+ * * 


But Cool to Taxes 


new taxes approximating $5 bil- 
lion fell on deaf ears in an election- 
minded Congress. Top Democrats 
and Republicans say there is con- 
siderable doubt whether Congress 
will even hold hearings on the 
request. 

Chairman Doughton of the 
House Ways and Means commit- 
tee observed dryly that there 
seems strong sentiment in the 
country against further tax in- 
creases at this time. 

There was some surprise that the 
President even asked for higher 
taxes, since the load has been in- 





creased by about $15 billion to the 


RESIDENT TRUMAN'S call for | 


: 
| ome m* 





| 





Dealer Lipscomb Donates Car— 
Studebaker Dealer James L. Lipscomb (second from right) turns over the keys to a 





BERRY HIGH se, i 
hall Up 


TRAINING 


BAKER 


|training car to J. V. Kneece (right), school principal, in Newberry, S. C. Others in the 
| photo (left to right) are P. K. Harmon, superintendent of the city’s school system, and 


| V. K. Lane, driver training instructor. 





highest figure on record since the 
Korean outbreak. 

The President asked Congress to 
provide the new revenue by stop- 
ping “loopholes” and raising some 
rates. He cited the growing defense 
budget in support of his request. 

“Loopholes” previously cited by 
the President include “excessively 
liberal” capital gains allowances; 
depletion allowances for oil, gas 
and certain mineral properties, and 
family partnerships. 

x + > 


Rubber Outlook Good 


S MOST Americans know, one of 
the nation’s most critical raw 








HU ae —e 







Every advance in automotive engine 


/ 


design has imposed greater demands 


upon motor oils. The modern automo- 
bile engine requires motor oils that do 


more than lubricate. In order to get 


the best results from the engine, to- 
..clean...and 


day’s oil must lubricate . 


provide adequate protection against 
corrosive acids, rust, sludge and var-_} 


nish deposits. 


The new WotrF’s Heap Motor Oil 
goes farther . . . does more... and ex- 
ceeds every demand of the modern 
automobile engine. 
~~ 


xg 1we weave 





“Guide To The Weather” Folder shows 


how cloud formations 


weather. A must for motorists. Write for 
a copy today. 





forecast the 


WOLF’S HEAD NOW PROVIDES 
ALL THREE BASIC SUPERIORITY FEATURES 


100% Pure Pennsylvania 
Wotr’s HEap furnishes the rich, tough, full-bodied lubricat- 


ing qualities that only oil made from Pennsylvania Crude 
can impart. 


Specially Refined 
Wo tr’s HEap is Thoroughly Dewaxed, Double Distilled, 
Triple Filtered to purify and further enhance its superior 
lubricating qualities. 


Scientifically Fortified 
Wotr’s Heap is fortified with scientifically selected 
additives. It cleans the engine safely...and keeps it clean. 
Wo tr’s HEap provides complete protection against corrosive 
acids, rust and oxidation. 


Wo tr’s HEapD Motor Oil lubricates completely . . . 
cleans safely! 


When car manufacturers recommend Heavy Duty 
Oil, use WoLF’s Heap Heavy Duty Oil. It exceeds 
car manufacturers’ specifications. 


WOLF'S HEAD OIL REFINING CO., INC., OIL CITY, PA., NEW YORK 10, N. Y. 


MOTOR OIL 


100% Pure Pennsylvania 
Scientifically Fortified 


AND LUBES 


Member, Penna. Grade 
Crude Oil Association 








materials of World War II was 
rubber. The U. S. was almost com- 
pletely dependent on Far Eastern 
rubber plantations, for its new rub- 
ber supply. After the Japanese 
seized these sources of natural rub- 
ber, the government built 28 syn- 
thetic rubber plants at a cost of 
over $700,000,000. 

In the current emergency, ac- 
cording to the U. S. Department of 
Labor, these government-owned but 
privately operated synthetic rubber 
plants are producing at near capac- 
ity. They had a total of 7,500 pro- 
duction workers in October, 1951— 
60 percent more than in January, 
1950, when employment began a 
slow, steady climb. 

This small work force pro- 
duced more synthetic rubber in 
the first 10 months of 1951 than 
the country’s total rubber con- 
sumption in any year prior to 
1951. The main centers of em- 
ployment are in Texas, Louisiana, 
the Los Angeles region, and a 
few in Louisville-Akron areas. 
Until the beginning of Korean 

hostilities the price of synthetic 
rubber was a few cents a pound 
higher than natural rubber. Today, 
however, the price of synthetic is 
only a third of the price of natural 
rubber which has skyrocketed as a 
result of international tension. Once 
demand declines, increased total 
rubber supplies will mean keen 
competition between natural and 
synthetic rubber. 

Synthetic rubber has been devel- 
oped to the point where it can hold 
its own against natural rubber. The 
synthetic Neoprene, for example, is 
recognized as superior to natural 
rubber for tire inner tubes, and 
tires made of synthetic “cold rub- 
ber” are reported to outwear nat- 
ural rubber tires by 30 percent. 

* a . 


Crude Prices Down 


ENERAL Services Administra- 

tor Jess Larson announced last 
week that the price of crude 
natural rubber being sold by the 
government to industry will be 
dropped to 50% cents a pound for 
February and March deliveries. 

This is the second price drop an- 
nounced since GSA took over the 
exclusive procurement authority for 
rubber in December, 1950, when it 
set the figure at 66 cents. On June 
21, 1951, GSA lowered the price to 
52 cents. 

Larson said the action was “an- 
other dividend to the rubber con- 
sumer brought about by the gov- 
ernment’s policy of passing along 
price reductions it has been able 
to effect by acting as sole Amer- 
ican representative, for industry 
and stockpiling, in the market.” 

While no date has been set for 
eventual withdrawal by GSA as the 
execlusive buyer, Larson pointed to 
his previous statements in which 
he said that such action would 
take place “in the foreseeable fu- 
ture.” 

“We cannot yet set a definite 
time,” he said. “However, procure- 
ments both for stockpiling and in- 
dustry have been proceeding at a 
satisfactory rate. If the situation 
does not take a change for the 
worse, we may be able to make a 
further announcement by the be- 
ginning of the second quarter.” 





‘Bargain’ Seller Given 


5-7 Years in Jail 

CAMBRIDGE, Mass.—Ralph W. 
Porter, 35, arrested in December 
for accepting $11,000 from Boston 
residents to whom he promised used 
cars at bargain prices, has been 
sentenced to five to seven years in 
prison. 

Police said that last August Por- 
ter accepted $6,700 from 10 persons 
in Belmont, Brookline and Cam- 
bridge, including $2,000 from his 
next door neighbor. He was picked 
up on complaint of a woman who 
said she collected $4,300 from rela- 
tives and friends for Porter. 









































 Abeautiful tire...with twice the safety ! 


When a man or woman becomes the owner of a brand-new set of the 


new Fisk Safti-Flight tires, he (or she) gets an entirely new tire experience. 


The new Fisk owner instantly travels on @ higher level of safety— 


getting almost twice the stopping power and skid resistance of ordinary tires. 


The new Fisk owner always feels more keenly about the tires under 
him. He feels and enjoys a greater certainty of safety in every moment of 


his driving—in any weather—under any driving condition. 


These practical values are further increased by the deeper tread measure- 
ments of the tire—containing almost twice the safe mileage capacity; and, 
by the special terraced and protected sidewalls that put real beauty into 


tires—where beauty never was before. 


Seite pa Ae Cand 
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DIVISION OF 
UNITED STATES RUBBER COMPANY 
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Spacious Showroom of Dallas Nash— 


An effective lighting arrangement and spacious display area highlight the new 
showroom of Dallas Nash, Inc., Dallas, Tex. J. H. Stowe is president of the dealership. 


Koppers Research Lab 


To Open at Verona, Pa. 
PITTSBURGH.—-Further research 


arranged the buildings and added 
one new structure. The site will 
contain the administration offices, 
research library and _ conference 


in the fields of coal chemicals, plas- | rooms. 


tics, resins, wood preserving and 
metal products will be conducted 


here by Koppers Co., Inc., whose | 


new laboratories are nearing com- 


Bendix Radio Cited 
BALTIMORE. The Maryland 


pletion at nearby Verona, Pa., it} American Legion’s annual “Certifi- 


has been announced by Gen. Brehon 

Somervell, company president. 
Somervell said that the company 

had purchased the plant site there 


cate of Appreciation” was awarded 
to Bendix Radio division of Bendix 
Aviation Corp., in recognition of its 


| policy of hiring and training handi- 
which it had formerly rented, re-|capped veterans. 





On the Financial Front... 





High Stock-Split Total 


Expected This Year 


By George Deery 
Associate Editor 


S. RUBBER is the first firm 


Us clea with the auto industry to | 


reveal plans for a split in its stock 
this year. Stock splits last 


on record. Indications are that 
“1952 will be another active year,” 
states Bernard T. Frevert, editor 
of Standard & Poor’s Outlook.” 


The buoyancy of the stock 
market will determine whether 
the number exceeds the 1951 
total, he points out, adding that 
“actual market experience reveals 
that the price of a stock quite 
often spurts when a split is an- 
nounced or rumored. 

“There are several reasons for 
this bullish response, even though 
no change in the intrinsic value of 





the stock takes place. The holder 


year | decreased price 
gave 1951 the second highest total | 


| 
simply has two halves of a loat| L 


loaf before.” 
* 


|where he had a full 
* * 
I'MHIS market commentator 
- stresses that the primary rea- 
|}son for market stimulus is that the 
for the divided 
shares broadens the market and 
|boosts trading activity by placing 
the stock within the reach of a 
greater number of investors. 
“Individuals who were not in- 
terested in stocks selling at $60, 


Buick’s Belfie Named 


To Flint Bank Board 


Albert H. Belfie, general sales 
manager of Buick, has been elected 
to the board of directors of Citi- 
zen’s Commercial and Saving Bank, 
Flint. 

Belfie has been with General Mo- 
tors since 1919. At his new post, 
he succeeds the late Homer J. 








McBride. 

















HE may want this... 
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But BOTH 
the smartness of 


™ 


will want 








Automobile, seat, covers of 
LUMITE 


wouen, SARAN fabuic 





IN A CLASS BY THEMSELVES for smart good looks—the 
decorator-styled patterns and colors of Lumite woven 
saran fabric! And that’s only part of the Lumite fabric 


story... 


Long-lasting Lumite fabric is amazingly tougher . . 


. scuff- 


resistant . . . cleans readily . . . can’t rot or mildew. Keeps 


u / / NY 


> 





and both can 


styling, quality! 





its glove-snug fit when properly installed. The weave “‘breathes”’ 
—lets air circulate freely—never sticky in hot weather nor 


clammy in cold. 


Tell ALL of the Lumite fabric story and watch it sell to 
ALL! ... because: Lumite fabric has everything everybody 


wants in seat covers! 


be reached—and sold—by you 


through new CLASSIFIED PHONE BOOK listing! 


Yes, list your name in the classified (yellow) pages of your local phone book, under “‘Lumite 
Fabric Seat Covers” —and you'll get resu/ts for these 2 reasons. 


1. 9 out of 10 people with phones use the classified pages when they want to buy. 


2. More people than ever want to buy Lumite Fabric Seat Covers—leading the field in sales, 


Costs only a few cents a day! For further information, without obligation, drop a post card to: 


CLASSIFIED PHONE BOOK INFORMATION 
Lumite Division, Chicopee Mfg. Corp. of Georgia, 40 Worth Street, New York 13, N.Y. 


$80 or a $100 are likely to be 
more eager buyers when prices 
are $30 to $50 or thereabouts,” 
Frevert explains. 
“It is well established that there 
|is a greater speculative enthusiasm 
and investment’ preference for 
|lower-priced stock than for higher- 
| priced issues. 
* 


° : 
HOSE with a flair for specula- 
tion like the lower-price bracket 
because of greater potential per- 
centage gains, while the more con- 
servative crowd, with moderate 
capital, benefits by being able to 
obtain a broader diversification 
than would otherwise be the case. 
Last year about 150 companies 
put through divisions of their 
shares, an increase of about 50 
percent over 1950. The average 
price of stocks listed on the New 
York stock exchange was around 
$48 a share in November, 1951, 
compared with $63 in June, 1946. 
This increase took place, the edi- 
tor of the Outlook declares, “in 
spite of the fact that the total 
market value of such stocks had 
increased to $106 billion from $81 
billion.” * 


Pittsburgh Plate 
Breaks Capacity, 
Sales Records 


Expanded manufacturing facili- 
ties in the glass, paint and chemi- 
cal divisions enabled Pittsburgh 
Plate Glass during 1951 to attain 
the highest production capacity and 
greatest sales record in the com- 
pany’s 68-year history. 

According to Harry B. Higgins, 
president, approximately $38,000,000 
was expended during the 12-month 
period on new plant and equipment 
and in the modernization of exist- 
| ing facilities in the manufacturing 
|operations and sales units. He said 
|that an additional expenditure of 
|nearly $51,000,000 will be required 
|to complete authorized projects. 
| A slight decline in plate glass 
and a sharper decline in window 
glass sales was experienced in the 
|closing quarter of the year. Ac- 
|cording to Higgins, this cutback 
|follows the decline in automotive 
| manufacture and building construc- 
tion, the two principal consumers 
of the flat glass products. 

Recently the company introduced 
an improved Solex heat-absorbing 
and glare reducing glass. This 
greenish-tinted glass is now being 
produced by the continuous tank 
method for the first time and is 
finding wide acceptance by the au- 
tomotive industry and _ building 
trades, he said. 

Higgins stated that all major 
automotive manufacturers serviced 
by Pittsburgh Plate either have 
introduced or will offer Solex as 
optional equipment in their 1952 
cars and trucks. He said that the 
manufacturers are constantly in- 
creasing their estimates of the per- 
centage of heat-absorbing glass de- 


sired for their 1952 units. 
* * 


U.S. Rubber Eyes 
| Two-for-One 


| Stock Split 


The board of directors of U. S. 
Rubber has recommended that the 
/common stock of split two shares 
|for one, with the expectation that 
|a stock dividend of 50 percent of 
the new stock will thereafter be 
declared, thereby providing for 
three shares for the present one 
| share. 
| Stockholders will be asked to 
| vote on the proposal at the annual 
|meeting Apr. 15. They will also act 
on the board’s recommendation to 
increase the number of authorized 
common shares from 2,500,000 to 
10,000,000, the remaining unissued 
shares to be available for general 
corporate purposes. There are no 
present plans for the issuance of 
such shares. 

The board recommended the split 
with the expectation that it will 
further increase the number of 
shareholders, The company now 
has more than 16,000 common 
stockholders, an increase of 26 per- 
cent since 1945. 

* 














© * 
Earnings 
Maremont Automotive Products 
—Year to Sept. 30: Net income 
$859,859, equal to $7.17 a common 
share on operating revenues of $17,- 
286,654, compared with $557,809 or 
$4.65 a share on revenues of $12,- 
339,360 in previous fiscal year. 
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BRIGGS COMPLETE LINE OF 
REFINISHING MATERIALS 


x * 
BRIGGS PRODUCES THE FOLLOWING 


BOOTH Nos. 96 & 97 


You are invited 
to visit our display at 
the NeAeDeA Convention 


BRIGGS MANUFACTURING COMPANY 


REFINISHING MATERIALS DIVISION «+ + + DETROIT 11, MICHIGAN 
Body Builders and Finishers Since 1909 


RMD #116 
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Fleischmann Hits 
Critics of Metals 


Swap with Britain 


W ASHINGTON.— Manly Fleisch- | 
mann, DPA director, said last week | 
that criticisms of the U. S. steel-| 
for-aluminum trade with Great} 
Britain are “unrealistic.” 

Fleischmann referred to an edi- 
torial in a trade magazine which 
implied that the U. S. got the short 
end of the bargain in that the 
country lost the scrap steel which 
might have been used in future 
production while Great Britain 
would get back the aluminum scrap 
it is sending here in return for the 
steel. 

Permission has been’ granted 
Britain to buy 46,000 tons of steel 
ingots here in the first quarter of 
1952, and to take over 28,500 tons 
of German iron and steel scrap 
originally slated for the U. S. 

In return, this country will re- 
ceive 22,045,000 pounds of Canadian 
aluminum originally marked for 
England during the next five 
months. However, the U. S. must 
sell the same amount back to Great 
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Actress Accepts Chrysler from Brother— 






Hoyt Tarola, secretary-treasurer of Ralph Hoyt Co., Chrysler dealership in Portland, 
Ore., presents the keys to a Chrysler New Yorker to his sister, Mary Jo Tarola, who is 
vice-president of the dealership and also a movie actress under the stage name of 
Linda Douglas. She accepted delivery of the new car while visiting her hometown. 





Britain after the shortage is over. 
Fleischmann said that the alumi- 
num will help prevent a shutdown 
of “thousands” of American con- 
cerns, whereas the high-priced steel 
sold abroad “would not have found 
a ready market in this country.” 
He added that he felt both na- 





tions had gained in the transac- 
tion, and that he hoped similar 
trades might be arranged with 
other free nations. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 
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as things stand today, it is 
an excellent bet that the pres- 
‘ent type of radiator will be 
specified for cars for many months 
to come, barring allout war. 

There are a number of reasons 
why this opinion is justified: 

(1) Several months will be re- 
quired to tool up and reach volume 
production of the new type radia- 
tors. 

(2) While Washington is con- 
fident enough copperclad steel 
can be produced to satisfy the 
demand, this opinion is not 








Schrader Tire Valve Caps are designed with the metal 
outer shell and the specially compounded rubber 
sealing unit doubly reinforced with non-collapsible 
metal plates. Schrader Valve Caps are guaranteed 


air-tight up to 250 Ibs. You can be sure any vehicle, 
any tire, equipped with Schrader Tire Valves, sealed 
with these quality Schrader Caps, has positive pro- 


tection at this vital point. 


A. SCHRADER’S SON, BROOKLYN 17, N. Y. 
Division of Scovill Manufacturing Company, Incorporated 








Tires that ride 


FIRST NAME 























to work and play 


IN TIRE VALVES 





REG. U.S PAT. OFF. 








Load the family in the car. Head for the beach, the country, or 
town or church... with never a fear about the tires. They’re built 
to give protection for many miles of easy, economical driving. 
A key to dependable tire performance is the valve that Jocks the 
air in the tire. 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 


Auto Makers Cautious 
On New Radiators | 


rr time may elapse before the auto industry finds a 
satisfactory solution to the radiator problem, despite 
recent reports that the new radiator to be produced by 
‘Monroe Auto Equipment Co. 
copper normally required for a radiator. As a matter of fact, 


will save 75 percent of the 


shared by the entire steel 
auto industry. 

(3) Some auto engineers who 
have tested the new type radiators 
have strong reservations about 
their ability to resist all of the 
kinds of corrosion to be met in 
automobile service. 

(4) It has not been established 
that copperclad or copper-plated 
steel can be used on cellular type 
radiators, which is the design that 
is most popular in the low-price 
field. 

(5) Metallurgists are inclined 
to question producers’ ability to 
maintain uniform coating and, 
therefore, proper resistance to 
corrosion of a part that is pro- 
cessed in a hydrogen brazing fur- 
nace at a temperature of 2100 
degrees F. 

Under these high temperature 
conditions, copper tends to flow to 
the seams in the part—in fact, this 
is the basis for the joining process 
known as hydrogen brazing. Some 
engineers, therefore, have ques- 
tioned ability to maintain complete 
copper covering of the entire sur- 
face where the part is to be heated 
to 2100 degrees F. 

* 


+ * 


or 


Durability Question 


_— radiator being offered by the 
Monroe firm is known as the 
Karmazin radiator. This ingenious 
design was developed a number of 
years ago and is being employed 
successfully today in applications 
such as car heaters. The question 
in the minds of many auto engi- 
neers is whether or not the same 
construction will stand up when it 
is called upon to resist both high 
temperatures and medium-to-severe 
corrosion. 

There is a strong possibility that 
brazed copperclad steel can be used 
for the fins of radiators of the 
type which is generally employed 
in the higher-priced cars. However, 
even here there may be some hesi- 
| tation since, through design, enough 
| pounds of copper have already been 
|taken out of the tube-type radiator 
to keep pace with the present cut- 
back in copper allotment. 

While some quarters of the 
auto industry have voiced strong 
objections to the proposed new 
radiator designs, most engineers 
seem to have adopted a wait-and- 
see attitude. 

The entire radiator question is 
slated to be thrashed out by the 
automobile industry at a meeting 
of the SAE, now scheduled to be 
held in Detroit, March 5. 

At that time, aluminum radiators, 
copperclad steel and other substi- 
tute materials will be discussed by 
leading spokesmen of the auto in- 
dustry. 

Until the present engineering in- 
vestigations are completed, it seems 
unlikely that copperclad radiator 
designs will be officially adopted 
or rejected by the industry, al- 
though the subject is bound to be 
a controversial one for some time 


to come. 
” . > 


Detachable Ram Made 


For Spool-Wire Truck 


| CLEVELAND.—Purpose of a new 

detachable ram developed by the 
Baker Industrial Truck division of 
| Baker-Raulang is to provide metal- 
|working plants with a means of 
| handling coiled wire from storage 
| to wire drawing machines, it has 
announced. The 10-foot ram can be 
| installed or detached from the truck 
| carriage in seconds, the firm states 
| To pick it up the truck operato: 
moves the truck into position at 
lithe rear of the ram and raises th 
| carriage so cradle arms on the car- 
|riage engage a mounting spool o1 
|the back plate of the ram. To de 
|tach the ram, the operator posi 
tions it on supports and disengage: 
cradle and spool by lowering tk« 
truck carriage. 
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Chrysler Outperforms 
14 Other American 
Cars to Win Motor 


Trend Magazine 


Award... 


In 13 Grinding 
Tests, Chrysler 
proved itself the 
Best Engineered 
Car in America 


@ 15 different American stock automobiles—with no 
special equipment—were driven by Motor Trend Maga- 
zine as hard as steel and rubber can be driven. In these 
actual road tests of efficiency and performance, measured 
by the most accurate instruments obtainable, Cnrysler 
proved itself superior to all others. In 13 tests Chrysler 
was first alone in 7 —tied in 2, making a total of 9 firsts 


out of 13... and first in total by 22.5 points. 


Only by taking an engine to the limit of its potential, 
only by turning the corners at high speeds, applying 
brakes for emergency stops, torturing body, springs and 
Shock absorbers, can you learn just what performance 
you can expect from the make of car you drive or sell. 
The results of the Motor Trend Magazine Award are 


conclusive...as Chrysler, once again, proved itself the 






best engineered, finest performing automobile in America. 


The Motor Trend Award, like the numerous other honors 


today’s Chrysler has won, is both proof of, and a tribute 


_ to, Chrysler’s magnificent FirePower engine and master 


engineering. Each demonstrates why; among men and 
women who know automobiles, Chrysler is a great car 


to buy—a great car to sell. 


CHRYSLER SURPASSED ALL OTHERS WHEN MOTOR TREND TESTED FOR: 


% Average Braking Distance in Feet *% Ton Miles Per Gallon 
% Average Acceleration in Seconds * Acceleration Over 
Standing %4 Mile in Seconds % Average Top Speed in M.P.H. 
% Maximum Road Horsepower %& Pounds per Road Horse- 
power %& Maximum Torque in Lbs.-Ft. % Maximum Brake 


Mean Effective Pressure *% First in Total Points. 


CHRYSLER finest engineered cars in the world 
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This is a “Classic” . . . a “Classic” by Oldsmobile! This is the magnificent new Ninety-Eight! 
Never before has any Oldsmobile approached this car in beauty, in action, in all-around luxury! 
The extended rear deck gives this Oldsmobile a new “long look”—a classic new beauty all its 
own! It’s classicin action, too, with the superlative performance of anew 160 horsepower “Rocket” 
Engine! Oldsmobile’s new Hydra-Matic Super Drive adds a brand new “Super” Range for bril- 
liant new performance! Revolutionary new GM Hydraulic Steering takes out the effort—leaves in 
the “feel” of the wheel! You ride in the lap of luxury on new foam rubber “Custom-Lounge”’ 
Cushions! Interior fabrics and trim are far and away the finest in the history of Oldsmobile! These 
are the reasons public enthusiasm for Oldsmobile is now at an all-time peak! These are the 


reasons Oldsmobile dealers all across the country will rocket to record new highs in 1952! 


OLDSMOBILE DIVISION-GENERAL MOTORS CORPORATION 
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HYDRA-MATIC SUPER DRI‘ E = 
Something “super” has been added to O! 's- 


mobile Hydra-Matic! It’s the all-new “Sup ee 
Range for sensational new performane: 
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160 H.P. ‘ROCKET’ ENGINE 


New Quadri-Jet Carburetor and high-lift valves 
add 25 horsepower—make the “Rocket” 
more than ever the high-compression leader! 
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Above, Oldsmobile Ninety-Eight 4-Door Sedan. A General Motors Product 














Rocketing to an all-time high—new Super “88” Oldsmobile for 1952! New high 
in power with the 160 h.p. “Rocket”! New high in beauty, in luxury—in all- 
around value! The brilliant new Super “88” is another great reason Oldsmobile 
dealers are convinced that 1952 will be another banner year for Oldsmobile! 
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It’s 160 for New 98s aid Seas r 88s, 145 for Deluxe 88s .. . 





Oldsmobile Steps Up Horsepower F& 5 


and mechanical | 
characterized the 


models introduced | 


ba 4E changes 

improvements 
1952 Oldsmobile 
last week in dealerships throughout 
the nation, 

Innovations in the new models, 
according to J. F. Wolfram, Olds- 
mobile general manager, include 
@ more efficient 160-horsepower 
“Rocket” engine and newly styled 
interiors, 

Wolfram also reported that 1952 
Oldsmobiles will offer Hydra-Matic 
drive with a new range for in- 
creased performance and GM 
power steering. Both are available 
at extra cost. 

Oldsmobile 


offers three lines of 





GM HYDRAULIC 
STEERING 





Power Steering Optional— 


GM hydraulic steering as installed on 
the 1952 Oldsmobile cars as optional 
equipment utilizes a hydraulic pump that 
is driven by the car engine through a 
separate belt. The pump sends oil under 
pressure to the valve on the steering gear. 
This control valve meters oil pressure to 
the power cylinder that helps turn the 
wheels. A diagram of the system is shown 
in the inset. 





cars for 1952. The 98 series, pow- 
ered by the 160-horsepower engine, 
is available in three body styles 

|four-door sedan, hardtop coupe 
(Holiday) and convertible coupe. 

* * * 

§ igre Super 88 series uses the 

same engine and has five body | 

styles — four-door sedan, two-door | 


|sedan, Holiday hardtop coupe, con- 


vertible coupe and club coupe. 

A Deluxe 
a four-door and 
powered by a 145-horsepower ver- 
sion of the Rocket engine. 

Oldsmobile’s 160-horsepower 
engine boasts a higher perform- 
ance Quadri-Jet carburetor. The 
145-horsepower engine has a dual 
downdraft carburetor. 


Overall length of Oldsmobile’s 
98 series for 1952 has been in- 
creased from 208 to 213 inches. 


Wheelbase has been increased two 


inches to 124 inches. 
* * * 


LDSMOBILE says a new stabil- 

izer in the rear improves car 
handling and stability and mini- 
mizes side sway at high speeds. 

More luggage space is reported 
in the trunk. 

In exterior styling, Wolfram says 
that the 98 with its high rear fend- 
ers and long deck creates a new 
styling silhouet. The wrap-around 
rear window is now one single 
piece of curved safety glass. 

The Holiday coupe has a round 
“Holiday” medallion on the bright- 
work where the roof and rear 
window meet the rear quarter 
panel. 


+ * * 

pte appointments of Olds- 

mobile’s 1952 models reflect more 
luxurious upholstery combinations, 
which are offered in a broad choice 
of selections. Instrument panel, 
seats, carpeting, headlining, door 
panels and interior trim all har- 
monize in color. 

The Deluxe 88 series for 1952 has 


88 series is offered in | 
two-door sedan, | 


a larger Fisher body, with a longer | 
wheelbase of 120 inches and overall | 
|length of 204 inches. This makes it 
comparable in size to the Super 88, 
Oldsmobile says, 

The Super 88 Oldsmobile, like 
the 98, uses the Quadri-Jet car- 
buretor, said to boost the horse- 
power rating from 135 to 160 
horsepower. Compression ratio is 
7.5 to 1. The 88 also has a new 
rear stabilizer. 

Due to the additional 25 horse- 
power developed, Oldsmobile has 
made other changes in its Rocket 

|}engine. The company reports sturd- 
j ier pistons have been _ installed, 
along with heavier counter-weights 
on the five-bearing camshaft to 


account for the power increase. 
* . * 


| 


NCREASE of the ratio of valve 

travel to the rocker arm has 
raised the valve lift and, Oldsmo- 
bile says, contributed to greater 
horsepower. 

Oldsmobile engineers cite the 
Quadri-Jet carburetor as a fur- 
ther advance in high compression 
engine development. It consists 
essentially of a primary and a 
secondary carburetor, each of the 
dual-downdraft type. There are 
four barrels in the compound 
carburetor setup. 

Other changes in the 1952 Rocket 
engine include a bigger capacity air 
cleaner and a single belt generator 
which drives both the generator 
and the water pump. The generator 
has been increased from 40 to 45 
ampere-capacity. 

The new Hydra-Matic drive in 
Oldsmobile for 1952 has an added 
range which gives the driver the 
choice of operating in the more 
economical Drive (Dr) range or 
the increased performance of the 
Super (S) range. The axle ratio 
used with Hydra-Matic drive is 
;}reduced approximately 5 percent, 








|which reportedly not only gives 


Front ar and Conter af 52 Olds 








Oldsmobile 88 Body Roomier— 


The larger and roomier Fisher body, Oldsmobile says, 
sengers with comfort. The deluxe 88 is powered by a 145-horsepower 


will accommodate six pa 


“Rocket” engine 


Combined with Hydra-Matic drive, available at extra cost, Oldsmobile claims added 
performance on the road as well as improved fuel economy. A new styling note ho 
been incorporated in the grille with the addition of a center bumper guard. 








Glass Area Aplenty— 

Panoramic vision is made possible from every seat in the Oldsmobile 98 Holiday 
coupe. New rear deck styling accentuates the longer, lower look of the 98 series, 
which has an overall length of 213 inches for 1952. Interior fashions feature colorful 
leather and basket weave nylon upholstery harmonizing with the deep pile carpeting 
and the interior trim. There is a Holiday medallion on the brightwork just above the 
rear fender. The 1952 Oldsmobile is powered by the 160-horsepower “Rocket” engine 
with the new Quadri-Jet carburetor. GM power steering is available as optional 
equipment. 

* * ” * + a 
vides added performance when de- 
sired by the driver. The new range 
will be particularly appreciated 


improved fuel economy in the Drive 
range but also provides adequate 
performance for all normal driving. 


Se OS when driving over mountain high- 
— Super range blocks the} ways, according to Oldsmobile en- 
transmission in third gear for|gineers. This range also provides 


more advantageous engine braking 
(Continued on Page 78, Col. 2) 


all throttle positions between 20 
and 70 miles per hour, which pro- 

































Miracle 


ally Tape! 


Power sales almost tripled in 1951—and Miracle 


big 
fan k 


Power users know why. They know that Miracle Power con- 
tains colloidal synthetic graphite in suspension. And they 


know that this special graphite protects engine parts... . re- 
duces repairs ... improves performance... saves gas and oil. 


In 1952, 


demand for Miracle Power will be boosted still more 


by greatly expanded advertising in such consumer publica- 
tions as— 
Post « Collier's « True * Popular Science 
Popular Mechanics « Mechanics Illustrated 
Hot Rod « Motor Trend « Farm Journal 


Country Gentlemen 
PLUS 


Radio - Television - Newspapers - Billboards 


THE 


1031 AP Building 
Manufacturers of: MUFFLERS * PIPES « MIRACLE POWER ¢ dof 123 


That’s why we say— Cash in with Miracle Power in ’52! 


Aap Miracle Power Division 
lets PARTS CORPORATION 


¢ TOLEDO 1, OHIO 





e CAUSED BY 


DRY STARTING 
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Power Packed,” 
PORCELAINIZE 


TRADE MARK REG. U. S. PAT. OFF. 


~~. ty, A NEW CAR DEALER Exclusive 



















iq 
Powerful in its proven benefits to automobile finish... 
| Powerful in lasting customer satisfaction... 
| Powerful in creating the third largest source of Service Profits ... 
Powerful in a nation-wide Field Force serving New Car Dealers... 
Powerful in national advertising to bring customers to Dealers... 
Yes, indeed, in “power-packed” Porcelainize there’s power galore to produce 
profits and customer satisfaction unequalled in appearance maintenance history. 
The multi-thousands of New Car Dealers on the Porcelainize Program are 
numerical proof of this power! 
2 
PORCELAINIZE’ 
Lhe World Handard for Fine pearance 
UNCHALLENGED IN MERIT 
UNMATCHED IN POLICY 
UNEQUALLED IN PROGRAM 


FREEMAN AND FREEMAN, INC. e DENVER, COLORADO 
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March Should Bring Upswing .. . 





Downing Sees Big 52: 
Blasts Regulation W 


ATLANTA. 
1952 “should be 


A prediction that 
one of the best 


years used-car dealers have experi- | 
7 enced” and an at- | 
tack on Regula- 


tion W featured a 
speech given here 
by James 
Downing, presi- 
dent of the Na- 
tional Used Car 
Dealers Assn. 
Addressing the 
Committee on 
Current Business 
Developments of 
J.C. Downing the Federal Re- 
serve Bank, Atlanta, Downing de- 
clared that the elimination of Reg- 
ulation W “would be one of the 
smartest moves the Federal Re- 
serve Board could make.” 
Regarding the business outlook, | 
Downing said an increased used- 
car buying tempo should be in evi- 





C. | 


dence by March. 
|he said, 
higher than what might have been 


|both new and used cars.” 
* * * 


Factors Cited 


“In my opinion,” | 
“the buying rate will be| 


expected because of purely seasonal | 
factors and will be in evidence for} 





28, 1952 











Downing based his prediction on| Nash Santa Maria Wins Award— 


several factors, including: High | 
employment; higher disposable in- 
come; greater defense spending; | 
lower new-car production and the 
fact that prewar cars “are going 
off the roads at a record rate.” 

He blamed overbuying in the | 


Nash's 10-point select dealer award was presented recently to Nash Santa Maria, 
| Santa Maria, Calif. Shown, left to right, are Bill Lee, Nash district manager; Robert W. 
| Huey, dealership co-owner; Robert C. Medlock, co-owner, and F. W. McDermott, assis- 
tant Los Angeles zone ) manager. 





year, he said, but their transpor- | Regulation W prohibited was the 


period following the outbreak of! tation needs ‘will be greater than business needed by most dealers to 


war in Korea for the fact that) 
1951 was an unsatsfactory year, | 








| 
| the buying public operating on 





| profitwise, for used-car dealers. 


Business has been slow since 
last April, he pointed out, with 


a very “selective” basis. Buyers 
will continue to be selective this 


| 
| 


during 1951. |earn fair incomes.’ 

Downing charged that the “strict” | Franchised dealers experienced 
terms of Regulation W “were just|similar effects on their 1951 in- 
enough of a business deterrent in|comes, Downing said, adding that 
1951 to make what might have|new-car dealers handling independ- 
|been a satisfactory business year|ent makes were hit hardest by the 
a poor one for used-car dealers. | public’s “selectivity.” 

“The ‘marginal’ business which! Downing said that profit oppor- 








IT’S A GOOD IDEA TO CLEAN UP 
ON BATTERY TERMINALS 


Before putting the blame for balky 
starts on the spark plugs or dis- 
tributor, take a peek at the battery 
terminals. If terminals or connectors 


are corroded 


or loose, full battery 


power will not be delivered. So clean 
’em and tighten ’em thoroughly. 


FOR SURE STARTS, 
USE MoPar IGNITION 
Pe SYSTEM PARTS 


Genuine Chrysler Corporation Parts 
for Plymouth, Dodge, De Soto, Chrysler 
cars, and Dodge ‘‘Job-Rated’’ trucks 


Fast starts are a cinch when you use MoPar dis- 
tributors, points, batteries, spark plugs, and other 
ignition system parts. 

They’re factory-engineered . . . factory-inspected 
. .. and supplied by Chrysler Motors Parts Cor- 
poration. You can rely on them for top quality, 
superior performance, and lasting satisfaction! 
Remember, too, that you can get MoPar parts or 
accessories—in a jiffy! See your nearest Plymouth, 
Dodge, De Soto, or Chrysler dealer. 


go0ee DE SOT 
C 





Display this sign to let people know you 
recommend and install MoPar parts. For 
details, write Advertising Dept., Chrysler 
Motors Parts Corporation, Detroit, Michigan. 


tunities of franchised dealers 

should be excellent in 1952 if 

new-car production is held at or 
below four million units. 

Such a production level, he de 
clared, means that dealers handling 
most makes will be unable to meet 
demand and, therefore, able to re- 
alize full gross profit on every unit 
they sell. 

“Net profits in 1952,” he said 
“with four million new cars, could 
easily be double those that would 
be earned if five million new cars 
were available. The point of di 
minishing returns for franchised 
dealers’ net profits would probably) 
be about 4.6 million new cars.” 

* * * 


Hits Reg. W 


Downing devoted the major por 
tion of his speech to Regulation W 
In prefacing his remarks about the 
controversial credit law, he com 
mented: 

“So far as banking functions 
as such are concerned, automo- 
bile dealers have nothing but the 
highest respect for the FRB. 

With respect to the consumer 
credit efforts of the board, how- 
ever, their attitude is somewhat 
different.” 

Since automobile credit terms 
were tightened Oct. 16, 1950, Down- 
ing said, “both new and used-car 
dealers have come to look upon the 
FRB as an inflexible and dicta- 
torial organization with little con- 
cern for the interests of small busi- 
ness.” 

Dealers favor efforts to control 
inflation and will willingly cooper- 
ate with them, Downing declared, 
but “they fail to understand how 
a nationwide regulation that has a 
bearing on not over two out of 
every 100 cents spent by consumers 
can be worth consideration.” 

“According to the Survey of Cur- 
jrent Business,” Downing said, “4.2 
| cents of the consumer’s dollar was 
| spent for automobiles in 1949. Not 
|over half this amount, or 2.1 cents, 
|was for the purchase of automo- 
|biles on credit. Certainly not over 
lone cent would apply to used cars 
| purchased on credit. 

“The 1949 ratios would have 
| been little, if any, different in 
1951. A realization of the negli- 
gible direct impact of Regulation 
W on the nation’s economy has 
finally begun to be understood by 
dealers with the result that they 
believe, as a group, that Regula- 
tion W is entirely unnecessary 
and is itself inflationary because 
it represents an added govern- 
ment expense.” 

Downing charged that Regulation 
i effect on the sales pattern was 
\“perhaps its greatest economic 
|evil.” He said “it has been the 
direct cause of an artificial and 
| unrealistic price structure for used 
| automobiles. 
| “The artificial price structure has 
| developed,” Downing said, “because 
_ buyers of used cars on the instal- 
|ment plan have been forced to pur- 
| chase older cars because of their 
|inability to make the high monthly 
| payments on later models.” 

- * 


|Ups Old Models 


“This situation has resulted in an 
artificially large demand for older 
models with attendant higher 
prices. Conversely, the situation 
|has lowered the price of late mod- 
jels until used-car prices bear very 
|little relation to the quality of 
transportation represented. 

“Without Regulation W, pre- 
war car prices would be at least 
one-third below present levels.” 

(Ed. Note: The FRB recently re- 
leased all 1942 and older cars 
from the restrictions of Regula- 
tion W.) “Late-model car prices 
would be correspondingly higher 
and thus bear a more reasonable 
relation to new-car prices.” 

All that Regulation W has done 
|Downing said, has been to force 
the public to pay too much for old 
|cars and to force new-car purchas- 
ers to take an unwarranted depre- 
| ciation. 
| Cash buyers of late models have 
|been getting the cream of the en- 
| tire arrangement, he declared, with 
|Regulation W accomplishing noth- 
|ing in the name of inflation control 
| “The chief objectives of Regula- 
|tion W were to hold inflation ir 
| check by reducing the amount of 
credit available to the public and 
to help build a backlog of consume: 

(Continued on Page 74, Col. 2) 
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Now Better In70 Ways 
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Only Packard Has Ultramatic—The Automatic 
Drive That Outperforms Them All! 
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New Luxury Ride! New Ease 
Of Handling! New Easamatic 
Power Brakes! 


HERE’S everything a motorist could ask 

for in America’s most exciting new car 
—Packard for ’52! Better in 70 ways—with 
flashing performance, new riding ease, 
amazing economy and more built-in new 
car miles than any other automobile—this 
great Packard is engineered and precision- 
built to last! 


@ @ Only Packard has Ultramatic — the 
automatic drive that outperforms all other 


ASK THE MAN WHO 


automatic transmissions under any and all 
conditions! Only Packard has the mighty 


| Packard Thunderbolt Engine, the world’s 


highest-compression eight. And only 
Packard has fast-acting Easamatic Power 
Brakes for quicker, safer stops. 


@ @ These are just a few of the great engi- 
neering advancements which today’s wise 
car buyers are finding in the magnificent 
new Packard for 1952—the automobile that 
costs them less for what they get than any 
other make. 


PACKARD 


OWNS ONE 
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Auto Engineers Seek 
More Crash Data 


By Sam Sampson 
Staff Writer 


UTO engineers are more than 

willing to bend their 
toward safety factors in automobile 
construction, However, there is a 
need for more medical data on the 
forces the head 
and body can tol- 
erate, how often 
persons are dan- 
gerously hurt in 
auto. accidents, 
and in what man- 
ner they are in- 
jured, according 
to Hugh DeHav- 
en, research associate of the De- 
partment of Public Health and 
Preventive Medicine at Cornell 
Medical College. 

In a paper presented at the So- 
ciety of Automotive Engineers 
meeting in Detroit the other day, 
DeHaven said that “part of this 











efforts | 





lack of information has stemmed 


\from inadequate investigation and 


reperting of accidents.” He added 
that while efforts were made to 
prevent accidents by eliminating 
their causes, engineers still needed 
data for preventing common and 
unnecessary causes of injury. 


DeHaven wrote that the basis 
for many of the developments for 
improving crashworthiness and 
crash safety in aircraft has been 
in getting reports on_ typical 
causes of accidents, and on typi- 
cal and repeated causes of in- 
jury. That, too, is the answer for 
the automotive problem, he de- 
clared. 


In studies carried on by the crash 
injury research division of the 
Indiana State Police, only 16 per- 
cent of fatal passenger car acci- 
dents in rural districts were “non- 


survivable,’ ” 18 percent were severe | sons riding | in autos can _be com- 


YES, SIR! Both automobile manufacturers 


and refinishing shops all over the country have found 
that using Fostoria’s PURE GOLD PLATED EVEN- 
RAY infra-red drying equipment means additional 


money in the till. 


Consider the Model 86-848 portable shown at 








Premiere of Ford Safety Film— 

More than 100 leaders in the safety and education fields attended the first showing 
of three new safety films in Kansas City. The films are aimed primarily at young 
people just learning to drive. Photo was taken at the banquet before the movies 


were shown. 





pared with protecting shipments of 
fragile goods in packages. 
“Stunt drivers,” DeHaven 
pointed out, “apply such princi- 
ples when they avoid injury in 
repeated head-on crashes of cars 
at 35 miles per hour. Like a 
packaging engineer, the stunt 
driver calculates predetermined 
conditions for which the package 
is suitable.” 
The four principles, he said, are 


enough to make such classification 
debatable, and 66 percent were 
judged by experienced accident in- 
vestigators as survivable, DeHaven 
said. Obviously, he asserted, crash 
|force alone was not the killer. 

* * * 


|The Auto ‘Package’ 
| N ALL common sense, DeHaven 
declared, the protection of per-| 
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OTHER DURABAKE UNITS 





“Mobil-Dry” 
Traveling Ovens 




















storsa 
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BE SURE TO SEE DURABAKE INFRA-RED UNITS IN 
BOOTHS 25 & 26, N.A,D. A. SHOW, N. Y.C., JAN. 27-30 - 


right—a new member of the 
famous Durabake line of drying 
equipment designed specifically 
for automotive refinishing. Us- 
ing a connected load of less than 
6 KW, it will quickly dry 
enamels, lacquers or undercoats 
for only a few pennies per job! 
Gives even, safe heat—no hot 
spots—no rework. 


* + 


DURABAKE 
MODEL 86-848 


COMPARE THESE FEATURES! 
FEWER KW REQUIRED DUE TO EFFICIENT GOLD PLATED RADI- 


ANT WALL CONSTRUCTION. 


HEATING ZONE LENGTH 66’, 
MAXIMUM HEIGHT 103’. 


TWO HINGED TOP SECTIONS, 
ONE MAN ADJUSTMENT 


FUSED BANK SWITCHES 


actA %. 


Dept. 20 
FOSTORIA PRESSED STEEL CORPORATION 
FOSTORIA, OHIO 


(CJ Please send me your latest brochure on Durabake Infra-Red 
Refinishing Units. 
Name.....csececeess 
Firm Name......-+2+-++++ : 
Street Address.......- eth aeanehekinonss cadence canenesecss 
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FULLY ADJUSTABLE 


For 
Commercial Vehicles 


Passenger Cars 








applied by all of us to the best of 
our abilities whenever we pack anc 
ship things, and are equally ap 
plicable to cars. 


1. The package should not oper 
up and spill its contents, nor col 
lapse under expected conditions of 
force. 

2. The packaging structures 
which shield the contents shoulc 
not be made of brittle or frai 


materials. They should resist force 
by yielding and absorbing energy 
applied so as to cushion and dis- 
tribute impact forces. 

3. Articles contained in the 
package should be immobilized 
by interior packaging. Excelsior 
Or paper wadding will prevent 
damage due to movement and 
shifting within the container. 

4. The interior packaging should 
transmit the forces applied against 
the container to the framework of 
the object inside. 

* * * 


Head Injuries ... 


HILE seat belts immobilize the 

main trunk of the body, De- 
Haven continued, the head and 
upper portions of the body usually 
fly forward during a crash “with 
the full velocity of the crash” and 
may smash into adjacent struc- 
tures, Therefore, he pointed out, 
“the chief hope of reducing head 
injuries in auto crashes becomes a 
problem of engineering and rede- 
signing dangerous structures so as 
to offset the severity of head im- 
pacts.” 

The use of protective structures 
for the human body in aircraft and 
automobile accidents is still a very 
young engineering art, DeHaven 
said. 

“A great deal of research will be 
necessary before we know what 
types and arrangements of struc- 
ture are best for absorbing the 
force of crashes,” he said. 

. * s 








Pigeon-Holed 
Bookcase Parking Lot 


Set Up in Madison 

A “pigeon-hole” parking system 
has been started in Madison, Wis., 
and cars are now parked in shelves 
by an elevator. 

In a spot formerly parking only 
24 cars, two Spokane, Wash., 
brothers, V. A. and Leo Sanders, 
have erected a structure that ac- 
commodates 168—along with the 
aid of electric dollies, rails and 
other special equipment. 

The new parking lot has shelves 
which resemble an overgrown book- 
case, it is reported. In a nearly all- 
electric process, the cars end up 
parked and filed for future refer- 
ence. 

At the present time, it is reported 
that the two designers are busy 
training men to operate the book- 
case-garage. 

. 5 = 


Mass. Advances 


Toll Road Plan 


Preliminary work towards the 
possible construction of a toll high- 
way across the width of Massachu- 
setts has begun. The state public 
works department is conducting a 
traffic count to determine the po- 
tential use of such a thruway. 

The cost of the project has been 
estimated at $100.000,000. and is 
planned to extend from Hyde Park 
to the New York state line at West 
Stockbridge. It is renorted that the 
legislature will consider action on 
the thruway following the traffic 
count. 


H & S Shorts 


Colorado motorists who have 
been involved in four or more ac- 
cidents will be asked to take 
psychiatric examinations, it has 
been announced by William Foulis 
executive director of the state 
highway safety council. While no 
one can be forced to submit to the 
examinations, Foulis said, the ulti- 
mate aim of the program might be 
the revision of drivers license re- 
quirements to eliminate drivers 
with a “poor driver attitude.” 

* * * 


x . 


About 30 Chevrolet dealers of 
northwest Kansas and eastern Colo- 
rado met recently to promote ¢@ 
highway safety plan for the area 
Each dealer will request the coop 
eration of civic clubs in their com- 
munity in preventing traffic acci- 
dents. The meeting was headed by} 
George Chandler, Chevrolet distric' 
manager. 
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~~ What's on the new-car buyer's mind today ? 


Economy... and the Henry J 





*Nation’s leading survey shows thrift will be the big factor in car-buying in ’52 and ’53! 


| 
Last summer 2.650 prospects for new cars in 1951, 1952, 1953 or later 
a were asked what reasons would determine the selection of their next new car." 

The reason given more than twice as often as any other was economy! 

Economy in purchase price. long life, gasoline mileage. repair costs 

and high trade-in value —just where the Henry J shines! 

What’s more, the overwhelming emphasis on economy in these annual surveys 
has increased every year for the last four years—in 1951 alone, 50% more people gave 
' economy as their principal reason for the selection of their next new car. 

: As taxes and living costs increase. the trend is bound to accelerate! 
: No wonder Kaiser-Frazer dealers see good times ahead. 


For they have the acknowledged economy car of them all—the new 
*52 Henry J. smarter, tougher, thriftier than ever! 
PS. Seen the new models? They're terrific! 





7 more reasons why you ought to 
look into the Kaiser+Frazer franchise! 


meen ed 


1. A discount rate far more generous than the industry average! 


2. Complete protection against price decline and 
9 model design change! 


3. A price range that starts with the 52 Kaiser, the hottest car on the 
road...and goes clear below the lowest price field with the 
sensational new Henry J. now more than ever...the car for today! 


4. Attractive retroactive cash rebates to fleet buyers. based on 
volume purchases. The only fleet plan of its kind in the industry. 


5. Passenger cars and only passenger cars to sell...no 
by-products or specialized vehicles! 


6. 100% reimbursement for retail labor on warranty work. 
Kaiser-Frazer values owner loyalty and good will—but doesn’t 
forget the dealer! 


7. A cash bonus plan that’s tops in the industry! The bonus 


starts with the first car you sell... pyramids with volume...and 
becomes retroactive to the first car! 





Write, wire or call Walter deMartini, Vice President in Charge of Sales, Kaiser-Frazer Sales Corp., Willow Run, Michigan. 
©1952 KAISER-FRAZER SALES CORPORATION, WILLOW RUN, MICHIGAN 
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Auto Market Page... 


Denver Volume Drops 


By Ira R. Alexander registering 124 units to 109 forjdealers and 60 through unauthor- | 
Staff Correspondent Chevrolet. In third place was Buick |ized outlets. The December figure | 
Sales of new cars and trucks in|with 47. Other sales were: Plym-|was 33 units better than the No-| 
Denver are continuing under year-|outh, 42; Pontiac, 39; Dodge, 34;|yember registration, but 412 units| r 
ago levels, dealers report, chiefly) Mercury, 32; Oldsmobile, 29; Stude-| jess than the corresponding month | —= 
because of curtailment of car pro-| baker, 28; Chrysler, 22; Hudson, 20; | of last year. 
duction and Regulation W restric- | DeSoto, 18; Cadillac, 16; Nash, 13; | New-truck sales amounted to 118) New Douglas Co. Plant, Minneapolis 
tions. Even at that, however, busi-|Lincoln, 8; Crosley, 5; Packard, 5; | units in December, the same num- i : alls 
% . . - illys. 5: Jaguar, 5: Kaiser, 4, and “ J : ’ . Douglas Co., Minneapolis, manufacturer of automotive items such as dealer name 
ness is far from poor and dealers} Willys, 5; g Oy . \ber registered in December of last : ‘ 
P am athe 7 2818 plates, license frames, chrome emblems and Scotch-lite ads, recently opened this new 
consider sales good, all factors| MG, 1. ear. November sales totaled 184. ms ‘ 
. s P ly . , ei Sales plant. The company was originally started in 1933, and now manufactures more than 
sag oo rho Chevrolet led in new - truck Individual new-car sales by | 100 diff i 7 On i id 
i . 607 new cars ; 7 ° r ‘ » 100 different items. \. T. Skanse is president and founder of the firm. 
During December coat sales with 33. Followed by: Ford, | wares through authorized dealers | it 
were titled in Denver, yd 19; Dodge, 8; International, 4; in December were: Chevrolet, |2; Chrysler, 2; Mercury, 2; DeSoto,|land area for the seven-day period 
1,347 a year ago in the same GMC, 3; Diveo, 2; Willys, 2; : . Pl th. 103: | ded 
month. Seventy-four new trucks | Crosley, 1; Studebaker, 1, and 205; Ford, 122; Plymouth, + |1, and Studebaker, 1. »/ended Jan. 21. 
were sold, compared with 137 in | White, 1. - ; ae Pontiac, 83; Buick, 67; Mercury, | Individual sales of new trucks| According to the Federal Reserv: 


56; Studebaker, 53; DeSoto, 48; | e , . | Bank, all t hicl les “we 

December, 1950. Used-car sales were also below Na mobil ok, eas a la ao ak dk i #% 
: . »d- s s Nash, 45; Oldsmobile, 41; Dodge, | ‘ : . i i i 1 

Pe | gy apd geen a sales of a year ago. Dealers gener-| 39; Chrysler, 29; Cadillac, 19; | Dodge, 13; International, 12; Stude-|at | thelr | highest mark in 2% 


; ths” reek. 
ally blamed Regulation W for cur-| Packard, 10; Hudson, 7; Renault, |baker, 8; GMC, 7, and White, 1—/|months” for the week 
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The preceding year’s total was 18,- tailing sales of late-model used cars| 5; Lincoln, 4; Crosley, 3; Henry J, | (Gordon Hebert.) For example, new-car trans- 2 

moog Screw OF 1a hist." 2; Kaiser, 1; Comma: Morr 1 .. | fine in over ito mentee thee toe | 
In 1951, 2,345 new trucks were| ie Hillman, 1, and Jaguar, 1. Cleveland one-thousand mark was passed. 

sold, a decrease of 274 from the New Orleans | Sales through unauthorized deal- Introduction of new models plus| The healthy resurgence in new- 

2,619 sold in 1950. A total of 1,013 new cars was|ers were: Chevrolet, 15; Pontiac,|a general stimulus in automotive ‘ 


4 e - car interest was stimulated, ac- 
In December Ford replaced Chev-| registered in Orleans parish in De-|9; Plymouth, 8; Buick, 7; Ford, 4;| trading saw the motor vehicle trade | cording to most dealer, by the 


rolet in first place in new-car sales,|cember, 953 through authorized | Oldsmobile, 4; Dodge, 3; Cadillac,| stage a strong revival in the Cleve- appearance of new models. 
—_—_—— — —— Used-car sales reflected improve- 
ment in climbing to 1,816, a three- 
month high point. Used-truck sales 
|also moved ahead to 144, but new- 
| truck sales skidded to 73.—(Sanford 
| Markey.) 








* * * 


Pittsburgh 
Sales of new cars in the Pitts- 
|burgh district during the week 
jended Jan. 12 were described as 
|“disappointing” by the University 
(of Pittsburgh. 

Gains in other lines helped to 
push the school’s index of business 
activity for the area to 201.3, how- 
ever, compared with 192.5 in the 
previous week. The index for the 
comparable 1951 week was 209.6. 

* * + 








Akron 
| Reflecting improvement, new-car 
| Sales in Summit county (Akron) 
|climbed to 310 units in the week 
|ended Jan. 12, against 208 in the Ra 
|previous week and 425 in the like ) 
| 1951 period, 
| Used-car sales staged a more im- 
| pressive rally with the week’s total 
reaching 567 units, against 375 in 
the previous week and 456 in the 
same 1951 week. 
* 








* * 
Complete new line of patterns Eldorado, Kans. 
fs : ; | “A lot more deals could be made ' 
in wonderful plastic fabrics with |with 24-month terms,” said John 
x. : | North, sales manager, McClure Mo- 
hates a2 brilliant quilted Bolta-Flex trims. itor Co. (Ford), Eldorado, Kans., 


|“but even at that, demand for new 
|cars is stronger now than it was 










pi For the third straight year—full color, half page |@ year ago.” 
: : 4 Accessory sales with new cars 
ads in The Saturday Evening Post and Holiday... are about the same as a year ago, 
Ai but accessory sales over the coun- 
the only seat covers to be nationally ter are much improved, North ) 
said. This latter represents ac- ; 
advertised on such a scale. cessories bought by owners who 
install them. | 
— Service volume is slightly down ' 
i! k ae I isi compared with a year ago, North i 
of sales and advertisin Pp y go, 
Complete new pacaage ‘ 8 reported, while a much greater vol- H 
7 ‘ | from Maine ume of used cars was handled by 
helps. (Last year hundreds upon hundreds of dealers ae SE See con war Saneeed by 
to California advertised Howard Zink seat covers H. Houck.) 





e 4 "a The back pages of every issue of AUTO 
using mats supplied by us.) MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 





More than ever the best-known, best-liked, 
most asked-for seat covers in the HERE IT IS! SENSATIONAL NEW 


h Se eet ELLIOTT 
world ... more than ever it will pay to be POWER TAKE-OFF PA 


associated with the leader! Attaches to Any Jeep! 











FIRST TIME EVER PRICED SO LOW! 


= 19 


Horsepower! 
®Does Every Farm Chore! 
®@ Steel Construction! 

MONEY BACK GUARANTEE! 
NOW .. . The lowest priced Power Take-off 
on the market! Can be attached by anyone 
without special mechanical knowledge o 
tools. Iron-clad guarantee! Belt speed of 3,100 
THE HOWARD ZINK CORPORATION pp on on gy oy Tene, Be Work 
Passaic, N.J. ¢ Long Beach, Calif. « Charleston, Miss. aves Money! send for yours today. r@ 

: Fremont, Ohio MORRIS A. ELLIOTT CO. 


3544 Old York Rd., Baltimore 18, Md. 







SEND COUPON TO OFFICE NEAREST YOU 
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The Howard Zink Corporation 


I'd like to learn all about your 1952 program. 
Please send your representative to see me. 


POMO: cecccoccccocccncccccecccooeeoeesocececs 
COMPANY. oc ccccccccccccvcccccccccscccceseseve 


Address. cccccccccccccccccceccccccccccccces vee 


ee 


City & Zon@eoocccccccccccccccccMtOssscccee one 


a — — — — — ——-! WORLD'S LARGEST MANUFACTURER OF AUTO SEAT COVERS 
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“It’s an entirely new 


€F 


“Breathtaking ... that’s the word for it!” 


“I wouldn't 
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driving sensation!” 





believe it until I drove it!” 


Big news travels fast—and public interest in 
the 1952 Pontiac with Dual-Range* perform- 
ance is the most active in years. And active is 


the word for it—because Pontiac dealers across the country 
report an unprecedented demand for demonstration rides 
in this great new car. 


Once people drive the Dual-Range Pontiac the word’s the 
same everywhere—it’s a great advance in automatic driving, 








“Never drove anything 





like it before!” 


an entirely new type of performance that gives the driver 
instant, finger-tip control over exactly the kind of perform- 
ance he wants with maximum acceleration and flexibility 
and maximum economy. 








It is advanced engineering like this—plus public confidence 

and respect for a fine product—that make the Pontiac sell- 

ing agreement the industry’s No. 1 selling agreement. 
DOLLAR FOR DOLLAR YOU CAN°T BEAT A PONTIAC 


*Optional at extra cost. 


The Whole Country‘s 
Fathing 






wirn specracttan Dyal-Range Performance 





PONTIAC MOTOR DIVISION OF GENERAL MOTORS CORPORATION 
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A fabulous new 


HUDSO! 

















NEW HUDSON HORNET FOUR-DOOR SEDAN IN HUDSON-AIRE HARDTOP STYLING 


HU DSON-AIRE 
HARDTOP STYLING 


at standard sedan and coupe prices 


...With a new, lower-priced 


running mate, the spectacular , 


HUDSON WASP & 














THE SPECTACULAR NEW HUDSON WASP TWO-DOOR BROUGHAM IN HUDSON-AIRE HARDTOP STYLING 


These brilliant new ears with a stunning new 


COMMODORE and a thrifty new PACEMAKER 


make the most exciting array of values in all Hudson history! 
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| arte HERE for ’52 in four great series—the fabulous 


Hudson Hornet, the luxurious Commodore, the spec- 
iacular new Hudson Wasp and the thrifty Pacemaker—with 


prices beginning near the lowest-cost field! 


What’s more, there’s inspired new Hudson-Aire Hardtop 


Styling at standard sedan and coupe prices! 


Naturally, every Hudson has all the big advantages of 
Hudson’s exclusive ‘“‘step-down”’ design with its Monobilt 


Standard trim and other specifications and accessories subject to change without notice. 


body-and-frame* and lowest center of gravity—which pro- 
vides the most room, best ride and greatest safety —advan- 


tages proved in the hands of more than half a million owners! 


There are a few choice Hudson franchises available for 
dealers who want action . . . and profits! For full and con- 
fidential information, write, wire or phone C. A. J. Hadley, 
Sales Manager, Hudson Motor Car Company, Detroit 
14, Michigan. 


*Trade-mark and patents pending. 


COMING! 


_ Hudson’s new lightweight wonder car 


Hudson dealers will have a new 
lightweight car that will sell for 


hundreds of dollars less than the 


lowest-priced current Hudson model. 


It will be new from stem to stern— 
more beautifully streamlined, room- 
ier, safer, and will have more power 


than anything ever seen in its class. 
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15-Year Service Awards at Monarch Buick— 


As part of its 15th anniversary, Monarch Buick Co., Indianapolis, presented pins to 


seven employes who have been with the 


company since it was started. From left to 


right, 15-year men include Oren Stanbrough, shop foreman; Henry Washington, car 
jockey; Delmar Godfrey, service engineer; Al Pike, lubrication specialist; Larry Achgill, 
service engineer; Donald Hunter, new-car salesman; Roy Eberley, secretary-treasurer of 


the firm, and William R. Krafft, president. 


Sunbeam-Talbot Wins 
375-Miler in Alps 

INNSBRUCK, Austria.—A Swiss 
driving team using three Rootes- 
built Sunbeam-Talbot cars won the 
first team prize and gold medal 
during the _ International 
Rallye Tyrol, which was held re- 
cently. 

From Innsbruck, a course of al- 


most 375 miles was laid out along 
the twisting Alpine roads. A large 
|number of cars was entered from 
all over the world. A Sunbeam-Tal- 
|bot also placed second in the hill 
climbing event for vehicles of all 
| classes. 


Alpine | 


| The back pages of every issue of AUTO- 
|MOTIVE NEWS contain the WANT AD 
| Section. Others are profiting from AUTO- 
| MOTIVE NEWS WANT ADS! Are you? 


But Store Withholds Totals .. . 





First Allstate Sales 
Pleasing to Sears 


YEARS, ROEBUCK & CO.’s new 
J entry in the automotive sales 
field, the Allstate, is “selling as 
well as had been anticipated,” ac- 
cording to company officials in 
Chicago. 

Much the same phrase is re- 
peated by store managers in most 
of the 19 cities of the South and 
Southwest where the car has been 
on sale for over a month. 


to issue a periodic total which in- 
cludes sales of all merchandise. 
Actual sales figures for Decem- 
ber were revealed in Dallas and 
Houston, however. There were sev- 
jen Allstates sold in Houston during 
{the month and four titled in Dallas. 
Houston dealers for Kaiser- 
| Frazer Corp., which makes the All- 
state for Sears, sold 17 Henry Js in 


Actual sales statistics are scarce | December, while 
since most Sears’ store managers 
are decidedly reticent about reveal- | 
ing the number of units they have | A 
retailed. jl 


* * 


* * * 


CHECK of the 
Roebuck retail stores in Dallas 
|revealed that sales of the 


Dallas K-F deal- 
|ers sold 15 Henry Js. 


- 
three Sears, 


Allstate 


EADQUARTERS of the chain| have been about what company ex- 


and mail order house has not 
yet determined when or whether 


actual sales figures will be released.|the stores’ 

A company spokesman in Chi- | tives. 
cago pointed out that it has long The Dallas stores 
been a Sears policy never to (customary selling 


break down its sales but rather 


100% GREATER VISIBILIT 
IN NEW DIRECTION SIGNALS 


EXCLUSIVE NEW DIETZ LUCITE LENSES 
PROVIDE EXTRA ADVANTAGES - - -- 


Photometric tests prove DIETZ Lucite Lenses transmit 
twice as much light as glass. Far exceed I.C.C. and latest 
S.A.E. specifications. 
Exclusive design Lucite plastic Lenses give higher visi- 
bility, are practically unbreakable, last much longer. 

DIETZ Light Units are much sturdier. Heavy rubber pad 
protects Lights, waterproofs mounting. 
No disassembly needed when mounting. A single screw 
provides for changing bulb and lenses. 
Simplified, sturdy 2 bolt mounting of Single and Double 
Face Units—4 positions, vertically or horizontally. Can't 





jar loose. 





operation. 


No. 120 


SINGLE FACE LIGHT 


DIETZ SELF-CANCELLING SWITCH No. 
DIETZ NON-CANCELLING 





Ne. 120-A 


backgrounds. Single Face, 





Neo. 125-A 
CLASS “A"—TYPE 2 SIGNAL LIGHTS 
WITH DIRECTION ARROWS 
For unmistakable signalling—vivid Amber arrows on black 


models available individually and in popular Sets. Typical 
fine DIETZ construction, fully tested and approved. 


Self-cancelling or non-cancelling Switches with Flashers. 
E.T.L. tested for over 175,000 cycles of continuous 


No. 125 


DOUBLE FACE 


SWITCH No. 





No. 130-A 








Double Face and Flush Mounting 


OVER A CENTURY OF 





























No. 130 


FLUSH MOUNTING LIGHT 


LIGHT 





As original equipment or for installation by dealers, 
DIETZ Class ‘‘A’’—Type 1 Direction Signal Lights, with 
their brilliant Lucite plastic Lenses, are impressive fea- 
tures on trucks, buses and trailers. But, of greatest 
importance, they contribute a definite added safety 
factor that, in itself, is a sales stimulant. Class ‘‘A’’— 
Type 1 Direction Signal Lights are the ONLY lights 
approved for use in many states, and other states 
have legislation pending confining approval to lights 
of this type. Write for full information on DIETZ 
Direction Signal Lights, Switches and Sets and name 
of nearest jobber. R. E. Dietz Company, 225 Wilkin- 
son St., Syracuse 1, N. Y. 


& 
LIGHTING 









DIETZ 


ecutives expected and that volume 
has been entirely satisfactory to 
merchandising 


execu- 


have followed 
procedures, it 


was reported. The cars have been 















displayed and marketed just as any 
other line. 

They are displayed in the “farm 
stores” of the company, which in 
some of the Dallas outlets is a 
department in the main store and 
in others is a separate building. 

At one Dallas store during the 
Christmas rush the cars were dis 
played outside. Conservative news 
paper advertising dominated the 
promotion in Dallas which included 
in lesser degree, radio and TV spot 
announcements. 

* * * 


—— Sears stores have beer 

making tradein allowances at 
the figures for which the company 
expects to resell the tradeins to 
used-car purchasers, it was report- 
ed. 

Terms are available on a specific 
contract basis. By and large, com- 
pany executives in Dallas estimate 
that most purchasers are regular 
Sears’ customers, those who are 
used to the company’s methods. 

No sales were reported by 
Sears’ officials in Jackson, Miss., 
as of Jan. 14, The car was intro- 
duced in Jackson Jan. 4. Radio 
was used exclusively in the in- 
troduction and promotion of the 
car in Jackson since newspapers 
demanded national advertising 
rates, it was said. 

Traffic and interest was described 
as good and the sales force antici- 
pates that the Jackson Sears’ store 
will be in the used-car business 
soon. ‘the delivered price of the 
Allstate “Basic 4” was quoted as 
$1,511. 


* * * 


pe was reported to have gone 
nr 


“all out” to bring the Allstate to 
the attention of customers in Salt 
Lake City. Four days after the in- 
troduction date, two definite sales 
had been made and five desposits 
accepted. 

Heavy advertising brought 
many people to the store where 
four ot the cars were shown in 
various departments. As a spe- 
cial attraction, the Salt Lake City 
store offered, for a few days only, 

| a heater or 50 gallons of gasoline 
free to each Allstate purchaser. 

Allowances on tradeins are given 
the same as at any dealership in 
Salt Lake City, it was reported. 
|The Salt Lake City Sears store has 
a large parking lot and service sta- 
tion and it is expected a lot will 
probably be set up to sell trade- 
ins, or else they will be turned over 
|to used-car dealers. 

Public reaction in Salt Lake City 
to the Allstate was described as 
|very favorable. Local automobile 
dealers, however, had nothing to 
say about having a department 
store for a competitor. 

x * + 


EGISTRATIONS $statistics for 

Birmingham, Ala., showed that 
one Allstate was sold there during 
December. The car was on display 
in the rug department of the main 
store in Birmingham and also in 
the “farm store’ across the street. 

The Birmingham store reported 
that used cars traded in for All- 
states would be wholesaled and 
that no retail used-car depart- 
ment would be maintained. 

Regular location for the car sales 
department of the Birmingham 
Sears’ store will be in the farm 
store as soon as a new showroom 
and service and parts department 
are completed, it was said. 

The Allstate went on display in 
Memphis Dec. 18, heralded by only 
two short news paragraphs, it was 
stated. National advertising policy 
had not yet been determined, it was 
explained. 

* * 

Te car was displayed at three 

locations in the Memphis store. 
One display was between the en- 
|trances to the retail sales floors, 
janother was near the farm store 
and the third was close to the serv- 
ice station area. 

One display featured a simulated 
double garage, wherein were shown 
a Deluxe Four, with Memphis-de- 
livered price of $1,612.63 plus tax, 
and a Deluxe Six, with a local- 
delivered price of $1,768.24 plus tax. 
| The cars are being financed in 

Memphis in the same way that 

other automobile dealers finance, 

while tradeins are made accord- 
ing to standard practices, it was 
reported. 

General policy for the marketing 
of used cars received as tradeins 
has not yet been decided, it was 
reported. In Memphis, Allstate sales 
are under the supervision of the re- 
| tailing division. 
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Now for the first tume in Network Radio... 


NOU OFFERS GUMPLETE 
~AATIONAL MERGHANDISING 





Until now no radio network has ever offered advertisers a thorough, real- 
istic service for merchandising their products on a national scale. 


Now NBC takes the lead in offering not only the first national mer- 
chandising service in network radio, but also the finest, most complete 
merchandising facilities to be furnished by any advertising medium. 


HERE’S WHAT YOU CAN EXPECT: 


] NBC’s field experts will train advertisers’ sales and 

distribution personnel in getting dealer support, 
building displays; make demonstration calls with sales- 
men on key accounts; make presentations at sales meet- 
ings; maintain close liaison with key wholesalers and 
retail groups in their areas. 


2 The NBC Merchandising Plan is approved unani- 
mously by the NBC affiliated stations. Accordingly, 
the network field experts are working in cooperation with 
our stations, establishing a chain of merchandising ser- 
vices which should deliver for our advertisers the great- 
est possible point-of-sale impact. 


Network on-the-air merchandising programs will 
be developed which will permit dealer tie-ins for 
maximum local impact. One series, “Market Basket,” is 


now in preparation for food store advertisers. 


4 Point-of-purchase material especially produced for 
the needs of retailers will be available to NBC adver- 
tisers at cost. This material will be designed to take advan- 
tage of network and local station identification. 


5 All-important research services will be offered with 
emphasis on attitude surveys, distribution checks, 
test stores, consumer panel. 


6 Bulletins for mailing to retailers will be prepared 
and supplied NBC stations on a monthly basis. 


This is but a partial list of the services planned by NBC’s 
Merchandising Department. Other activities in the display and 
national trade fields will be presented at a later date. 


WHEN CAN YOU EXPECT THESE SERVICES? 


@ The NBC Merchandising Plan has been in formation 
since last July under the direction of Mr. Fred N. Dodge, 
formerly Merchandising Director of “The American 
Weekly.” The nation-wide field offices will be functioning 
by February 15. 

Now is the time to plan your participation. The Mer- 


NBC RADIO NETWORK 


chandising Department is available now for consultation 
on your particular needs. 

In the year of hard selling to come, there will be no bet- 
ter sales combination than the NBC Radio Network with 
NBC Merchandising. And of all the networks only NBC 
Radio offers a workable, efficient merchandising service. 





a service of Radio Corporation of America 
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Memos to Dealers 


RECENT ad by Greenwald Auto 
Co. (Ford), New Kensington, 
Pa., ranks high in the confidence- 
inspiring classification. 
Considerable white space was 
used to make the ad attractive and 
easy to read—an important point in 
getting across any institutional 
message. 


The headline was: “Never in 
39 Years Has Our Future Looked 
Better.” “Future” was underlined 
with an arrow running to the 
bottom of the ad where a Ford 
Victoria was pictured with ad- 
miring figures grouped about it. 
On the left was a photo of Fred 
A. Lyle, president of Greenwald, 
with this message: 


By Bob Finlay 


To the right of the arrow, a sub- 
head: 

“On no previous birthday have 
we owed our customers so much 
thanks.” 


Copy then expanded the theme. 
* 


Used-Car Dealer 
HERE are 
among the used-car dealers, 

too. Take Cy Gorson, of Philadel- 

phia. Cy recalls pushing used cars 


from in front of his father’s store | 


45 years ago. 

Cy says: 

“In the good old days, the used- 
car dealer was a rugged individual- 
ist who knew his business and de- 


“On no previ-| pended on his ability to get ahead. 


some real old-timers | 


tory organization to guide 
with home office regulations and 
instructions, factory men and zone 


men, auditors and sales promotion | 


experts. 

“He worked out his own prob- 
lems, conducted his business ac- 
cording to his own ideas, de- 
pended on his own decisions. He 
was the perfect example of the 
small business man we hear so 
much about today. 

“When he needed cars, he could 
not place an order with the factory. 


He went out and bought them him-| 


self, individually, at a price low 
enough to resell at a profit. 
couldn’t afford any institutional ad- 
vertising and he soon 
trial and error what was producing 
the most results from every dollar 
| spent. 
“He decided what a car needed 

| repairs, repainting, refinishing, etc. 
and how much he could afford to 
|spend on a car and still keep the 
|/cost under control. If he operated 


1952 _ 


Ruppert's Modernized Dealership— 


A total of 11,560 square feet of floor space has been provided under an improve 


|ment program recently completed by E. 


He | 


dealership. Appearance of the building 


| Rentschler, president. 


learned by | 


|}a repair department it was up to} 


him to run it efficiently. 
“He was an expert sales psy- 


| chologist, who was aware of the) 


fact that it cost him a substantial 


sum of advertising money to at-| 


tract customers to his place of 
business and he tried every possible 


ous birthday have we had a car to|/He knew his merchandise and he!}way to sell each and every pros- 


equal this '51 Ford!” 


knew his market. He had no fac- 


pect. The cars were always kept 


fort among used-car dealers. 


clean and presentable and ready to 
go at all times. He was on the job 
morning, noon and night, seven 
days a week. 

“A great many of today’s most 
successful new-car dealers came 
from the ranks of the used-car 
dealers and owe their success to 
their early training. They realize 
that the used car represents the 
eventual profit or loss in the sale 
of a new car.” 

Cy speaks of rugged individualism 
among used-car dealers, but he also 
recognizes the value of a joint ef- 
He is 


with 
the 


CUSTOMER 
PULLING 


POWER 
of 


~~ 


v 


“ 


™~ KENDAL 


Tne 


pAOK OKO WE 


Get the LUBRICATION and you 
get the SERVICE 


/Nereotoy ii) o)icsicn ila- Mohan co) ole ol-tacelauile alam lelelalaclalie 


tinuous product improve 


ment 


OIL 


The protection of a policy of con- 
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Products of an Independent Refiner 


Sold Through Independent 


Distributors by Independent Dealers 


W. Ruppert, Inc., Tremont (Pa.) Chevrole 
has been modernized, according to A. 


at present treasurer of the Nationa 
Used Car Dealers Assn. 
ad a o 


Debuts 

N ANY interesting promotion idea 

* were used to launch 1952 mod 

els. Among some we’ve noted: 

George Motor Sales in Ham- 
tramck, Mich., had a professional 

magician, Leo Herman, drive a 

1952 Studebaker blindfolded “to 

prove how easy it is to handle 

the new Studebaker.” 

Chive Motors (Studebaker), New 
Orleans, invited the public to come 
in and register free on a 1952 
Studebaker Champion, a 1952 Stude- 
baker Commander and a G-E 17- 
inch television set during the show- 
ing of the new Studebaker cars. 

Pretty girls are always attrac- 
tions, so Milwaukee Chevrolet 
dealers had models pose with the 
cars in showrooms in connection 
with a photographic contest. Top 
prize was a Stero Realist camera. 

Grand River Chevrolet in Detroit 
had a Fiesta Party, with Mexican 

lene ge eee and favors from Mexico 
and Brazil. Don McCullagh Chev- 
rolet had orchestra music all day 
and arranged to pick up customers 
jat their homes in special cars. 

| * +. 


| Can’t Buy It 


N MANCHESTER. N. H., the im- 

portance of goodwill to the auto- 
|mobile dealer was emphasized in 
|newspaper advertising sponsored 
|by Morse-Batchelder, Inc. (Stude- 
| baker). 

In a message “to new and used- 
car buyers,” the agency stated: 
“Goodwill is something that can- 
not itself be bought and sold— 
yet it is a most important factor 
in buying and selling automo- 
biles.” 

The firm, which has operated its 
| Studebaker sales and service busi- 
ness for the past 41 years, is a 
member of the Manchester Auto- 
mobile Dealers Assn. and the New 
|Hampshire Automobile Dealers 
| Assn. 


Inland Officer 


Expects Better 


‘Supply of Steel 


CHICAGO.- Supplies of steel for 
consumer goods will increase dur- 
ling 1952 if there is no spread of 
hostilities and steel mill operations 
|are not interrupted, John F. Smith 
|jr., sales vice-president at Inland 
Steel Co., said. 
| Adequacy of steel supplies will 
|become evident in the second half 
lof 1952, Smith predicted, and “the 
|industry may be selling steel before 
lthe year is out instead of alloting 
\it to customers.” 

Smith estimated that a great por- 
tion of the money for the defense 
|program would be spent on non- 
|ferrous metals, such as aluminum 
|}and copper. The fact that defense 
|industries have been receiving steel 
on an accelerated basis for some 
;time means that they will not need 
|an additional volume of it, he said. 
| That there is no big shipbuilding 
| program in sight and the steel ex- 
|pansion program will have been 
|largely completed by the middle of 
ithe year also were cited as factors 
|leading to a better supply of steel. 
| He said increased steel produc- 
|tion is “coming in steadily” and 
| predicted 1952 production at 115,- 
| 000, 000 tons. This figure, he said, is 
almost equal to the _ estimated 
|direct military requirements. 


Celanese Subsidiary’ 

WILMINGTON, Del.—Formation 
of Petrocel Corp. as a subsidiary of 
Celanese Corp. of America, to carry 
|on oil and gas exploration and de- 
velopment work for assuring the 
| company’s raw materials position 
in petro-chemicals, has been an- 
nounced by Harold Blancke, presi- 
dent. 
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Soles Fellow Readerstp and 
MORE SOUTHERN 

_ RURAL FAMILIES READ 

FARM and RANCH- 

- SOUTHERN AGRICULTURIST 

THAN ANY 


Qa 











RII Es eer 





resreunenmgmen 


d = 
THERE’S PROSPERITY ON WHEELS IN CIRCULATION GUARANTEE ' 
THE BOOMING SOUTH TODAY... 
Automobiles . . . trucks . . . tractors—there g ,290 ,o0 re] 
are 1,800,000 more of them on Southern and 
> mage Fr hog Se e Farm magazines are No. 1 publications influencing sales 
of Southern farming and ranching has created ... and 
ae ad meter cee ek e FARM and RANCH-SOUTHERN AGRICULTURIST reaches more | 
your profits—when the products you sell are people with more money in the rural South than any other 
pre-sold for you by advertising in the South’s magazine... 
favorite magazine—Farm and Ranch- ’ 
Southern Agriculturist! e It puts your product story in more Southern homes, at less 
, cost, than any other magazine! 
Op. 2 It’s that simple—more readers mean more buyers. 
- ; f= 3 Write, wire or phone for the number of Farm and 
, ere mee | Sy Ranch-Southern Agriculturist subscribers in any 
ana|sssoens\ examen \y Southern or Southwestern county. Compare these 
vs ee ne figures with those of the second farm publication— 
pro % ‘ and you'll be convinced! 


FARM, 


s € 9 Farm and Ranch 
Publishing Co. 

318 Murfreesboro Road 
Nashville 10, Tenn. 


Telephone: 42-5511 


ACRICULTURISI 


New York 17 
122 E. 42nd St. 
Murray Hill 5-6815 


Chicago | 


333 N. Michigan Ave. 


Dearborn 2-5182 


Atlanta 3 


1036 Peachtree N.E. 


Elgin 1800 


Los Angeles 17 
Simpson-Reilly, Ltd. 


318 Halliburton Bldg. 


1709 W..8th St. 
DUnkirk 8-1179 


Dallas 2 
2027'/2 Young St. 
Riverside 1181 


San Francisco 3 


Simpson-Reilly, Ltd. 


814 Central Tower 
703 Market St. 
Douglas 2-4994 
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Regulation W, 


Market Variables Cloud Outlook .. . 


New Orleans Dealers View *52 


By Gordon Hebert 
Staff Correspondent 
NEW ORLEANS. 
prices and taxes, 
auto dealers here Those dealers who have already 
don’t know what may happen to shown the ’52 models are combing 
sales in the new year. : 
Some think the market will be- cause, they contend, at the old 
come soft due to high prices, prices, customers are more apt to 
others believe the curtailment in get the down payment than on the 
production will not allow them current cars that have to be sold 
to get their regular quota of cars (at increased prices. 
to meet expenses, and still others 


meet the necessary one-third down 
payment with prices and taxes go- 

With rising ing higher, according to the deal- 
together with ers. 


the woods for new '51 models be- 


One dealer pointed out that you 


er prices, increased taxes, ex- 
pected cuts in production, and 
about the talk of freezing auto- 
mobiles, but they still will not 
buy,” he said. 

The prices in the used-car mar- 
ket are firm, but business has been 
slow since the first of the year 
the dealers say. They added that 
the long holiday season may be a 
contributing factor for the sluggish 
market. 

Used-car stocks with the inde- 





are of the opinion that business can’t scare the public anymore. pendent operators are exceedingly 
will be okay but they will have to “You can tell them about high- | low. The reason for this situation, 
bid for it. ; according to dealers, is that new- 

The blessing in disguise, accord. Quiet, Please oe phy ho Al E 

ing to the majority of dealers, is ©ALBANY.—William R. Constan- tradeins. Also, the independent 
jthe cutback in production, but a/jtino, 18, learned to his sorrow that dealers are not buying many units 

eer Ei gre 4 ag gy ogge it Deed eae the two 39-inch horns on his auto|from the curb because the seller 
° . : P ; |eritical in e second quarter of were not “adequate.” Arrested | y , i car. 

Aluminum Plant Equipment oa og amas ane | year. aim tie tetas “enmesd & taeek a Samaeel af themeiacion W on 
SCHENECTADY, N. Y.—More Chalmette, La., and $8,000,000 more | all say, without exception, that fic blast” that frightened pedes-| prewar cars has created quite a bit 
than $20,000,000 in General Electric |'8 being readied for the Reynolds | Regulation W is bogging down trians, Constantino was given a of activity on the older models, 
equipment is now being readied for | Metals Co, plant near Corpus |sales, and that more business is | suspended sentence in police court dealers say. 
installation in two new aluminum |Christi, Tex. lost by this government policy now for not having an “adequate horn 
plants, it has been announced by | than at any time in the history of |or suitable signal device on his Co ° 
the company. Nearly $13,000,000 | More than 100,000 persons read AUTO- | the industry. The buying public is | automobile.” The horns cost him 80 7c Cut in Metal 
worth has been ordered by Kaiser'MoTIVE NEWS every week! finding it increasingly difficult to ! $204. 


-- = For License Tags 
Wins States’ OK 


WASHINGTON.—Government ef- 
forts to divert approximately 80 


You can have a complete 
. r 
wheel balancing department Roomeliy seed in the proiuction of 
hicle li ssen- 
for $327.50 with a al delves. eos have boon Op- 


proved by NPA. 

Both groups, however, qualified 
(their approval on the assumption 
that NPA will give special consid- 
|eration to hardship situations, such 
las investments already made by 
|states in steel, new dies, paint and 
tag mailing envelopes. 

Also, the condition of license 
iplates in current use and special 
| problems involved in sudden chang- 
ling of schedules in prison shops, 
|which make the licenses in 40 
| states, may constitute hardships, it 
| was pointed out. 

NPA assured them that such spe- 
Yes, it’s true. You can get into the highly profitable ‘cial circumstances would be con- 


. . ll o 
wheel balancing business for only $327.50—the price ie olin tae con annus 





In Florida City of 5,000 Population— 


A modernization program by Indian River Chevrolet, Cocoa, Fla., has given the 





























ginning with the second quarter 
of 1952. 
of a Hunter on-the-car wheel balancer, complete. Estimated total 1952 require- 


|ments for making license plates for 
juse in 1953 was 31,679 tons of car- 
bon steel and 3,060,000 pounds of 
jaluminum, NPA said. 

| Tabs or clips, instead of conven- 
|tional license plates, will be issued 


VERY EASY TO OPERATE 


With a minimum of instruction, anyone in 
your shop can become a wheel balancing 
expert. Today, when labor is short, it's lin 1952 by California, Colorado 
a real boon to shop operators — because Connecticut, Delaware, Indiana, 
it eliminates the need for a wheel balanc- |Kansas, Kentucky, Maine, Mary- 
ing “specialist.” \land, Massachusetts, Missouri, Mon- 


A REAL PROFIT MAKER jtana, New York, Ohio, Oregon, 


|Rhode Island, Virginia and Wash- 
The Hunter balancer is an outstanding ington, NPA said. 
profit maker because of its amazing speed. ; 
It is so fast that it balances all 4 wheels in 
the time usually taken to remove, balance, 
and replace one wheel. Especially with the 
Hunter, wheel balancing is a profitable 
business. The profits from the sale of wheel 
weights alone—at one balance job per day 
for 250 days—will pay for your Hunter 
balancer. HUNTER OWNERS CLAIM THAT 
THEIR BALANCERS HAVE PAID FOR 
THEMSELVES IN AS LITTLE AS 9 DAYS. 


| SAVES VALUABLE FLOOR SPACE 


The Hunter balancer is portable—use 
it anywhere—no floor space tied up 
permanently. Take it to the car and 
i balance wheels while other work is 
being done. 


Lauded for Work 
Petroleum Institute Cited 


For Public Relations 


NEW YORK.—For outstanding 
work in promoting better public un- 
derstanding of the oil industry, the 
American Petroleum Institute has 
been awarded a “Certificate of Pub- 
lic Relations Achievement” by the 
| American Public Relations Assn. 
| The API’s oil industry informa- 
|tion committee, which plans and 
operates the institute’s public rela- 
|tions program, received the certifi- 
eate at the association’s seventh 
annual convention in Philadelphia. 

The citation which accompanied 
the certificate lauded the OIIC pro- 
gram for its “astute understanding 
and skill” in pinpointing for Amer- 


Visit the Hunter Booths 
Nos. 141-2-3 








at the N.A.D.A. Show ican people significant facts about bd 
January 26 to 29 the oil industry’s role in the na- 
tion’s economy. 
It was the first time API had 
a ie entered the competition. 
St. Lovis 24, Missouri Mail the Coupon or Call Your Jobber TODAY. | ago. eine . 
|Gerity Begins Production 
LET US SHOW YOU HOW YOU CAN CASH IN! |Of Magnesium Castings 
l | ADRIAN, Mich. Gerity Mag- 
. nesium Corp., wholly-owned sub- 
BA To HUNTER Engineering C vr |sidiary of Gerity-Michigan Corp. 
Hunter Avenue and Ladue Road, St. Louis 24, Mo. | here, has started manufacturing 
|Magnesium sand castings, the com- 
Send me more information about the profit-making possibilities of Hunter | pany announced last week. 
4-wheel balancing. The plant will specialize in pro- 
| ducing large magnesium castings 
| DM ccaaeteecag nica ss éhe bss eO Whedon eae aes chneeskas saan sere |for both jet and reciprocating air- 
| craft engines, it was announced. 
Management personnel includes A. 
| a 1 desk Ginkaasaneek cncedinnten. I 
ee |} and Leslie Brown, magnesium plant 
ca ee gees a laly OUP ci ccaacewoaee ee | manager. 
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are created to 


new luxury to motor car interiors 


GOODALL produces fabrics for every purpose using every fiber 
known to man. Goodall’s new dye methods produce clear, 
soft colors so important in the new textured weaves 


now in demand by the automotive industry. 








fat the fibue AM the Wht abi ‘S 


Goodatl-Sanford, ine: > 


THE FINEST NAME IN FABRICS 7 
Then, yor, Cn, Sel He tar un 


©1952, Goodall Fabrics, Inc. Subsidiary, Goodall-Sanford, Inc. (Sole Makers of World-Famous PALM BEACH® Cloth) Registere ede Mark 
GOODALL FABRICS, INC. - NEW YORK + BOSTON «+ CHICAGO + DETROIT + SAN FRANCISCO «+ LOS ANGELES 
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Dealer 





Doings 








Pennington Chevrolet Co., Mocks- 


ville, N. C., has been chartered 
with authorized capital stock of 
$100,000, with J. W. Pennington, 


Frances P. Pennington and S. P. 
Lockman as incorporators. 
* * * 


Expands Foreign Car Sales 

Denver Imported Motors, 2610 W. 
Alameda Ave., Denver, has an- 
nounced addition of the British 


MG, Morris and Riley to its line of | 


foreign cars. 
* * * 


Toronto Deal Sold 


Huddleston Motors, Ltd. (Chrys- 
ler-Plymouth), 2803 Dundas St. W., 


Toronto, has been purchased by | 
Robert Campbell, president; Frank | 


Hawkhisstone, sales vice-president, 
and W. T. Tate, general manager. 


Fond du hie Grows 


Nash Fond du Lac, Inc., Fond du 
Lac, Wis., has announced the pur- 
chase of a building with about 
20,000 square feet of floor space. 

* * * 


Hessian Heads Truck Sales 


Jack Hessian has been appointed 


truck sales 
Raven Motors, 
San Francisco. 

* * * 


manager of Charles 
Dodge-Plymouth, 


Eckert Expanding 


Emil A. Eckert is completing a 
program of expansion and renova- 


tion at his Chevrolet dealership at 


Roscoe, Pa. 
* * * 


Beyerl Moves 


Hans Beyerl, Chevrolet dealer in | 


the Pittsburgh zone, has moved his | 


operations from Pitcairn to Turtle | Mich. Signing the franchise is Philip J. Henry (second from left), one of the partners. 
witnesses are L. W. Stevens, 
| Terry district manager, and f. W. Gareiss, Detroit zone manager. 


Creek, Pa. 


x * cal 


Eaglin to Lesh 
Ronald K. Lesh has revealed that 
he has purchased the Eaglin Motor 
Co., Pratt, Kans., from C. F. Eag- 
lin, who had owned the business 
since 1942. 


* * * 
Holiday Motors 
Holiday Motors, Inc., Concord, 
N. C., has been chartered with 


authorized capital stock of $50,000 
to deal in automobiles. Principals 





| From left to right, 










Packard has added another dealer to its Detroit zone—Henry and Wilmot, 





automobiles, truck 


| and finance 
etc. Ralph (¢ 


| tractors, trailers, 
| Hewitt is president. 


* * 


Landwehr Incorporates 

Incorporation papers have be: 
granted to Landwehr Chevrole 
Inc., Luckey, O. Incorporators ar 
G. H. and Helen Landwehr a: 
H. H. Williamson. 
| * * * 
Mitchell Motors, Ltd. 
| Mitchell Motors, Ltd., Vancouv« 


iB. C., has been incorporated wit 
| capitalization of $10,000. Re “¢ ré 


|Offices of the firm are at 2735 Vi 
| Packard Dealer at Utica, Mich.— ‘ise seal ae a 
stem Murray Remodels 
Al Murray Motors Co. (Dodge), Be- 


are C. O. Karnhardt, W. C, Kiser 
sr., and W. C. Kiser jr. 


x * * 


Jung Buys Beloit’s B & J 

B & J Motors has been sold by 
Otto Brandenberg to Carl Jung, 
who has been prominent in Beloit 
(Wis.) auto business for 25 years. 
Jung will continue to operate the 
business as a Chrysler-Plymouth 


| 
dealer, 





assistant Detroit zone manager; : ee 
loit, Kans., has finished remodeling 


_jand redecorating its business 


Showroom and office have been 
which B & J Motors has | combined. 


been for 12 years. x * & 
The company has a building with | King, Spencer Cited 


15,000 square feet of floor space. | 

There are 10 mechanics in the serv- | le Pg ay 2 a mednaine 7. 

ice and — —— jership in Monrovia, Calif., were 
: |honored as “Dealers of the Week”’ 


Florence Motor Co. by the Monrovia News-Post. 
* * * 


Florence Motor Co., Inc., Flor- . P 
ence, S. C., has been organized with Nash Names Jersig 
capital stock of $10,000 to deal in| Tremont Motor Co., 902 Tremont 





al Thileve BUILDS 


CUSTOMER CONFIDENCE IN “Hardt Co. 
YOUR SERVICE DEPARTMENT 


Car dealers all over America are finding that the distinctive purple motor oil —ROYAL | 
TRITON— increases customer confidence in their service departments. Here’s why: | 









PIONEER! ROYAL TRITON is the pioneer of the heavy-duty motor oil field. This oil was designed 
to meet the exacting lubrication requirements of today’s precision-built engines. Customer con- 
fidence is gained when motorists learn you are recommending a motor oil that actually increases 


mileage between overhauls. 


PuRPLE! Highly effective organic compounds give ROYAL TRITON its purple color. This dis- 
tinguishing feature assures customers that they are buying the finest engine protection available. 
Car owners are quick to identify your service department with this protection. 

PROMOTION! ROYAL TRITON ads in LOOK, COLLIER’S, SATURDAY EVENING POST, TIME, and 
NEWSWEEK tell millions of motorists to take their cars to their car dealer's for servicing. These ads 
emphasize that your service men are experts. Again ROYAL TRITON builds customer confidence — 


bringing you new customers and reassuring old ones. 


—|St., Galveston, Tex., has been ap- 
pointed a Nash dealership for Gal- 
veston. The firm is owned and 
operated by Julius Jersig. 

* * 5 


G. K. Hardt (Hudson) 


S. D. Williams, Berkeley 
(Calif.) manager of Hudson Sales 
Corp., has announced the ap- 
pointment of G. K. Hardt as 
Hudson dealer in Santa Rosa. 
The firm will be known as G. K 





Hardt Co 


* + 


Shirell Opens L-M Deal 
__ Homer Shirell, former Lincoln- 
|Mercury district manager in San 
| Francisco, has opened his own L-M 
joutlet in Petaluma, Calif. 
' * * * 


Scott Buys Puffer’s Share 
| Lloyd W. Scott, president 
|Scott-Puffer Motor Co. (Chevrolet), 
| Topeka, Kans., has purchased the 
|interest of G. F. Puffer. 

* * * 


of 


Polanco Appointed 
J. W. Seymour, president of Sey- 
mour Chevrolet Co., Inc., Owings 
|Mills, Md., has announced the ap- 
|pointment of Fred E. Polanco as 


service manager. 
* * 


Stager Donates Car 
Philip Stager, of Stagers Chev- 
rolet, Portage, Pa., has presented 
ja dual-control car to Portage high 
|school for use in teaching safe 
|driving to students. 


For full information on handling ROYAL TRITON in your auto- t * # 


mobile agency, write to your nearest Union Oil Company office. 


Los ANGELES 


Union Oil Building 4904 RCA Building 


UNION OIL 


Goodyear Names Burton 


I. G. Burton & Co., Inc. (Chevro- 

OFFICES let), Milford, Del. has been ap- 

New YorkK CHICAGO New ORLEANS—917 National |pointed as a Goodyear dealer, 
1612 Bankers Building Bank of Commerce Building jaccording to Irwin G,. Burton, 

| president. 
a * + 
Ubertalli Named 
James Ubertalli has been ap- 


pointed general manager of the 
Cartelli-Pontiac Co., Holyoke, Mass., 
it was announced by Dominic E. 
Cartelli, president-treasurer of th: 
firm 


COMPANY pi ee. 


OF CALIFORN 


~“ 


Kessling Promotes Graham 

Bill Kessling Motors (Nash) 
Springfield, Ill., has announced pre- 
motion of Paul Graham to sales 
manager. 


IA 





* * 


*x 
Lierz Buys Out Meers 
George Lierz has purchased the 
interest of Harry Meers in Lierz- 
Meers Truck and Tractor Co., 
Holton, Kans. The firm will now 
be known as the Lierz Motor and 
Implement Co., and has the deal- 
ership for International imple- 


ments and Pontiac cars. 
* * * 


Griffin Names Armstrong 


E. L. Armstrong has been a] 
pointed service manager for Be 
Griffin Motor Co., Ford dealershi 


at 1601 S. Ervay 'St., , Dallas. 
+ 





‘ America's Finest 


_ Motor Oil! 7 
ee 


coer 








Clark dcaiiaiite Forms 
Clark Chevrolet, Inc., of Holgat 
O., has been incorporated wit 
$52,500 capital. 

a ” 
Lakeland Motors 

Lakeland Motors, Inc. (Packard 

(Continued on Page 37, Col, 1) 
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Charlie Fetzer used-car manager of [—"° —&”* 


D | D : the dealership. ' IT HAS BEEN A PLEASURE TO SERVE YOU 
eaier OoIngs aa = MAY WE CONTINUE TO 00 SO. = hank Yu 
Ogner Replaces Miller ; ee oa 
Stan Ogner has been appointed | at : 
used-car manager for Murphy Mo- | 33 
has expanded its Cleveland show-| operate as Cater Lincoln-Mercury tors in Culver City, Calif., taking 











































(Continued from Page 36) 


room with the completion of a new Sales, Inc. the place of Jack Miller, who has 
service building. Appointed were: been made manager of the whole- 
Albert Poklar, new and used-car . ‘ ‘ : ‘ sale department. The announce- 
sales manager, and Mrs. Norma Euclid Ford Names 2 ment was made by William J. 
Brooks, office manager. Michael Nolan has been named Murphy, head of Murphy Motors, 
* * # general sales manager, and Thom- DeSoto-Plymouth dealership. 
lac , 12 ne ans ; * * * 
Dunn Joins Midwest jas Ryan, us¢ d-car manager of Eu- 
: |elid Ford Co. in Cleveland. . ] ‘ic 
Martin Dunn has joined Mid- ‘ * + Preah el paagec re we! ‘ 
West Hudson, Inc., 1500 E. Doug- . Lichor Reo Co., ahoma City, 
las, Wichita, Kan., as sales man- Addison Opens has been appointed a dealer for 
ager. Addison Motors, Inc., is a new Autocar Co., it was announced by 
os * «* DeSoto - Plymouth dealership G. M. Wilkins, manager of Auto- ° e 
Radi Sarat opened at 4120 Lankershim Blvd., car’s southwest district. H & B Customer Relations Sign 
Offers adtator Service | north Hollywood, Calif. M. C. ¢ 8 *# H & B Chevrolet, Charleroi, Pa., has put this sign above the exit of the dealership, 
Humphrey-Coover Chevrolet, 916| Addison is president. Baxter Sells Business for courting goodwill and promoting good customer relations. The dealership is owned 
\ a oe SS i James S. Baxter, president of the by H. R. Humphries 
Sane oat ae nediaer sect fal | Hamilton Names Fetser | paxter Motors, Inc. Davenport fa, | — i 
0 e ’ : : ° / oe * rea 
P Bones Hamilton, Buick dealer in | has announced that he is selling Wondering how new-car and truck production and sales are making out? AUTOMO- 


equipped to take care of all radia- | 
tor and cooling system problems. 
* * * 


Chatlain Buys Deal 


David W. Chatlain has ail i 
nounced he has purchased Sander- | 
son Motor Co. (Kaiser-Frazer-| § 
Packard), Wooster, O. The new} 
firm is known as Chatlain’s Motor- | 
center. | 


Van Nuys, Calif., has appointed |out his business. 


TIVE NEWS gives you the entire story every week throughout the year. 








* * * 


Milner Names Garrard 
R. E. Dumas Milner, owner of 
Milner Chevrolet Co., Jackson, 
Miss., has announced appointment 
of Ralph Garrard as business man- 
ager. 
cS + * 
Fuller-White Chevrolet 
George Fuller Co., Tulsa, Okla., 
has filed articles with the secre- 
tary of state, changing its name to 


Fuller-White Chevrolet Co., it was 
announced. 


ty... 


CTOR= 
BUS 
R HY-POWER 


lified form of air-over-hydraulic. Provides 
AIR HY-PO . aa ; of tractor by hydraulic brake and control of 

: j brakes by standard hydraulic master cylinder. 
parts—less weight—direct applied power—sealed 
‘st water, mud, dirt or dust. 


MIDLAND VACUUM HY-POWER 


Three time-tested units combined into a single completely 
enclosed unit: vacuum diaphragm—hydraulic vacuum valve 
—hydraulic slave cylinder. Positive braking under all con- 
ditions of road or weather. Easily installed in any hydraulic 
system. 


@ MIDLAND FACTORY REBUILT 
EXCHANGE UNITS 


The best possible service replacement is assured by Mid- 
land’s factory-rebuilt exchange units. These units are made 
like new—and carry an original equipment guarantee. They 
can be secured through your Midland Distributor. 


@ MIDLAND REPAIR KITS 


Midland specially engineered packaged service repair kits 
are available for all operating units. These boxed kits con- 
tain all the genuine parts necessary for a thorough repair 
job. Available at all Midland Distributors. 


@ BACKED BY WORLD-WIDE 
SERVICE 


There are Midland Distributors and Dealers to serve you 
wherever you are. Midland equipment is correctly engi- 
neered and sturdily built to give long, trouble-free service. 
But you have the assurance that any time service is necessary 
you can get it promptly and efficiently. 

Ask your Midland Distributor for complete information, 
or write to us, 


‘MIDLAND 


STEEL PRODUCTS COMPANY 
6660 Mt. Elliott Ave. ° Detroit 11, Mich. 


Ke * 1 
Opens Used-Car Dept. 
Dick Motors, Chrysler-Plymouth 
dealer at 2916 W. Lacaster, Fort 
Worth, Tex., has opened a used-car 
department at 909 Henderson. The 
firm is owned and operated by 
Dick Roberts and Dick Lewton. 
ok * ae 


Lowry Named Manager 


Packard Albany Sales Corp., Al- 
bany, N. Y., has announced the 
appointment of John A. Lowry as 
general manager. Lowry was for- 
merly a district manager of Pack- 


ard in Greensboro, N. C. 
* * * 


Fennell Motors 


James W. Fennell, formerly of 
Carlsbad, N. M., has purchased 
Western Motor Corp., 1147 Broad- 
way, Denver. J. F. Coughenour, 
formerly sales manager for West- 
ern, is general sales manager and 
secretary-treasurer of the new 
firm, which will operate as Fen- 
nell Motors, Inc. 

3 * 


Thompson Sells Buick 


Thompson Motor Co., Marysville, 
Kans., has announced the sale of 
its Buick franchise to Nordhus Mo- 
tor Co., Marysville, Nordhus is also | 
distributor for Kaiser-Frazer cars 
in the area. 


* * 


Akers Gets New Post 


Wayne Akers has been named 
general manager of MHull-Dobbs, 
Inc., 436 E. Washington Blvd., Fort 
Wayne, Ind., succeeding Jack 
Woodmansee. Akers served as man- 
ager of the company’s Cleveland 
unit. 


* * * 


Nichols Names Jenkins 


Charles H. Jenkins has been ap- 
pointed used-car sales manager for 
Nichols Bros. Motors (Dodge-Plym- 
outh), 6116 Lemmon, Dallas. Jenk- 
ins had been an executive in an- 
other Dallas dealership for the last 
three and a half years. 

* * * 


City Chevrolet Expanding 
City Chevrolet has filed plans to 
erect a building at 55 Chalmers St., | 
Buffalo, at a cost of $3,000. 
a * * 


Deal Changes Name 
Rich-Good Motor Co., Inc., of 
Danville, Va., of which M. F. Duck- 
worth is president, has changed its 


name to Duckworth Motor Co., Inc. : 
* * «* Air and 
Electro-Pneumatic 


DOOR CONTROLS 





World’s Largest Manufacturer of 
AUTOMOBILE and TRUCK FRAMES 


Air and Vacuum 
POWER BRAKES 





Davis Sells to Cater 
Gordon A. Davis, who has con- 
ducted Gordon Davis Lincoln-Mer- 
cury Sales in Utica, N. Y., since 
december, 1945, has sold his dealer- 
ship to Edward A. Cater. Cater will 
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LOWEST PRICED IN ITS FIELD! 
This great new Styleline De Luxe 4-Door Sedan lists for less than any 
comparable model in its field! (Continuation of standard equipment 
and trim illustrated is dependent on availability of material.) 














Te 


Number One Crowd-Pleaser! 


In cities and towns across the country, Chevrolet dealerships are 
the “showplaces of the community” as crowds flock to see the 
new °52 Chevrolets. For never has the leader produced a car with 
so many wonderful things to claim attention and favor—never has 
Chevrolet leadership been so apparent to so many people! 


Gorgeous New Royal-Tone Styling . . . with Bodies by Fisher 
so big, bright and beautiful that people prefer them on sight. 


Radiant New Exterior Colors ... the widest and most wonderful 
array of solid tone colors and two-tone color combinations in 
the low-price field. 


Alluring New Interior Colors . . . with upholstery and trim in 
two tones of blue, green or gray to harmonize with exterior colors, 
in all De Luxe sedan and coupe models. 


New Centerpoise Power . . . bringing amazing new smoothness of 


operation, freedom from vibration and protection from road noise 
and wheel shock to low-cost motoring. 


A New, Smoother, Softer Ride ... for both front and rear seat 
passengers. 

All these and many other enviable advantages are to be found in 
this new Chevrolet—and in Chevrolet alone—at the lowest prices 
and with outstanding economy of operation and upkeep! 


Solid orders and Solid satisfaction tell Chevrolet dealers that they 
have another sure winner in the only fine cars priced so low— 
Chevrolet for °52! 


Extra-Smooth, Extra-Dependable POWER Glide 


with New Automatic Choke, gives finest no-shift driving at lowest 
cost. (Combination of Powerglide Automatic Transmission and 
105-h.p. Engine optional on De Luxe models at extra cost.) 
Chevrolet Division of General Motors, Detroit 2, Michigan. 


MORE PEOPLE BUY CHEVROLETS THAN ANY OTHER CAR! 





CHEVROLET 
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Guillotine Test 
Of Tubeless Tire 
Set by Goodrich 


CHICAGO. A 60-foot-high guillo- 
tine on which visitors can try to 
“execute” a puncture-sealing tube- 


less tire will be one of the features 
of a massive new rubber exhibit 
to be opened next spring by B. F. 
Goodrich Co. at the 
Science and Industry here. 


The test, one of many which the | 


museum’s 2,000,000 visitors each 
year will have a chance to conduct 


through push-buttons, will be used | 


to demonstrate the durability of 
man-made rubber. 

A 58-foot-long moving sidewalk 
of rubber will provide transporta- 
tion for visitors through a tire- 
shaped gateway to various exhibits 
showing rubber at work in the 


Museum of |} 
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Nash Dealers for 28 years— 





Vincent Kieran (left), vice-president, and Charles Wickert, president, of Kieran % 
| Wickert Motors, Inc. (Nash), Staten Island, N. Y., were honored by Nash Motors in 


| recognition of their 28 years as Nash dealers. Shown presenting the pair with a clock | 
| trophy to mark the occasion are L. B. Hakes (second from right), New York zone man. | 
ager, and Charles Lischke, district manager. 


transportation field. A major ex-| 


hibit will trace the processing of 
man-made rubber from the raw 
materials stage to the finished 
product. It will feature actual mix- 
ing and preparation of man-made 
rubber in miniature factories. 


J. W. Keener, vice-president of 





control 


DUCO* factory-controlled color matching 
saves you time, money and materials 


Because Du Pont DUCO lacquer colors are factory-controlled to conform 
exactly with car-makers’ standards, it’s a cinch to take the hit or miss 


out of color matching! 


Just check the color combination on the car. Then identify the corre- 
sponding color from over 700 listed in the Du Pont 
Color Bulletin. Next, place a call to your Du Pont 
jobber and order the color. It’s easy, economical — 
no waste of time and materials. 


DUCO is simple to use, too. It gives full cover- 
age, rubs and polishes to a high, hard gloss. 

So for perfect, controlled color matching every 
time, call the Du Pont stock point nearest your 


shop. 


E. I. du Pont de Nemours & Co. (Inc.), Wil- 


mington 98, Delaware. 


B. F. Goodrich, who signed the 


agreement with Maj. Lenox R. 
Lohr, museum president, to par- 
ticipate in the exhibit, said the 


company will occupy 8,280 square 
feet of floor space, including a 
model theater where visitors will 


|be shown a movie of the step-by- 
step manufacture of tires. 

The exhibit, a five-year project, 
will be one of the most elaborate 
undertaken by the company, Keen- 
er said. 
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Earnings of Auto Mechanics 


Top Men Made $1.56 to $2.26 an Hour in 1951, 
10% More than in °48, Survey Shows 


WASHINGTON. A top automo- 
bile mechanic was earning from 
$1.56 to $2.26 between last April 
and June, and most of them worked 
from 44 to 48 hours a week, it was 
disclosed in a 34-state survey in all 
|parts of the country by the U. S. 
Department of Labor. 

According to the survey, the 
;earnings represented a 10 percent 
|increase over 1948. 

Average hourly pay of body 
repairmen was reported at be- 
tween $1.49 and $2.44; greasers 
made from 79 cents to $1.81, and 
auto washers, variously from 69 
cents to $1.61. 

However, in most areas mechan- 


_|ies and body repairmen averaged $2 


or more an hour, according to the 
study. Mechanics in only five cities 
of all those where the survey was 
conducted made less than $1.65. 
The survey indicated that wages 
in all these fields were highest in 
the West Coast or Great Lakes 
areas, while in the Southeastern or 








Du Pont 
Refinishing 
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BETTER THINGS FOR BETTER LIVING 


. » » TAROUGH CHEMISTRY 


New England 
lowest. 

The fact that the wages fluctu- 
ated so widely was attributed to the 
various incentive plans at individual! 
companies, the most common being 
the “flat rate” basis. In the flat 
rate the mechanic is paid a certain 
percentage of the customer's bill 

While the 44-to-48-hour work 

week was the most common, ac- 
cording to the Labor department 
survey, about 90 percent of the 
employes in St. Louis and Toledo 
worked a 40-hour week. 

The Labor department study cov- 
‘ered only auto repair establish- 
|ments which employ five or more 
|persons, and did not include over- 
|time wages. 
| In most areas, the survey pointed 
;out, workers received a one week 
| vacation after one year’s employ- 
;}ment, and two weeks after five 
|years with the company. 
| Holiday pay for six days of the 
|year was given at most places, al- 
|though in the Southeast they got 
|}only five days. However, in St. 
Louis 95 percent of the workers got 
|seven paid holidays and in Seattle, 
eight days. 


regions they were 


Carson to Head 
Honolulu Dealers; 


Sees Car Shortage 


| HONOLULU, T. H—Knight S. 
|Carson, president of Honolulu Mo- 
|tors, Ltd. (Chrysler-Plymouth), has 
| been elected president of the Hono- 
|lulu Motor Car Dealers Assn., it 
|was announced following the an- 
| nual meeting of the group. 
| Joseph B. Stickney, vice-presi- 
|dent of Universal Motor Co., Ltd., 
was named vice-president of the 
association, and Manuel C. Bap- 
| tiste, vice-president of Schuman 
|Carriage Co., Ltd., treasurer. 
Robert T. Carson, executive-sec- 
|retary of the HMCDA, was reelect- 
‘ed to the post for another year. 
President Carson said that he ex- 
| pected car prices to raise to a rec- 
‘ord high here in 1952, but that 
|demand for new cars will still ex- 
|ceed the supply under present ma- 
| terial shortages. 
| The association announced that it 
|would continue to work with high 
|schools in supplying free automo- 
biles for student driver training 
programs, and will cooperate with 
civic groups in the promotion of 
| bublic safety and road courtesy. 


Officers Elected 
By Five Dealer 
Groups in Okla. 


OKLAHOMA CITY.—Five dealer 
| associations in Oklahoma have 
elected officers for 1952. 

The Oklahoma City Motor Car 

“8 Dealers Assn. has 
named E. L. Fret- 
well jr. (DeSoto- 
Plymouth) its 
president. Others 
elected were: Neil 
Norton (Buick), 
vice-president; E. 
A. Darby (Ford), 
secretary, and F. 
E. Northway 
(Ford), treasurer. 

R. W. White 
(Chevrolet), was 
named to head the Tulsa Automo- 
bile Dealers Assn. and Ray Cox 
(DeSoto-Plymouth) was elected 
vice-president. D. B. Wilkerson was 
chosen secretary-treasurer of that 
group. 

The Enid Automobile Dealers 
Assn. elected as its president Earl 
Day (Ford); Coleman Hume (De- 
Soto-Plymouth), vice-president, and 
Beryl Knox (Lincoln-Mercury), sec- 
retary-treasurer. 

E. P. Williams (Chevrolet) was 
elected president of the Woodward 
Automobile Dealers Assn., while 
Don Stevens (Buick) was made 
vice-president and Leo Pierson, sec- 
retary-treasurer. 

New president of the Fairview 
Automobile Dealers Assn. is H. R. 
Carrier (Dodge-Plymouth). Others 
named were: Alfred Jensen (Pon- 
tiac), vice-president, and Walt 
James (Buick), secretary-treasurer. 









E. L. Fretwell 
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Roanoke Soap Box Derby Planners— 

Plans for the Roanoke (Va.) Soap Box Derby, sponsored jointly by 
McReynolds Chevrolet Corp., the Roanoke Times and World News, and the Roanoke 
Optimist club, were discussed at this meeting of derby officials. From left to right 
are Emmitt Powell, president of the Optimists club; Barton Morris, of the Roanoke 
paper; John Kelly, director of the local derby, and Harry D. McReynolds, president of 
Johnson-McReynolds Chevrolet Corp. 


Johnson- 
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In the Hopper 


the insurance agents as part of 
a five-point program to improve 
traffic conditions in the state. 








A bill introduced in the New Jer- 
sey legislature would replace pres- 
ent local motor vehicle agencies 


|with a mailing system for renewal 


of motor vehicle licenses. Sponsored 
by Assemblyman Thompson, who 


iclaimed it would save $750,000 a 
year, the bill would enable motor- 
ists to obtain renewals of driver 


licenses and motor vehicle registra- 

tions by writing to the state divi- 

sion of motor vehicles in Trenton. 
* * * 

2 Driver Training Aids 

Become Law in Pa. 

Two measures designed to ad- 
vance the driver training pro- 
gram in the schools of Pennsyl- 
vania have been signed by Gov. 
John S. Fine. The measures re- 
quire the state public instruc- 
tion department to set up stand- 
ardized driver training courses in 
the school, and provide state aid 
to school districts by increasing 
the learners’ permit fees from $2 
to $4, earmarking the increase 
for the teaching of safe driving. 

Hailed by Gov. Fine as among 


MAXIMUM COMMISSIONS 


The average commission paid to automo- 


bile dealers by Resolute during the past 


12 months was in excess of 40% with 


total commission payments of more than 


$5,000,000. 


If you finance the cars you sell, or have a discount plan, 
you'll want to learn about this new way to earn maximum 


profits on your automobile finance insurance. 


Simply send 


the coupon TODAY — no cost or obligation — and get the 


whole story. 





83 Chapel Street 
Hartford 2, Connecticut 


ance. 


NAME 


RESOLUTE INSURANCE COMPANY 


Please send me, without obligation, more infor- 
mation about your plan for realizing maximum 
commissions on our automobile finance insur- 





FIRM NAME___ 
STREET 
ity. 
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the most important legislation 
passed by the 1951 legislature, 
the measures had the backing of 
the Pennsylvania Automotive 
Assn. and the Pennsylvania Mo- 
tor Federation-AAA. 


Colorado Seeks Funds 


For Road Program 


A boost on auto registration fees, 
gasoline tax and higher truck lev- 


ies is being sought in bills pro- 
posed by a Colorado interim study 
group. 

Gov. Thornton said the finances 
would be used for a long-range 


highway modernization program. 
* * $ 


N. Y. Insurance Firms Ask 
Car Checks, License Revision 

Periodic inspection of automo- 
biles and revision of the laws for 
licensing drivers is being urged 
by the New York State Assn. of 
Insurance Agents and the Traffic 
Safety Council of Insurance Rat- 
ing. 

The changes are advocated by 


RESOLUTE INSURANCE COMPANY 
HARTFORD 2, CONNECTICUT 





Virginia Seeks to Ban 
Car to Habitual Violators 


The Virginia division of motor: 
vehicles has suggested that th: 
lawmakers consider a plan whicl 
would restrict, and in some case 
prohibit, the use of motor vehicle 
to habitual violators of the state 
safety responsibility act. 

The division included the recom 
mendation in its annual report t« 
the governor. Also included wer: 


recommendations that som 
changes be made in statutes gov 
erning licenses and weight loads o 
vehicles moving on the state high 
ways. 

, : . 
Licensed Check Stations 
Asked in New York 

Semi-annual inspection of 
autos by licensed garages will bs 
proposed in a New York bill by 
Assemblyman Justin C. Morgan 
Buffalo, as a substitute for th 
suggested state-operated inspection 
stations. 

Morgan said his bill is patterned 
after the Pennsylvania measure, 
where private garages are licensed 
by the state. He said he felt that 
the proposed 147 state stations 
might be insufficient to handle the 
state’s 3,500,000 cars, and will ask 
for 8,000 licensed garages in the 
state. 


al 


3 Auto Bills Introduced 


To Colorado Legislature 

Three automotive bills have been 
introduced in the Colorado legisla- 
ture, including a measure to hike 
the price of driver’s licenses from 
$1 to $4 for a three-year period, and 
increase chauffeur’s licenses to $2 
per year. 

A second calls for a $1.50 fee 
from persons wishing to obtain 
certificates of title, file mortgages 
on vehicles, extend or release such 
|mortgages, obtain duplicate titles 
or new serial numbers for motor 
vehicles. The third calls for $1.50 
fee on applications for transfer of 
motor vehicle registrations. 

* * 


N. Y. Urges Mayor to Drop 


Triple Auto Tax Bill 

The Automobile Club of New 
York told Mayor Impellitteri that 
|the reaction of motorists to his 
proposal for a triple tax which 
would be absorbed by autoists is 
one of “stunned amazement.” 

“The automobile use tax has been 
rejected by the people of this city 
at least three times as unworkable 
impractical and above all unfair,” 
Williams J. Gottlieb, president of 
the club said in a wire to the 
mayor. 

The imposition of such tax, to- 
gether with a city gas tax and 
overnight parking fees, would con- 
stitute an “onerous” and impos- 
sible burden for many car owners, 
Gottlieb said. He urged the mayor 
to drop them from consideration. 


N. J. Lawmaker Seeks 
Mudguards on Trucks 


A bill to compel truck oper- 
ators to equip their vehicles with 
mudguards or flaps on _ rear 
wheels to prevent them from 


throwing dirt, water and other 
materials to the windshields of 
following vehicles bas been in- 
troduced in the New Jersey legis- 
lature. 


a * * 


Virginia Considers Bill 


On Compulsory Insurance 

A bill providing for compulsory 
auto insurance has been introduced 
in the Virginia general assembly by 
Sen. George W. Palmere. The bill 
would require the owner of an au- 
tomobile to show evidence of hav- 
ing public liability and property 
damage insurance when he obtains 
his auto license plates. 

It is thought that the amount of 
insurance necessary would be about 
$500. The Virginia general assembly 
was called to order on Jan. 9. 


Equal Rights Bill 
Discrimination by employers in 
the rate or method of payment of 


wages because of the sex of em- 
ployes would be prohibited under 
terms of a bill introduced in the 


New Jersey legislature. 
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Coming March 9th 


an wmportant event for everyone 


who has ever ridden wm an automobile 


a special section in 


The New York Times devoted to 


MOTORS ano 
OTORING 








No influence has been greater on American life and its liv- 
ing than the automobile. And from the industry’s earliest 
days, news about the automobile has figured prominently 
and consistently in the pages of The New York Times. 


Now, as the 50th anniversary of the AAA celebrates a 
half century of America on wheels, The New York Times 
takes a special look at the automobile and what it means 
in our daily living. 


In a special section devoted to motors and motoring, read- 
ers will find a fascinating survey of the automobile and 
the role it has played in American life over the years. 


They will find useful and informative pieces on roads and 
highways, on automobile touring, on tourist accommoda- 
tions. And they will be given an intriguing glimpse of 
what the industry has yet in store for the motorist. 


Done with the thoroughness, authority, and interest that 
make The New York Times the most influential editorial 
force in America, this special automobile section will pro- 
vide an ideal background for automotive advertising. The 
opportunity for manufacturers of automobiles, accesso- 
ries, and appliances, and for all who serve the American 
motorist, is large and inviting. Why not ask our office 
nearest you to give you all the facts... today? 


The New York Cimes 


‘All the Neu 


‘s That’s Fit to Pr 


+? 


NEW YORK: 229 West 43rd Street + DETROIT: General Motors Building - CHICAGO: 333 North Michigan Avenue 
BOSTON : 140 Federal Street + LOS ANGELES: 612 South Flower Street » SAN FRANCISCO: Russ Building 


America’s largest Sunday advertising medium... circulation over 1,100,000 
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Building Service Sales Is Theme 


Epriror’s Nore: 
digest of the 
to be made Sunday, 
four speakers at the “Better 
Service” clinic at the NADA con- 
vention in New York. Joseph E. 
O’Daniel, of Evansville, Ind., is 
the moderator. Others participat- 
ing are Joseph R. Moore, service 
director for Fisher Pontiac Co. 
and Blair Freeman Pontiac Co., 
both in Detroit; C. P. (Jack) Wil- 
liams, an auto dealer service con- 
sultant, and Henry C. Hay, serv- 
ice manager for Chaplain Motor 


Following is a 


Jan, 27, by 


Co. (Cadillac-Oldsmobile), Port- 
land, Me. 
SERVICE SALES 
by 


Joseph E. O’Daniel 


At NO TIME since the beginning 
of World War II has the suc- 
cess of an auto dealership depend- 
ed so much on the efficient and 
profitable operation of its service 
department as it will in 1952. 


remarks scheduled | 


appears that new-car 
production in 
1952 will be only 
two - thirds of 
1951 and only 
50 percent of 
1950. A reduc- 
tion of 3314 per- 
cent of gross 
profit in 1951 
would have 
caused many 
dealers to lose 
money. 

It will probably 
the same sales overhead to 


now 








J. E. O’Daniel 


take 
| sell new and used cars in 1952 as 
lin 1951. An increase in the service 


| department gross is the dealer’s 
only hope of offsetting the loss of 
|gross profit in the new-car depart- 
ment. 

We must start now and set our 
sights upon the highest possible 
percentage of service potential in 
our zone of influence. 

+ * * 

HE not widely used formula for 

determining a dealer’s potential 





| 





seems to be: The total number of 
four-year owners, times 30 man- 
hours of labor needed to keep a 


car on the road, times a dealer’s 
flat rate. If we increase our per- 
centage of potential and bring more 
gross into our service departments 
we must take three basic steps. 

We must plan a program of 
action that will bring more of our 
owners into our service depart- 
ments. 

We have a big advantage over 
most businessmen. We know 
who our owners are and we know 
whether or not they are patroniz- 
ing us. We can direct our efforts 
toward a selected group where 
we know we can get results. 

We must do a better job of han-| 
dling the customer when he reaches 
our place of business. The recent 
survey of public attitudes toward | 
automobile dealers proves this con-| 


clusively. 


* x * 


E MUST give proper attention 
to keeping the customer satis- 
fied and coming back. This, of | 











Fleet Delivery for Pennsylvania— 


delivers 16 of 100 Chevrolet trucks whict 
were purchased from him recently by the Pennsylvania department of property and 
supplies. These trucks were turned over to the department of highways for maintenance 
work throughout the state. Others in the picture are Robert M. Sigler, zone truck man 
ager, and R. S. Heim, of the department of highways. 


D. S. Sausman (left), Thompsontown, Pa., 


course, involves a follow-up pro- 
gram, and policy procedure for 
handling adjustments and com- 
plaints. 


This is a day of specialization. 
When people have trouble they 
immediately look for a specialist. 
The automobile dealer is truly a 

specialist. He has the benefits of 
daily bulletins from his factory au- 
thorizing procedure for handling 
tough jobs which are the result of 
the continued experience of thou- 
sands of dealers throughout the 
land. Yet, few of us sell our serv- 
ices as specialists. When we go to 
ja specialist — we _expect to pay a 
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The Evening Bulletin 


Fil 
fl 
Fil 
Fil 
Fi 


Here’s the reason: 


The Evening Bulletin is Philadelphia’s most productive daily advertising 
medium because it goes home, stays home, is read by more families than 


read any other Philadelphia daily newspaper. 


in The Bulletin. 


Here are the 1951 linage figures: 


in Department Store Advertising 
in Retail Advertising 

in General Advertising 
in Automotive Advertising 
in Total Advertising 


Philadelphians believe 


Evening Bulletin Bulletin Lead 
Department Store Advertising 6,350,000 1,700,000 
Retail Advertising 14,550,000 3,130,000 
General Advertising 3,580,000 1,000,000 
Automotive Advertising 960,000 275,000 
Total Advertising 24,700,000 2,350,000 


Advertising Offices : 


The Evening Bulletin 





285 Madison Avenue 


Filbert and Juniper Streets 


Philadelphia 5, Pennsylvania 


Source: Media Records. 


Wine and Liquor advertising, which The Evening Bulletin 


does not accept, is excluded from General Advertising. 


Chicago 


New York 17, New York 


IN PHILADELPHIA NEARLY EVERYBODY READS THE BULLETIN 


San Francisco 


National Advertising Representatives: 


Sawyer Ferguson Walker Company 


Detroit Atlanta 


Los Angeles 


little more than we would to a 
general practitioner. The time has 
|arrived for us to put our best foot 
forward and do a better job of sell- 
ing ourselves. 

| With this background and a 
| knowledge of the current problem 
| we chose three competent men in 
the auto dealer service business 
and assigned them subjects dealing 
directly with the problems. 

Their subjects are: How to Bring 
’Em in for Service, How to Sell ’Em 
and How to Keep ’Em Sold. 

* * cd 


BRING ’EM IN 
by 
Joseph R. Moore 


WISH it were possible for me to 

give you a magic formula or a 
magic wand which you could wave 
and the customers would pour in. 

There is no such formula. 

What will work for one dealer 
will not work for another; what 
will suit one locality will not suit 
another. In our discussion we can 
deal only with generalities . . 
broad principles which can serve 
as a basic guide in our overall 
planning. 





=| 


* * * 


T FISHER PONTIAC CoO. (De- 

troit) we have applied similar 
| principles to our business. In three 
years we have more than doubled 
our active customers. 

We are applying the same pro- 
cedures at Blair Freeman Pon- 
tiac Co. (Detroit). We feel sure 
the results will be the same in 
this company with which we are 
connected. 

Therefore, what we say is more 
lor less a digest of a tried and 
| proven technique. 
| First, let us look at our prob- 
jlems . . . the basic questions that 
we have to answer in our dealer- 
beet 


* 


WHO are our real and potential 

* customers? 
| 2. What do we actually sell? 

3. How are we going to sell 
| them? 

All too frequently we are prone 
| to jump on some promotional band- 
| wagon without giving careful study 
| to the problems or to the results 
\that can be expected by jumping 
on the bandwagon. Promotional 
Saas are, so to speak, “trees in a 

| forest.” To be successful you must 
|be able to see the forest as well 
jas the trees . you must be able 


|to see the overall picture. 


* * 


T° START is with, therefore, let 
us consider very carefully what 

we have to sell. To illustrate, let 

me cite the following examples: 

1, Complete repair and replace- 
ment service on all mechanism of 
the automobile—motor, chassis, 
brakes, transmission, etc. Our re- 
placement parts are factory au- 
thorized or approved. 

2. Complete repair and replace- 
ment service for the various auto- 
motive systems, electrical systems, 
oiling systems, etc. 

3. Complete repair and replace- 
ment service for the bodies of auto- 
mobiles, with emphasis on the par- 
ticular make of automobile we sell. 

4. The plus services, including 
such items as _ lubrication, oil- 
changes, tire-tube servicing, acces- 
sories, expert check-ups and tune- 
ups, etc. 

* * * 
(THESE are the tangibles we sell. 

In addition, we all have certain 

intangibles which we can capitalize 
on. I am thinking particularly of 
| Such items as factory-trained me- 
|chanics. I am thinking of the 
| know-how which dealers who have 
|been in business for a long time 
have. 

| There are other intangibles .. . 
| such facts as more people use 
your particular service depart- 
men than any other service fa- 
cility in the community. Such 

(Continued on Page 45, Col. 1) 
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‘Continued from Page 44) 


facts as your mechanics have 
been with you for more than 10 
years each ... or the total of 
numbers served by your mechan- 
ics is more than 200... and so 
forth. | 

The first step for any dealer to 
take in planning to increase his| 
sales volume in the service depart- 
ment is to take inventory of what | 
he has to offer the public. 

* * 

= inventory will help in two 

ways. First, it will give you 
positive messages—sales messages | 

for the public. Second, it will) 
help you to organize your service | 
department to make it pay and to} 
improve these services which need 
improving. 

Now, let us consider, for a mo- 
ment, the question as to who are 
our real and potential customers? 
Carbon copies of repair orders | 
which we are required to file will 
give us a list of our real cus- 
tomers. 

It will be more difficult to find 
out who are our potential cus- 
tomers. We have helps in this field. 
The Crowell-Collier Survey of pub- 
lic action as related to automotive 
services can help us a great deal. 

. Listen to some of the facts 

from this survey: 

The newer the car is, the more 
the owner patronizes the dealer 
who sold or sells the car; 85 per- 
cent of the owners of 1951 models 
patronize the dealer from whom 
the car was purchased .. . 

* * * 


HE older the car is, the less the} 

owner patronizes the dealer who 

sold or sells the car... 

The older the car, the more the 
owner spends on repair services. 

From some of the findings of this 
survey we can safely say: that new- | 
car dealers are the _ preferred 
source for maintenance repairs on 
late model automobiles; that the 
new-car dealer is the preferred 
source for major repairs on late 
models. 

= + 

WE NEED to improve our serv- 

ice operations approaches so 
that we can get more lubrication 
work; more repair work on the 
older cars, and more repair work 
on the models of automobiles we 
sell as new cars. 

Now, we know what we have to| 
sell and what has to be empha- 
sized. How do we sell it? 

First, we put our own houses 
in order. We make sure that we 
operate according to the appeals 
which we have to the public and 
according to the basic needs of 
the public. 

Second, we make sure that our 
attitudes are right, the attitude of 
every employe from the dealer 
down to the janitor. 

+ a * 

HIRD, we make sure that our 

service salesmen are conditioned 
properly, know what they are do- 
ing and sell correctly. 

If we don’t do these things, we 
will be in the position of selling 
a half-baked pie, and in the long 
run a half-baked pie cannot be 
sold. 

What do we use to reach the 
public, what media? 

First, and in my opinion the 
most important, direct mail pieces. 

These pieces should be personal, 
short, frequent, alive and attrac- 
tive, easy-to-understand and impor- 
tant. 
* + * 

EWSPAPER, radio, and TV are 
**‘ excellent, but, in my opinion, 

should be tied in with new and 
used-car messages, attractively 
worded, neatly displayed and peri- 
odically used (definite schedule). 

Special methods of reaching the 
public run into the hundreds. 
Here are a few: telephone calls 
to owners, personal calls on the 
owners, signs in barber shops, 
calendars and other give-aways, 
and pencils for the children. 

What are the gimmicks . . . the 
special activities to use to attract 
customers? Here are a few which 
have been tried and proven: 
* * * 


OSTCARDS remind that a lube 

job is necessary. They’re good 
is far as they go but they do not 
go far enough; the public doesn’t | 
take lubrications as seriously as it 
should. 

Service followup is highly im- 


| 


portant and many methods and 
techniques may be employed. 
Free lubrication certificates as 
“come-ons” have definite value and 
not only build goodwill but give 
you an opportunity to show the 
customer what you can and will do. 
Service and seasonal specials are 
excellent gimmicks on which to 
base messages to the public, should 
be carefully timed and followed 


| through consistently. It’s important 


to follow through these specials in 
service-sales when the customer 
comes in. 


* * 


ET us now summarize. The first 
and most important thing to do 


is to put your house in order. That | 





THE INDUSTRY'S FINEST 
POWER BRAKING SYSTEMS 


on. Heaghays 


Regardless of the size of vehicle or whether the preference 
is for vacuum or air, the trucking industry has come to look 


to Bendix Products as the on 


meet every power braking need. 


Hydrovac, the world’s most 


the undisputed leader in the vacuum-hydraulic field. And 
Air-Pak is recognized as foremost in the field of air-hydraulic 


power braking units. 


Products of twenty-five years of practical braking expe- 
rience, these outstanding power braking systems offer 
faster, more positive and better controlled braking. And 
in both the vacuum and the air actuated units, brakes can 
be applied instantly by foot power alone—a constant 


safety factor of tremendous i 


That’s why on highways everywhere the preference is 
for Bendix* Hydrovac* or Bendix Air-Pak, the Industry's 
Finest Power Braking Systems. 






Hydrovac 
vacuum- hydraulic 
power brake unit 


BRAKING HEADQUARTERS for the AUTOMOTIVE INDUSTRY Products 


PRODUCTS 
DIVISION 


BENDIX - 


Export Sales: Bendix 
Ave., New York 11, N.Y. « 
Eclipse of Canada, Lid., 


Division, 72 Fifth 
Canadian Sales: 
Windsor, Ontario, 


includes inventorying your depart- 
mental activities to make _ sure 
you're selling all you can and ascer- 
taining the plus factors—both tan- 
gible and intangible—that you have 
to sell. 

The next step is to make sure 
that every employe is integrated 
into the entire service sales pro- 
gram, that every employe, from the 
dealer himself down, has the proper 
attitude to the service department. 

Then you must make sure that 
the service manager is deeply and 
conscientiously sold on_ better 
service for the customer. 

The next step is to make sure 
that your company has a definite 
(Continued on Page 46, Col. 1) 


ie source uniquely qualified to 


widely used power brake, is 


mportance. 
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Air-Pak 
air-hydraulic power 
brake unit 


* SOUTH BEND 


Bendix- 
Caneda 


Aviation ConPpeRATION 





Milwaukee L-M Dealer Seminar— 


Among those who participated in the seminar conducted by Dan Beck, sales trainer, 
for Lincoln-Mercury dealers in the Milwaukee area, were (left to right) standing: H. C. 
Moe, Milwaukee; H. Warshaver, Milwaukee; C. W. Saver, Waukesha; P. R. Delwiche, 
Janesville; F. J. Ballmer, Milwaukee; N. J. Mitchell, assistant Chicago district sales 


manager, and Beck. Seated: 5. C. Waxler, Beloit; A. N. Farrow, Milwaukee; H. L. 


| Mantey, Watertown; Hugh M. Jones, Wausau, and C. A. Minella, Iron Mountain, Mich. 
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(Continued from Page 45) 


service policy and that it is closely 
and continuously followed 
> * x 


NOTHER item of the greatest 
‘% importance is to know what 
the customer wants and to try to 


give it to him. These _ include 
prompt and courteous attention, 
quality workmanship at a fair 


price, and the keeping of promises. 
It is wise to merchandise care- 


fully and consistently. It is im- 
portant to follow through on 
every promotion technique or 


gimmick which you start. This is 
especially true of service specials 
and follow-ups. 

The important thing to remember 
is that the customer is the 
beat of your business. Get him 
get him any way you can, but make 
sure that you’re perfectly honest 
with him and with yourself. When 
you get him, it will be easier to 
keep him if you do. 

* + + 


HOW TO SELL ’EM 
by 
C. P. (Jack) Williams 
OU won’t have to sell sérvice if 
you maintain the standard of 


quality. Customers will buy what 
you suggest. All you will have to 


heart- | 


do is be sure you are right when! 
you tell them what their machines | 


need and then see that they get 
what they bought. 

When prices are competitive 
the effort required to sell a prod- 
uct is in ratio to the quality of 
the product. The better the prod- 
uct the easier it is to sell—less 
sales effort is required for a su- 
perior product. 

Rule one on “how to sell ’em” 
should be: make sure your service 
is a desirable product. Webster de- 
fines a salesman as “one whose 
occupation is to sell.” There is an- 
other meaning which I like better: 
“A salesman is one, who by 
own effort, 
decision that 
ficial.” 

It is extremely unfortunate that 
most sales courses, books and lec- 
tures on salesmanship are authored 
by people who have never worked 
an hour on a service 
or written a repair order. The vast 
majority of men selling service 
have had less than one 
practical instruction on how to de- 
velop service sales or write an 
effective repair order. Practically 
all of us have learned through the 
slow, painful “trial and_ error” 
method. Many have, as I, had no 
choice about taking on the jb of 
selling service. Some actually dis- 
like their work. 

* * 7 


is mutually bene- 


HEN you can be sincerely 
proud of your service depart- 
ment’s performance and you know 
how to sell service, then selling 
service can become a pleasant and 
profitable job. When you enjoy 
selling service, you find that “how 
to sell ’em” is no longer a problem. 
Rule two should be: learn how 

to sell service. 


his | 
guides another to a) 


sales floor | 


hour of | 


| 


Why shouldn't selling service be| 


pleasant work? Outside of the min- 
istry and the medical 
I know of no other field 
offers so much opportunity to really 
help people keep out of trouble and 
to help them when they are in 
trouble as selling service. In the 
field of selling, one man selling the 
same brand of auto, vacuum clean- 
er, refrigerator, etc., cannot provide 
his customer with a better product 
than any of the other men selling 
the same brand. In selling service 
there is nothing other than a man’s 
own attitude or lack of ambition 
to prevent him from developing and 
merchandising a product infinitely 


profession, | 
which | 


superior to anything offered in his | 


trade era. What could be a greater 
advantage or a more stimulating 
and pleasant pastime than selling 
a product that is in demand and 
which is distinctly superior to com- 
petition! 

Rule three should be: if you can’t 
make selling service an enjoyable 
vocation, get into another field. 
There are few sights as pitiful as 
the: performance of an individual 
attempting a task which he dislikes 
and for which he is unprepared. 

. z “ 


T° FIND service selling a pleas- 
ant and profitable job requires 


better than average knowledge of | 


automobiles and trucks. The cus- 
tomer expects the man who waits 
on him to know enough about the 
auto to tell him with reasonable 
accuracy what is wrong, what it 
will cost to fix it and when the job 
will be completed. On why a cus- 
tomer was lost, I find that the basic 
cause is irresponsibility. 

Rule four should be: know your 
business and be dependable. In 
dealing with our subject of “How 
to Sell ’Em” we must recognize 
the variety of existing problems 
facing the individual engaged in 
selling service: the large metropoli- 


Service Sales Is Theme 


tan operations where the man’s only 


duty is to handle contact selling 
in a reception area set aside for 
this purpose; the small metropoli- 


tan operation with no reception or 
parking space and one man han- 
dling sales, routing, supervision and 
all the other details; the suburban 
or rural areas with plenty of space 
but hampered by “kibitzing’’ cus- 
tomers, and all others, in between. 

There are certain techniques, 
however, that obtain good results 
in any operation regardless of lo- 
cation or size. Two of the most 
important are selling from the 


record and proper preparation of 
the repair order. I will explain 


how these two techniques are 
used in an eight-man shop run 
by a service manager I have 


known for several years. We will, 
for our purpose, call him Jake. 

Now here is how Jake “sells 'em.” 
He has a complete service history 
record of every customer. This 
record is in two sections. Each 
customer has a folder and a com- 
plete soft copy of each repair order 
written on the customer’s car is 
kept in this folder in a cabinet 
on the service floor. In addition, 
on a card similar to this, a con- 
densed record of service experience 
is maintained. This card is kept 
in a box beside Jake’s desk. 

* *x * 


E VERY contact with the customer 
4 is recorded on this card along 


with a lot of other data, some of 
which is coded. For instance, if the 
customer has an open account, the 
monthly limit is noted here. The 
amounts of charges, free service 
rendered and cash orders are post- 


ed in contrasting colors. The serv- 
ices rendered on each visit are 
shown by placing the mechanics 
payroll numbers in the column un- 
der the proper heading. Where 
some job or operation turns out 
unsatisfactory and has to be re- 
worked a colored circle is used to 


If poor workman 
cause, a red circle 
is placed around the mechanic's 
number. A _ blue circle indicates 
sub-standard parts or supplies, etc 
Where the customer has prepaid 
service such as lubrication coupon 
book, etc., the service agreement 

(Continued on Page 84, Col. 1) 


status. 
the 


indicate 
ship was 
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ers’ Assn Hunt Armory East End 
Pittsburgh. Pa 


— Coming Events j—_ arti thie ston, pacite ne 











Sponsored by the Automobile Dealers 
Assn. of Portland. 
P March 29-Apr. 6 seattle Auto Show 
Dealer Conventions Dealer Auto Shows sponsored by Seattle Automobile Dea 
Jan. 27-30—NADA convention, Waldorf Feb. 16-24— 44th annual Chicago Auto sal — ee oe 
Astoria hote New York City Show Intern astior Amphitheater Chi. ea e. * : 
March 10-!!—Annua nvention of Le ag 
sna Automot Dealers Assn., Hote Feb. 19-23—Syracuse Automobile Dealer Aftermarket Shows 
eung: Trew Weer pesh., County War Memorial, syracus Feb. 28-March 2— Pacific Automotive 
Apr. 7-8-—|3th annua nvention, Missour y chow, Pan Pacific auditorium Lo 
Automobile Dea Assn., Muehlebach Feb. 22-March !—Washington Automo conti 
Kansa tive Trade Assn., National Guard Arm March 17-18—Canadian Automotive Wt 
May 22-24—Annua nvention of Wash ry, Washington, D nies sad Mia aan Mount Rave 
jton State Auto Dealers Assn., Ct March 3-8—40th automobile show, Col hotel, Montreal, Que. — 
k hotel. Ke W ast eum, Denver. Sponsored by the Denver March 20-23—!0th annual Southwest Auto 
. Fe . Rs tae a mative how, San Houston Coliseur 
Fords for Warren (O.) Police— Sept. 14-16 — Annual meeting, New York Automobile Dealers A a lle: 50 
. ‘ State Aut Dealers Assn Hotel Syra | March 7-l6—Los Angeles Motor Car Deal , * * 
Cameron Bills (left), president of Bills and Thomas Ford Sales, Warren, O., delivers e. Syracuse. N. Y ers Assn.. Pan Pacific auditorium. Los 
three new Ford special police cars to city authorities. From left to right are Bills; Sept. 20-22 — Annua avention $0u Angele i General 
Kenneth McNair, safety director; Chief of Police Manly English and Mayor Harold Smith. Carolina Automobile Dealer Assn March 8-15— Kansas City Auto Show Jan. 27-30—\\th annual convention, Truck 
Ocean Forest hote Myrtle Beach. S. C. ponsored by Motor Car Dealers Assn Trailer Mite. Assn Hotel Shamrock, 
Oct. 19-21 — Florida Automobile Dealers of Greater Kansas City, Municipal audi- Houston, 
Wondering how new-car and truck production and sales are making out? AUTOMO Assn., Sans Sou hotel, Miami Beach, torium, Kansas City. Feb. 3-8— American Society for Testing 
IVE NEWS gives you the entire story every week throughout the year Fla. March 8-15—Pittsburgh Automobile Deal Materia meerng Shoreham sie 


Washington, D. C. 

Feb. 7-8—\3th annual meeting, National 
Council of Private Motor Truck Owners, 
Hotel Statler, Washington, D. C. 

Feb. I1-12—American Management Assn. 
meeting, Hotel Statler, New York City. 

Feb. 18-19—American Petroleum Institute 
meeting, Sheraton-Cadillac hotel, De- 


troit. 
March 3-7—American Society for Testing 
Materials, spring meeting, Hotel Statler 


Cleveland, Ohio. 

March 22- Apr. 6—Chicago International 
Trade Fair, Navy Pier, Chicago. 

Apr. 7-9—Annual meeting, National Truck 
Leasing System, Conrad Hilton hotel, 
Chicago. 

April 23 - May 4—34th International Motor 
Show, Turin, Italy. 

May 5-7— Automotive Engine Rebuilders 
Assn., San Antonio, Texas. 

May 16-17— Southeast Automotive Show 
conference, Asheville, N. C. 

May 18-19—American Petroleum Institute, 
Copley Plaza, Boston, Mass. 

June 23-27 — 50th anniversary meeting 
American Society for Testing Engineers, 
New York City. 

Sept. 10-12— National Petroleum Assn., 
50th annual meeting, Traymore hotel, 
Atlantic City, N. J. 

Oct. 20-24—National Safety Council, 40th 
national exposition, Conrad Hilton hotel, 
Chicago. 

Nov. 10-13—American Petroleum Institute, 
32nd annual meeting, Conrad Hilton 
hotel and Palmer House, Chicago. 

# * * 


Engineering 

March 4-6—Society of Automotive Engi- 
neers meeting, Sheraton-Cadillac hotel, 
Detroit, 

April 21-24—Society of Automotive Engi- 
neers meeting, Hotel Statler, New York 
City. 

June 1-6—Society of Automotive Engineers, 
summer meeting, Ambassador and Ritz- 
Carlton, Atlantic City, N. J. 

Aug. I1-13—Society of Automotive Engi- 
neer national West Coast meeting, 
Fairmont hotel, San Francisco. 

Sept. 9-l1—Society of Automotive Engi- 
neers, national tractor meeting, Hotel 
Schroder, Milwaukee, Wis. 

Oct. 22-24—Society of Automotive Engi- 
neers, national transportation meeting, 
Hotel William Penn, Pittsburgh, Pa. 

Nov. 3-4—Society of Automotive Engi- 
neers, Chase hotel, St. Louis, Mo. 

Nov. 6-7—Society of Automotive Engi 
neers, Mayo hotel, Tulsa, Okla. 

Nov. 30-Dec. 5—Society of Automotive 
Engineers, Statler hotel, New York City. 


Transport Policy 
Changes Asked 
In Chamber Probe 


W ASHINGTON.—The U. S. Cham- 
ber of Commerce announced last 
week that a poll of varied interests 


concerned with transportation had 

disclosed that changes in national 

a, transportation policies are believed 

. necessary to strengthen the nation’s 


transportation system. 
In the main, these policies were 
reported favored: 
State rather than federal regula- 
P tion of motor vehicle sizes and 
i. * weights. (By 62 percent.) 
reference and ready acceptance for Auto-Lite Lieuidation of Solleral beanie tdies. 
(By 94 percent.) 
Collection of higher fuel and 
products by your customers mean greater sales . . . and eeitaigaian ‘mete aa 
creased highway construction and 
’ : maintenance. (By 52 percent.) 
that’s what you get when you sell Auto-Lite. Because Wider latitude der salmaaa 
agements in rate making. (By 79 
° ie : “172 percent.) 
Auto-Lite products are original equipment on millions of Rctubiidtioient of 6 atadeoule 
tional transportation agency, an- 
sy swering directly to Congress, to 
cars, trucks and tractors... opportunities to handle all government regulatory 
and promotional functions. (69 per- 


increase your sales are greater today than ever before. cont afirmative vote.) 








— Du Pont Operation Costs 
ea! 


So | Checked in 23 Plants 


oe 170) WT E WILMINGTON, Del.—A survey 
1]. / 


Sipe of 23 of du Pont’s 71 plants showed 
UWONDAYS...CBS TELEVISION TUESDAYS 


~~ a these manufacturing operations put 
at least $245,000,000 into circulation 
in six states through purchases and 
payrolls during 1950, the company 
has reported. F 

The study covered certain pur- 
chases of materials and services by 
plants in New Jersey, Kentucky, W. 
Virginia, Virginia, Tennessee and 
S. Carolina from businesses in 
those states. The money-in-circula- 
tion figure was composed of $94,- 
000,000 in purchases and $151,000,- 
000 in total payrolls. 


4 
. 
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Survey Shows 21% Charge Over $3 an Hour .. . 





Dealer Service Rates Up in Pa. | 


HARRISBURG, Pa. Customer 
labor rates of more than $3 an 
hour were charged by 21 percent 
of the Pennsylvania dealers during 


1951, according to the sixth annual | 


employe survey conducted by the 
Pennsylvania Automotive Assn. 
Only 3 percent charged more than 
$3 in 1949. 

This figure, established on a 
statewide basis, did not include 
dealers in Pittsburgh or Phila- 
delphia, PAA said. In Pittsburgh, 
the survey showed, 93 percent of 
the dealers charged over $3 an 
hour, and in Philadelphia, 91 per- 
cent exceeded the figure. 

The results of the survey have 





in your community 


Frame 


3 3831-88 
A 


Gold Mine 


SERVICE 


single operation 


Toke? out the 
eration 
akes out 


Tires. 





trace of mis-alinement 


10 560 HEADLIGHT TESTER 


New © Pin-Point 






| $2.50 and $3; 25 percent at $3, and | 
|12 percent over $3. | 


This "Bear" lineup of equipment 

plus famous "Bear" School and POST 
advertising brings you everything 
needed for safety leadership 


1 115-88 ALINEMENT SERVICE 
Modern, Streamlined Unit Fast, Accurate. 
2 195-84 FRONT-END SERVICE 
Tough and Rugged Easily 
Straightening 
FRONT-END SERVICE 


cars ond light trucks 


4 197-84 SUPER FRAME & ALINEMENT 


4-woy hook up permits straightening in 


5 900-83 HEAVY-DUTY SERVICE 
Hondles cars, trucks, buses and. tractors 
Alinement, frame straightening oxles 
6 36 WHEEL BALANCER 
Wiggle 
Bounce —Stotic & Dy-Namic in one op 


7 330 HEAVY-DUTY WHEEL BALANCER 
Wiggle 
truck wheels ond new Extra Low Pressure 


8 33 WHEEL BALANCER 
Gets the wheel off to increase sales of 
broke service and other parts 

9 240 WHEEL ALINEMENT TESTER 


A super salesman that instantly spots any 


been released by Claude S. Klugh,; cent are within that price range. 
general manager of PAA. 


than 25,000 persons showed a —— higher than the smaller towns, but 
a survey Showed that 2| Stu less than the metropolitan 
percent are uperating at $1.50 an | dealers. The survey showed that 3 

or ial PITA ~ percent operated at $2 an hour; 1 
-— some = Sn oor: 7 |bereent at less than $2.50; 10 per- 
percent "patrons $2. and $2 50; 29 | cent at $2.50; 5 percent between 
eer at $2.50; 5 ercent between | $2.50 and $3; 48 percent at $3, and 
Pp =e 33 percent over $3 an hour. 


In 1949, 64 percent of the dealers 
in this classification were doing 
|business at $2.50 or less an hour. 
|At the present time, only 14 per- 


However, compared with fig- 
ures of former years, the trend 
shows an upward spiral. In 1949, 
87 percent of the dealers were 
operating at $2.50 or less an hour. 
At the present time, only 60 per- 


level. 
According to the survey, the 


when you 


2-way key to MORE PROFITS. 


converted to 


ina small space For 


as well os the 


and Bounce’ on 


Precision Tester shows 


pottern, aim and intensity—fost and oc- 
curote—easy to operate. 
11 450 HYDRAULIC BRAKE TESTER 
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Dealers prices in the larger com- | 
Dealers in communities of less | munities 25,000 or more—ranged | 


cent are under the $2.50 an hour 








Elie Lam Motors New Home in 


Features of the new headquarters of Elie 


Wichita Falls— 


Lam Motor Co. (Chrysler-Plymouth), Wichita 


Falls, Tex., are a snack bar named ‘The Nook" and a meeting room on the mezzanine 
floor which is used for company and dealer meetings and a film projection room. The 


average dealer employs six me- 
chanics. Pittsburgh and Phila- 
delphia dealers employ 11 me- 
chanics each on an average, while 
cities under 25,000 persons aver- 


MORE PROFITS 2 Ways... 
FULLY EQUIP WITH BEAR! 


Every time you install “Bear” Equipment you get a 


With “Bear’’ you make more profits because, first of 
all, you get the job done right and in the quickest and 
easiest way. Successful service dealers know that no 
matter how eye-catching or magical equipment may 
be, it won’t make money for the shop unless, first of all, 
it fixes the job right the first time. 


Full equipment is the best way to make more profits 
with “Bear.” The.shops that are getting the business, 
successful station experience proves, are the shops that 
are the most fully equipped. With Bear’s “Add-A- 
Unit’’ plan it is easy to fully equip for complete safety 
service because You can do it out of profits! 






New possenger cor and heavy-duty models, 
entirely automatic for building profitable brake 
business. 


12 321 WHEEL & HUB STRAIGHTENER 


For fast, accurate correction work on all 
possenger cor wheels, hubs and drums. 


It is easy for you to be one of these fully-equipped 
shops that are getting the biggest share of the safety 
service business. Cash in to the maximum on your 






for your shop. Address: 


RRECTION 


RPC 





ae 


SERVICE 








“Bear” Sign, by starting now to fully equip with the 
**Bear” Equipment shown on this page. Start today by 
writing for illustrated catalog and recommendations 


BEAR MFG. CO., Dept. Al4, Rock Island, Illinois 


Y5747RR 











| building covers 15,000 square feet, with a frontage of 250 feet. Eli Lam is owner. 


age five mechanics per dealer. 

Fifty dealers did not hire any 

mechanics. 

In answer to survey queries on 
service department wages, hours 
and working conditions, 50 percent 
of the 1,673 dealers reporting have 
established work weeks of from 45 
to 50 hours. In addition, 60 percent 
of the dealers pay mechanics for 
the six national holidays, and near- 
ly all dealers in the larger populat- 
ed areas provide paid vacations for 
mechanics. 

Klugh notified the state’s new-car 
dealers that the group’s employer- 
employe relations committee is now 
preparing a questionnaire on sales 
departments—the first survey of 
this kind to be conducted by the 
| PAA—and asked dealers to coop- 
|}erate in getting the information. 

Of the 1,673 returns on the 
sixth annual survey, Klugh re- 
ported that 124 questionnaires 
were completed by dealers in 

Philadelphia and Pittsburgh; 332 

by dealers in cities with popu- 

lations of 25,000 to 200,000, and 

1,217 by dealers in communities 
under 25,000. 

“A total of 626 of the dealers re- 
porting (38 percent), indicated that 
mechanics worked 44 hours a week, 
while 206 (12 percent) stated their 
mechanics worked more than 50 
hours a week,” Klugh said. 


“Very few of the reporting deal- 
lers showed a work week of less 
|than 44 hours, while about 50 per- 
|cent have established work weeks 
| of from 45 to 50 hours.” 

| The report also shows that the 
| recognized national holidays—New 
| Year’s, Memorial day, Independence 
|day, Labor day, Thanksgiving and 
Christmas—have been observed by 
|90 percent of the dealers in 1951, 
| with approximately 60 percent of 
|them paying mechanics for the holi- 
days. 

In all cities over 25,000 popula- 
tion, mechanics’ vacations have 
been paid by 96 percent of the deal- 
|ers in 1951, while in the communi- 
| ties under 25,000 population there 
has been a significant upward trend 
with 86 percent giving paid vaca- 
tions to service help. 

Approximately 75 percent of the 
dealers in Pennsylvania have been 
furnishing coveralls to their me- 
chanics during the past three 
years, and more of the dealers 
are now paying all or part of the 
laundry costs. 

For the past three years, the sur- 
vey showed, not more than 13 per- 
cent of the dealers reporting from 
communities under 25,000 pay me- 
chanics on a flat rate basis. 

However, in cities with a popula- 
tion of 25,000 or more, 38 percent 
of the dealers are paying their 
mechanics in this manner. 








Philco’s Credit Plan 
PHILADELPHIA. — Philco Corp. 
has arranged a $40,000,000 three- 
year V-loan revolving credit to 
finance its rapidly increasing de- 
fense production of advanced elec- 
tronic equipment and missiles for 
the Army, Navy and Air Force, it 
was announced by Dr. Courtnay 

Pitt, vice-president of finance. 





Stolen Registry Forms 
Bring Calif. Warning - 

SACRAMENTO, Calif. — Pro- 
spective auto purchasers have 
been advised by the department 
of motor vehicles to guard 
against deals that might involve 
400 registration slips stolen from 
the Placerville (Calif.) office. 

Serial numbers of the stolen 
forms follow: automobile, T207- 
021 to T207300; commercial vehi- 
cle, T40711 to T40775; trailers, 
T28705 to T28740; and motor- 
cycles, T52851 to T5260. 




















with 
Ned 
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SEE by the papers that the Na-}| 
tional Automobile Dealers’ As- | 
sociation has learned through Elmo 
Ropers’ survey boys of the exist- 
ence of a “shocking public attitude | 
toward auto dealers” ... at least | 
they say a lot of people don’t trust | 
the men who sell automobiles ex- | 
cept the dealer from whom he} 
bought his own car. 
I’m not surprised. In fact I’m 
pleased, because the revelation is 
so timely. The time to run for 
the fire extinguisher is when the 
tiny blaze first starts ... because 
. . - if the industry waited an- 
other year or two under present 
and pending’ temptations, it 
might take a lot of prevention to 
save what goodwill the honest 
dealers of America have already | 
built up over the years. 
Right now, when many people | 
never look at the Bible except to 
find a word to fill in a crossword 
puzzle, I’m tempted to start a cru- 
sade to revive that old practical 
morality and intelligent decency I 
learned as a child. 

Oh... goon... call me old 
fashioned if you like ... but I’m 
not afraid to look my neighbors in 
the face. 

However, for a couple of reasons, 
I have been deterred from the cru- 
sade project by what I have learned 
through many years of contact with 
both big and little men. First, I 
learned that every man has his 
price that he is finally willing to 
pay, however reluctantly, when the 
pressure becomes tough enough. 

It is not always the craving for 
money ... it may be some high 
office for which he aspires .. . dis- 
tinction in the eyes of his fellow 
men ... his determination to pro- 
tect his family or some loved one 

. or, maybe just plain ego. 

And right now, with the high 
pressure of taxation, and the ex- 
amples set by people in high places, 
the honest man must often wonder 
when he, too, will have to decide 
upon the price he is willing to pay 
before throwing in his cards and 
calling it a game. 

+ * 


+ 
Darrow’s Theory 


Ogee DARROW once wrote 
a brilliant essay, entitled, “Re- 
sist Not Evil’—his theory being 
that if you let the crooks alone 
long enough, they would eventually 
hang themselves with no expense to 
the state. I got a great kick when 
the immortal Dr. Paul S. Reinsch 
(later minister to China) explained 
Darrow’s thesis to his class in polit- 
ical science at the University of | 
Wisconsin. 





But ... Clarence and Paul did 
not realize, then, that the world 
was about to be narrowed into a 
small community by radio, tele- 
vision and planes. With this, our 
judgment of men, whose voices 
we could hear, whose clay feet we 
can measure, and whose morals 
we can evaluate, can be as accu- 
rate if the guy lived next door 
and kept his radio going full 
blast throughout the night. 


John Adams used to send news-| 
paper men to jail if they were criti- 
cal of his administration. Thomas 
Jefferson, when he became presi- 
dent, let them out. And thank God, 
the boys are still out. 

But speaking of dealers and their 
code of ethics, A. J. Philp was the 
first and the best sales manager | 
Dodge Brothers ever had. He de-| 
manded three qualifications of a} 


dealer ... Character . . . Capacity | 
and Capital. 
When Clarence Dillon bought | 


Dodge and put E. G. Wilmer in as} 
president, Wilmer remarked that, 
they had paid “$100 million for the | 
plant and $46 million for the dealer 
organization.” 


When Walter Chrysler took over 


| vital 


“We have pur- 
Brothers dealer 
period.” 


* * + 





Dodge, he said: 
chased the Dodge 
organization 


Growing Pains 

TE, IN the automobile business, 
are part of a tremendously 
industry which has just run 
its 100,000,000th car off the assembly 
line. We have been supplying the 
transportation needs of the world. 
It is only natural that any great 
industry that has made rapid prog- 
ress, supplying an ever growing de- 
mand for the “necessity” which it 
produces, must be fortified to meet 
critical comments. 

In the absence of all the facts, 
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many are ready to condemn a 
dealer for the faults of his un- 
scrupulous competitor. 

Every dealer who isn’t kidding 
himself knows that public rela- 
tions, like charity, begin at home 

among his neighbors, in his own 
town, county and state. Yes, and in 
the United Nations. 

America has not gained a domi- 
nant position in the world through 
politics ... it is great because the 
spirit and the ideals of Washington, 
Jefferson and Lincoln are grafted 
on the hearts of all real Ameri- 
cans. If you don’t believe it, just 
start something. 

Americans don't care how much 
you squawk what you do to 
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corral votes . 
phony opinions. . 
get them mad 

P. S.—What if it has become a 
juvenile sophomoronic fashion to 
exhibit sophistication by mouthing 
distrust of nearly everything and 
everybody. Even the honest man 
hesitates to express confidence in 
anything for fear he will be thought 
naive. 

I met a man on West 42nd St. 
the other day who used to pretend 
he knew more than all the 
facturers, dealers and salesmen in 
the automobile industry . .. even 
more than Barney Baruch. 

I bought a couple of lead pencils 
from him. 


. . how you hand out 
. but... don’t 


manu- | 





“Nice car, beautiful lines. 
hope they put all the grease fit- 


| tings where you can get at ’em.” 


Dealer 
Identification ? 
That’s Where 


PLEXIGLAS 
Shines! 


Here’s the proof. See how these 


PLEXIGLAS signs gleam 


by day and glow 


at night, with complete legibility ’round 
the clock. That’s day/night identifica- 


tion—the best way to 
out in front. 


keep your name 


Backlighted PLExIGLas luminous facades 
and interior-lighted letters are not clut- 
tered with visible tubing or spotlights. 
Your sign has the same shape and 


colors day and night. 


Design possibilities 


are practically 


unlimited with this acrylic plastic sign 
material. And maintenance costs are 


low, 


because PLExIGLAS—the outdoor 


plastic—resists breakage, weather, and 


discoloration. 


If you’re not getting 


full sales power 


from your present signs—if they’re 
costly to operate or maintain—tell your 
sign man, “I want a PLEXIGLAS sign on 
my showroom.” Write today for our 
booklet, PLexicLas For Siens. 


Prexictas is a trade-mark, Reg. U. S. Pat. Off. and in principal 


foreign countries. 


Canadian Distributor: Crystal Glass & Plastics, Ltd., 130 Queen's 
Quay at Jarvis Street, Toronto, Ontario, Canada 


CHEMICALS 


FOR INDUSTRY 











ROHM € HAAS 
COMPANY 


WASHINGTON SQUARE, PHILADELPHIA 5, PA. 
Representatives in principal foreign countries 








1902 _ In its first year. the Rambler became one of the 


world’s first mass-produced cars. 


1913 — ‘The famous “Cross Country” Rambler roadster 
offered a self-starter and electric lights. 








1929 —First with 7-bearing crankshaft which made the 








come the world’s largest. 


Thomas B. Jeffery. 





made their bow in the Nash line. 


1904_Two years later. the Rambler factory had be- 


1914 _ This sleek car was named in honor of the founder, 





1930 twin ignition, six- and eight-cylinder engines 


Nash Ambassador engine one of finest in industry 
= y. 


cpeqene 


Ok 


cates 





1941 —The greatest basic improvement in 40 years, Nash 
Airflyte body-and-frame. 






production after the war. 





feo after the turn of the century, during the earliest begin- 
nings of the automobile, a new car made history. The 
Rambler! In its first year of production, 1902, “The Little Red 
Rambler”’, as it was affectionately called, won quick and solid 
sales leadership. 

Year after year, this company has continued to grow, until 
today, Nash is the fourth strongest financially in the automo- 
bile world, with three major plants, with parts and servicx 
available in 66 countries all over the globe, with a record of 
more than 2,250,000 great automobiles produced. 


1946 —Becomes one of first manufacturers 


1907_, 


stylish **torpedo” back. 





bearing his name. Clutch-pedal starting introduced. 





to resume 
wheels, New, improved Nash Twin Beds. 





Year after year, Nash has continued to blaze new trails to 
better motoring. Year after year, Nash has pioneered scores o! 
important developments, a few of which are listed here: 


Unitized body-and-frame (Airflyte Construction) . . . Weather 
Eye Conditioned Air System .. . lso-Thermal Manifold . . 

Rubber Mounted Engine . . . 7-bearing, 100% counterbalance: 
crankshaft . . . Clutch Pedal Starting . . . Cowl-Type Fresh-ai 
Heater Intake . .. Modern Design Award-winning suspension on 


the Rambler . . . The Safety Convertible . . . Rubber Mountec 


two-passenger roadster. this ear featured d 


1917 _ This Nash is the early forerunner of today’s *-hard- 
top convertible”. 





1934 —Mr. C. W. Nash with the 1.000.000th automobile 


1949 —First true aerodynamic car with enclosed front 
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19 _ This was the first automobile to offer a spare 


filth wheel and tire, plate clutch.; 


1918 _ This car introduced the first high-compression, 1922 _ America’s first car with the engine mounted on 
rubber to defeat vibration. 


valve-in-head six-cylinder Nash engine. 





1935 _ First big car in the low-priced field, the famous 1936 —This was the first car to offer convertible sleeping 
Nash-Lafavette. accommodations. 





git Sei fs 4 


Out Glove Drawer. 





Torque Tube Drive... Pull-Out Glove Drawer . . . Enclosed 
Front Wheels . . . Aerodynamic Styling . . . Airliner Reclining 
Seat .. . Convertible Beds . . . Synchronized Springing . . . En- 
closed Mechanism on Valve-in-head Engine . . . The All-Steel 
Body with Seamless Steel Top. 
And as we start our second half-century of fine car manufac- 
ture, you may be sure that Nash will continue to pioneer. . . 
continue to challenge the best that we and the rest of the in- 
dustry have achieved . . . continue to build cars that set the 
pace and pattern for automobiles to come. 





1910 —Big feature of this limousine was the first flexible 








1950—World’s first Airliner Reclining Seat in a car. Pull- 1951 —Nash-Healey, America’s first sports car introduced 
by an established manufacturer since the mid-20°s. 


LSoit 


early ‘‘convertibl +s”. 

















Division Nash-Kelvinator Corp., Detroit, Michigan 


GREAT CARS SINCE 1902 








& —The smart Rambler Landaulet was one of the 








1925 —In this year. Nash turned out cars in plants at 
Milwaukee, Kenosha, and Racine. 


1938 —VW inter driving was revolutionized with the Nash 
Weather Eye Conditioned Air System. 


1952 —Fifty years later. the revolutionary Nash Rambler 
is writing success stories in sales, style, performance. 
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Lawsuits Affecting Dealer 


Bees 





By Leo T. Parker 
} Attorney at Law 
| 
|JJNDER all ordinary  circum- 
» | ~ stances, a minor may declare 


| void a contract for purchase of an 
|}automobile, return the car and de- 
| mand the full purchase price from 
| the seller. See Gallet, 238 N. W. 652, 
78 A.L.R. 392. 


This is the law in all states 
unless testimony shows that the 


Nash Ramblers— 


Pathe News’ 


Two Nash Rambler station wagons have been added to Pathe News’ New York| automobile is a “necessity” to 
fleet. The Ramblers are equipped with a special platform top to mount the movie | the minor. 
cameras and carry all — ' for on-the-spot news coverage. See Goadlett, 258 S. W. 975. In 


| Court Decisions 


exact terms of the | 


to fulfill the 


contract. 
Court Disagrees 

HE higher court refused to agree 

with this argument and held 
the dealer must take back the car 
and refund the purchase price, say- 
ing: 

“The term “necessaries” ... re- 
lating to the liability of infants : ee 
is a relative term.’ 

Also, see Perks, 169 Ill. App. 
227; Kiddeo, 124 Me. 10; Gen- 
eral, 230 Mass. 54; Spann, 252 S. 
W. 892; Wooldridge, 79 N. H. 21; 
Klaus, 131 Minn. 10; Braham, 250 


Beaver Car Tags 
Break Record 


DENVER.—Licenses were issued 
for 144,759 cars in this city during 
1951 to set an alltime record, ac- 
cording to Gordon C. Butler, super- 


visor of the motor vehicle registra- | 


_ this case a minor used a purchased N, Y. S, 44. 
tion bureau. The new record repre-|automobile to and from his work. Hence, an automobile is not ay 
sented a boost of approximately 5| After using the automobile several “necessity” although the car was | 


| percent over the 1950 total. 


used by the minor to go to and 
from his regular work. See Reyn- | 
lolds vs. Garber-Buick Co., 183 
Mich. 157, LRA. = C. 362. 

The dealer argued that since the * 
| minor used the automobile to go to| Evaded Bucome Tax 
|and from his work, it was a “neces- | CCORDING to a recent higher |* 
| sity” and the minor was compelled court, a jury may decide wheth- 


|weeks he returned it to the seller 
Total cash receipts rose more | and demanded the return of the 

|than 13 percent from $2,726,227 in| ¢yq) purchase price. 

1950 to $3,087,721 in 1951. Revenue | 

from license fees rose from $1,064,- 

552 in 1950 to $1,140,213 in 1951. 
There were 18,450 truck licenses | 

issued, against 17,292 in 1950. 





To Simplify Your Accounting... 


LOOK at ll THREE 








UNDERWOOD 
SUNDSTRAND Models 


Visit booths 200, 201 and 202 at the 
National Automobile Dealers Convention 
in New York and... 


...see the BEST System! 
. see the BE ST Machine! 
... see the BEST Installation! 


These advantages are Yours when You 
Simplify with UNDERWOOD SUNDSTRAND 


n Daily Operating or Management Controls in 
Minutes .. . not Hours. 


Complete Financial Statements the FIRST 
of the month ... in Hours ... not Days. 


LOWEST operating cost for today’s 
“Competitive Market.” 


A TRIED and PROVED method .. 


. used today by 
hundreds of car dealers. 


One of these Sundstrand 
machines has been designed to 











handle your business volume! 


Underwood Corporation 


Accounting Machines . .. Adding Machines . . . 
Typewriters . . . Carbon Paper . . . Ribbons 
One Park Avenue, New York 16, N. Y. 
Underwood Limited, Toronto 1, Canada 


Sales and Service Everywhere 


“SIMPLIFY and SAVE with SUNDSTRAND” 





ler an automobile dealer is guilty 
lof fraud in making out his federal 
jincome tax returns. 

For example, in Lin v. United 
States, 173 Fed. (2d) 201, testi- 
mony showed one Lin filed his 

| income tax returns but did not 
report his full earnings. 

The jury convicted Lin of de- 
frauding the government and sen- 
itenced him to three terms of im- 
prisonment and fined him $1,000. 

The higher court approved the 
verdict because the evidence proved 
that Lin had intentionally misrep- 
resented his income and expenses. 

= ia * 


| Not Unusual 
ECENTLY a higher court held 
that a seller or manufacturer 
jis not liable to a purchaser who 
| receives injuries while handling its 
| product with usual dangers. 
For example, in Dalton v. Pioneer 
Co., 237 Pac. (2d) 173 the testimony 
|showed facts as follows: 

A property owner named Dalton 
desiring to lay a concrete floor in 
his garage ordered the required 
|}amount of ready-mix cement from 
the Pioneer Sand and Gravel Co. 
|The mix was poured directly into 
\the location from the truck by 
pag vo of a chute. Dalton attired 

n heavy shoes, overalls and gloves, 
uprend it with a shovel. 

After the floor was covered, he 
knelt on a large board, without 
using any knee pads, and finished 
the smoothing of the surface with 
a smaller board and a trowel. The 
entire operation took about two 
hours. 

Afterwards Dalton noticed 
spots breaking out on both knees, 
and the flesh of both knees came 
off with serious injuries. 

Dalton sued Pioneer Sand and 
Gravel Co. for heavy damages, 
claiming that the cement had a 
concealed or hidden danger and 
that the company’s truck driver 
should have warned him that it 
would burn the skin. 

The higher court refused to allow 
Dalton any damages, saying: 

“No evidence was introduced to 
show that this cement contained 
any unusual substance, or differed 
from ordinary cement in any way.” 

This higher court explained that 
if in cases of this kind the testi- 
mony shows that there is inherent 
or unusual danger in material 
which the seller or manufacturer 
| knows is likely to produce injury to 
a handler of ordinary knowledge 
|and prudence, such seller or manu- 
ifacturer is liable in damages for 
| failure to warn the purchaser. 

* * * 





Mayo Sells Contract 
READER writes to ask: 

“If an automobile dealer is- 
sues a certificate to a purchaser of 
an automobile without a notation 
thereon that the automobile is 
|mortgaged, or otherwise encum- 
|bered, when in fact it is encum- 
‘bered, does this negligence of the 
| automobile dealer bar him from 
possessing the automobile from the 
present possessor who purchased it 
from the original purchaser?” 

According to a late court de- 
cision the answer is no, if the 
certificate is not one required by 
law. 

For example, in Howard Trust 
Co v. Jones Motor Co. 238 S. W. 
(2d) 905, testimony showed facts 
as follows: A 1941 Dodge automo- 
bile was sold to one Valiquette by 
Harold Mayo, an automobile dealer. 
This sale occurred in Vermont, 
where both Valiquette and Mayo 
resided. The sale was made on a 
conditional sales contract. The sale 
| price of the car was $1,300. There 
was a cash downpayment of $225, 
and a tradein allowance of $275 on 
a used car, leaving a balance on 
the purchase price of $800. The con- 
ditional sales contract provided: 

“Purchaser agrees: that title to 
said property shall not pass to the 
purchaser until all sums due under 
this contract or rearrangements 
thereof, together with interest 
after maturity and all other debts 
and money obligations arising out 
of this lien, are fully paid in cash 

- not to remove property from 


| the state or transfer any interest 
itherein without written 


consent 
” 


of the seller... 
+ * ” 


HIS conditional contract was 
sold by Mayo, the automobile 


|dealer, to a finance company. 


Two important points are: first, 
at the time of sale Mayo delivered 
to Valiquette the following certifi- 
cate on a printed form: 

“This is to certify that the fol- 
lowing described motor vehicle: 





(Continued on Page 53, Col. 1) 
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Insurance Groups 
+ M 9 
Snub ‘Merit Plan 
For Virginia 

RICHMOND, Va.—A_ proposed 
|merit plan which would lower 
liability insurance rates of Virginia 
motorists with safe driving records 
| was termed “infeasible” by the Na- 
tional Bureau of Casualty Under- 
writers and the Mutual Insurance 
Rating Bureau. 


| The plan was suggested by the 

Caldwell Delivers to Police Department— | state ceepoeation ocmmianion whhalh 

Tom Caldwell Motors, Inc. (Studebaker), Coral Gables, Fla., recently delivered these | aSked “a rate differential between 

four new Commander V-8s to the Coral Gables police department. In front (left to | those drivers involved in accidents 
right) are John Sisk, district manager; Chief of Police Tom Kimbrough, and Tom Cald- and those not. 


ell, Studebaker dealer. Standing in back are the police officers who will operate the; Citing reasons why such plan 
a ian oi - | could not be put into effect, the 


| Lawsuits Affecting Dealers .. . 


Court Decisions 


(Continued from Page 52) 





Make Dodge, Type sed. cpe., Year a printed form and recited that 
Mfg., 1941, Engine No. D19-122139, the automobile was ... sold to 
Registration Plate No. 70777 has Eugene Valiquette. Perhaps it 
on this date 10/19/1945 been sold was given to Valiquette to en- 
io Eugene Valiquette, Address: able him to secure a registration ; einen 
24 St. Paul, Burlington, Vt. That | certificate from the proper Ver- ee 
the registration certificate and | mont authorities. 

application for transfer of regis- “ : : 
ret has been mailed to “he at GG ROL purport to Re a NE 


Motor Vehicle Department or lof sale. Nor can it be designated 
Loaned to Address . 'a muniment of title. It was merely 


a period not in excess of three \* memorandum containing a state- 
days under the provisions of Sec- |ment that was, in fact, true. There 








tion 5065, Motor Vehicle Laws |was nothing in the record to show |" “" insurance groups pointed out that 
and for the following reasons: |that Mayo gave the document to , on a os rod oy yee a 
: Harold F. Mayo .......... li intendi h it b ° stolen automobiles, says William | ages of less than are not avail- 
Dealer No. 058.” ee ee a 4 Dumping Ground | J. Davis. lable in Virginia and that records 
acted upon as a representation of | i i |of outstate accidents involving Vir- 
There was no notation on this| absolute ownership in Valiquette. | ; Ky. Title Law | Davis, who is manager of the/S ou stay s 

costifiente that @ len was cn the . Lack of Ky. Title Lau | National Automobile Theft Bureau, | ginians are “virtually unobtain- 

: automobile. Nor did the mere giving of said ° Ss Cars |gave the warning at a lecture be- | @?!e. 
t * * & document raise a presumption that | Brings In Stolen Ca fore the University of Louisville's | In addition, the bureaus said, 
, it would likely be so used, and that; LOUISVILLE. Because Ken-/southern police institute here. | there would be a delay in reporting 
Parties Strangers Valiquette would be able to secure |tucky does not have a title law _ Cars stolen in Kentucky and | accidents if drivers knew their in- 


TNHE second important point is|from a foreign state a certificate . ; |found by police in other states are|surance rates would be increased, 
that Mayo hed never had any |\of ownership showing title in him while other states around it have, | aimost impossible to return to their|and fewer drivers would be willing 
previous dealings with Valiquette, | free from liens.” it is a perfect dumping ground for | owners, Davis said. ‘to settle cases out of court. 
and Mayo’s acquaintance with Vali-|~__—_——————ss—ssts—S “iss : oe at Veen sha Cee” Sagan me Tis ee GL eae ia a 
quette covered a period of only| 
two or three months. The only con- 
tact that Mayo ever had with Vali- 
quette was when he talked to him 
about the sale of the car. Mayo| 
knew nothing about Valiquette’s 
business habits. 
Soon after the transaction was 

completed Valiquette made an . 
application to the secretary of S tl 
state of Missouri for a certificate ome 11M 2 - you 
of title on the automobile. In this | 
application Valiquette gave as his 
address 1618 Chestnut St. St. | h ld k b t 
Louis. Also, across that part of | S Ou now a Ou 
the application which called for | 
information concerning any liens 
or unpaid balance of the purchase 
price the words “all paid” are 
written. Along with said applica- 
tion Valiquette submitted the 
above certificate which he re- 
ceived from Mayo at the time he 
purchased the car. Upon this ap- 
plication a Missouri certificate of 

{ title was issued to Valiquette by 

j the commissioner of motor ve- 
hicles, since no lien notation was 
on the certificate, 
Pe iy oi Boge Py | The Hyatt Hy-Load line of roller bearings, 
and assigned his certificate of title | 
to this company. On the same day | 








HYATT HY-LOADS 


manufactured in three series, in a wide range 


the Jones Motor Co. sold the auto- | of sizes and types, offers you many desirable 
mobile to Francis Elder for $1,290, | hg 
and the title was reassigned by | product design and assembly advantages. 
E. B. Jones Motor Co. to Francis | 
Elder. | * . ; ' 

ican die itis: aibaiaaiiatdl 1 If design requirements are such that a 
learned that Valiquette had sold) larger shaft diameter is desirable to 
the car to the Jones Motor Co., it oe as ° . . 
sued the latter company for the, produce greater rigidity without disturbing 
amount owed by Valiquette on the | 


boundary dimensions, a separable inner race 
car. ) 


* * + type Hyatt Hy-Load bearing can be used with 
Jones Argument the inner race omitted. The rollers then 

URING the trial counsel for | 

Jones Motor Co. argued that 
the finance company was not en- 
titled to a favorable verdict because | 
Mayo, the automobile dealer, had 
issued to Valiquette the above men- 
tioned cerificate which had no lien | 
notation on its face and that by | 
reason of placing the certificate in 
the hands of Valiquette, Mayo en- | 
abled Valiquette to present the cer- | 
tificate to the Missouri motor . . é 
vehicle registration department as | ing bore of suitable hardness and finish. 
a part of his application for a 
Missouri certificate of title, and to 
obtain a Missouri certificate of title | 
showing that Valiquette was the)! 


operate directly on a suitably hardened and 
ground shaft. 


2 When the housing bore must be kept to 
a minimum, a separable outer race bear- 
ing can be used with the outer race omitted. 


The rollers then operate directly in a hous- 


If the design requires that the bearing 


be installed as a unit, Hyatt also provides 


t owner of the automobile, free and 
clear of any incumbrances, liens, or non-separable types of Hy-Load bearings. 
conditional sales contracts. 

The higher court refused to hold ‘ . ee ee P : - 
that this act of Mayo defeated his | More detailed information on Hyatt Hy- 
or the finance company’s right to Loads or any of the other popular types of 
recover a favorable verdict from 5 ‘ a ’ 
Jones Motor Co. The court said: Hyatt Roller Bearings for automotive appli- 

“The theory presented was that, a * = ‘ 
by delivery to Valiquette of the | cations, may be had upon request. Hyatt 
certificate which recited that the Bearings Division, General Motors Corpora- 
car had on the 19th day of Oc- 


tober been ‘sold to Eugene Vali- tion, Harrison, N. J. and Detroit, Mich. 
quette,’ without noting thereon 
that the sale was conditional, 
Mayo made it possible for Vali- 
quette to secure a Missouri cer- 
tificate of title showing ownership 
in him free and clear of liens and 
encumbrances, and enabled Vali- 
quette to defraud defendants 
(Jones Motor Co.). It is not clear 
from the evidence what purpose 
was intended to be served by the 
certificate in question. It was on 
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A lesson in economics with Jimmy 


eeeeveeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee eeeeeeeeee, eeeeeevee eeereeeeveeeeeeeeeeeeereeeeeeeeeeeeeeeeeeeeeeeeeeees? 








Like the 36,000 extra customers 
(in just one market—New York) for each brand 
advertised on the average TV program... : 


You get more, dollar for dollar invested, than 
from any other medium — 


eeeeeeeeeeeeeeeeeeeeeeeeeee eeeeeveeeeeeeeee eeeeveeeeeeeereeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee eevee eeee t* * 
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The results? That means people. the biggest stars... programs... : 
We got millions of ‘em. network — the biggest opportunity for the 
For 50,000,000 viewers — NBC alone offers biggest sales results. 





qo 
or 
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Not if you’re thinking of profits . . . for television — now — is the most profitable 
: advertising medium ever evolved. 


f 
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Like the 15.6 extra customers per month for each 

TV dollar invested in the average program Like what really counts in successful 
(And it’s 19.5 for high-budgeted shows advertising: results. 

° like Jimmy’s.) 

; - Fr aa daeaainiateailiaeaaiic These facts are based on the remarkable study, 
; ; “hy “Television Today.” If you haven't seen the 

: \ booklet about Television’s impact on people and 
; 3 products, or if yours is worn out with use, 

t write or call NBC-TV Sales — where you can 

° also learn about NBC availabilities for selling. 

a i 

7 / NB ) 
: : . 

| j 


Want to get into the act? There are still 

opportunities for selling on NBC by big The network where success is a habit 
advertisers — and by small advertisers who think 

and plan big, too. 
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Auto Personnel 








| president in charge of the south 
|New Jersey division of its sub- 
sidiary, Automobile Brokers Co. 
Moss was previously with Com- 
mercial Credit Corp. and the Penn- 


Doug Ogilvie, sales manager of | southern California. He is a mem-|sylvania department of banking. 


Fox Products of Philadelphia, has 
announced the appointment of two 
representatives to promote the Fox 
line of battery chargers. 

Ira Edmondson, 1155 Harrison 
St., San Francisco, will cover 
northern California, including Fres- 
no, while Glenn Tanner, 10739 Cash- 
don Ave., Los Angeles, will cover 
southern California and Arizona. 

* * * 


Norris Promoted 


Promotion of E. A. Norris from 
plant manager to division manager 
of the Port Clinton division of 
Standard Products Co. is an- 
nounced by Harry D. Myers, presi- 
dent. 


* * 


Fitzgerald Heads Dealer Setup 


At Bank of America 
Promotion of Frank J. Fitzger- 
ald as vice-president of the Bank 
of America in Los Angeles has been 
announced by A. J. Gock, chairman 
of the bank’s board of directors. 
Fitzgerald heads the bank’s en- 


* 


tire automobile dealer operation in! ment of Lawrence R. Moss as vice- 








ber of the national Old Timers club, 
|made up of automobile dealers and 
la few auto finance men who have 


* * * 


|Packard Advances Gross 


been in the business more than 20 To Chicago Zone Post 


| years. 
| * * * 


Universal CIT Names 


3 District Managers 


Three new district managers have 
been named by the Universal C.I.T. 
Credit Corp. Algernon 8S, Cowan, 
New Orleans, has been promoted to 
manager of the Baton Rouge (La.) 
office. : 

Auguste F. Dufilho jr., of Baton 
Rouge, has been named district 
manager of the branch office at 
New Orleans, and Raymond A. Gra- 
ham, Detroit, has been appointed 
district manager for the Detroit 
office branch at Redford, Mich. 

* * aa 


Automobile Banking Names 


Moss Over South Jersey 


Automobile Banking Corp., Phila- 
delphia, has announced appoint- 





C. E. Briggs, Packard’s general 
sales manager, has announced that 
Elwood S. Gross has been promoted 
|to assistant zone manager of the 
Chicago zone for Packard. 

Gross was formerly Packard's 
city manager in Philadelphia. In 
his new post he will be primarily 


|}eoncerned with the direction of | 


| wholesale selling operations, includ- 


manager. 


* * * 


Bergmann Heads Sales 


At Seat Cover Firm 


New general sales manager of 
|Atlas Auto Seat Cover Co., New 
|York, is A. O. Bergmann, it was 
|announced by partners Joseph M. 
| Weinstock and Irving Tinkelman. 
A veteran of the automotive ac- 
cessories field since 1922, Bergmann 
has been a manufacturers’ repre- 








IT’S WONDERFUL 


ing cars, parts and accessories, un- | 
der S. D. Braden, Chicago zone 


|James M. Carroll, 





ae aAmMm™ 








One driver, back in the 1920's, 
had this freak automobile built 
in the likeness of a spark plug. 





| sentative for leading firms in the 


industry and sales manager of Cus- 
|tomeraft Cover Corp. for four 
| years. 

* * 


Four New Posts Filled 
_At American Bosch 


| Election of Jackson R. Holden, 
Raymond C. 


* 





You, Too, Can Have Peace of Mind 
When You Buy a Car on Time 


Here's a fellow who really enjoys his sleep— 


knows what it 


is to have peace of mind because 


he used the GMAC Plan when he bought his car. 


Now no mat 


ter where he drives in the United 


States and Canada, assistance is near when 


emergencies arise 


as near as the nearest of 


223 conveniently located GMAC offices. 


Our friend has peace of mind because his car 
is protected by broad insurance of his own 
choosing. His investment is protected not only 
against fire and theft, but also against hail- 
storms, windstorms, tornados, and floods—even 
safeguarded against collision, falling aircraft. 


and other haza 


rds. 


Besides, he knows that the GMAC Plan will 
allow for changing circumstances which might 


affect his income. And he gets 


this specialized 


time purchase service at low cost. With all these 
advantages he had many good reasons for choos- 


ing the GMAC Plan. 


These same advantages may also save you 
time, worry, and money when you buy a new 
or used car out of income. So, if you want real 
peace of mind, finance your next car on the 


GMAC Plan. 






GENERAL MOTORS ACCEPTANCE CORPORATION 





| Farrell and Weldon P. Monson to 
new positions in the American 
Bosch Corp., Springfield, Mass., and 
its subsidiary, Arma Corp., are an- 
nounced by Donald P. Hess, presi- 
dent. 

Holden becomes treasurer and 
controller of American Bosch; Car- 
roll, secretary of the corporation; 
Farrell assistant controller, and 
Monson, vice-president, in charge 
of employe relations of Arma Corp. 
in Brooklyn, N. Y. 


Cook Named Sales Engineer 


Of Timken’s Steel, Tube Unit 


Robert E. Cook, field engineer of 
Timken Roller Bearing Co., Cleve- 
land, has been named sales engi- 
neer of the steel and tube division. 

Cook, who has been representing 
the company’s graphitic tool steel 
line, will represent all products of 
the steel and tube division. 

* ca 7 


GM Names Comptrollers 


For Three B-O-P Plants 


Appointment of R. H. Ringo as 
resident comptroller of the new 
General Motors dual purpose plant 
at Arlington, Tex., is announced by 
H. W. Clapsaddle, divisional comp- 
troller of GM’s Buick-Oldsmobile- 
Pontiac division. 

Also announced by Clapsaddle 
were appointments of J. Mc- 
Namara as resident comptroller of 
the Linden (N. J.) plant and H. D. 
| Paustian as resident comptroller of 
|the Wilmington (Del.) plant of the 
B-O-P division. 





> 
| Dearborn Motors Names 3 


For Des Moines Outlet 


Appointment of Harry V. Snow 
as general manager, James N. Da- 
vis, sales manager, and Leonard J. 
Heinle, controller, of the new Iowa 
Ford Tractor Co., Dearborn farm 
equipment distributorship at Des 
Moines, has been announced by 
Thomas A. Farrell, president of 
Dearborn Motors. 

Snow has been with Dearborn 
Motors since 1947 as tractor and 
implement sales manager; Davis a 
regional sales supervisor since 1948, 
and Heinle has been employed since 
1948 in the business management 
and audit and budget departments. 

* * 7 


Upham, Chief Metallurgist 
At Chrysler, Retires 


Edward W. Upham, 65, chief 
metallurgical engineer for Chrysler 
Corp. for more than a quarter of a 
century, has retired, it is announced 
by J. C. Zeder, vice-president. 

A graduate of the University of 
Michigan, Upham started his metal- 
lurgical career in 1913 at the High- 
land Park (Mich.) plant of the old 
Maxwell Motor Car Co. among a 
dozen laboratory employes in a 
corner of what is now Chrysler’s 
road test garage. 

* 7. 


NPA Picks New Heads 
|For Rubber Division 


The National Production Author- 
ity has named E. D. Kelly as direc- 
tor of its rubber division and E. A. 
Harris as deputy director. 

Kelly, formerly deputy director of 
the rubber division, succeeds Le- 
land E. Spencer, vice-president of 
the Kelly Springfield Tire Co., who 
has become chief of the synthetic 
rubber division of the Reconstruc- 
tion Finance Corp. Harris, who 
succeeds Kelly, was formerly spe- 
cial assistant to the director of the 
rubber division. 

+ 





* * 


Joyce Joins Dana Corp. 
As Liaison Engineer 


Appointment of William J. Joyce 
jr. to the newly created position of 
liaison engineer on the Dana Corp. 
staff has been announced by R. E. 
Carpenter, president. 

Joyce will coordinate products de- 
velopments between’ engineering 
and sales departments and will be 
responsible for the commercial in- 
troduction of new and improved 
products. 





s + * 
'Rollis Named to Head 


Oldsmobile Inspection 

Robert T. Rollis, former super- 
intendent of the pressed metal and 
plating plant of Oldsmobile, Lan- 
sing, has been appointed chief in- 
spector, it is announced by J. F. 
Wolfram, general manager. 

Other inspection superintendent 
appointments announced by Wolf- 
ram include Robert J. Cook, de- 

(Continued on Page 57, Col, 1) 
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(Continued from Page 56) 


fense; Sherman A. Lauzun, auto- 
motive manufacturing activities, 
ind H. S. McHenry, car assembly 
ind paint. 


* 


Darby Heads Two Offices 
For CIT in Alabama 

Fred H. Darby has been pro- 
moted to district manager for two 
of Universal C.I.T. Credit Corp.’s 
Alabama offices. They are located 
in Decatur and in Sheffield. 

Darby joined his company in 1946 
is a credit man at the Birmingham 
branch office and has been ad- 
vanced through positions of in- 
creasing importance at that office, 
serving most recently as motor 
sales representative. 

o * La 


Two New Members Added 


To Petroleum Group Roster 


Appointment of two new mem- 
bers of the American Petroleum In- 
dustries committee for 1952 is an- 
nounced by Frank M. Porter, API 
president. 

They are Lloyd F. Thanhouser, 
vice-president and general counsel 
of Continental Oil Co.; Rayburn L. 
Foster, vice-president and general 
counsel of Phillips Petroleum Co. 

. - ++ 


Cheetham Heads Purchasing 


For Evans Products 


J. W. Cheetham has been named 
director of purchases for Evans 
Products Co., Plymouth, Mich. 

Cheetham, who has been with 
Evans nine years, has been suc- 
cessively materials expediter and 
assistant director of purchases be- 
fore being named to his new post 
by E. S. Evans jr., president of the 
company. 

* 


Dixon on Graphite Board 


John W. Dixon, executive vice- 
president of Cleveland Graphite 
Bronze Co., has been elected to the 
company’s board of directors, it is 
announced. He fills a vacancy 
caused by the recent death of 
Frederick J. Griffiths. 


* * * 
Cuneo Is Sales Manager 
Of Fairbanks, Morse 


J. A. Cuneo has been named gen- 
eral sales manager of Fairbanks, 
Morse & Co., Chicago, it has been 
announced by Robert H. Morse jr., 
president of the firm. 

Milo C. Roy, former manager of 
the Omaha branch, will replace 
Cuneo as manager of the Chicago 
branch. J. W. Wright, former man- 
ager of the Diesel sales division, 
will take over in Omaha. 

Morse said that two of the com- 
pany’s divisions have been given 
autonomous operations—the electri- 
cal and scale divisions. Gordon R. 
Anderson has been named general 
manager of the electrical division, 
and George C. Worthley will head 
the scale division. 

Others named in promotions were 
W. B. Wylly, to head the Atlantic 
branch; C. E. Dietle to head the 
diesel sales division; L. A, Weom 
to branch manager of the St. Paul 
division, and Clifford J. Schroeer, 


manager of the St. Louis branch. 
* * . 


Goodrich’s Burt Named Head 
Of Chemical Engineers 


William I. Burt, vice-president of 
B. F. Goodrich Chemical Co., was 
elected president of the American 
Institute of Chemical Engineers at 
its 44th annual meeting in Atlantic 
City. 

Burt served two terms as a di- 
rector of the engineers and was 
vice-president last year. He joined 


* 





Goodrich in 1927 and was produc- 
tion superintendent and manager | 
of the chemical manufacturing 
division. 

a” 


* * 


Miller Elevated 


Appointment of William R. Miller 
aS manager of the metallurgical 
department of American Steel & 
Wire Co., Cleveland, has been an- 
nounced by Walter F. Munford, 
vice-president of operations. 

+ * * 





Markham Retires as Head 
Of API Industries Group 


The American Petroleum Insti- 
tute has announced retirement of 
Baird H. Markham, director of the | 





organization's industries commit- 
tee, under the API retirement pro- 
gram. 

Markham has served as chief ex- 
ecutive of the committee since 1933, 
when it was organized to study tax 
and government regulatory prob- 
lems affecting the petroleum indus- 
try. A dinner was held in honor of 


Markham, presided over by Oscar | 


Dorwin, chairman of the API in- 
dustries committee. 


* * 


NPA Promotions Awarded 


To Lynch and Mussell 
Timothy A. Lynch, of Red Bank, 

N. J., has been named director of 

the NPA’s Aluminum and Mag- 


~ 


nesium division by Administrator| revealed that 


| acting director of the division, suc-|Tractor division, 


28, 1952 __ 
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Same Customers After 25 years— 
Lee C. Webber (center), Myerstown, Pa., recently observed his 25th anniversary as | 





|a Chevrolet dealer. He is shown with two of his early customers, William Moyer (left) | 
|and Lloyd Parson. The dealership employs a staff of 15 men and women. 





|Manly Fleischmann. Lynch had 
|been serving since Sept 1, 1951, as| 


leave as eastern territory manager | 
of the Allis-Chalmers Mfg. Co.’s | 
Milwaukee, has 
ceeding Nigel H. Bell. been named director of the NPA’s 

At the same time, Fleischmann | Agricultural Machinery and Imple- 
Frank Mussell, on|ments division. Mussell succeeded 
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Curt L. Oheim, who returned to 
his position as vice-president and 
general manager of Deere Plow 
Co., Kansas City. 


+ * * 


Wagner Electric Names 


Four in Promotions 

J. S. Smith, purchasing director 
of Wagner Electric Corp., St. Louis, 
has announced appointments of H. 
S. Garrett and J. V. Christman as 
assistant buyers, and M. W. Cox 
as supervising buyer. 

Cox will be responsible for the 
office supervision in the purchasing 


| department and for the administra- 
ti 


on of buying policies. He will be 
assisted by J. E. Roth. 


* * a 
Texas Car Finance Group 


Names Miller President 
The following have been named 
to head the Texas Assn. of Auto- 
(Continued on Page 58, Col. 1) 
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the automotive future—a low sleek sports 
fmitic, sweeping lines of a jet aircraft is how 
fers describes its new car, the Le Sabre. 

Bex bed “engineering and styling feature was planned 
PAducht of finding out if the futuristic ideas of today 
}: bin eve to be the accepted standard of tomorrow’s 


Le@xample, although Le Sabre carburetion presents an 


use of methyl alcohol, 
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(Continued from Page 57) 
mobile Finance Companies in Fort|served as Midwest district sales 
Worth: manager. Marty Bazner jr., New 
Nelson D. Miller, of San Antonio,| England representative for six 


president; Ray E, Fisher, of Fort 
Worth, vice-president, and Chester 
P. Hawkins, of Houston, secretary- 
treasurer. 

* * * 


Fullerton Succeeds Baker 


As Arkansas Road Chief 


Olen Fullerton, of Morrilton, Ark., 
a former county judge, has as- 
sumed office as Arkansas highway 
director, succeeding J. C. Baker, 
who resigned last month after 20 
years in the department, six as} 
director. 

$ 6 6 
Ammco Appoints Van Parys | 


General Plant Manager 

Fred W. Wacker jr., president of 
Ammco Tools, Inc., North Chicago, | 
Ill, has announced the appoint- 
ment of Frank Van Parys as gen-| 
eral plant manager. 

Van Parys joined Ammco in 1938, | 


and during the past several years ‘superintendent of the company’s pointed director of _purchases” of 








Reynolds & Reynolds introduces the new 
“Key to Longer Car Life” Service Selling Re- 
pair Orders. Protective service operations and 
the mileage intervals at which they should be 
performed are printed on each Repair Order 


Form. This timely 


sales by reminding the Service Salesmen and 
the customers of additional services required. 
Service operations and mileage intervals are 
printed to your specifications. 

In addition to helping you make extra 
service sales, Reynolds & Reynolds carbon 
interleaved Repair Orders speed your service 
department operations. Each set is an indi- 
vidual compact unit, complete with fresh 
carbons that insure legible, easy-to-read 
copies . . . no carbon paper fumbling. For 
samples and more information, mail the 


coupon today! 


| Maine, 
|Philadelphia and New York. He 
joined Ford six years ago as a field | 


years, has been appointed to suc- 
ceed Van Parys. 


Industrial Engine Post 


Given Harrison by Ford 

B. M. Harrison, of Washington, 
has been named a field sales engi- 
neer for the Tractor and Industrial 
Engine division of Ford Motor Co., 


lit has been announced by Joseph 
|F. 
|sion’s industrial éngine department. 


Bachman, manager of the divi- 


Harrison will cover a territory 
extending from North Carolina to 
with offices in Washington, 


representative. 
* * * 


Chrysler Names Meserve 


H. R. Matheny, general manager | 


jof the Highland Park plant of 
Chrysler Corp., has announced the 
jappointment of A. L. Meserve as 





Ford Fleet Sales Conference— 


Repre-entatives of the Ford fleet sales and service group gathered in Dearborn for 


the annual conference to review company policies, sales aids, information and methods | 


of improving services to car and truck fleet operators. Director of the conference was 


James J. Larkin (front row, third from left), 


new engine plant in Trenton, Mich. 
A 25-year veteran of engine and 
machine shop production, Meserve 
has been superintendent of plant 
four in Highland Park six years. 

* * 


Walker Names Shoff 


|To Head Purchasing 
Walter E. Shoff has been ap- 


national fleet sales manager. 


Walker Mfg. Co., Racine, Wis., ac- 
cording to James S. Allen, presi- 
dent. He will head purchasing for 
the five plants of the Walker or- 
ganization and the company’s sub- 
sidiaries. 

Carl C. 


Shoff replaces Nelson, 


Walker vice-president, who is re-| 


tiring because of ill health after 
37 years’ service with the Walker | 
organization. Shoff comes to Walker | 


A 1905 EXTRA! 


Early automobile dealers “cleaned up” 


N ww. » »sREYNOLDS & REYNOLDS 
New “’Key to Longer Car Life’ REPAIR ORDERS 
can help you make Extra Service Sales! 





feature increases service 


. one of the several hundred 


sales aids and operating systems 


that build an 


d protect your profits, 


produced by Reynolds & Reynolds 
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| The Reynolds & Reynolds Company 
Celina, Obio 


Please send me samples and information on Reynolds & Reynolds 


"Key to Longer Car Life’’ Repair Orders. 


selling this wash basin as an accessory. 

It featured a built in water storage 
and soap container and was advertised 
as a must for cleaning up after 
making road side “adjustments.” 
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from Caterpillar Tractor Co., Pe- 


oria, Ill., where he has held various 
production and purchasing execu- 
itive positions. 


* * * 
Crescent Names Dahlstrom 


To Handle Defense Work 


Assignment of Arnold Dahlstrom 
to head a special department to 
handle government procurement 
activities has been announced by 
Milton C. Sapinsley, president of 
Crescent Co., Inc., Pawtucket, R. I. 

Dahlstrom, a_ vice-president of 
Crescent, will concentrate exclu- 
sively on coordination of design, 
production and sales of Crescent 
wire and cable items, especially for 
national defense purposes. 

* x * 


DeSoto Promotes Bird 


To Factory Manager 


Appointment of F. L. Bird as 
factory manager of the DeSoto 
Wyoming plant, Detroit, has been 
announceu by L. IL. Woolson, man- 
ufacturing vice-president. Bird 
has been serving as assistant to 
the operating manager since Oc- 
tober, 1949. He was graduated 
from Case Tech in 1941 with a 
degree of bachelor of science in 
mechanical engineering and re- 
ceived a master’s degree in auto- 
motive engineering from the 
Chrysler Institute in 1943. 

He was assigned to the DeSoto 
division engineering department 
and worked on special assignment 
from May, 1944, to July, 1945. In 
1946 he was made assistant chief 
inspector and from 1947 to 1949 
performed various production and 
supervisory assignments until his 
appointment as assistant to the 
operating manager. 
| +. * 


‘Three Vice-Presidents 


|Named at Celanese 


Celanese Corp. of America has 
announced the election of Kenneth 
|G. Donald, G. W. Seymour and 
‘John D. Fennebresque as vice- 
| presidents. 
| Donald will be in charge of for- 
jeign operations. Seymour will be 
lin charge of technical control. 
Fennebresque will be in charge of 
the chemical division. 

* * * 


Goodyear Shifts Hudak 
To Aircraft Post 


Transfer of R. M. Hudak, super- 
lintendent of the rim plant of 
Goodyear Tire & Rubber Co. to 
factory manager at Goodyear Air- 
craft Corp. on special assignments, 
|has been announced. 

The vacancy at the rim plant, 
caused by Hudak’s transfer, has 
been filled by Joseph F. Hutchinson, 
who for the past year was on spe- 
cial assignments under Hudak. 

* . . 
|Hoover Elected President 
Of Goodrich Chemical 

John R. Hoover has been elect- 
ed president of B. F. Goodrich 
Chemical Co., Cleveland, it is an- 
nounced by John L. Collyer, Good- 
rich president. Hoover succeeds 
William S. Richardson, whose in- 
creased responsibilities as vice- 
president of the parent company 
will include the chemical firm. 

Hoover, formerly sales vice- 
| president of B. F. Goodrich Chem- 
| ical, joined Goodrich in 1925 as 


a chemist in the company’s 
laboratories in Akron. 
* ae * 


Blue Crown Picks Nakin 

Sam Nakin, Kirkwood, Mo., has 
been named merchandising and 
promotion director of Blue Crown 
Spark Plug, Chicago, after three 
years as regional sales and promo- 
tion director. Nakin is founder and 
president of the National Assn. of 
| Independent Garages, which has 
offices in St. Louis. Nakin has 
|named Bill Holland, Indianapolis 
500-mile winner as research engi- 
neer. Both plan a nationwide tour 
in connection with NAIG promo- 
tion. 

* * * 


Niehoff Elected President 
By Chicago Mayfair Assn. 
The Mayfair Manufacturers 
Assn. has elected the following of- 
ficers for the coming year: 
President, C. E. Niehoff; vice- 
president, James E. Mead, and sec- 
retary, Hugh Ames. The Mayfair 
association is made up of business 
establishments in the northwest 
Chicago manufacturing area. 
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THREE LINES 


DODGE... America’s Most 
Dependable Motor Car. 


PLYMOUTH ... 3rd Largest 


Selling Car in America. 


DODGE 'Job-Rated’” TRUCKS 
Meet 98% of All Hauling Needs. 





THREE PROFITS 


All available in one sales 
agreement. The only agreement 
of its kind in the industry. 





ONE OVERHEAD 


Three profit-makers under 
one roof reduce operating cost 


. .. boost net gains. 


PROFIT-TESTED FOR OVER 37 YEARS 


DODGE TRIPLE 


PROFIT OPPORTUNITY 


l WRITE FOR COMPLETE FACTS 





DODGE DIVISION ¢ CHRYSLER CORPORATION e¢ DETROIT 31, MICHIGAN 
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NADA Panel Answers Questions .. . 





Supervising the Service Shop 


Epiror’s Note: Following are 
highlights of a  question-and- 
answer clinic, “Service Depart- 


ment Supervision,” slated to be 
presented at the Saturday after- 
noon (Jan. 26) session of the 
NADA convention in New York. 
A program of the NADA’s Em- 
ployer-Employe Relations com- 
mittee, the questions were an- 
swered by a panel composed of 
dealers Joseph Gandy, of Seattle; 
Arthur Haas, of Cleveland, and 
Guy Arthur jr., management con- 
sultant of Toccoa, Ga. The clinic 
moderator was George M. Berry, 
St. Louis dealer and chairman of 
the Employer-Employe Relations 
committee. 


What importance do you assign 
to the service manager’s job? 


encourage new business, or drive 
it away. He rep- 
resents manage- 
ment to a greater 
extent probably 
than does any 
other department 
head. 
What _ consti- 


tutes a service 
manager’s job? 
The 
manager must be 
a gentleman and 
a firm but fair 
boss. He must be expense-minded 
land profit-conscious. He must be 
|“sold” on his employer, and able to 
convince other employes that they 
work for a fair and honest organi- 
zation. His primary objectives are 
|efficient department management, 





George M. Berry 


The service manager represents | oystomer satisfaction, and employe 


the dealer to the customer, and the 
employe. Service operations are the | 
heart of any dealership. The serv- 
can build a good 
organization, or destroy it; he can| dealer regarding 


ice manager 












service problems! 


The Allen Plan is practical because it is based on years 
of studying and analyzing hundreds of service operations 
and consulting with car manufacturer service department 
heads, dealers, service managers and mechanics on their 


[_] Idle Equipment? 

[| Comebacks? 

[| Mechanic Shortage? 

(_| “One Item” Repair Orders? 


| leadership. 

What recommendation should a 
service manager make to _ the 
salaries and 


Which are your sewice problems 7 


[|_| Low Parts Sales? 


[| Dissatisfied Customers? 


The Allen Sectionalized Service Plan for Dealers has been 
developed to help shops like yours build larger volume, 
improve quality, and realize greater profits from Elec- 
trical Service and Engine Performance Service Depart- 
ments. It supplies the answers to many of today’s toughest 


“No. 1 Service Problems.” 


If you think your service operation would benefit from 
better organization of your facilities, making better use 
of your present equipment, writing larger repair orders, 
and increasing your list of satisfied customers, it will pay 
you to investigate the Allen Sectionalized Service Plan 


for Dealers. 


M NADA CONVENTION — Booths 39, 40, 41 


or write us today and an Allen 
representative will call on you. 


service} 


| posted. 


[| New Car Customers Not 
Returning for Service? 


' | Production Bottlenecks? 


wages of his mechanics and serv- 
ice personnel? 

The service manager should keep 
the dealer informed concerning 
wages and salaries paid elsewhere 
in the locality, and should urge that 
his men receive the same. 

How can the service manager 
sell the dealer on the need for 

modern tools? 

The service manager should em- 


|phasize to the dealer that the use 


of modern tools permits the com- 


|pletion of work in less time, results 


in greater employe satisfaction, 
produces a higher quality of work, 
and is more pleasing to the cus- 
tomer. 

Should a service manager post 
company personnel policies’ in 
order that all employes can see 
them? 


The service manager should in- 


be 
the 


that personnel 
His 


sist policies 


obligations to 


idealer and to other employes re- 
{quire that personnel policies and 





















Ford Award Goes to Bohn in New Orleans— 
George Bohn sr. (third from left), of Bohn Motor Co., New Orleans, is receiving the 


Ford Four Letter dealer award from C. I. 


Kenney (second from left), district manager. 


The three sons of Bohn, who are also in the business, are Donald (left), Robert (second 


from right) and George jr. 


|relations be equitable and fair. 
What can the service manager 
do to help the dealer? 

The servcie manager should 
bring personnel problems, with his 
recommendations, to the dealer for 
the purpose of establishing policy. 
|He should operate his department 





ALLE NZ, Tl 






a ae 6 ae 
service 
equipment 


as if the business were his own. 
| What can the dealer do to help 
the service manager? 

The dealer must give the service 
manager his solid support. The lim- 
litations of his authority and re- 
sponsibility should be carefully 
explained to him, and he should be 
|given authority to hire and dis- 
|charge. He should be free to recom- 
mend purchase of proper equip- 
ment. Service employes should be 
made to understand that the serv- 
ice manager is the boss. 


What are the responsibilities of 
the service manager concerning 
his customer relationships? 


| The service manager must learn 
|to meet and deal with all types of 
| people on a personal basis. He must 
|help establish customer - relation 
|policies, and must train service 
| salesmen in their relations with 
jcustomers. In addition, he must be 
a good mechanic. 


| Should service department em- 
| ployes be sales-minded? 

The success of a dealership is 
predicated upon each employe’s will- 
ingness to help sell its commodities 
and services. It should be explained 
to all employes that the dealership 
is a sales organization. 

How much support should the 
dealer give to the service man- 
ager when a complaint from a 
customer or an employe arises? 


Inasmuch as the service manager 
represents management in the 
treatment of employes and custom- 
ers, the dealer should support him 
in his decisions providing they 
conform to established personnel 
policies, do not exploit or abuse an 
employe, are not intended to dis- 
criminate or retaliate, and are bas- 
ically correct. As a man of busi- 
|ness, however, the dealer must bear 
in mind that each customer repre- 
sents an appreciable investment; a 
{thoughtless or impractical decision 
|may result in its loss. 

What can the service manager 
do to eliminate the almost uni- 
versal complaint of dirty car con- 

| trols and upholstery? 

Each car should be checked for 
ithis condition before it leaves the 
dealership. Cover cloths should be 
|provided for mechanics’ use, and 
their use required. The service 
|manager should realize, and im- 
|press on his subordinates, that 
|most customers object more 
|Strongly to a dirty car than they 
do to an excessive bill, and that a 
seemingly trivial negligence on the 
part of an employe may lose a val- 
uable customer. 

What impression concerning a 
dealer’s operation results from a 
shop cluttered with junk and 
| filth? 

Customers often assume from 
past experience that the work done 
by such an organization will be of 
low quality. It is silly, therefore, 
to sacrifice good customer and em- 
|ploye relations by tolerating a 
| filthy establishment. 

How can a service manager 

build team spirit? 

Team spirit may be built through 
|convincing each employe that 
|proper recognition and an oppor- 
tunity for a better job are the 
|rewards of loyalty, aggressiveness, 
good workmanship and coopera- 
tion. Assurances to each employe 
|that the service manager has no 
|favorites, and that he may count 
jon the service manager’s support 
|when he is right, are vital. In 
addition, the service manager must 
|Set a good example in his relation- 
ships with customers and employes. 

How much time should a serv- 
| (Continued on Page 61, Col. 1) 
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Supervising the Service Shop 
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ice manager spend with his 
subordinates? 

Mingling, but not loafing, with 
ther employes is healthy. A serv- 
» manager should spend as much 
me as possible with each of them, 


he minimum being five minutes 
ich day. 
Where can a service manager 


get new men? 

In addition to the obvious 
sources, the service Manager may 
obtain new men by _ requesting 
recommendations from other em-| 
ployes, and by offering some kind 
of reward for applications brought 
in and accepted. In addition, news- 
paper advertising which stresses 
desirable working conditions and 
opportunities for advancement is 
often effective. 

What factors should the service 
manager consider in hiring a new 
man? 

The service manager should seek 
applicants who are qualified for the 
positions involved, who are clean 
and personable and with whom 
other employes will enjoy working. 
The applicant should have, in addi- | 
tion, a record of steadiness on the) 
job and be a good citizen and fam- 
ily man. 

To what extent should a new 
applicant be investigated? 

The service manager should ex- 
amine the truth and accuracy of 
every statement made by the appli- | 
cant. A complete investigation in 
writing will sometimes prevent the 
hiring of a drunkard, a thief or a 
trouble-maker. In addition, an em- 
ploye who habitually fails to pay 
his personal bills is a nuisance. 


What are the best methods of 
introducing a new man into the 
organization? 

A new employe should be shown 
around the establishment by the| 
service manager or the dealer, He} 
should be introduced to all depart- 
ment heads and to his fellow asso- | 
ciates. His knowledge concerning | 
the work he is to do should be de- 
termined and immediate steps} 
taken to train him in company 
practices and methods. He should 
be adequately supervised and| 
should be completely free to ask 
questions. 

How should a service manager 
handle a grievance? 

The handling of grievances is one 
of the service manager’s most im- 
portant functions. He must listen 
attentively to the grievance, and 
correct it wherever possible. If cor- 
rection is not possible, he must 
patiently endeavor to. sell his 
reasoning to the employe. If this 
cannot be done, the dealer should 
be immediately advised, and the 
employe permitted to discuss the 
matter with him, if he desires. The | 
settlement of a grievance should | 
never be delayed. 

What action should the service 
manager take when an employe 
produces an unacceptable job? 

Every effort should be made to 

properly instruct an employe who 
produces a poor job, in order to 
avoid a repetition. In meeting the 
situation, it is necessary to consider 
the employe’s explanation, supply | 
instruction when necessary, warn | 
the employe if called for, and fire 
him if the offense is repeated. 

Should a dishonest employe be 
discharged immediately upon 
commission of his first offense? 

While it is difficult to reform a 

dishonest person, the circumstances 
of the case should be the determin- 
ing factor. If the offense is suffici- 
ently minor, a second chance may 
be in order. 

What should employes be told 
concerning the affairs of the deal- 
ership, and by whom? 

Employes who are well-informed 
concerning the affairs of the deal- 
ership are “in the dealer's corner.” 
Employes like to be considered a 
part of the company; regular talks 
about the business have a desirable 
effect. These talks should be con- 
ducted by both the dealer and his 
key men. 

In what order should employes 
be laid-off during slack periods? 

In slack times, it is always safer 
to lay off the last man hired. How- | 
ever, it is important that the serv- | 
ice Manager does not wait until) 

Slack times to discharge an incom- | 





petent or otherwise unsatisfactory 
employe. 

When and how should an em- 
ploye be discharged? 

An employe should be discharged 
immediately after a serious infrac- 


tion of company policy. A policy of 


‘construction” rather than ‘“de- 


struction” of an employe should be 


followed when infractions occur. 


Building and developing personnel 
lis the service manager's greatest 
responsibility; the timing of hirings 
and discharges is the barometer of 


Darn Smart Salesman, this fellow from 
Alemite. Had a swell presentation, too, on 
how “Friction Fighting” was proving good 
business, BIG BUSINESS for car dealers. But 
me—I wanted figures, proof of results. And 
I wanted my organization to help me decide. 
when he offered to hold a meeting, 
bring along a movie with all the facts, I 
didn’t refuse. (Frankly, I was interested.) 


OO .s% 


his judgment. If, after ample train- 
ing and due warnings, an infrac- 
tion occurs, the employe should be 
discharged in private and without 
emotion. 

How should a charity drive be 
handled in a shop? 

A service manager should realize 
that legitimate charity is a respon- 
sibility of the citizen. Legitimate 
drives should be handled in such 
a way that the employe does not 
feel forced to contribute. In addi- 
tion, too many solicitations have a 


It Was a Good Meeting. My men are plenty 
tough to sell, but the features of the Alemite 
“Magnet Plan” made sense to them. Fighting 
friction through frequent, proper lubrica- 
tion offered a solid link with customers... 
could bring them back, keep them coming 
back again and again for consistent sales 
and service. Would it pay-off for us? The 
boys voted to give it a try right away. 


nuisance value. It is often advis- 
able to turn the entire matter over 
to an employe committee. 

Is complete harmony among de- 
partment heads good for the busi- 
ness? 

There is a distinction between 
complete cooperation in an organi- 
zation and an over-indulgence in 
“harmony” among department 
heads. Too much fraternizing be- 
tween heads of departments may 
result in sloppy management. There 
should always be wholesome rivalry 
without malice, though the primary 
objective is complete cooperation. 

Is a suggestion-box effective? 
To be effective, a suggestion-box 

must be continually operated. It is 
a very valuable adjunct to a morale 








—yhis case is typical / 
—_— 


One more example of how dealers all over the country 

are “cashing-in” on the Alemite “Magnet Plan.” Making their Service and 
Parts Department pay as much as 84% of their overhead with Alemite 
“Magnet Plan” features. Want the facts? Call your Alemite 

distributor. Or mail this coupon now! 


[a PRODUCT OF | 


Make a Note: Be sure to visit our Stewart-Warner booth, 
No. 111, 112, 113, at the NADA Convention in New York. 


ALEMITE 





O 


Name 
Address 
City 


MAIL THIS COUPON—NO OBLIGATION 


Judge for yourself how the Alemite “Magnet Plan” can help you cover 
your fixed overhead —improve your trading position. 


Alemite, Dept. C-12, 1826 Diversey Pkwy., Chicago 14, Illinois 
CJ Send us complete information on the ‘‘Magnet Plan” 
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building program; however, re- 
wards must be given for adopted 
suggestions. 

What is a good policy regard- 

ing tools? 

Employes should understand 
that company tools are supplied to 
speed up their work and to im- 
prove its quality. Mechanics furnish 
their own small tools, but the large 
tools—-such as drill presses, electric 
machines, alignment machines and 
others—-are furnished by the com- 
pany, and employes should be re- 
quested to cooperate in their main- 
tenance. 


Wondering how new-car and truck produc- 
tion and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every 
week throughout the year. 


ANDREWS MOTOR SALES 
TOBRICATION DEPARTMENT 


We Got Results—Fast! Our customer re- 
turn has already increased 22% —and is still 
climbing. What’s more the plan has given us 
a healthy increase in TOTAL SERVICE BUSINESS 
—not just lubrication and oil changes. And 
every two weeks—in Post and Collier’s—Ale- 
mite advertising acts as an “extra” follow-up 
system. Costs us nothing, yet keeps us in the 
picture constantly with our customers! 





We would like to arrange a showing of your Hollywood movie 
“It’s The Come-BACK That Counts!“ 


Zone State 
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| Year after year, the Post continues 
to carry more automotive adver- 
tising than any other magazine. 
| And year after year, practically 
| every important manufacturer uses 
I it to hold and build his primary 
| market-and fo attach to his prod- 
| uct the words that assure accept- 
| ance by dealers and consumers 
| .“‘advertised in the Post.” 


ice isthe ince 


alike... 





CARS - TRUCKS - TRACTORS - TRAILERS 


ADVERTISER 

Allis-Chalmers Mfg. Co. Tractor Div. 
Wheel Tractors; Road Machinery 

Austin Motor Company, Ltd., The e Austin Cars 

Briggs & Stratton Corp. e Briggs & Stratton Gasoline 
Engines 

Buick Div. General Motors Corp. e Buick Cars 


Cadillac Motor Car Div. General Motors Corp. e 
Cadillac Cars 


Caterpillar Tractor Co. e Caterpillar Tractors; 
Graders; Earthmoving Equip. 


Chevrolet Motor Div. General Motors Corp. e 
Chevrolet Cars; Chevrolet Trucks 


Chrysler Corp. e Chrysler Cars 

Crosley Motors, Inc. e Crosley Cars 

Cushman Motor Works, Inc. e« Eagle Motor Scooters 
De Soto Div. Chrysler Corp. e¢ De Soto Cars 


e Crawler and 


than any other ma 


Detroit Diesel Engine Div. General Motors Corp. ¢ 


GM Diesel Engines 

Dodge Car Div. Chrysler Corp. « Dodge Cars; Dodge 
Trucks 

Fisher Body Div. General Motors Corp. e Fisher 
Bodies 


Ford Motor Co. e Ford Cars; Ford Trucks 
General Motors Corp. e Institutional Advertising 


GMC Truck & Coach Div General Motors Corp. « 
GMC Trucks 


Hudson Motor Car Co. 


International Harvester Co. e 


e Hudson Cars 
International Trucks 


Kaiser-Frazer Sales Corp. e Kaiser Cars; Henry J 


Cars 
Lincoln Div. Ford Motor Co. « Lincoln Cars 
Mack Trucks, Inc. e Mack Trucks 


Mercury Div. Ford Motor Co. e Mercury Cars 


Evening 


A) 


4 Wits Saturday 


WU 





Again in 19 
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Nash Motors, Div. of Nash-Kelvinator Corp. e 
Nash Cars 


Oldsmobile Div. General Motors Corp. 
Cars 

Oliver Corp., The 

Packard Motor Car Co. e 


Plymouth Div. of Chrysler Corp. e« 


e Oldsmobile 


e Oliver Farm Machinery 
Packard Cars 
Plymouth Cars 


Pontiac Motor Div. General Motors Corp. e 
Pontiac Cars 


Reo Motors, Inc. e« Reo Trucks; Engines 
Schult Corp. e Schult Trailer Coaches 


Studebaker Corp. e Studebaker Cars; Studebaker 
Trucks 

Trailer Coach Mfg. Assoc. e 

Vagabond Coach Mfg. Co. e« 
Coaches 


Willys-Overland Motors, Inc. e 
Jeepsters 


TCMA Coaches 
Vagabond Trailer 


Jeep Station Wagons; 


automotive adverti 


TIRES 


ADVERTISER 


Armstrong Rubber Co. 
Atlas Supply Company e Atlas Tires 

Corduroy Rubber Co. e Corduroy Tires; Tubes 
Firestone Tire & Rubber Co., The e Firestone Tires 
Fisk Tire Div. U.S. Rubber Co. ¢ Fisk Tires 


General Tire & Rubber Co., The e General Tires; 
Kraft Recapping 


e Armstrong Tires 


Goodrich Company, B. F. e B. F. Goodrich Tires 


Goodyear Tire & Rubber Co., The e Goodyear Tires; 
Tubes 


Inland Rubber Corp. e Inland Tires 
Kelly-Springfield Tire Co., The e Kelly Tires 


Mansfield Tire & Rubber Co., The e Mansfield Tires; 
Century Tires 


Seiberling Rubber Co. e Seiberling Tires 


Socony-Vacuum Oil Company, The e Mobil Tires 
U.S. Rubber Co. e U.S. Royal Tires; Tubes 


GASOLINES - OILS - LUBRICANTS 


ADVERTISER 

Alemite Div. Stewart-Warner Corp. e Alemite 
Lubricants 

Amalie Div. L. Sonneborn Sons, Inc. e« Amalie Motor 
Oil 


American Petroleum Institute, Oil Industry Informa- 
tion Committee e Institutional Advertising 


AP Parts Corp., The e Miracle Power 
Casite Div. Hastings Mfg. Co. e 
Cities Service e Institutional Advertising 
Continental Oil Co. e Conoco Motor Oil 
Ethyl Corporation e Ethyl Gasoline 


Casite 
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Fiske Brothers Refining Co. Lubriplate Div. e 
Lubriplate 


Freedom-Valvoline Oil Co. e Valvoline Motor Oil 
Gulf Oil Corp. « Gulf Motor Oil, Gasoline 
Kendall Refining Co. e Kendall Motor Oil 
Lubaid Co. e Lubaid 


MacMillan Petroleum Corp. e Institutional 
Advertising 

Pennsylvania Grade Crude Oil Assoc. e Institutional 
Advertising 


Pennzoil Company, The e Pennzoil Motor Oil 
Pyroil Company, The e Pyroil 


Quaker State Oil Refining Corp. 
Motor Oil 


Shaler Company, The e Rislone 
Shell Oil Co. e Shell Motor Oil; Shell Research 


Sinclair Research Laboratories, Inc. Sub. of Sinclair 
Refining Co. e Institutional Advertising 

Socony- —_— Oil Company, The e Mobdilgas; 
Mobiiloil 


e Quaker State 





TexasCompany, The e Fire-Chief Gasoline; Havoline 
Motor Oil; Marfax Lubrication 


Tide Water Assoc. Oil Co. e Veedol Motor Oil 
Union Oil of California e Institutional Advertising 


Wolf’s Head Oil Refining Co., Inc. « Wolf’s Head 
Motor Oil 


Wynn Oil Company e Wynn’s Friction Proofing Oil 


PARTS - ACCESSORIES - EQUIPMENT 


ADVERTISER 


Abrasive Products, Inc. e Jewel Coated Abrasives 

AC Spark Plug Div. General Motors Corp. e AC Spark 
Plugs; Oil Filters; Fuel Pumps 

Airtex Automotive Div. of Clifford-Master Mfg. Co. 
e Airtex Fuel Filters; Fuel Pumps 

American Chain & Cable Co. e Weed Tire Chains 

Anderson Company, The e Anco Wiper Blades 

Atkins & Company, E. C. e Atkins Saws 





Atlas International Co. e Flying Scout Convertible 


4 


‘ops 

Atlas Supply Co. e Atlas Batteries; Accessories 

Bakelite Co., Div. of Union Carbide & Carbon Corp. 
e Vinylite 

Barrett Div. Allied Chemical & Dye Corp. 
Chemicals 

Bear Mfg. Co. 


Bendix-Westinghouse Automotive Air Brake Co. e 
Bendix-Westinghouse Air Brakes a 


Black & Decker Mfg. Co. e Black & Decker Elec. 
Tools 


Bolta Products Sales, Inc. e Boltaflex 
e Borg-Warner Products 
e Bowes Stop-Leak; Rust- 


e Barrett 


e Bear Tire Balancing Equipment 


Borg-Warner Corp. 


Bowes ‘‘Seal Fast’’ Corp. 
Rout 

Boyle-Midway, Inc., Sub. of American Home Products 
e 3-in-1 Oil 


Seteert Hardware Mfg. Corp. e 
Drivers 


Bridgeport Screw 


-gets to the 








Brown Corp., W. R. « Speedy Sprayers 
Busch & Company, Inc., A. G. e Busch Auto Lights 


Carter Carburetor Corp., Div. of American Car & 
Foundry Co. e Carter Carburetors; Fuel Pumps 


Casco Products Corp. e Casco Spotlights; Lighters 
Champion Laboratories, Inc. e Champ Oil Filters 
Champion Spark Plug Co. e Champion Spark Plugs 
Chrysler Motors Parts Corp. e MoPar Parts 
Collins & Aikman Corp. e Candalon 

Commercial Solvents Corp. e Norway Anti-Freeze 
Crest Company, The e Sloppy Joe Slipcovers 


Delco Products Div. General Motors Corp. e« Delco 
Shock Absorbers 


Delta Electric Co. e Delta Lanterns 

DeVilbiss Company, The e DeVilbiss Sprayers 
Dietz Company, R. E. e Comet Lanterns 
Disston & Sons, Inc., Henry e Disston Saws 
Doan Mfg. Corp. e Doan Econ-O-Mats 


ing to 


Dow Chemical Co., The e Saran 


Du Pont de Nemours & Co., Inc., E. I. « Zerone; 
Zerex; No. 7 Polish; Du Pont Cooling System Cleaner 


Eaton Mfg. Co. « Eaton Axles 


Electric Auto-Lite Co., The e Auto-Lite Spark Plugs; 
Batteries; Sealed Beam Lamps 


Electric Sprayit Co. e Elsco Spraying Outfits 
Electric Storage Battery Co., The e Exide Batteries 
Electro Chemical Products, Corp. « Ecco Stop Shok 
Empire Level Mfg. Co. e Empire Levels 

Fairchild Industries, Inc. « Fairchild Tool Kits 
Fedders-Quigan Corp. e Fedders Radiators; Heaters 


Federal-Mogul Service, Div. of Federal-Mogul Corp. 
e Federal-Mogul Bearings 


Filterzone Auto-Vision Co. e Filterzone Sun Visors 


Firestone Tire & Rubber Co., The e Firestone Bat- 
teries; Brake Linings; Accessories 


Fram Corporation e Fram Oil, Air, Fuel, Water 
Filters 





‘azine in the world 


Freeman & Freeman, Inc. « Porcelainize 
Fulton Company, The e Fulton Sun Shields 
Gale Hall Engineering Co. « Mile-O-Meters 
General Electric Co. « Calrod Engine Heaters 


Gould-National Batteries, Inc. » National Batteries; 
Kathanode Batteries 


Goodyear Tire & Rubber Co., The e Atrfoam 


Grey-Rock Div. of Raybestos-Manhattan, Inc. e 
Grey-Rock Brake Linings 


Grizzly Mfg. Co. « Grizzly Brake Linings 


Guide Lamp Div. General Motors Corp. « Guide 
Spotlamps; Rearview Mirrors 


Hastings Mfg. Co. e¢ Hastings Piston Rings 
Heet Div. of DeMert & Dougherty. Inc. « Heet 


Herbrand Div. of Bingham-Herbrand Corp. « 
Herbrand’s Tools; Piston Rings 


Hull Mfg. Co. ¢ Hull Auto Compasses 


Inland Rubber Corp. e Inland Tire & Repair 
Material 


heart of America 
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International Mfg. Co. e Rayline License Plate 
Frames; Baby Auto Chairs 


Jacobs Mfg. Co. e Jacobs Chuck Tools 

J &H Sales e Erie Kargards 

Johnson & Son, Inc., S. C. e Car-plate; Carnu 
Joma Mfg. Co., Inc. e Joma Mirrors 


Koppers Co., Inc. (American Hammered Piston Ring 
Dept.) e« Koppers Piston Rings 


Krylon, Inc. e Krylon 

Las-Stik Mfg. Co., The e Las-Stik Polishing Cloths 
Lester Products Co. e Wico Car Lighters 

Lion Oil Company e Nokorode Under-Car Sealer 
Lumite Div. Chicopee Mfg. Co. of Georgia e Lumite 


Mac’s Super Gloss Co. e Mac’s No. 13; Cleaners; 
Glazes 
Magna Engineering Corp. e Shop Smith Tools 


Maremont Automotive Products, Inc. e Maremont 
Mufflers 


Master Rule Mfg. Co. e Master Measuring Tapes 


more 


Millers Falls Company e Millers Falls Tools 
Minnesota Mining & Mfg. Co. e Underseal 


Monowatt, Inc., Sub. of General Electric Co. e 
Monowatt Handy Lites 


Monroe Auto Equipment Co. e Monro-Matic Shock 
Absorbers 


Motorola, Inc. e Motorola Auto Radios 
Muskegon Piston Ring Co. e« Muskegon Piston Rings 


National Automotive Parts Assoc. e Institutional 
Advertising 


National Carbon Co., Div. of Union Carbide & Carbon 
Corp. e Prestone Anti-Freeze 


National Machine Works, Inc. e National Parts 
Drive Shafts 


National Plastic Products Co., The e Saran 
Nicholson File Co. « Nicholson Files 

Niehoff & Company, C. E. e Niehoff Ignition Parts 
North Brothers Mfg. Co. e« Yankee Tools 

Oil-Eye Corp. of America e Oil-Eye Indicators 





Owens-Corning Fiberglas Corp. e Fiberglas 
Ox Fibre Brush Co., Inc. « Oxco Whisk Brooms 
Parker Rust Proof Co. e Bonderite 


Perfect Circle Corp. e Perfect Circle Piston Rings; 
Nurlizing Process 


Petersen Mfg. Co., Inc. « Vise-Grip Wrenches 
Plumb, Inc., Fayette R. e« Plumb Tools 

Portable Electric Tools, Inc. « Pet Electric Tool Kits 
Pressure Products Corp. e Prepo Torches 

Presto Chain Co. e Presto Chains 

Prest-O-Lite Co., Inc. e Prest-O-Lite Batteries 
Proto Tools e Proto Tools 

Purolator Products, Inc. e PurOlator Oil Filters 
Quincy Compressor Co. e Quincy Compressors 
Ramsey Corporation e Ramco Piston Rings 


Raybestos Div. of Raybestos-Manhattan, Inc. e 
Raybestos Brake Linings 
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Ray-O-Vac Company e Ray-O-Vac Flashlight Bat- 
teries; Flashlights 


Reading Batteries,Inc. e Rebat Batteries 


Robertshaw-Fulton Co. « Robertshaw Fulton Auto- 
stats 


Screw Research Assoc. e Phillips Screws 


Sealed Power Piston Rings e Sealed Power Piston 
Rings 

Shakeproof, Inc., Div. of Illinois Tool Works « 
Shakeproof Lock Washers 


Shetland Company, Inc., The e Shetland Twin- 
Brush Polishers 


Simoniz Company, The e Simoniz and Kleener 
Skilsaw, Inc. e Skil Tools 


Smith & Son, Inc., Seymour e« Seymour Smith Plier 
Wrenches 


Socony-Vacuum Oil Co., Inc. « Permazone; Freezone 
S. O. S. Company, The « S. O. S. Scouring Pads 
Spark-O-Liner Corp. « Perry Cooling System Filters 


eople 


Stanley Tools « Stanley Tools 


Starrett Co., L.S. e« Starrett Tools 


Stewart-Warner Corp. e Stewart-Warner Motor 
Minders 
Susquehanna Mills, Inc. e Suskana Saran 


Taylor Chain Company, S. G. e« TM Chains 
Thermoid Company e Thermoid Brake Linings 
Thompson Products Inc. e« Thompson Products 
Timken-Detroit Axle Co. « Timken-Detroit Axles 


Timken Roller Bearing Co., The e Timken Roller 
Bearings 


Treglown Co., Inc., The e Holt's Piston Seal 
U-C Lite Mfg. Co. e Big Beam Lanterns 


United Motors Service, Div. General Motors Corp. e 
Delco Batteries 


Upson Brothers, Inc. e Hold-E-Zee Screw Drivers 
U. S. Industrial Chemicals e U.S. I. Anti-Freeze 
Utica Drop Forge & Tool Co. « Utica Pliers 








Vaco Products Co. e Vaco Screw Drivers 
Wagner Electric Corp. e Wagner Brake Fluid 
Walker Mfg. Co. of Wisc. e Walker Oil Filters 


Warner-Patterson Co. e« Warner Radiator Cleaner; 
Liquid Solder 


Western Auto Supply Co. e Westcraft Tools 

Wico Electric Co. e Wico Cigarette Lighters 
Wilkening Mfg. Co. e Pedrick Piston Rings 
Willard Storage Battery Co. e Willard Batteries 
Wix Accessories Corp. e Wix Oil Filters 

Wooster Rubber Co., The e Rubbermaid Kar-rugs 


Yankee Metal Products Corp. e Yankee Back-up 
Lights 
Zecol, Inc. e Zecol Scum Remover; Wax 


Zink Corp.. The Howard e Howard Zinc Seat Covers 


NOTE: The above list contains the names of manufacturers 
whose automotive products have been regularly advertised in 
The Saturday Evening Post between January 1, 1951, and 
January 5, 1952. 
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Williams Tells NADA of Methods... 





Profitable Service Operation 


Epitor’s Note: The following is 
a summation of a talk, “Funda- 
mentals of Profitable Service 
Operation,” scheduled to be given 
by C. P. Williams, service engi- 


neer and consultant of Ingle- 
wood, Calif., at the Saturday 
morning (Jan. 26) service clinic 


of the NADA convention in New 
York City: 


oe 1929 I felt sure I knew all that 
any parts or service manager 
needed to know about service de- 
partment opera- 
tion. By 1934 
there were some 
questions in my 
mind that needed 
answers; too 
many of my pet 
theories were 
turning out to be 
only assumptions. 
The next five 
* a years were rough 
C.P.Wittems im more ways 
Asis than one. I was 
beginning to learn the elements of 
service department operation. It 








CUSTOM BUILT E. A. HEATERS 
EARN YOU BIGGER PROFITS 





FOR FORD 


Superpower DeLuxe 
Model SL 52F 


was the slow and painful trial-and- 
error course. 

Then, as now, there were no un- 
| biased textbooks on auto shop man- 
lagement. Men with practical ex- 
|perience and proved ability in this 
|\field are seldom authors, Practic- 
jally everything offered us under 
|the label of assistance was slanted 
ito sell us some product or device. 
Factual information was almost 
| impossible to obtain. 

Reported performance averages 
and percentages were vague and 
often conflicting. Our operating 
practices were, in most cases, a 
“hodge-podge” of tricks, gimmicks 


correlation to our needs. 

Despite all the handicaps, there 
were some operations achieving 
better than 100 percent absorp- 
tion. These operations were run 
by men of exceptional ability, 
who believed (and proved) that 
service departments could be op- 
erated on a_ business-like basis, 
and that thorough analysis, in- 
telligent planning, adequate train- 





and bright ideas with little, if any, | 


ing, aggressive execution and 
consistent follow-through could 
convert a service department 
from a liability into an asset. 
These men were seeking profits, 
rather than publicity. They were 
building for the long haul, rather 
than the “fast buck.” Their suc- 
cesses were almost as unknown as 
their mistakes. They did not force 
their hard-earned knowledge on 
visitors who apparently came to 
them only to boast of their own 
achievements. 
Six Vital Elements 

ARLY in my career as a Mme- 
|44 chanic I learned that a thorough 
|knowledge of all of the elements 
involved is essential to the person 
jattempting a correction or an im- 
provement. Not knowing that there 
were four basic causes for a dead 
|miss in a cylinder—namely, com- 
|pression, fuel, spark and _ spark 
itiming—I ground valves and _ in- 
lstalled new rings, carburetor and 


| coil, only to have my foreman} 


finally correct the trouble by un- 








Downtown Ford Salesmen Cited— 


Four top men on the sales staff of Downtown Ford Sales, Indianapolis, were recently 


awarded the diamond pin in the Ford 500 
in the dealership. Left to right: Dick Griffi 


club, according to R. C. Rodine, a partner 
th, Ford district sales representative; Vern 


Willis, another partner in the dealership; Ted Lee, Fred Bates, Claude Sharp and John 


LaPress, the honored salesmen, and Rodine. 
crossing two spark plug wires. Al- | 
though I have made many more | 
numerous and expensive mistakes | 
since that time, that crossed-wire | 
incident is still very fresh in my | 
memory. 

There are six elements involved 
in service department operations. 
They are space, manpower, tools 


and equipment, supplies, systems 
and methods and the customer. 
Space in which to operate is vital. 
Manpower, to make the space 
productive, is also necessary. 
Without tools and equipment, 
manpower can use the space 
available to little advantage. Sup- 
plies of parts, accessories, oils, 
grease and power are needed, as 
well as systems and methods of 
supervision, direction and con- 
trol. This last element unites the 
other four into a product that 
will attract and hold the sixth— 
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General Motors Cars 
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Travelaire 
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FOR CHRYSLER DEALERS 


Model C600A 


For all Ford passenger 
cars from 1949 through 
to all late models. Every- 
thing necessary for 
simple installation is 
complete in one pack- 
age. Superpower DeLuxe 
provides recirculating 
heat with —or without 
—fresh air...also gives 
fan-forced fresh air for 
summer cooling and de- 
misting. Control panel 
(illustrated) and de- 
froster included. 


» DEFROSTER = 
Me ad 
: ™ : 


‘“ 


Silt: (-t4-leclina-Med-l sl ided | 
panel is supplied with 
all SUPERPOWER and 
TWIN AIR HEATERS 


E. A. LABORATORIES, INC., BROOKLYN 5, NEW YORK 
Branches: El Monte, Calif., Chicago, Illinois 





FOR GM DEALERS 
Twin Air DeLuxe 
Model GM 100 


Fits all Chevrolet pas- 
senger cars from 1949- 
to all present models. 
Twin Air DeLuxe is 2 
heaters in one...provides 
cooling fresh air or 
comforting circulating 
warmth—with or with- 
out fresh air. Defroster 
uses separate blower fan. 
Comes with finger tip 
weather control panel. 


NOTE: 


All Superpower and Twin Air heaters 
have the famous Il-section motor 
and 100% copper and brass core. 


Headquarters for Heaters since 1929 





The hot water heater 
with a built-in ventila- 
tion system...custom 
made for Chrysler cars 
and trucks. 


its 4% avorufthing | 


@ fresh air without heat 
@ fresh air with heat 
@ heat without fresh air 


@ positive, temperature 
control 


@ defrosting and foot 
warming features 





Heat, ventilation and de- 
frosting, regulated from 
handy touch- control 
panel. Heater itself 
mounts high on fire wall 
of dash—out of sight with 
no sacrifice of leg room. 





customers. 

It is impossible to operate a serv- 
jice department without all of these 
elements. Satisfactory operation 
can be achieved only when they 
are in balance. 

Of these six elements, system 
‘and methods—consisting of policy, 
'standards and procedures of opera- 
|tion, training and other subjects- 
jis the one usually found inadequate. 
There is, of course, a good reason 
for this shortage. Space, tools and 
jequipment and supplies are only a 
|matter of purchase. Manpower can 
be hired and customers acquired 
'through advertising, but system 
and method is a matter of self- 
|improvement through analysis, 
study, planning and training. 

Service department capacity or 
{volume ceiling is more often estab- 
‘lished by the system and method 
element (or lack of it) than by any 
\of the other five elements. I have 
watched dozens of operations in- 
crease their capacities or volumes 
iby from 25 to 50 percent, and 
{double and triple their perform- 
ance, through application of im- 
|proved systems and methods after 
| having failed to effect improvement 
jthrough increasing the other five 
elements. These facts are a matter 
of record. 

* « Ee 

Volume Doesn’t Mean Profits 

| PURSE keep in mind, however, 

that volume does not automatic- 
jally produce profit. In some cases 
jit is necessary to reduce existing 
| volume in order to achieve a satis- 
factory profit. When it costs a 
dollar to bring in a dollar, the re- 
jsult is a losing proposition, no 
matter how much business you do. 

Waste is the most common cause 
|of unprofitable service operation. 
|In most cases, it is the direct re- 
jsult of inadequate system and 
jmethods. The greatest waste is 
jusually found in the space and 
|manpower elements. This is partly 
due to the fact that these two 
elements are “geared to clock and 
|calendar.” In other words, they are 
a perishable product. 

Space and manpower must be 
used as it matures with each tick 
of the clock, or it is a total loss. 
| No one will ever see a bargain 

sale of accumulated unused space 
and manpower. Let’s consider 
some of the ways in which these 
two elements are wasted. 

Investigation and tests have es- 
tablished that approximately three 
|of each 10 trips a regular customer 
makes to his dealer’s shop are di- 
|rectly due to substandard perform- 
ance of the service department. 
These extra trips amount to an in- 
|crease of approximately 50 percent 
jin the department’s customer-han- 
dling cost. They are also expensive 
and irritating to the customer. 

Part of this waste is due to poor 
| workmanship, inadequate supervi- 
sion or direction and failure to 
complete jobs. Try to visualize the 
reduction in space and manpower 

(Continued on Page 71, Col. 1) 


| 
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Leading Southern Wholesalers Say: 


"The Progressive Farmer 
is our dealers’ choice 
for your advertising!" 3 


ere —" 3 “Recently we surveyed our dealers on the question: ‘What farm magazine has 
a the greatest influence as an advertising medium among farm families in your trade 
territory?’ More than 60% of the dealers replying named The Progressive Farmer. 
The remainder divided their vote among three other publications. In the rural South, 
you get far more from your advertising dollar in The Progressive Farmer than in 
any other farm publication.” 











H. H. BLEVINS, Sales Manager 
The Yancey Company, Inc., Atlanta, Georgia 


“Our business is solidly supported by the stable and constantly growing farm 

market. More than half of our total volume is in rural sales. In a recent survey of 
[ our dealers, more preferences were expressed for The Progressive Farmer than for all 
other farm magazines combined!”’ 


L. J. MULHALL, President 
McWhorter, Weaver & Co., Nashville, Tennessee 

























The SOUTH Subscribes to | ne 


Your Southern wholesalers and retailers 
are keenly aware of the powerful sales influence of 
advertising in The Progressive Farmer on the sales 
of any product in the rural South. 


They know that no other magazine is so widely 
read, so overwhelmingly preferred by their pros- 
perous rural customers. That’s why The Progres- 
sive Farmer is always far out in front of all other 
publications as their choice for your advertising. 


In step with the great progress of its market, The 
Progressive Farmer exceeds all U.S. farm maga- 
zines in gains in advertising linage, 1950 over 1949 
and 1951 over 1950...and in total post-war gains. 


The Progressive Farmer dominates the rural 
South as no other magazine dominates a con- 
sumer market of comparable size. Your national 
advertising program is not complete without 
The Progressive Farmer audience of 
1,190,000 loyal subscriber-families. 


Advertising Offices: 
BIRMINGHAM. RALEIGH+ MEMPHIS 
DALLAS « NEW YORK « CHICAGO 
Pacific Coast: Edw. S. Townsend Co., San Francisco, Los Angeles 
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Affecting Factories and Dealers .. . 





Auto Advertising 


By George Deery 
A ociate Editor 
Last year the nation’s business 


firms spent $6,548,200,000 for adver- 


tising, according to preliminary 
figures by McCann-Erickson in 
Printers’ Ink, for a gain of about 


15 percent over 1950. 

While the final figures may go 
higher, the early compilation 
shows that newspaper billings 
accounted for $2,226,000,000, or 34 
percent of the total. 

Although this classification gets 
the biggest slice of the ad bill pie, 
its increase of 7.9 percent over a 
year ago was outdistanced by tele- 
vision’s spurt of 161.8 to $484,400,000, 
compared with the previous year. 

The sum for magazine space was 
hiked 14.2 percent to $562,000,000 
and direct mail’s share of $920,500,- 
000 was 14.6 better than a year 
earlier. Radio received $690,000,000, 
a boost of 3.4 percent. 

Automotive ads in New York 
dailies took a sharp licking in 
December with a drop of 31.73 
percent from a year ago—the 
most severe for any classification. 

Total lineage was down 3.44 per- 
cent to 13,328,123. Running counter 
to the trend were financial, up 27.41 
percent; and classified, with a gain 
of 12.34 percent. 

Department stores were off 1.31 
percent; general, 4.95, and 
5.23 percent. 

s + 


W-O Aims Aero to Public 

Four-color spreads announcing 
the Aero Willys have been sched- 
uled for 12 mass circulation maga- 
zines, while lead- 
ing farm publica- 
tions will carry 
four-color or 
black and white 
single page 
sertions. A_ total 
of 1,500 daily and 
weekly papers 
were used for the 
car’s debut last 
week, according 
to Harry L. Swan, 
ad director. 

Dealers have been furnished with 
recorded radio announcements and 
TV spots to be used locally, Swan 
said. In the spring the company 
will use outdoor boards in selected 
markets, he added. Canaday, Ewell 
and Thurber is the agency. 

> ae * 


U. C, Ad Trends 

A suggestion that classified ad 
managers of newspapers “bring 
used-car dealers’ ads back to the 
classified page where they belong,” 
was made by Lester P. Jenkins of 
the Seattle Times, national presi- 
dent of the Assn. of Newspaper 
Classified Advertising Managers. 

Addressing the Northeastern 
regional conference of the asso- 
ciation at Niagara Falls, N. Y., 
Jenkins said that there has been 
a recent trend among car dealers 
to use display advertising instead 
of classified. 

In a discussion of used-car ad- 
vertising, it developed that most 
of the newspapers represented at 
the conference will not permit a 
used-car dealer to advertise a new 
car. 





Harry L. Swan 


* + * 


Houston Joins Ross Roy 
T. G. McCormick, executive vice- 


president of Ross Roy, Inc., ad 
2 agency, has an- 
nounced the ap- 


pointment of 
Henry A. Hous- 
ton as an account 
executive on 
Dodge car activi- 


ties. His experi- 
ence covers many 
years in automo- 
tive advertising, 


marketing and 
merchandising. 
He formerly was 





H. A. Houston 


associated with Kenyon & Eck- 
hardt, Inc., as an account execu- 
tive. 
* ” * 
J of C’s 125th Birthday 
Congratulations to the New 


York Journal of Commerce which 
will be 125 years old Sept. 1. “We 
plan to observe our anniversary 
quietly, without promotional py- 


retail | 


in- | 





> 


rotechnics,” comments B. J 


Ridder, 
In notes on the 


publisher. 
paper's history, 


a comment on the lighter side 
recalls the day in 1942 when the 
paper carried a 1492 dateline on 


through all editions. 


" . + 


all pages 


Admen Buy Paper 
of the 81-year-old 
Northville (Mich.) Record from the 
Cansfield estate by Glen H. Cum- 
mings and N. W. Hopkins has been 
announced. Both men have a long 
background in the newspaper busi- 
ness. In recent years, they have 
|}operated an ad and public relations 
agency in Detroit under the name 
{Cummings & Hopkins, which will 
be continued without change. Cum- 
mings, however, will take over di- 
rection of the paper 


Purchase 


}and editor in addition to his public 
agency. 
agency's 


the 
the 


|relations work with 
{Hopkins will direct 


_,. brings to al 


safety - - 
—the tires am 


x 

new cars: 
At the 
Open House 


doors Ope 










as publisher | 






| your cus 


sells the 
{ tube 


New Yo 
, at t 
n all the 


advertising activities as heretofore. 
The Record the 
paper in Wayne county 


is second oldest 


Names Betteridge 

Jack Rose, chairman of Michigan 
inter-industry highway safety com- 
mittee, has an- 
nounced the ap- 
pointment of Bet- 
teridge & Co. to 
direct its public 
relations pro- 
gram 

The committee, 
which is engaged 
in actively  pro- 
moting high 
school _§ driver- 
training programs 
throughout Mich- 
igan, was instrumental in the estab- 





Jack Rose 


lishment of a credit course at 
Michigan State college for driver- 
training instructors 
True Tops Ad Total 

The December issue of True 
was the largest in its history in 


both advertising and circulation, 
it states. More than 1,822,000 


(Continued on Page 67, Col, 4) 
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Eidams Mark 35th Year as Dealers— 


The Eidam brothers, George and Charles (left to right), Hazleton, Pa., examine the 
plaque presented them by regional manager George E. Read, far right, in recognition 
of their 35 years as Studebaker dealers. The award was presented to them during a 
dinner honoring the ‘‘old timers'’ of the Hazleton Automotive Trades Assn. 


oes 


Wondering how 
TIVE NEWS gives you the entire story every 


AUTOMO- 


new-car and truck production and sales are making 
week throughout the vear 


put? 
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NOW ON TV-“THE U.S. ROYAL SHOWCASE” 
Every Sunday at 7 P.M., E.S.T., NBC Television Network 


Check your newspaper for local time, date and station. 
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FBI Smashes 
Cadillac Theft 
Rings in N.Y. 


NEW YORK.—Eight men con- 
ected with five automobile theft 
ings, which “stole cars to order” 
nd sold them in Cuba, Mexico, 
venezuela and other countries for 
s high as $7,500 apiece, have been 
rrested by the Federal Bureau of 
nvestigation. 

FBI Chief J. Edgar Hoover said 
he gangs, which dealt only in 
ieluxe Cadillacs, operated mostly in 
he New York area. Eight others 
connected with the rings had pre- 
viously been seized, he said. 

Hoover said that 66 of the 94 
luxury cars which the gangs stole 
had been recovered. 

The ring’s specialty was steal- 
ing pastel-colored convertibles, for 
which forged ownership papers, 
plates, shipping documents and 
other necessary papers were made 
out. 

Hoover said some of the cars 
were shipped for foreign ports out 
of New York and Miami, while 
those sold in the states were taken 
directly to the place of sale. 
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Radio Free Europe in Action— 


This is how Radio Free Europe, financed by the Crusade for Freedom, spikes com- 
munist lies and strives to undermine authority of Red puppet regimes behind the Iron | 
Curtain. Programs are broadcast from RFE stations in Munich (135,000 watts) and from | 
| Frankfurt. Exiles write and voice shows such as the drama group shown above broad- | 
| casting to Poland. The Crusade campaign in September sought 25,000,000 enrollments | @ 
and $3,500,000 with which to build two more independent radio stations abroad. 


| vehicles were registered, bringing | 
the state $11,199,393 in license fees. | 
Of the total 769,340 were cars. 





Wash. Registrations 

OLYMPIA, Wash. — More than 

1,000,000 vehicles are registered in 
Washington, according to the state oF 

vehicle department Records show Wondering how new-car and truck produc- 

. “a ; tion and sales are making out? AUTOMO- 

that during the : first 10% months | TIVE NEWS gives you the entire story every 

of the present fiscal year 1,010,674 | week throughout the year. 


W. O. Thorniley 
|tle office and has been the com-| Geyer, Newell & Ganger as director 


past two years. 


What toll 


are yOu paying’? 


Everyone who owns a car pays a certain toll for its operation 
and upkeep—the welcome cost of one of the greatest benefits 
ever given to mankind. 


But there are other, extra tolls paid by too many people, too much 
of the time. 


As a glaring example, many millions of the tires on American 
cars today, have long since given up their lives and their safety. 


Yet, hard to believe, millions of Americans, of all ages, daily 
entrust their own lives to these worthless, worn-out tires. 


This flagrant threat to safety of life and limb continues to some- 


what 


blur the bright record of automobile life in America. 


: But, it’s a risk you need never run—a toll you need never pay. 


The 


Other Home You Live in is the car you ride and drive in! 





For many 
has given much of its strength and experience to 
this one demanding subject, driving safety ...seek- 
ing utmost protection for American families as they 


drive our roads and highways. In today’s U.S. Royal 
Master tire, and in the new U. S. Royal Life-tube, 
driving safety (inner and outer) has been brought, 
we believe, to the highest level yet achieved. 


years, United States Rubber Company 


US.ROYAL 


Skid Protection «+ Blowout Protection 


Life Protection 


UNITED STATES RUBBER COMPANY 


(Continued from Page 66) 


bought, thereby de- 
livering advertisers a 30 percent 


420,000 copies. 
* * 


Thorniley Goes to S.F. 
William O. Thorniley, of J. Wal- 

ter Thompson Co., has transferred 

|to San Francisco 


where he 
serve as regional 
account represen- 
tative on the Ford 


Motor and the} 


Richmond and 


Northwest Ford| 
Dealer Assn. ac-| 
counts. Widely}! 
known in Coast} 
and! 


automotive 
travel circles, 
Thorniley was 
previously with 


Thompson’s Seat- 


| pany’s Ford representative in New| of 
|Orleans and Houston during the| 


| He replaces Victor E. Armstrong | 


will | 


who moves to the agency's Detroit 
office as Ford account representa- 
tive on reconditioned engines, parts, 
service and used cars. 


7 + * 
NAM Readies Mag 
National Assn. of Manufac- 
turers has named its new publica- 
tion, which will bow Feb. 26, 
U.S.A. and terms it “a serious 
monthly magazine for serious 
people.” 


Edward Maher, formerly editor 
ofeNAM News, a roving editor of 
Cosmopolitan, and editor-in-chief 
of Liberty for five years, will 
edit the pocket-sized publication. 


| * + * 
Du Bois in New Post 
| Cornelius Du Bois has joined 


research development, B. B. 
Geyer, president, 
has announced. 
Du Bois resigned 
as senior partner 
of his own re- 
search and mar- 
keting organiza- 
tion, Cornelius 
Du Bois & Co.,, 
which will now be 
operated by his 
wife. 
| Prior to estab- 
lishing his own 
|company, Du Bois was associated 
|for many years with Time, Inc., 
| where he was promotion manager 
| and later research director. 


x * * 


116 PR Firms Unite 


| James P. Chapman, Inc., Detroit 
|public relations firm, has joined 
| with 15 other regional firms to form 
Public Relations Management 
| 





Cornelius Du Bois 


Corp., with executive offices in the 
Chanin building, New York City. 
It is “an entirely new concept of 
public relations service to manage- 
—" according to Paul A. New- 
'some, Boston public relations 
|counselor who has been named 
|chairman of the board. 
In addition to Detroit, members 
|of the chain are in Boston, Chi- 
| cago, Los Angeles, Cleveland, Den- 
iver, Houston, Minneapolis, Mont- 
| gomery (Ala.), New Orleans, Phil- 
adelphia, Pittsburgh, San Fran- 
| cisco and St. Louis. 
* * * 
|Joins Bingham 

William W. Featherston has been 
| appointed account executive of the 
|Automotive division of Bingham 
Technical Advertising, Detroit, 
states Fred P. Bingham, president. 
|Since 1945, Featherston has been 
|associated with Timken - Detroit 
| Axle where, for the past five years, 
he was assistant ad manager. 

+ a. ” 


Trib’s Show Issue 

The Chicago Tribune will pub- 
lish its annual Chicago auto show 
|number Feb. 17, Wallace E. Bates, 
| manager of the Detroit advertising 
| Office, announced last week. Spon- 
|sored by the Chicago Automotive 
| Trade Assn., the show will be held 
| Feb. 16-24 at the International Am- 
phitheater. The title of this year’s 
|exhibit is “Motor Modes.” 


. “2 2 
| Names 
| J Donald Browne has resigned 
|as secretary of Automobile Manu- 
|facturers Assn.’s material control 
jand allocations committee to be- 
come a public relations associate of 
|W. D. McAdams with offices at 712 
|Barr Bidg.. Washington. Browne 
|was also the AMA's production and 
{materials editor, with prior AMA 
|responsibility in the industrial re- 
lations and financial editing fields. 
| He was associate Washington edi- 
tor of Iron Age. 

Harry W. 


Betteridge, president 


of Betteridge & Co., ad agency, has 
|announced the appointment of J. 
| Gregory Juliano to its public rela- 
jtions staff. Juliano, a graduate of 
|the University of Detroit, was for- 
|merly with the Detroit News. 
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Used-Car Auction Prices 
Market Trend 


Statistical proof of the upturn in used-car prices that auction 
operators have been mentioning for the past two weeks has shown up 
in the overall average which showed a very modest increase of $1 last 
week to $8338. 

A weakness in the average price of '50 models kept the list from 
showing a more substantial advance. The price of ’50s declined $14. 
The only other losers were '46s, which dropped $5, and 42s, down $2. 

There was no change in the price of '’48s, but the rest of the list 
marked up gains. Top advances were the $9 increases scored by ’5ls 
and ’47s. Next was a $7 jump in ’41s, then a $2 boost in '49s. The higher 
prices didn’t deter buyers, since the average sales presentage also 
showed a gain. 

Sales at eight representative auctions last week totaled 772 units out 
of 1,036 offerings for a mark of_75 percent. At the same auctions in the 
previous week, sales amounted to 728 units, or 73 percent of the 1,001 
offerings. 

Prices marked with an * indicate a unit equipped with 
automatic transmission or overdrive. 


CHARLOTTE, N. C. 

(E. M, Stafford, Inc. Sale every Wednes- 
day. Prices are for sale of Jan. 16.) 

(Prices firm in line with previous week. 

Sharp items were higher. Upward trend 

noted in retail sales.) $660; 





$1,335, $1,325, $1,310, $1,265; FL Special 
sedan, $1,200, $1,075. '49 SL Deluxe se- 
dan, $1,240, $1,050, $940; %-ton pickup, 
$675. °48 FL sedan, $950, $900, $865, 
$855, $800; SM sedan, $750. 
dan, $870, $860, $730; 
station wagon, $625; 


1-ton panel, 


BUICK—’51 Super Riviera 2-dr., $2,100*; $100. ’°46 FL aerosedan, $735; SM 2-dr., 
Special 4-dr., $2,125*. ‘50 Special 4-dr., $605. 
$1,205. | DODGE—’51 Coronet club coupe, $1,550. 
CHEVROLET—'51 SL Deluxe sedan, $1,- | FORD—’51 Custom (8) 2-dr., $1,600, $1,- 
735, $1, 600, $1,4 410. ‘50 SL Deluxe sedan, | 590. '50 Custom (8) 4-dr., $1,370, $1,350, 


“Every month 


Porto-Power 


brings in a bigger share pear 
















“With fewer new cars 
to sell, body work 
keeps our dollar volume up” 








“We PUSH or 
PULL more ways’, 





Only ‘ ‘Porto-Power” gives you the right size and 
style of hydraulic ram for each type of body 
damage and body style. Only Spee-D-Coupler 
~ lets you switch rams in 30 seconds, 


If it doesn’t offer you all this...it’s not a‘‘Porto-Power”’ 


BLACKHAWK 


Leading jobbers have full facts on the many ‘Porto-Power” ass’ts, individual hydraulic 
units and attachments. Blackhawk Mfg. Co., Dept. P4912, Milwaukee 1, Wisconsin. 


‘47 FL se- | 
FM sedan, $825, | 


are becoming scarce. So are 
equipment... why “Porto-Power” 














$1,325, $1,300; Deluxe (8) 2-dr., $1,310, 
$1,245, $1,080; Custom (6) 2-dr., $1,150 
$1,090 '49 Custom (8) 4-dr., $1,130 
$1,090, $1,000; conv $1,050 Deluxe (R) 
club coupe, $975. "48 SD (8) 2-dr., $920 
on 4-dr $755, $710, $680, $640, $635 
35 
KA ISER 51 Henry J (6) 2-dr $895", 
$830* 
MERCURY—'49 2-dr., $1,400 
OLDSMOBILE 50 (88) 4-dr $1,695*; 2- 


dr., $1,750* 48 (76) 2-dr.. $825* 
PACKARD 49 4-dr., $S00 
| PLYMOUTH—’'51 Cambridge 4-dr., $1,510 
Da 4-dr., 2 at $1,250. ‘46 SD 4-dr 





) AC ‘50 Chieftain (S) 4-dr., $1,710", 
$1,575*; SL (8) 2-dr., $1,460* 49 Chief- 
tain (8) 4-dr., $1,350*. '47 (8) 2-dr., 
$630. 

| STU DEBAKER—’'50 Champion 4-dr $1,- 
125, $1,110 


OAKLAND, CALIF. 


‘A. L. Pollock Auto Dealers Wholesale 
Auction. Sale every Wednesday, Prices are 
| for sale of Jan. 16.) 
| (Prices stronger on all postwars.) 
BUICK—’50 Special 4-dr., $1,400; 2-dr., 
$1,345, $1,390; Super conv., $1,800*; RM | 
4-dr.. $1,705*. °49 RM 4-dr., $1,310*; 
Super conv., $1,370*, $1,385*. °46 Super 


2-dr., $585. '41 Special 4-dr., $105, $100; 
Super 2-dr., $275. °40 club coupe, $205; 
conv., $160. 


CADILLAC—'51 (62) 4-dr., 
760*, $3,745*. ‘50 (62) 4-dr., 
'48 (60) Special 4-dr., toe’ é 


$3,800*, $3,- 
$3,000°. 


380, $1,475*; %-ton pickup, $1, 095. '49 
SL Special club coupe, $920; SL Deluxe 
4-dr., $1,160; conv., $1,090, $1,125, '48 
SM 2-dr., $770; business coupe, $800. '46 
SM 4-dr., $620; FM 2-dr., $690; club 
coupe, $620; 4-dr., $655. ‘42 FL 2-dr. 
aerosedan, $345; conv., $300. '41 2-dr., 
$230. 
DeSOTO—’'50 Custom 4- dr., 


$1,605; conv. 


superiority is so vital to you, 


“We equip every 
body man with 
a ‘Bantam fe 











FIRST 

CHOICE 
in over 90% 
of all body 
shops 






| DODGE 
FORD 51 


CHEVROLET—'50 FL Deluxe 4-dr., $1,- | 






Don’t let your income fluctuate with the supply picture. New cars and new body sections 
body experts. That’s why you need the best body shop 










Body men are your biggest hourly earners — 4-dr., $770, $740. 
should have equipment constantly available that 
lets them do a better job easier. Bantam’s 2 tons 
of power speeds output on 90% 


CA full range of essential rams! ( Ability to PULL with 

FULL POWER! [) Easier handling . . . a single hose... 
revolving coupler . . . all-directional ram! [J Interchange- 
ability of rams! [) Spreaders 
with built-in hydraulic rams! 
CJ A complete line of body shop 
attachments! [J Specialized | out of 274 offerings.) 
attachments for repair service. 








Average Used-Car Prices 


(Compiled by Automotive News) 





Jan. 1952 Dec Nov 

Model (to date) 1951 1951 
ond . . 1951 $1,766 $1,837 $1,896 
saa ee sat 1950 1,309 1,356 1,402 
1949 1,048 1,080 1,130 
1948 813 831 854 
1947 6380 695 718 
1946 579 603 632 
1942 269 264 283 
Nov. 1941 244 247 256 

Overall 

Average $ 838 $ 864 §$ 896 














(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 








£ 99 | 4-dr 
| FM 2-dr. 
| $100. ’39 SD 4-dr., 
a. 41 Custom 4-dr., $225. 
| DODGE—’50 %-ton pickup, $855. '49 Coro- 


$1,660. ‘47 conv., $1,000. (6) 4-dr., $1,035. °48 Commodore (8) 
‘48 4-dr., $810. °41 2-dr., $130. 4-dr., $935. °46 Super (6) 4-dr., $410, 
station wagon, $1,800; Vic- $495, $455. 





toria, $1,925*; Custom (8) 2-dr., $1,665, | KAISER—’51 4-dr., $1,425. 

$1.880, $1,605. '50 Deluxe (6) 2-dr., $1,- | LINCOLN—’47 4-dr., $515 

170; 4-dr., $1,250; Deluxe (8) business | MERCURY—’50 club coupe, $1,505; conv., 
coupe, $1,280; station wagon, $1,505;| $1,500. ’49 club coupe, $1,275. '47 conv., 
conv., $1,480; Custom (8) 2-dr., $1,335;| $870. °41 conv., $255. 

4-dr., $1,385. '49 Deluxe business coupe, | OLDSMOBILE—’51 Holiday, $2,560*. ‘50 





$850, $830; Custom (8) 2-dr., $1,000, | (88) club coupe, $1,510. °49 (98) 4-dr., 
$980, $1,040, $1,090, $1,115; station! $1,475*; (76) 4-dr., $1,100. °48 (98) 
wagon, $1,130; 4-dr., $900, $980. °'48 4-dr., $1,100*; 2-dr., $1,250. ‘41 club 
Deluxe (8) business coupe, $750; Deluxe coupe, $225. 

(6) 4-dr., $600. ‘47 Deluxe (8) 2-dr., | PACKARD—’51 (300) 4-dr., $2,200*. 
$600. °46 SD (8) 2-dr., $610; 


PLYMOUTH—’50 Deluxe 2-dr., $1,260. °49 
., $1,125. °47 SD 4-dr., $675, 
$600, $615; conv., $655. '42 4-dr., $310. 


station | 
wagon, $510; conv., $750. '42 SD (8)/| 


elub coupe, $375. 


HUDSON—’51 Super (6) 4-dr., $2,205. 50) '41 4-dr., ‘sito. "40 4-dr., $165. 
Pacemaker 2-dr., $1,075*. '49 Commodore | PONTIAC— (8) conv., $2,250*; club 
sineeemnenesinint parencsnanennsds coupe, $2. oes*. ’49 Chieftain (8) 4-dr., 


$1,400*. °48 SL (6) 2-dr., $1,000; conv., 
a ’47 business coupe, $765. ‘46 (6) 
4-dr., $675. °'41 club coupe, $130, $125. 
STUDEBAKER—’51 Commander 4-dr. $1,- 
740*; club coupe, $1,560; Champion club 
coupe, $1,325. °49 Champion conv., $1,- 
050, °48 Champion 2-dr., $725. °40 4- 
dr., $135. 
WILLYS—’48 14-ton pickup, $700. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of Jan. 17.) 
(Best sale in two months with plenty 
of activity. Prices going up. Sold 73 
units out of 93 offerings.) 
BUICK—’49 RM 4-dr., $1,185*; 
dr., $1,195*; sedanet, $1,305. 
4-dr., $880". 
CADILLAC—’46 (62) 4-dr., $1,205. 
CHEVROLET—’51 SL Deluxe 4-dr., §$1,- 
50 Bel-Air, $1,550*; SL Deluxe 


Super 4- 
"48 RM 





4-dr., $940; SL Deluxe 2-dr., 
FL aerosedan, $900, 2 at $890. 
-dr., $650; aerosedan, $755, $745, $725; 
, $690. ’41 conv., 

$230. 


$315; SD 2-dr., 


net club coupe, $1,110; Meadowbrook 4- 


dr., $1,060, ’47 conv., $570. °41 Custom 
| 4-dr., $145. 
FORD—’50 Custom (8) 2-dr., $1,225; De- 


luxe (8) 2-dr., $1,075, $1,050, $1,035, 
$1,010. °49 station wagon, $800; Custom 
(8) 2-dr., $950. '48 SD (8) 2-dr., $800. 
'47 SD (8) club coupe, $525. °41 conv., 
$310. '36 2-dr., $100. 

HU DSON—'48 Commodore (6) 4-dr., $810*. 

| KAISER—’51 Henry J (4) 2-dr., $850. 

| LINCOLN—’47 4-dr., $560*. 

| NASH—’47 (600) 4- dr., $555. 

| OLDSMOBILE—’50 (88) 4-dr., $1,590*; 2- 

| dr., $1,590*. °49 (98) conv., $1,285*, ’48 
(68) club coupe, $750*. °47 (66) 2-dr., 
$585. '46 (76) 4-dr., $500. 


PACKARD—'49 4-dr., $890*; Deluxe 2-dr., 


| $800*. '39 (120) 4-dr., $170. 

PLYMOUTH—’51 Cranbrook club coupe, 
$1,600. °50 Deluxe business coupe, $715. 
"49 SD 4-dr., $1,105; SD 4-dr., $1,030. 


°48 Deluxe 4-dr., $755. ‘47 SD 2-dr., 


| $730. 

PONTIAC—’48 (6) sedanet, $775. ’47 Tor- 
pedo (6) 4-dr., $750. '46 SL (8) 4-dr., 
$700. '42 (8) sedanet, $200. 

| STUDEBAKER—’51 Commander 4-dr., $1,- 

| 255*. °49 2-ton stake, $550. °41 '%-ton 


"48 (4) Jeepster, $650*. 

MISC ELLANEOUS—'49 International %- 
| ton pickup, $930. '46 International %-ton 
pickup, $265. 





MASON CITY, IA. 

} (Lapiner’s Auction Co. Sale every Wed- 
| nesday. Prices are for sale of Jan. 16.) 
(Sold 63 units out of 88 offerings.) 

| BUICK—’49 RM 4-dr., $1,290*. °48 RM 
| 4-dr., $805. 


| CADILLAC 51 (60) Special 4-dr., $3,- 


| 800*. '50 (62) 4-dr., $2,800*; (61) 4-dr., 
$2,705*. 

| CHEVROLET T—'51 SL Special 2-dr., $1,- 
385, $1,400, $1,415; %-ton pickup, §$1,- 
300. °50 SL Special 4-dr., $925, $990. 
$1,045; 2-dr., $1,080. '49 FL Special 2- 
dr., $915. '48 SM 2-dr., $665. °47 FL 


aerosedan, $750. 
SD 2-dr., $170. 
CHRYSLER—'52 NY 4-ar. 
Windsor club coupe, $1, 325*, 
Windsor 4-dr., $625. 
DeSOTO—'49 Custom 4-dr., 
coupe, $1,145. 
DODGE—’48 Custom 4-dr., $760. 
tom 4-dr., $380, $490. 
FORD—’51 station wagon, $1,880*; Deluxe 
(6) 2-dr., $1,400; Custom (8) 4-dr., $1,- 
540*. ’50 Deluxe (8) 2-dr., $1,035, $1,150; 
Deluxe (6) business coupe, $920. ’49 Cus- 
tom (8) club coupe, $895; Custom (8) 


"46 SM 2-dr., $565. '40 


$3,285*. °49 
$1,200". ’46 


$1,100; club 
‘46 Cus- 


KAISER—’50 4-dr., 
’48 4-dr., $355. 

NASH—’50 (600) 4-dr., $1,045*, 

OLDSMOBILE—’47 (68) conv., $575*. 

PLYMOUTH—’'48 SD 2-dr., $795; Deluxe 
4-dr., $635. °47 SD 2-dr., $620, $750. 

PONTIAC—’50 (8) club coupe, $1,275, '47 
(6) club coupe, $640. 

STUDEBAKER—’50 Commander 4-dr., $1,- 
170*; Champion 2-dr., $1,060. 


DENVER 


(Denver Auto Auction, Inc. 
| Tuesday at Littleton, 
sale of Jan. 15.) 

(Prices steady, demand very good 
| Buying was very good. Sold 211 units 


| BUICK—’51 RM sedan, $2,295*, 
$2,310*, $2,400*; Super sedan, 
$1,865*, $1,890*, $2,045*. '50 RM sedan. 
$1,515*, $1,535*, $1,550*, $1,705*; Spe- 
(Continued on Page 69, Col. 1) 


$780. '49 4-dr., $795. 


of all panel work, 





Sale every 
Colo. Prices are for 


$2,300*, 
$1,800", 























On or Off With a Quarter Turn 


Heavy %-inch bolt (with T-head 
and square shoulder) fastens li- 
cense plate securely in place. Will 
not lose off. 


No. 51—Dealer Cost, each.....$ .20 
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390° ‘50 Commander sedan, $950*. club coupe, §$1,370*. ‘49 Super (8) 4- ‘49 (62) Coupe de Ville, $2,725*; conv., 
'49 (6) station wagon, $1,000*. dr., $950", °48 Commodore (8) 4-dr.,| $2,240*; 4-dr., $2.160*; (61) 4-dr., $2,- 
-ton pickup, $500. $775. |} 145*. '47 (60) Special 4-dr., $1,535*. 






Used-Car Auction Prices LINCOLN-"49 4-dr., $1,075 | CHEVROLET—'51 SL Deluxe 2-dr,, $1,- 


675*, $1,525 





AMARILLO, TEX. MERCURY—'51 4-dr., $1,660, $1,940"; club 








‘(Continued from Page 68) 


cial sedan, $1,310, $1,330, $1,365, $1,395 
‘49 Super sedan, $1,205* 48 Special se- 
dan, $580, $610, $825. ‘47 RM _ sedan, 
$600. °46 Super sedan, $535, $540, $550, 
$630. 

<ADILLAC—’51 Coupe de Ville, $4,100*; 
(62) sedan, $3,570*, $3,595*; (61) sedan 


$3.450*. ‘50 (62) sedan, §2,710*; (61) 
sedan, $2,610*, $2,705*. °49 (62) sedan 
$1,785* 2,310* 





CHEVROLET—’51 Bel-Air, $1,730, $1,810, 
$2,020*; SL Deluxe sedan, $1,495, $1,555, 
$1,565, $1,595*, $1,670, $1,710, $1,800; 
%4-ton pickup, $1,315, $1,390, $1,470. ‘50 
SL Deluxe sedan, $1,085, $1,200, $1,250, 
$1,300, $1,310, $1,315*, $1,370*; ‘4-ton 
pickup, $925, $955, $1,050. ‘49 FL De- 
luxe sedan, $920, $1,070, $1,080, $1,150, 
$1,170*. "48 FM sedan, $720, $730, $740, 
$800, $895. ‘47 FM sedan, $580, $635, 
$640, $660, $670, $680, $825. ‘46 %-ton 
pickup, $585, $605. °41 sedan, $310. 

CHRYSLER—’51 Imperial sedan, $2, 
Saratoga sedan, $2,410*, $2,425*, $2,575*; 
Windsor sedan, $1,900*, $1,950*, $2,030*. 
‘50 Windsor sedan, $1,640*. '49 Royal se- 
dan, $1,155*. '48 Windsor sedan, $885*, 
$910*, $925*. °47 Windsor sedan, $750*, 
$835*. °46 Windsor sedan, $610*, $670*. 

DeSOTO—'48 sedan, $730*. 

DODGE—’52 Wayfarer sedan, $1,855*. '50 
Coronet sedan, $1,440*. ‘49 Wayfarer 
sedan, $935*. ‘48 sedan, $630*, $735*, 
$770*, $795*. °47 sedan, $530*, $695. 

FORD—'51 Victoria, $1,780, $2,075*; Coun- 
try Squire, $1,750, $1,930*; conv., $1,- 
705*; Custom (8) sedan, $1,210, $1,665*; 

%-ton pickup, $1,140. °50 Deluxe (8) 


sedan, $1,190*, $1,250*, $1,310. "49 Cus- 

















tom (8) sedan, $705, $S10, $885, $915, 
$1,075. °48 (6) sedan, $580, $655, $750. 


‘47 (8) sedan, $535, $605, $625. ‘46 (8) 


sedan, $380, $515, $520, $575. 


FRAZER—’51 sedan, $1,350*. °49 sedan, | 


$615*, $625*. 

HUDSON—’51 Hornet sedan, $1,840*. '50 
Pacemaker sedan, $1,000. °49 Super (6) 
sedan, $850. 

KAISER—’51 Henry J 2-dr., $855. ‘50 
Traveler, $645*. '47 sedan, $260. 

MERCURY--'51 sedan, $1,790*, $1,840", 


$1,890*. °50 sedan, $1,430. ‘49 sedan, | 


$1,015, $1,100*, $1,160*, "48 sedan, $755. 

‘47 conv., $860. °41 sedan, $200, $235, 

$325. 

NASH—’47 (600) sedan, $540. 

OLDSMOBILE—'51 Super (88) sedan, $2,- 
250°, $2,260*, $2,295*, $2,350*, $2,355*, 
$2,450*. '50 (88) sedan, $1,470*, $1,615*. 
"49 (S88) sedan, $1,080*, $1,145*, $1,310*, 
$1,335*. ‘47 (66) sedan, $525*. '46 (66) 
sedan, $650*. 

PLYMOUTH—'51 suburban, $2,195; Cran- 
brook sedan, $1,475, $1,495, $1,510, $1,- 
615, $1,740. ’50 SD sedan, $1,180. °49 
SD sedan, $955. '48 sedan, $555, $730, 
$740. ‘47 sedan, $485, $610, $660. °46 
sedan, $510, $595. 

PONTIAC—’52 (8) Catalina, $2,800*. °51 
Chieftain (8) sedan, $1,875*, $1,980*. ‘50 
SL (8) Deluxe sedan, $1,225*. ‘48 (8) 
sedan, $725*. ‘47 (8) sedan, $655. °46 
(8) sedan, $685. 

STUDEBAKER—'51 Commander _ sedan. 
$1,590*. ‘47 Land Cruiser sedan, $625*. 
‘46 Champion sedan, $320*. 

WILLYS—'49 %4-ton pickup, $740; Jeep, 
$610, $690. °48 station wagon, $665*; 
Jeep, $405, $455, $505. 

MISCELLANEOUS—'51 GMC %-ton pick- 
up, $1,290; ‘%-ton pickup, $1,185. ‘48 


International %j-ton pickup, $585. 


ALBANY, N. Y. 


(Tim Anspach’s Dealers Auto Auction. 
Sale every Monday. Prices are for sale of 
Jan. 14.) 

(Prices generally higher. Best prices 
were paid for Chevrolet, Ford and Plym- 
outh four-doors. Several cars sold for 
close to ceiling prices. Dealers them- 
selves are causing the sudden upturn, 
which is purely speculative. Sold 88 
units out of 109 offerings.) 

BUICK "50 Special sedan, $1,150, §$1,- 
260*, $1,235*; Super sedan, $1,610*. °'49 
RM sedan, $1,150. °'41 RM sedan, $120. 

CHEVROLET—’50 SL Special sedan, $1,- 
260: business coupe, $1,060; FL Special 
sedan, $1,160; FL Deluxe sedan, $1,350, 
$1,275; SL Deluxe sedan, $1,260. $1,360. 
*49 SL Deluxe conv., $1,150; sedan, $1,- 
060; FL Deluxe sedan, $1,160, $1,- 
050; SL Special 2-dr., $1,030, $1,020. 
‘47 SM sedan, $760, $630; FM conv., 
$750. °46 FM conv., $620; SM _ sedan, 
$590. °42 SD sedan, $300, $230. ‘41 











LICENSE PLATE 
FASTENERS 





| ons 


PLATED TO PREVENT RUST 


Packed 12 to Box- 
Money-Back Guarantee 
IMMEDIATE DELIVERY 


If Your Jobber Cannot Furnish 
Order Direct from . . 








is £0) Ohn 3 OF Lae OPAL Od Ba'8 OF OF 5d Bad CaS 
MFG., INC., Bluffton, Ind. 


Over 100 Service Items 


> ; club coupe, $1,665*; 1%4-ton 
pickup, $1,335, $1,295. °50 SL Deluxe 


P 5 a - 5 aon t 
coupe, $1,845. 50 4-dr., 2 at $1,335; 2-dr., $1,350. "49 conv., $1,345; SL Spe 


‘Amarillo Auto Auction. Sale every Fri- club coupe, $1,455. °49 club coupe, $900, 

















day. Prices are for sale of Jan. 11.) 925. cial club coupe, $1,155. '48 FL aerosedan 
1 os ‘ab co $36 ( . seeds (Buying stronger and prices firmer. | wag 5 ats aici _| $965; station wagon, $905 16 %-ton 
| ee soe $360 40 Deluxe sedan Sold 291 units out of 335 offerings.) D 7s. 51 Rambler station wagon, $1, ree. $525. ‘41 conv., $315; SD 2-dr., 
| CHRYSLER—'51 Windsor sedan, $2,300 BUICK—'49 Super conv., $1,095; 4-dr., | OLDSMOBILE—’'51 (98) 4-dr., $2,185, $2,-| crpyereR ona wy * 
| DesoTO—'50 C sto gos ; y $1,210*. "48 Super 4-dr., $865. ‘47 RM| 975; (98) Super 2-dr. $2,500". §$2°530° | CHRYSLER 50 NY club coupe, $1,710° 
f 5 istom sedan, $1, . 4-dr., $565. °46 Special 4-dr., $470, $515, $2,.650*. '50 (88) 4-dr.. $1,480. $1. s0*: | 40 business coupe, $205 
DODGE ‘51 Coronet sedan, $1,750°, $1,- $580 club coupe, $1,520 49° (98) 4-dr.,' $905, DeSOTO—'46 Custom 4-dr., $760* 
fet ux ant anes aniet ek a 48 CADILLAC—'51 (62) 4-dr., $3,535*, $3,- $960; 2-dr., $1,250*. '48 (98) 4-dr., $900, | DODGE—’49 business coupe, §650*. °48 
ree : ee lassis, $510; eluxe se- 550°, oa es my —, — Ps $935. Custom club coupe, $870*. 
ae, OF . (62) -dr., $3,010*, °49 (62) -dr., $1,-/|p t "a9 Ce idg " 5 > 7 — 2 — * 
FORD—'51 Deluxe (8) sedan, $1,475. '50| 935*; conv., $2,045 PLYMOUTH—’52 Cambridge 4-dr., $1,855. | FORD—'51 Custom (8) Crestliner, $1,700; 
(6) %-ton panel. $870: Deluxe (8) seda ail é dos 51 Cranbrook 4-dr., 2 at $1,400, $1,475, 2-dr., $1,650, $1,565*; 4-dr., $1,535. ’50 
$1 120 pr Pememay [Btn - $1 170 4d CHEN ROLET —'51 SL Deluxe 4-dr., $1,550, $1,485, $1,525; suburban, $1,680; Cam- Custom (8) 4-dr., $1,455*, $1,395, $1,- 
Cc sate “ 8) sed $920. $910. "48 sD $1,615, $1,650, $1,690, $1,715, $1,795, | bridge club coupe, 3 at $1,400, $1,430, 265; 2-dr., $1,325. '49 Custom (8) conv., 
~repiggee BEA San, eeu, oe . $1,880", $1,885*, $1,890*, $1,895*, $1,910*; | $1,450, $1,465, $1,590; Belvedere, $1,960, $1,225*, $970*; station wagon, $1,140: 
$790. "47 SD (a oo Goss geu0. 46 2-dr., $1,570, 2 at $1,630, $1,640, $1,690, | $2,000. 4-dr., '$1,115*; 2-dr., $1,105*: Deluxe 
90. iS ( s 5, 6 - = ‘ war. A ’ ; -, $1,105*; . 
SD (6) sedan, $635, $460. 41 (8) sta-| $1:20, 2 at $1,740. 2 at $1,745; Bel-Air, | ponTIAC—'52 (8) Catalina, $2,800*, '51| (6) 4-dr., $1,015. ‘48 station wagon. 
tion wagon, $150, ; p= og *'51'605. $1,030, $i pow ae 5 | Chieftain (8) 4-dr.. $1,925. ‘50 Chief-| $900. '47 (6) club coupe, $690. '46 SD 
“ ey hy . om club coupe, ,605, ,620, ,640. °50| i ‘i 5 280- ( -dr. 30; 2- 5. °35 b- 
HUDSON—'47 Super (6) club coupe, $560 SL Delune 4-dr.. $1,280 $1,300: Bel-Air, | tain (8) , dr., $1,245, $1,380; Catalina, 8) 4 ‘ie dr., $605. '35 1%-ton 
KAISER 1 Special sedan, $1,185; Henry M $1,760°; 2-dr., $1,390, $1,500°. dump, $ ; 
+ nT : = - rs sedan, .185; r) $1,600*; FL Deluxe 2-dr., $1,200, $1,305, | STUDEBAKER '50 Champion 4-dr $1 FRAZER—’47 4-dr., $510 
secrcvener tat ‘oc. m ' $1,320, $1,350; conv., $1,225. eb wane “ ‘ nae -dr., - - » : 
MERCL RY—'51 sedan, $1,860* 49 sedan, | CHRYSLER—'51 Windsor | 4-dr., $1,900. 105, $1,165; Land Cruiser 4-dr., $1,450. | HUDSON—’50 Pacemaker 4-dr., $1,155. 
$1,050. $2,160; NY 4-dr., $2,670*. °50 Windsor 47 Commander 4-dr., $695. KAISER—’49 4-dr., $7 
AS 40 ’ dr., $750. 
NASH— 49 Ambassador sedan, $920. 46 4-dr., $1,490; NY club coupe, $1,565, ms 7 7 wes LINCOLN—'49 4-4 $1,110 
(600) Super sedan, $490. vas $1,625. '49 Windsor club coupe, $1,100, LOS ANGELES AINCOL} i r., $1,110. 
OLDSMOBILE — °50 (98) sedan, $1,550*; $1,200. '48 Windsor 4-dr., $890. . MERCURY—"’51 2-dr., $2,105*; club coupe, 
Pg — = * FH ) a ae DeSOTO—’51 Deluxe 2-dr., $1,650. '47 Cus- age ga A ao a pay _ on’ $2,095*. '50 4-dr., $1,460. 
.250: (98) sedan, ,210*, ’ (98) tom 2-dr., $690. sday sday in san Gabriel, | OLDSMOBILE—’51 (98) Deluxe 4- - 
conv., $900*. °46 (78) sedan, $720. DODGE—'52 Wayfarer 2-dr., $2,090. '51|Calif. Prices are for sales of Jan. 15-17.) | 375%, '50 (88) 4-dr., $1,650*: con ik 
PLYMOUTH — '51 Cranbrook club coupe. Coronet club coupe, $1,950*. °50 Coronet (Demand stronger and prices steady.) $1,595*. ‘49 (88) club sedan, $1,500*. 
$1,460; Cambridge 4-dr., $1,510. °50 SD club coupe, $1,575. ‘48 Deluxe club coupe, | BUICK—’51 Special club coupe, $1,865*. "48 (98) conv., $1,175°*. 
sedan, $920; Deluxe 2-dr., $1,040; busi-| $710. ‘50 Super Riviera 2-dr. coupe, $1,960*, ‘ ne 
ness coupe, $900. "49 SD sedan, $930. | FORD—'51 Custom (6) 2-dr., $1,390; club| $1,735; RM 4-dr., $1,680; Special 4-dr.. | POS3e Sronwe, Say C7 ons ) O50 gS2.- 
'47 Deluxe business coupe, $500; sedan, coupe, $1,650*; Deluxe (6) 4-dr., $1,290; $1,125. ‘48 Super conv., $975. '46 RM PI YMOUTH 49 SD oa “ ome.” $590. 
$700; SD sedan, $670. Custom (8) 2-dr., $1,580, $1,610, $1,700*, | 4-dr., $735; 2-dr., $670; Super conv., = ow 2 -dr., »2795; conv., 
PONTIAC—'51 Chieftain (8) sedan, $1,-| $1,720*; 4-dr., $1,520; Deluxe (8) 4-dr..| $655. '41 Super business coupe, $255, '40| _ $1,230. 47 SD 4-dr., $820; 2-dr., $775. 
900*. ‘49 Chieftain (8) sedan, $1,250*,| $1,290; Victoria, $1,900*, $1,970*; sta-| 4-dr., $195. PONTIAC—’51 (8) Catalina, $2,300*. °50 
$1,010*; conv., $1,000. "47 Torpedo (6) | tion wagon, $1,695, $2,055*. | CADILLAC—'51 (62) Coupe de Ville, $4,-| (8) Catalina, $1,960. "49 Chieftain (8) 
2-dr., $750. | HUDSON—'50 Super (6) 4-dr., $1,200*; | 295%, $4,160*; club coupe, $3,825". '50| 4-dr., $1,260*. '48 (8) conv., $725*. '46 
STU DEBAKER—'51 Champion 4-dr., $1,- | 


Super (8) 4-dr., $1,000: Commodore (8) (62) 4-dr., $3,025*; (61) 4-dr., $2,830". (Continued on Page 88, Col, 4) 






















~The OW Sage bays... 


‘Welcome, friend. Welcome to Associates’ 




















N.A.D.A. convention headquarters 
If there's anything | like it’s meeting 
and talking shop with automobile men.” 


ee 








Associates’ latchstring is out at our head- 
quarters in the Waldorf-Astoria Hotel 
throughout the N.A.D.A. convention. Come 


see us, and meet the Old Sage. 


A great national convention like this offers 
limitless help to the dealer who goes after it. 
Take full advantage of the meetings. discus- 
sions, exhibits and the many other oppor- 


tunities you'll find available. 


And consider this your personal invitation 


to visit us. We'll be happy to see you. 


5D) 
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So Cops Can Spot 


‘Reflectors’ to Replace 
Tags in R. I. 

PROVIDENCE. Rhode Island 
will use brightly reflective emblems 
on its autos this year instead of 
new license plates “so that police 
can see them at night as well as| 
by day.” 

The emblems, made from ma- 
terial similar to that used for traf- 
fic warning signs, can be seen} 
more than a block away after dark, 
stated Laure B. Lussier, Rhode 
Island registrar of motor vehicles. 

From a distance at night an em-| 
blem looks like a bright spot on the 
lower right corner of the windshield. | 
Closeup, it shows its gold back-| 
ground and blue lettering, with the | 
state seal and the year, 1952, Lus- | 
sier said. 


ee — | 


The back pages of every issue of AUTO- | 
MOTIVE NEWS contain the WANT AD | 
Section. Others are profiting from AUTO- | 
MOTIVE NEWS WANT ADS! Are you? | 
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Kansas City Frames Plans | 


For March Auto Show 


KANSAS CITY.—-Plans are near- 
ing completion here for the 34th 
annual auto show, March 8-15, 
sponsored by the Motor Car Deal- 
ers Assn. of Greater Kansas City. 

Chairman of the event, which 
will be held this year as in the 
past in the exhibition hall of the 
municipal auditorium, is Ervin 

Feld, president of Ervin Feld 
Motor Co. (Dodge). 

Members of the show committee 
are: R. G. Bentrup, Broadway Mo- 
tors (Ford); John Cunningham, 
vice-president of Brace Motors 
(Oldsmobile); A. L. Land, Land- 
Sharp Chevrolet Co., and Jerry 
Scott sr., Scott Motors (DeSoto). 
William Egelhoff, secretary of the 


|association, is show manager. 


Nineteen cars will be exhibited, 


including: Kaiser, Henry J, Hudson, | 


Studebaker, Willys, Nash, Packard, 
Chrysler, DeSoto, Dodge, Plymouth, 








600-16 — $550.00 
650-16 — $650.00 
670-15 — $650.00 
710-15 — $700.00 
760-15 — $750.00 


For sample tire with full money 





GOOD USED TIRES 
AT BIG SAVINGS! 


Dealers here's your opportunity to buy good used tires at big savings. Positively 
not re-caps — every tire machine inspected. These tires dress-up any car and 
give thousands of miles of satisfactory wear. 


We pay the freight within 500-mile radius of Cleveland. 


Every tire guaranteed to give years of satisfactory performance. 


WEST PARK TIRE SALES, Dept. AN, 14018 Beech Ave., Cleveland, Ohio 


per hundred tires 
per hundred tires 
per hundred tires 
per hundred tires 
per hundred tires 


back guarantee send $5.50 to: 








ENGINEERED 


— 


Ford, Lincoln, Mercury, Buick, 
Chevrolet, Cadillac, Pontiac and 
Oldsmobile. Representatives of each 


dealer group met recently to draw | 


for space. 

The show, which will occupy 
approximately 90,000 square feet 
of space, will be highlighted by 
the Chrysler engineering exhibit, 
requiring some 12,700 square feet 
of floor space, and several other 
features including a jet motor 
display furnished by the huge 
Westinghouse plant located here. 
The entire mezzanine of the ex- 
hibition hall will be devoted to 
trucks and allied exhibits. 

The entertainment program has 
not yet been set, but show plans 
|call for a large orchestra and a 
|twice-daily stage presentation of 
approximately 45 minutes. 

Several hundred high school girls 
are expected to participate in a 
|queen contest that will be spon- 
| sored in conjunction with Prom, a 
|local high school magazine, and 
safety officials. 

The high school contestants will 
be judged on the basis of talent, 
personality, appearance, poise and 
| knowledge of safety regulations, 
|both from a standpoint of drivers 
|and pedestrians. City officials and 
|others have promised cooperation 
|in the event which will be climaxed 
|by the crowning of the queen 
| March 8. : 
| The kickoff banquet will be held 
| Friday night (March 7), at which 
|more than 300 salesmen, dealers 
|and car plant officials are expected 
| to attend. Rev. William Alexander, 
|prominent after-dinner speaker 
|from Oklahoma City, will be the 
|featured speaker. 
| The show committee has extend- 
| ed invitations to leading designers, 
|}engineers and key officials of vari- 
|ous car plants to attend and “spe- 
|cial days” will be designated for 
|the participating manufacturers. 
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GRILLE GUARD 
TRUNK GUARDS 
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Individually designed 
to fit all "52 models 
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D FINISH 
TION 


You want extra 

profits . . . your 
customers want the 

best protection for 
their cars. When you 
sell CELLO both you and 


the customer are satisfied, 
because Cello Grille Guards 
are specifically ENGINEERED 











QRuLE GUARD 
WITH WIMGRAKS 











to provide the finest protection 
money can buy. 


Only top-quality materials 
/ / and workmanship go into the making 
of Cello Guards. 


Join the thousands of success: 

ful merchandisers who are now featuring 
Cello Grille Guards, and get your share of the 
extra profits the complete Cello line 
provides. Styles to fit all makes. 1946-1952. 


For full information on Cello 

Guards and License Plate frames write 

to the factory today for FREE catalog pages 
and price lists. 


GRILLE GUARDS 
your GUARD for life 


Cello Products Co. 161 Prescott Street, East Boston 28, Mass. 
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Marion Nash Used-Car Lot— 





or, 


be 


see 
= 





The newly erected used-car lot of Fred G. Marion, Inc. (Nash), Holyoke, Mass., is 
| completely paved with asphalt, fenced, and illuminated 


for nighttime. It is located in 


|the center of town at a busy intersection. Fred G. Marion is president of the 


| dealership. 








| Used-Car Notes 








Georgia Dealer Fined 


For OPS Violation 


DOUGLAS, Ga.—Charged with 
selling an auto for $200 above ceil- 
ing price and failing to keep OPS 
records, Jack Martin, used-car deal- 
er here, was placed on one year | 
probation and fined $100. 

The U. S. District Court in Way- 
|eross also ordered Martin to make 
restitution of two payments the} 
purchaser had made. | 


Meyers Heads Up | 
Flint Group | 


FLINT.— The Flint Used Car| 
Dealers Assn. last week elected} 
Nathan P. Myers, Grand Blanc, | 
president to succeed Martin D. 
McCollum, who is a past president 
of National Used Car Dealers Assn. 

Other officers are Walter Arrand, 
vice-president, and Jack Wiltz, sec- 
retary-treasurer. Myers entered the 
auto business in 1938 and opened 


his own used-car lot in 1947. 
oF * + 


New Wichita Auction | 


Restricted to Dealers 


WICHITA.—A new auto auction | 
firm has been organized here by | 
Johnnie Eagle and Ray Runkle, | 
used-car dealers. 

Formerly A. C. Auto Auction Co., | 
the firm had been conducting regu- 


. 
Anaconda Chief 
Sees Copper Flow 
es . * by] 
Climbing in 52) 

NEW YORK.—Supplies of “7 
per in the U. S. should improve 
materially in the latter half of this 
year, according to Cornelius F. 
Kelly, chairman of Anaconda Cop- 
per Mining Co. here. 

Kelly said that domestic mine 
production was now averaging 
about 90,000 tons a month, and 
that an additional 35,000 tons was 
available from foreign sources. 

In a review of the outlook for 
|the metal in the future, Kelly said 
that it is expected that by the end 
|of 1953, Anaconda’s production will 
be 125,000 tons yearly over present 
levels. 

“Projects already under way, or 
contemplated, in the U. S. and 
abroad should further augment the 
world supply by an additional 240,- 
000 tons beginning in 1955-56,” he 
said. “All told, the monthly supply 
of copper available in the U. S. by 
1956 could reach 150,000 tons.” 

Kelly said that Anaconda expect- 
ed to increase the copper produc- 
tion in the spring as a result of 
expansion programs being carried 
on at Butte, Mont., and Chile. And 
by the end of 1953, he added, the 
company’s Yerington project should 
|be producing at the rate of 30,000 
jtons a year. 








M otley to Advise 


Commerce Dept. 


WASHINGTON. — Secretary of 
|Commerce Sawyer last week ap- 
pointed Arthur H. Motley to the 
chairmanship of the national dis- 
tribution council of the Department 
of Commerce. Motley is president 
of Parade Publications, Inc., pub- 
lisher of Parade magazine. 

The council is an advisory com- 
mittee established in 1946 to help 
the Secretary solve problems relat- 
ing to distribution, and to stimu- 
jlate a better nationwide under- 
| standing of the vital role played by 
distribution in the American econ- 
omy. 











| Daskalos, 


lar auctions in Wichita for a num- 

ber of years. The new owners will 

sell to dealers only, it was stated. 
* * * 


Daskalos Brothers Buy 


Schoen’s U. C. Location 
PORTLAND, Ore.—John and Bill 

local used-car dealers 

operating as Daskalos_ Brothers, 


|have purchased the Nat Schoen 


used-car location at 5530 NE Union 
Ave. 
# * oe 
OK’d as Dealer 

ROME, N. Y.—Wilfred A. Lam- 
oureaux has been granted permis- 
sion to do business as “Bill’s Used 
Cars” at 109 E. Whitesboro. 


Niswonger Chevrolet, Inc., has 
been incorporated in Columbus, O., 
with $80,000 capital. 


keep ou 


/( 
in mind for 














IT’S UNIVERSAL—FITS ALL 


CARS! 
Moulded of ONE-PIECE plastic. Cush- 


ion made of sponge rubber—Vinyl 
leather covered. Easily attached. Col- 
ors: Blue, Brown, Gray, Green and 
Maroon. Individually packaged. 


ASSIST CORDS 


IT'S UNIVERSAL! STOP- a 
SWING BRACKET FITS 
ALL CARS! Uses existing 
screw for replacement. 
Sponge rubber—original 
upholstery fabric cov- 
ered. Twill bound and 
stitched. Chrome bracket. 
Original equipment. Col- 
ors: Taupe or Gray. 1 
pair to carton. 


PLASTIC FABRICS 
The Admiral Line Includes 


Vinyl Plastic 
Leathers 





Plastic Coated 
Leathers j 


Automotive 
Body Fabrics 


Foam Rubber 


Quilted 
Fabrics 





Write for swatch books and catalog sheets 


Visit Admiral at the AAMA Show 
GRAND CENTRAL PALACE 
BOOTH 333 





AL ADMIRAL PRODUCTS CO., 2? Fas! 215 5 


w York 1O NY 
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ading that would occur in your 
spective places if you would 
iminate this source of waste. 


* 


‘oor Customer Control 


NOTHER common _ source of 

waste of space and manpower 

; found in poor customer control. 

oo many operations lose custom- 
ers due to car defects that could 
.nd should be corrected before the 
customer has owned his car long 
enough to begin to spend money 
on its upkeep. 

This chart outlines the results of 
having or not having adequate sys- 
tem and methods of customer-con- 
trol. It is a severely condensed 
report of the experiences of 30 
dealers. These 30 dealers were care- | 
fully selected in order to insure 
representation of all types and sizes | 
of service operations: Metropolitan, 
suburban and rural, small, medium, | 
large and “king size.” They were} 
classified in three groups of 10, 
according to the quality of their 
customer-control activities. 

Group A members do nothing} 
about customer-control. 
Group B members’ expend 
about the average amount of ef- 
fort on this activity. They sell 
quite a few prepaid lubrication 
contracts, They operate typical 
follow-up systems of the kind 
that is everyone’s job and the di- 
rect responsibility of no _ one. 
These systems get 10 days behind 
schedule in the first month they 
are operated and never again be- 
come current. They are consid- 
ered more as office details than 

as valuable sales tools. 

Group C members go all out on 
customer-control. They have excel- 
lent service records and a consist- 
ent, hard-hitting system of follow- 
up. Some maintain intensive cam- | 
paigns on the sale and renewal) 
of prepaid lubrication contracts. | 
Others use the 24 or pr eggenn 
mile guarantee or bond idea, sup- | 
plemented, in some cases, by other | 
prepaid lubrication or maintenance | 
contracts, or, perhaps, both. Some) 
of them sell maintenance contracts | 
priced as high as $120. 

This survey was made to obtain | 
facts on the value of prepaid main- 
tenance contracts, service records, | 
and follow-up methods of customer | 
control. Repair orders on insured | 
collision repair jobs obtained by| 
competitive bidding were not in-| 
cluded. 

* * * 
How They Vary 

LEASE note these variances in| 

the different group averages, | 


and the relation to the “overall” 
averages. 
Speedometer readings, overall, 


average 11,900. Group A is 44 fer-! 
cent below average; Group B, 24| 
percent below average; Group C, 
68 percent above average, in the 
mileage of cars serviced. 
Ratio of parts to labor sales on} 
repair Orders, overall, averages 52.3 | 
cents worth of parts sales to each} 
dollar of labor sales. Group A is| 
40 percent below average; Group | 
B, average; Group C, 42 percent| 
above average, in this ratio. } 
Repair order average labor sales, 
Overall, averages $5.40. Group A is 
30 percent below average; Group B, | 
15 percent below average; Group C, | 
44 percent above average in these} 
Sales. 
The next five lines on the chart 
show why the performance of 
Group A compares so unfavor- 
ably with that of Group C, Group 
A members wrote 74 percent of 
their repair orders on current 
models, as against 21 percent for 
Group C. Only 4 percent of Group 
A repair orders were written on 
the “money model,” as against 29 
percent for Group C. Note that 
the repair order average labor 
sale on the “money model” is al- 
most six times that of the current | 
model. 
Another point of interest is the} 
rapid decline of the repair order | 
average sale on the older models. | 
Only the fact that several of the! 
Group C members, and one Group | 
B member, operate good and ag-| 
gressively -merchandised “budget” | 
Pans keeps the repair order av- 
erage sale figure for four-year-old | 
and older cars from being much| 


|handle over twice 
jtomers as Group C 


lower than it is. If the overall av- 
erage repair order labor sale figure 
of $5.40 appears low, remember that 
it would have been much higher 
if repair orders on insured col- 
lision jobs had been included. 
The percentage of total orders 
written on models that produce 
less than $3.75 average labor sale 
is 94 percent for Group A, 85 per- 
cent for Group B, and only 59 per- 
cent for Group C. This should il- 
lustrate how poor customer-control 


;can result in space congestion and 


manpower loading without satis- 


factory sales and production vol-! 
Group A has to}! 


ume or profit. 

as many cus- 

in order to 

obtain the same amount of revenue. 
* a * 


Manpower and Space 


[NVESTIGATION and tests have 
proved that a great many serv- 


ice departments waste too much | 


space and manpower as a direct 
result of poor-quality preparation 


and after-sale “free” service on new 
units. This is a dual threat to 
healthy service department opera- 
tion because it creates an unneces- 
sary load on space and manpower 
by requiring the repeated handling 
of the unit during the “guarantee” 
period. It also gives the customer 
the impression that the department 
is either inefficient or indifferent to 
his needs, and paves the way for 
the loss of the customer before he 
becomes a revenue-producing fac- 
tor. 


information shown on this chart 
|revealed another fact that knocked 
;out one of my oldest theories, 
which held that more customers 
|deserted dealer services because of 
expiration of their free service 
period than for any other cause. 

Actually, the greatest customer 
| mortality occurs after the cus- 
tomer gets his first “package 
| deal.” For example, suppose he 
had been in for service any- 


The study made to develop the | latest fashion trends in auto styling with H. C. Borisch, chief trim engineer. Before 


| coming to the U. S. in 1941, she was a leading designer in Paris, France. 
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Discuss Nash Interiors— 





Helene Rother, Nash interior design and styling consultant, is shown discussing the 


where from four to 24 times over 
a@ period of 90 days or 4,000 miles, 
paid only minor charges for an 
oil change or wash, and gotten 
into the habit of saying “Now, 
check her over good, George, and 
do what’s needed.” So, in he 
comes at around 5,000 miles, and 


Someone asks: “Do you want us | 


| to do the 5,000-mile service now?” 

“Oh yes, certainly,” the customer 
| says, “anything it needs.” But, 
| oh boy, when he gets the bad 
| news from the cashier! “Twenty- 
| Six dollars and sixty-five cents 
| on a brand new car?” I won’t 
| go into the tearful details—you 


(Continued on Page 72, Col, 1) 








Happy Customers... 
Good Factory Relations 





CAR WISE...MARVELIZE! 


or 


Tops for direct top cyl- 
inder lubrication! Easy 
to install. Feeds Marvel 
Mystery Oil automati- 
cally in proportion to 
engine loads from a 
one quart visible oil 
reservoir. Assures your 
customers better motor 
performance, longer 
engine life; more en- 
gine-hours per dollar! 





MARVEL 
MYSTERY 
OIL 





Tops as a new car 
break-in additive, Mar- 
vel goes to work where 
regular oils stop. Spe- 
cifically developed for 
today’s high-compres- 
sion engines... ideal 
for hydraulic valves. 
Safe to use — Marvel 
Mystery Oil contains 
no harmful ingredients 


graphites. Instead, it 


protects and adds to 
engine life! 


MARVEL 
INVERSE 
OILER 
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have heard it all before, and dling. This subject | : ; 
much too often much time to discuss it adequately | this form of waste. 
There are gpvesal common sense |here. The March, April, May, No- 


vember and December 


methods h se - : 
ethods of handling these prob N.A.D.A. Magazine carried articles 


lems that avoid such rhubarbs. One 
is to make sure the customer knows | taj] [If 
what he is buying. Another is to keep in mind that time 
Stagger the operations over a few | walking 
thousand miles. |productive and costs from two 

Another common cause of space|cents per minute 
and manpower waste is poor shop|jockeys to 4, 
arrangement, which causes 


and jockeying cars is non- 


men and 


un- ‘minute for service 





Advertiseme mt — 


Prosperous Rural C wstomters 


In Your Own Backyard 


try over were polled _ several 
months after Regulation W went 
into effect. While all dealers were 
affected by credit controls, the 
most serious complaints came 
from dealers located in the larger 
cities, with a smaller proportion 
of rural trade. 

Big-city and smaller trading 
center dealers alike agreed that 
cash transactions were much more 
common among rural customers 
than among city customers. 

Farm Journal points out that 
rural customers surround every 
city, large or small. These people 
are, and will continue to be, good 
customers of the automotive in- 
dustry. Vital marketing informa- 
tion is available from Farm 
Journal which shows, county by 
county, the rural customers right 
around you. To get information 
on your locality, write Dealer 
Service Department, Farm Jour- 
nal, Philadelphia 5, Pa. 


Rural prosperity is at an extremely 
high, sound level. Farm income | 
this past year runs into astronom- 
ical figures. And, of course, rural 
families are not predominantly 
wage-earners. They own and run 
business operations that net any- 
thing from a few thousands to | 
millions of dollars. Savings among 
rural families are also at the 
highest level in history. This rural 
prosperity is of more than passing 
interest to the automotive 
industry. 

Rural families play an import- 
ant part in the success of car and 
truck dealers everywhere. In fact, 
the majority of dealers in the 
United States now make more 
than half their sales to out-of- 
town families—most of them rural. 

Farm Journal, America’s largest 
rural magazine, provides addi- 
tional facts on the importance of 
rural families by pointing to a 
survey in which dealers the coun- 








car-han-; partment heads, you should be able | 
requires, too| to obtain the proper perspective on | 


issues of | Time and Waste 


that dealt with the subject in de-| 
you have read them and will|the highest waste rates are many 
spent in times found in the busiest places. 


| 


for runners and | |bad work habits, poor work organ- 
5 and 6 cents | ization or just plain frustration. 
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ASTED time is not, in all cases, 
idle time. As a matter of fact, 


Furious activity does not indicate 
| productivity; it can also be due to 


This chart will help illustrate this 
point. It is a breakdown showing 
how an average mechanic in a cer- 
tain average operation spends the 
average 8%-hour working day. 
Note that 189 minutes—more than 
one-third of his workday—are spent 
on items 1, 2 and 3. This is almost | 
as much time as he spent on direct 
production. This mechanic’s experi- 
ence record established a produc- 
tion rating of 124 percent under} 
these handicaps. 

Pedometer tests disclosed the | 
fact that the service manager in 
this shop walked 23.8 miles per 
average working day of 11% 
hours! Most of the trouble in this | 
shop was due to poor shop ar- 
rangement, an inadequate system, 
obsolete methods and bad work 
habits, After rearrangement, re- 
organization and a period of 
training, the service manager’s 
daily mileage was reduced 80 per- 
cent, mechanics’ productivity rat- 
ings increased from 124 percent 
to 196 percent and labor sales in- 
creased over 100 percent, al- 
though the number of repair 

orders written increased only 31 

percent. Repair order parts sales 

doubled and service absorption 
went up from 43 to 96 percent. 

No space, tools and equipment 

were added, but manpower was 

increased 20 percent. 

This is additional proof that the 











|Kay, safety director of Cappel, 


|industry. More than 35,000 drivers, potential, 








Parade Sparks Safety Drive in New Orleans— 


Residents of New Orleans were reminded recently that safe driving saves lives 
| through a parade of 25 wrecked autos which wound through the main business section. 


Parade was a prelude to the free drivers’ school begun Jan. 21 in New Orleans. 
Program is sponsored by the New Orleans Automobile Dealers’ Assn. Morris A. 
MacDonald & Co., will conduct the school. This 
will be the 10th in a series of similar campaigns put on without charge by the 
company for new-car dealer groups as the firm's goodwill gesture toward the auto 
novice and experienced have attended 
|"‘Drive for Safety” sessions in San Francisco, Oakland, Houston, Dallas, Portland, Day- 
ton, Detroit, Chicago” and los Angeles. 





important factor is not how much |have deserted our shops for other 


space is available, but the way in|lines of work, such as truck driv- 
which it is used. Details regarding |ing, factory work, or other types 


this particular development can be 
found in the May, 1951, issue of 
N.A.D.A. Magazine. 

Poor preparation and incomplete | 
handling are also heavy contribu- | 
tors to space and manpower waste. | 
The incomplete or illegible repair | 
order is a common cause of waste. 


manpower time waste from 5 to 10) 
percent, and boost their repair 
order average sale 10 percent, by) 
improving their order-writing tech- | 


niques. 


* * * 


New Era in Service 





0 SAFE-ARC: 


GRINDS SET OF 
8 SHOES IN 4 MIN! 





00 Sear mae 6 ee 


New Ammco Model 2000 
Brake Shoe Grinder 
Matches Lining Perfectly 


to Arc of Drum! 


AMMCO TOOLS. INC. 





ne iP gone from the standpoint 
of experience gained from more 
porn 30 years in all phases of auto- 
motive service, and close associa- | 
ition with more than 350 operations, | 
I find that the main thing wrong) 
'with service department operations | 
lis a lack of businesslike methods | 
land true perspective. 

We are again standing on the 
threshold of a new era in service} 
operations and development. The 
demand for service always in- 
creases in ratio to new-car short- 
|age. Profits will not be made as 
leasily as they were during the war 
years. 
use has increased out of all pro- 
portion to the prices we are allowed 
to charge for our product. The only 
answers are an aggressive cost con- 
trol program and maximum utiliza- 
tion of every existing facility. 

Volume alone is not the an- 
swer; the solution will be found 
in an improvement in manage- 
ment. The department head who 
is satisfied that “the way pappy 
and grandpappy did it is good 
enough for me” is in a very 
vulnerable position. 

Let me give you these sugges- 
tions: Study this convention and 
the exhibits for new viewpoints and 
ideas. Make plenty of notes (we 
service men are notorious for our 
poor memories). When you get 
back to your place of business, take 


point that is fresh and unbiased. 


what would you think of the man 
running your service department? 
What is his attitude? Is he wide 
awake to opportunity, is he open-| 


sive? Does he operate in a modern | 
and business-like manner? 
|you consider him on the upgrade, 
downgrade, or static? Would you 
keep him if you bought the place? 
* * oe 

Mechanics’ Story 

OW that we have heard the cus- 


tomers’ viewpoints, let’s con- 
sider the mechanics’ side of the 
picture. 


I am speaking for approximately 
a thousand mechanics whom I con- 
sider to be my friends. We visit 
and correspond with each other. 
Many of them started as appren- 
tices in my shop; others worked 
with me during the years I “busted 
nuts” for a living. Some are spe- 
cialized, others general. Too many 





Most service managers can reduce | 


The cost of everything we} 


time to look it over from a view- | 


If you were a prospective buyer, | 


P Quick Change 


Dealer License Plate Holder 


minded, progressive and aggres-| 


Would | 


of maintenance and repair work. 

| Now, these fellows that I know 
who are leaving our industry are 
not “low-graders.” I don’t chum 
around with “cobblers” and 
“that’ll-get-by” flatraters. They 

| are all good men with lots of 
“know how,” and nut-busting is 

in their blood. 

Some can’t take other types of 

| work, and they return to our shops. 
| However, the majority of those that 
| leave are lost. 


| I also see the age line going 
higher and higher in our shops. 
|Fewer young men are entering the 
| trade, and the loss ratio on these 
“greenies” is terrific. Less than 10 
out of a benéred stay with us. 


|20 Basic Gripes 


jp is causing this increasing 
drift away from our shops at 
|a time when the demand for serv- 
lice is steadily increasing in vol- 
|ume? I have asked every mechanic 
I’ve met for his opinion, and kept 
a score sheet on their comments. 
After boiling it all down to the 
basic gripes, and tabulating the 
results, I have what might be 
called the 20 most common causes 
|of dissatisfaction. These I have 
| divided into two groups— Group A, 
the “too much time wasted” group, 
and Group B, the “personnel poli- 
cies” group. 

In the first group, there is “too 
much time wasted:” (1) Trying to 
obtain parts and supplies; (2) wait- 
ing for authority on work; (3) be- 
tween jobs; (4) waiting for job 
assignments when plenty of work 
is available; (5) road-testing and 
trouble shooting for “buckpassing” 
order writers; (6) fighting conges- 
tion in shops while moving cars; 
(7) trying to figure out what is 
written on the “search warrants” 
that some shops call repair orders; 
(8) trying to find special tools and 
equipment, and _ repairing them 
after they are found; (9) trying to 

(Continued on Page 73, Col. 1) 
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Guaranteed 





Safe, fast and easy to use. 
Holds license plate secure to 
slotted bumper, plain and 
channel brackets. 


$1.00 per set of 4 


C. HOWARD 


1498 Overlook Drive Akroa 7, Ohio 
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et old parts cleaned; (10) unneces- | 
iry switching from one job to an-| 
ther, and (11) having to stall on a | 
»’b in order to make time fit the| 


at rate. 


tion friction; (8) conflicting |establishments whose management, | 
orders and_ instructions, and | policies, equipment and methods 
(9) ability to make as much | are viewed as the best by employes. 
money more easily in other lines. | This is not due to coddling or| 


These fellows don’t want their! pampering of the mechanics. As a| 


|sons to get into our industry and| matter of fact, all of these shops| 


Group B, gripes on personnel |they discourage other newcomers. | have unusually high production and | 


policies, include: (1) Dealers’ lack 
of interest in the shop; (2) dis- | 
crimination in job assignment by 
—(a) feeding gravy jobs to “tail- 
end Charlies” during the last few 
days of a pay period to avoid pay- 
ing any guaranty, and (b) cold 
decking to the foreman’s favor- 
ites; (3) management’s indiffer- 
ence to doing anything that 
“wastes” time and labor; (4) 
“cutbacks,” because of faulty 
estimating; (5) dirty and _ in- 
adequate dressing rooms; (6) 
poorly planned and boresome 
service meetings; (7) organiza- 


Total Employment 
For 1951 Spirals 








To Alltime High 


WASHINGTON. — Total civilian | 
employment in 1951 spurted to an| 
alltime record level, averaging 61,- | 
000,000 for the year, according to 
the latest Census bureau figures 
released by the Department of Com- 


merce. The figure was roughly 

1,000,000 more than the previous 

year. 
However, agricultural employ- | 


ment, at an estimated 6,378,000 in| 
December, was about 650,000 under 
the November total and roughly | 
1,750,000 below its summer peak. | 
Heavy snows and extremely cold} 
weather restricted farm work to| 
routine chores and indoor mainte- | 
nance work in many parts of the| 
country. 

Nonagricultural employment, on| 
the other hand, edged slightly up-| 
ward, rising to 54,636,000 in Decem- | 
ber from 54,314,000 in November. | 
There were also indications that | 
the slight upturn in factory em- 
ployment noted in November had 
continued into its second month. | 

Unemployment dropped, slightly, | 
falling to an estimated 1,674,000 in| 
December from 1,828,000 in Novem- 
ber, as many previously unemployed | 
women found jobs in trade and) 
other nonfarm activities or left the 
labor force. There was little change | 
in the number of men seeking | 
work. 

The proportion of all civilian | 
workers unemployed was estimated 
at 2.7 percent in December, as com- | 
pared with 3.6 percent a year) 
earlier. 


Alaskan Roads 
Get Right-of-Way 


WASHINGTON. — Orders fixing | 
the width of reservations or ease- 
ments for all public highways in| 
Alaska “established or maintained 
under the jurisdiction of the De-| 
partment of the Interior and pre- 
scribing a uniform procedure for 
the establishment of rights-of-way | 
over or across the public lands for 
such highways” have been signed 
by Secretary Oscar Chapman, it 
has been reported here. 

Lands lying within 300 feet of 
each side of the center line of the 
Alaska highway, and within 150 
feet of the center of several other 
through highways, will be with- 
drawn from all forms of appropria- 
tion under the public land laws and 
reserved for highway purposes, 
while lands lying within 100 feet 
from the center of feeder roads 
and 50 feet from the center of all 
other public and local roads will 
be reserved by easements instead 
of withdrawals, Bureau of Land 
Management Director Marion Claw- 
son explained. 


1 in Staff Moved Up 
At Moyer Calif. Deal 


George Moyer, Lincoln-Mercury 
dealer in Compton, Calif., a sub- 
urb of Los Angeles, has an- 
nounted the promotion of four 
new executives 

Val Walter is the new general 
manager; Howard Huntington, 
sales manager; Jerry Martin, 
manager of the used-car depart- 
ment, and Herman Michaelis, 
service manager. | 


| 
] 
| 





Let me emphasize the fact that this | profit ratios. 

is an average picture it does not} Another pertinent fact 

pro ‘Gs sation t — have | these shops have no skilled help 
clr AE ~——|problem. This is not the result of 





peculiar or abnormal area condi-| 


tions. The desirable 


Bendix Gets Contract 


To Make Jet Starter 
UTICA, N. Y.—The world’s first 
airborne jet-plane starter, one that 


|an intelligent and aggressive brand 
|of management that has recognized 
|the need for improved system and 
operates completely free of ground policy in service department oper- 
crews and ground equipment, will | ation 

be produced at the new Utica divi- | ; 
sion of Bendix Aviation Corp., | 
manager, reported here. sponsible and undependable. 
ducing the jet starter, along with of policy, system and method. Let’s 
six other components for U. S.|not ignore the mirror that shows 
military planes, and said the Utica|us how we appear to others just 
division also will manufacture four | because we dislike what we hear 
types of electrical equipment for or see. Let’s see what can be done 
‘to improve the situation. 














l ‘ ! 


THE WORLDS MOST TRIED 
AND TRUSTED 


AIR BRAKES 









The Bendix-Westinghouse Compres- 
sor—heart of the air brake system — 
performance proven over more miles 
on more installations than any other 


compressor available! 


is that|— 





Now, we have heard our cus-| Harper, commanding officer of Fort 
Donald M. McGrath, Utica general |tomers charge us with being irre-| Sill, Okla., is appealing a District 
The |Court decision leveled against him 
McGrath disclosed plans for pro- | mechanics’ story indicts us for lack|in 1950 to the 10th U. S. Circuit 





'tion against Harper following his | 


The Bendix-Westinghouse Brake 
Valve—main control of the system 
—vunsurpassed for fine graduation 


and perfect control under all braking 


situations on any size vehicle. 
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Training Car for Santa Cruz High— 


A. F. Cheney (right), sales manager of Prolo Chevrolet Co., Santa Cruz, Calif., hands 


status these/the keys to a driver training car to Lee T. Sims, principal of the Santa Cruz high 
shops enjoy is the direct result of | school. The school has embarked on its fourth year of the driver training program. 


|action putting the property off 
limits to military personnel, The 
case stated that Lt. Richard Bacon 
had purchased what he thought 
was a new car from the dealers, 
and had later decided that the car 
was not new. After hearing the 
complaint from Bacon, the com- 
manding officer had placed the 
dealership off limits to base per- 
sonnel. 


Fort Sill Commander 
Appeals Auto Case 


DEN VER.— Maj-Gen. A. M. 


Court of Appeals here, it has been 
reported. 

In the original case, an auto 
dealership operated by Buck Jones 
and Taft Haithcock won an injunc- 


| More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 








Feature for Feature 


the Finest Complete 
Braking System 


money can build or buy! 





The Bendix-Westinghouse Governor 
the 


system—provides unexcelled assur- 


—hard-working watchman of 


ance of adequate air pressure at all 
times to meet every braking need. 


If you want a full 100% return on every dollar you invest in 
braking, it will pay you many times over to specify Bendix- 























BENDIX-WESTINGHOUSE 
ELYRIA, OHIO 


AUTOMOTIVE 


money can build or buy! 
component part in the Bendix-Westinghouse system is de- 
signed to perform a specific function and to perform it better 
than any other make or model. For example, the rugged 
Bendix-Westinghouse compressor is noted for its long, re- 
liable, trouble-free service; the brake valve for its greater 
capacity, finer graduation, faster application and release; the 
governor, for its extra dependability and ease of maintenance 
due to its mounting position away from high engine tem- 
peratures and excessive vibration. Put them all together with 
rugged Bendix-Westinghouse brake chambers and _ slack 
adjusters and they truly add up to tops in stops. Take advan- 
tage of it—specify Bendix-Westinghouse, the world’s most 
tried and trusted air brakes! 


Westinghouse Air Brakes for your trucks and buses. Why ? 
Because only a complete braking system can give your 
vehicles the kind of performance that means highest oper- 
ating efficiency at lowest operating cost. And with Bendix- 
Westinghouse you get the finest complete braking system 


! That’s because each and every 


AIR BRAKE COMPAN 


BERKELEY, CALIFORNIA 














No Horses! 


Montreal Dealer Buys 


Car Too Fast 

MONTREAL.—-The young man 
got out of the car that had coasted 
to a stop in a “cash on the line, 
no red tape” used-car lot and ad- 
dressed the owner. 

“IT need money in a hurry. 
me $300 and take my car.” 

“Too much,” the owner replied, 
looking over the 1931 model, “but 
I'll give you $175.” 

The transaction was made 
the young fellow departed. 

The dealer had difficulty in start- 
ing the car when he tried to park 
it. When he lifted the hood, he 


Give 


and 


found that there was no motor. 





March Should Bring Upswing.. . 





Downing Sees Big °52; 
Blasts Regulation W 


‘Continued from Page 22) 


demand for the post-defense 
riod,” Downing said. 

“Since we have price ceilings 
on automobiles to ‘hold the lid’ 
on prices and since we have a 
materials allocation program to 
limit the number of cars that 
can be produced, thereby doing 
everything that: can be done to 
create a ‘backlog,’ I see no rea- 
son for continuing Regulation W 


pe- 


[ahenon 








World’s 
Oldest and 
Largest 
makers of 
Replacement 
Convertible 
Tops offer 


BIG EXTRA 
PROFITS 


REPLACEMENT 
CONVERTIBLE 










Prices range from 


$15.50 to $47 plus tax 
FOR ALL MODELS - - 1928 to PRESENT 


ARO “Storm King”’ - Finest 2-ply Rubberized Fabric 
- for used car reconditioning on older cars. 


ARO “De Luxe’ 


- Finest 3-ply Rubberized Fabric 


- for better used cars and customers’ service. 


ARO “Aristocrat” - Finest 5-ply Rubberized Fabric 
- the last word in quality tops. 


@ ARO PADS .. Tops and Rear 
Quarters . . . for all cars. 





The triple wide-vue back is of 


clear, flexible plastic . cleans 


readily middle panel zippers. 


Available as built-in part of any 
Aro top - not as @ separate acces- 
sory. To order, specify 
y ARO “Storm King” TRI-VUE TOP 
VA ARO “Aristocrat” TRI-VUE TOP, or 
ARO “De Luxe” TRI- VUE TOP 





SEE US AT THE N. A. D. A. + GRAND CENTRAL PALACE, N. Y. 


BOOTH 196 + 


JAN. 26 - 29th 


so far as automobiles are con- 
cerned.” 

Downing admitted that “Regula- 
tion W is likely to be with us for 
some time” and suggested that a 
“sliding scale’ system of credit 
limitations be used which, he said, 
would be “more flexible and _ infi- 
nitely more acceptable to the trade 
as well as to the public.” 

* * * 


| Gives Details 


The system would permit month- 
ly payment terms of 24 months for 
1951 and 1952 cars; 21 months for 
48, '49 and ’50 models, and 18 
months for '46s and ‘47s. “Dealers 
believe that present down-payment 
requirements are reasonable,” 
Downing added. 

Such an arrangement, he said, 
would allow market values to seek 
more normal relationship in terms 
of the transportation represented. 

Downing recommended another 
“minor” change be made in the 
credit rules to permit the “financ- 
ing of an additional amount of 
radios, heaters and electric win- 
dow lifts.” 

He said the FRB’s position “on | 
this particular matter has been the 
cause of a disallowance for this 
equipment by the OPS in establish- 
ing ceiling prices, all of which is | 
absolutely contrary to established | 
trade practices.” 

Touching on price ceilings, Down- 
ing said they were of no particular 
importance in 1951 as far as the 
used-car business was concerned. 

+. + ok 


Bumping Ceilings 

The Jan. 1 lowering of ceilings, 
however, has resulted in market | 
values beginning to bump against | 
ceiling prices. As the season pro- 
gresses, Downing said, “I expect 
values to bump harder against ceil- 
ings. Price ceiling regulations will 
then need to be geared very closely 
to usual trade practices, if whole- 
hearted compliance is to be re- 
ceived.” 

On the subject of Fair Trade 
laws, Downing declared that “the 
automobile industry views the 
Federal Trade Commission’s Fair 
Trade Practice Rules as totally 
unnecessary and as a form of 
government control designed for 
the sake of control alone.” | 
In asking that Regulation W be} 
discontinued, Downing said that | 
such a step would “encourage small 
businessmen all over the nation | 
and make them feel that free com- | 
petition may not be a thing of the 
past, after all.” 





| 
| 
| 
| 
| 


Serap Sources | 


Found Available | 
In Asia, Pacific 


WASHINGTON. — Tons of ur-| 
gently-needed iron and steel scrap | 
for U. S. mills and foundries are) 
available to this country in Asia} 
and South Pacific areas, the Gen- 
eral Services Administration has 
announced. 

Last August GSA sent a four- | 
man mission to survey the scrap | 
situation in Japan, Korea, Formosa, | 
Okinawa, India and Thailand. Be- 
cause of the critical shortage of 
scrap in the U. S., the Defense Pro- 
duction Administration estimates | 
that 38,000,000 tons of purchased | 
scrap is needed if the 1952 goal of | 
110,000,000 tons of steel is to be met. | 

The mission reported that Japan- | 
ese scrap supplies are completely | 
adequate, with better than five 
months supplies on hand at Japan- 
ese steel mills. Planned Japanese | 
production will amount to more | 
|than 6,000,000 metric tons in the} 
|year ending March, 1952, the report | 
stated. 

Battle-damaged trucks, tanks and | 
other equipment have been shipped | 
from Korea to Japan for rehabili- | 
tation and further use. Some scrap 
from this operation has been sold 
to Japanese mills which, in turn, 
are supplying steel for the United 
Nations forces. The mission esti- 
mates that more than 100,000 tons 
of this scrap will be generated and 








shipped to this country. 


| 2,500,000 
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THE DAN-RIDGE CHEVROLET hall 





Chevrolet irom Dan-Ridge, Danbury, Conn.— 


The Bethel (Conn.) high school received a new Chevrolet with dual controls for the 


driver-training program being offered in the school. 


At the presentation are, left to 


right, Henry R. Murphy, safety director of the Connecticut Motor club; Gilbert Williams, 
sales manager of the dealership; Ralph Johnson, superintendent of schools; Donald 
Driscoll, sales supervisor of Dan-Ridge, and Gerard Reefus, safety director of the state 


vehicle department. 


Auto Ownership 
In Canada Climbs 


12 Percent in Year 


MONTREAL.—Owners of motor 
vehicles in Canada _ contributed 
from 12 to 27 percent of the total 
revenue received in 1950 by the 
provinces, according to taxation 
statistics of “Facts and Figures of 
the Automobile Industry,” pub- 


|lished by the Canadian Automobile 


Chamber of Commerce. 

The report states that more than 
vehicles were registered, 
12 percent more than the previous 
year. The revenue collected from 
registration fees and gasoline taxes 
reached a record total of $221,876,- 


| 667. 


The gasoline tax collection to- 
taled $155,120,474 and nearly $: 
000 was taken in motor vehicle 
law violations. 

Total revenue from vehicles in 


Quebec in 1950 was $53,672,000, com- | 


pared with $45,644,052 in 1949, and 
Ontario, $86,605,148 in 1950, com- 
pared with $76,745,251 in 1949. The 
the 


percent of _province’s 


revenue and the Ontario figure 27.4 
percent. 

The report states that 284,076 
cars, 105,258 trucks and 768 coaches 
and buses were produced. Also, 1,- 
508,691,586 gallons of gasoline were 
consumed in Canada for automo- 
tive purposes, according to the re- 
port. 

The average number of persons 
per car in 1950 was 5.1 in On- 
tario; 13.1, Quebec; 10.7, New 
Brunswick; 19.5, Nova Scotia; 
7.2, Manitoba; 6.8 Saskatchewan; 
5.9, Alberta, and 5.7, British Co- 
lumbia. 

Quebec’s new-car orders totaled 
57,643 last year, while Ontario mo- 
torists bought 142,972 cars. British 
Columbia ordered 36,508; Alberta, 
25,908, and the Maritimes, 25,767. 

The total new cars sold for Can- 
ada was 324,903, while there were 
104,792 trucks and buses purchased. 


Rust Preventive Chart 
CHICAGO.—A new rust preven- 
tive use chart for manufacturers 
and shippers of metal products has 
been prepared by Nox-Rust Chem- 
ical Corp., 2429 S. Halsted St., it 
was announced. The chart lists the 


|latest U. S. specifications for pre- 
1949 figure for Quebec was 18.6) 
total 


servative oils and coatings used in 
packaging of government contracts. 


FULTON’S Newest, Finest 





The Shield for You in “52 


Here is a new high in beauty, 


durability — the Fulton DeLuxe Sun 


Shield for 1952. 


All aluminum with stainless steel trim. 
Permanent distinction in appearance. 

Superbly engineered to enhance the 
gracefulness of the new models. 

Rugged construction with secure in- 
stallation — lasting customer satisfaction. 

Finely graduated vertical adjustment 
allows the position preference of all 


drivers. 
POST ADVERTISED! 


ing Post. 


Now in production ready for imme- 
diate shipment. Sell the finest—order now. 





Watch for con- 
sistent series of powerful, pre-selling ads 
starting March 22 in The Saturday Even- 


¢ THE FULTON COMPANY 


MILWAUKEE 14, WISCONSIN 


A Car Without a Fulton Shield is Like a Hat Without a Brim 


quality, 

For 1952 Chrysler, 
DeSoto, Dodge and 
Plymouth — one 
model, No. 1020, 
fits all—M-1 brack- 
ets for conventional 
models; M-3 brack- 
éts for “hard tops” 
and convertibles. 


ILE 


No. 36 DeLuxe Traffic Light Finder 
—useful, desirable, quality 
accessory. A natural sale 
with every Sun Shield. 









a 








axes, Congestion Creating Critical Situation .. . 





New York City Dealers Worried 


By Ed Brown 
Staff Correspondent 
NEW YORK.—The new year de- 
ended on this city, bringing more 
in a full measure of new head- 
hes for the automobile dealer. 
ew barriers are being erected on 
very side, making ownership of an 
itomobile in this city a hazardous 
roposition at best. In a short time 
tnese conditions could have a pro- 
und effect on the automobile 
dealer. 

‘irst and foremost are taxes. 
These hit the dealer most often 
and hardest. The 3 percent sales 
tax, originally a temporary propo- 
sition, has come to stay. 

Mayor Impelliteri has made it 
plain that it will be impossible for 
him to operate the city’s affairs 
unless the 3 percent sales tax re- 
mains a permanent fixture of the 
city’s economic life. In spite of 
pressure from civic minded groups 
for increased efficiency in city gov- 
ernment and the elimination of 
24,000 city employes at a saving 
of $90,000,000 a year, the major 
says he must retain the sales tax, 
or substitute a business and/or 
payroll tax. 

The mayor further claims it will 
be impossible to run his govern- 
ment this year on the monies from 
present revenues, and is seeking 


hazardous, but space is almost as 
precious as a moderate rent apart- 
ment. 

To aggravate this problem, seri- 
ous consideration is being given to 
making it unlawful to park in any 
of New York’s side streets from 
lower Manhattan to about 96th St., 
which area encompasses the great- 
jer part of the island. 
| This, it is expected, will also dis- 
| courage people from driving to 
|work, while increasing the safety 
|and passability of New York’s now 
|cluttered side streets. Where will 
all the cars go which now garage 
in the streets? There has been no 
answer to this question. 


To further discourage the use 
of automobiles, fines for double 
parking and parking too close to 
fire plugs have been hiked from 
$4 each to $10 and $15. 


relatively unimportant; but taken 
collectively make ownership of an 
automobile in this city, and its 
environs, an undesirable undertak- 





ing. And, perhaps, too 
for moderate income groups. 
automobile dealer will suffer first, 
although everyone will eventually 
feel the bite keenly. 

The city government is manifest- 
ly aware of the problem of over- 
crowded, impassable city streets, 
but chooses to ignore the fact that 
its arbitrary policies are forcing 
automobile and other retail busi- 
nesses out of the city. A pioneer 
is seen needed who will brave the 
ire of highly-placed city officials to 
bring about a real solution first to 
the problem of parking, and then 
insist upon a solvent and well- 
managed city government. The only 
solution the city has so far is 


j}higher and more taxes, usually on 


{the motorist. 


Each matter taken separately is | 


It’s time for dealers to find pro- 
tection in their own ranks, observ- 
ers say, and present some forceful, 
highly integrated and workable so- 


lutions to the problems with which | 


he and every motorist in this area 
is now faced. 


expensive 
The 
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| Ford Award to Bismarck (N. D.) Dealer— 


Universal Motor Co. (Ford), Bismarck, N. D., received a Ford four-letter award for 
outstanding operations during 1951. Earle F. Tucker (left), president of Universal, 
receives the award from O. H. Lundstrom, Ford assistant branch manager at 
Fargo, N. D. 


Dynaflow Oil Change | Should be removed from the trans- 


FLINT.—The following addition | mission and thoroughly cleaned be- 


to the Dynaflow oil change instruc- | fore the transmission is refilled with 


tions has been announced by Buick | 

fo og . : iceaiaieiadin 
Motor division: At the 25,000 mile) yore than 100,000 persons read AUTO- 
oil change, the oil pan and screen! MOTIVE NEWS every week! 


new oil.” 


other means of increasing city in-| 
come. One way which has been} 
suggested, and which has the sup-| 
port of several large newspapers, | 
is the imposition of a 25-cent toll} 


on all bridges and other connec- 
tions between the island of Man- 
hattan and the suburbs. 


This would serve two purposes, | 
supporters maintain. It could easily | 


increase the intake of city govern- 
ment by some $40,000,000 a year, 
and serve at the same time to 
eliminate congestion of city streets 
by discouraging the use of cars for 
business and transportation. The 
dangers to dealers’ service business, | 
as well as to new-car sales must} 
be immediately evident. 

Add to this the fact that auto 
insurance rates jumped 20 to 30 
percent last week. As one New | 
York newspaper put it, “Owners | 
to pay $5,000,000 a year more for 
comprehensive and collision in- 
surance . . . increases laid to 
minor claims for damages due to 
failure to put cars in garages.” 
But that only tells half the story. | 
It is almost impossible to find park- 
ing space in this city, even though 
you are willing to pay $50 or $60 

a month for an unheated garage 
without service. The majority of | 
car owners would be happy to put) 
their car into some sort of parking | 
facility at a moderate rental, as) 
evidenced by the successful renting | 
of open-air space at $20 a month} 
in one of Manhattan’s largest 
apartment communities. However, | 
parking on the streets is not only 


White Chief Sees 
Inadequate Roads 


Threat to U.S. 


CLEVELAND. — The serious in- 
adequacies of the nation’s highway 
system are a threat to the Ameri- 
can economy in 1952, it was charged 
last week by Robert F. Black, pres- 
ident of White Motor Co. 

“More than ever before,” Black 
said, “we realize that we have 
passed the saturation point in our 
highway system, Conditions have 
already threatened transportation 
for our defense production pro- 
gram.” 

He said the nation is continuing 
to jam 52 million vehicles on road 
facilities, “not much better than 
when we had only 10 million ve- 
hicles.” 

Black said the public needs to be 
aroused to the seriousness of the 
current highway problem. 

“It must be aroused,” he said, “to| 
demand a long range highway pro-| 
gram with high priority for especi- 
illy critical areas. Our nation’s 
fleet of vehicles—8,500,000 trucks | 
ncluded—can well stand to be ex-| 
panded, because the usefulness of | 
sur automobiles and trucks is still 
n the development stages.” 

Black said that trucks now 
arry, all or part of the way, two 
lut of every three tons of freight 
nauled. | 
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Made and Guaranteed by 





LION OIL COMPANY 


El Dorado, Arkansas 


| 
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| 
| 
Name 
| 
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Lion Nokorode Does 50% More 


Lion Nokorode Under-Car Sealer and 
Silencer is concentrated. You spray 
Nokorode to 4 thickness—and it dries 
to almost 1%” thickness... there’s no 
wasteful excess solvent. 


UNDER-CAR SEALER AND SILENCER 





Cars Per Drum! 


Result: You can coat twice as many cars 
with the same amount of Nokorode as 
you’d do with ordinary undercoatings. 
Yet Nokorode costs no more. Drum for 
drum, that means— 


.-- You Make 50% More Profit! 
Lion Nokorode Goes On Smoother, Faster — Saves Labor Costs! 


Unlike other undercoatings, Lion 
Nokorode is produced entirely, from raw 
materials to finished product, by a single 
company, Lion Oil—under U. S. Patent 
2,393,774. That assures controlled uni- 
formity, controlled quality...a better 
undercoating. 


Nokorode is uniform, for smooth appli- 
cation—it can’t come out in troublesome 


“blobs.” It’s free-flowing, permitting 
steady pressure in the gun—no lost time 
due to lost pressure. 


And it’s stable, made of highly compatible 
materials—-won’t separate out in storage, 
won’t clog guns or hoses causing ex- 
pensive clean-up jobs. Compared with 
inferior undercoatings, Nokorode saves 
you plenty of man-hours— 


..- Giving You Even More Profit! 


Youre In the Black wi 


Os Nokorode 


foo ee 


FREE! How to Make More 


Lion Oil Company, El Dorado, Arkansas 


Please send me complete details on how | can increase my undercoating 
profits with Lion Nokorode Under-Car Sealer and Silencer. 





City 


Street or Route 


Naturally black— 
no useless 
coloring added. 


Money with Undercoating ! 





State 





Brand of undercoating | am now using, if any 





ee | 
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NADA Clinie Gives Experiences .. . 





Selling Special Equipment 


Epiror’s Note: Herewith is a | 
digest of talks, scheduled to be | 
given Jan. 27 at the NADA con- 
vention clinic on “Merchandising 
Special Equipment.” William G. 
Rohrer (Chevrolet), Camden, N. 
J., is moderator. Others partici- 
pating were Lester Murray 
(Ford), Philadelphia; John Mc- 
Cuen (Buick), Upper Darby, Pa., 
and L. F. Delavigne (Cadillac- 
Oldsmobile), Washington, D. C. 


By William G. Rohrer 

TE ARE here today to try to 
the best of our ability to em- 
phasize the importance and meth- 
ods of merchandising service de- 
partment equipment. We are not 
here to sell you, nor to illustrate 
a preference, in equipment. We 
have a very limited time and there- 
fore each of the panel members 
has selected the particular equip- 
ment he feels plays an essential 
part in his merchandising program. 

We recognize the importance of 
all other equipment in the mer- 
chandising of service—particular- 
ly the modern spray booths, the | 
modern lubrication setups, the up- | 
to-date car washing equipment | 
and its relative importance to 
washing a customer’s car in the | 
shortest possible time; the mod- 
ern floor lifts, with which the 
mechanic can do a faster and bet- 
ter job and keep safety and health 
records to a maximum. 

Then, too, front-end, brake-test- 
ing, headlight, steam-cleaning and 
overhauling equipment; plus the 
aid of electronic equipment, that 
scientifically locates weak or worn | 
parts, short circuits or faulty con- 
nections; are also very necessary 
in a modern service merchandising 
operation. 

All these major equipment items, 
operated by a control tower, evi-| 
dence immediately special tools and | 
facilities that assure more efficient, 
accurate and economical service to} 
your customer. Snack bars have 
been coming to the fore, and have | 
proven a considerate accommoda- 
tion to customers, and an indirect | 
gesture for advancing goodwill in | 
a modern service merchandising | 
program. | 

* * * } 

E IN the automobile industry | 
are too prone to take for 
granted that our customers know 
of our equipment, but they don’t 
unless we tell them about it. There- 
fore, the equipment should be in- 
stalled so our customers can see it, | 
and where it is convenient for our | 
personnel to use it. I ask you to 
look into any doctor’s or dentist’s | 
office. Everytime you go to your 
dentist’s office and look around, his | 
modern equipment always fasci- 
nates you, and you wonder what/| 
this gadget and that gadget is for. | 

When you go to your doctor’s| 
office today for a conference on 
your particular ailment, or an ex- 
amination, you will find yourself 
gazing around the office at his 
modern equipment trying to deter- 
mine what part this equipment will 
play in diagnosing your particular 
trouble. Your confidence in him is 
amplified according to the impres- 
sion you receive from the presence 
of his equipment. 

By the same token, in the mod- 
ern, successful service operations 
today, we feel that to properly | 
merchandise equipment, is to plan 
the department so that the cus- 
tomer can see the maximum 
amount of equipment that can be 
displayed upon entering the serv- 
ice department. The operation of 
the equipment is also important, 
as the customer unon seeing it in 
use, will have confidence that it is 
overated properly by the dealer. 

We recognize that advertising is/| 
an essential factor in any service 
operation, but no one can displace | 
in the customer’s mind what he| 
actually sees upon entering a serv- | 
ice operation, and newspaper and 
other media of advertising are| 
further enhanced in value if they| 
are also used to inform the public | 
that you are using the most modern | 
and up-to-date eauipment. | 

. > . 








us proper merchandising of spe- 
cial equipment, if carried out 
nroverlv, cannot help but be a big 
factor in the amount of service 
business sold. 

As stated before, the special 
equinment you have has given | 
the customer confidence in your | 


service department; and with the 
proper service personnel to fol- 
low through with this equipment, 
it will spell a profitable, efficient 
service operation. 

The topics that have been selected 
by the other members of our panel, 
as I have said, are deemed impor- 
tant in their particular operation, 
and are considered essential to| 
proper merchandising of labor sales | 
and profits. 

+ + * | 

By John McCuen 
Front-End, Frame Equipment | 
DO not believe any car dealer or | 
progressive independent shop | 
can afford to be without front-end | 
equipment and that with very few | 
exceptions—the additional cost of 
and the use of practically no extra | 
space—will warrant at least some | 
frame-straightening equipment. 

Yes, we want to merchandise 
our front-end and frame-straight- | 
ening equipment—why—well I 
think if we plan our merchandis- | 


ing to improve our service that | 
—profit will swell and take good 
care of itself. 

I can take you to automotive| 
shops that have turned some front-| 
end and frame work away for 40 to| 
50 weeks of the past year and in at 
least one case they will tell you 
they do not do any merchandising. 
They have merchandising confused 
with advertising—true advertising | 
is important—in fact—a very im-| 
portant part of merchandising—but | 
it is only one part. For those of 
you who are just thinking of going 
into this end of the business—don’t 
think too long—you are losing 
money. 


Having this equipment where all 
customers can see it is an impor- 
tant merchandising step. 

* * * 





HE increased cost of a valuable 
merchandising spot will affect | 
profit in this department—Will you | 
merchandise that extra cost by| 
keeping it clean, etc? 
300d employes sometimes will | 











Brooklyn Nash Wins— 


O. G. Watson (right) zone manager for | 


Nash, Cleveland, presented a wrist watch 
to Ty Puthoff, head of Brooklyn Nash 
(left), for winning a two-month “bell- 
ringer's"’ campaign for the sale of new 
cars. Puthoff obtained 179 percent of his 
quota and led all dealers in District one 
which includes Greater Cleveland and 
adjoining counties. Puthoff also has been 
named ‘man of the year" in Lakewood, 
O., for his promotion of athletic events 
for boys in that suburb of Cleveland. 





change jobs to work in a less drafty 
drier—or even a cleaner place. 
Accessibility—on and off—saves 
time—makes more profit and is 
merchandising, as it means quick- 





| er service for the customer and 


more jobs for the department. 
Buy the best modern equipment 
for your operation. 
| You should look over all the lat- 
est equipment available and get the 
| representative for it to tell you why 
| his equipment is best for your par- 
| ticular operation. 
* * 


|G=T the complete cost, including 
| proper installation, as this will 
| definitely affect your profit and 
thereby your merchandising picture. 

Find out where and how quick 
parts and service are available as 
an out of service sign on your 
equipment is very damaging to 
any merchandising program. 

The man you buy from is impor- 
tant to merchandising—a salesman 
sells you equipment—a good sales- 
man usually has a reputation for 
following through and keeping your 
equipment selling. 

Get complete service and operat- 
ing manuals and be sure that the 
maker will supply the necessary 
training to get your man started 
and help you with a new man in 
case you have to change men. 

* * x 





| pte a good, well-trained op- 
erator. 

| He is a key merchandiser—he is 
(Continued on Page 77, Col. 1) 
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‘ADA Clinic Gives Experiences . . . 





Selling 


Continued from Page 76 


1ere the customer sees him and 
ilks with him. He can merchan- 
se the many extra services he 
nds necessary while completing 
s work. 

He is a specialist and as such 
should get the respect of all the 
other employes who are glad to 
merchandise his know-how for 
you. 

Keep in mind where the know- 
how is available—local trade schools 


manufacturer or jobber of equip- | 
ment, etc., in case of emergency— | 


will that man who sold it to you 
be available? 

Have a second man available to 
work with this man—who wants to 
be the specialist some day—he will 
work up to it and save that mer- 
chandising program for you some 
day when the specialist is sick. 

* * * 
\\ ORK out an attractive pay 
schedule for this specialist so 
he will want to get more work from 
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Special Equipment 


your equipment— will be interested 
in staying and—so—someone else 
will be interested in getting pro- 
moted to this job—This is mer- 


chandising the department. 

And—now-—you are ready to go 
with the balance of your merchan- 
dising program—and—those of you 
who already have your equipment 
might look your department over 
in line with our merchandising pro- 
|gram so far and go along with us 
{from here on. Our equipment is in 
|place and the employes ready to 
operate it and in most cases all cus- 
|tomers who come in can see it— 
| but we want everyone to know 
|about it—everywhere—and we want 
it kept busy every hour of every 
day. 

A well-trained, honest-working 
—conscientious operator of this 
equipment will inspire the confi- 
dence of your entire organization 
and you will be surprised how 
many times another employe will 
merchandise this equipment for 
| you to his friends, his acquaint- 


| 
} 
| 
| 





ances and your customers with 
whom he comes in contact. 

While I have never had any prac- 
tical advertising experience, I have 
followed the history of many prod- 
ucts or services. Do not fail to ad- 
vise your clientel at least once a 
year—that you do an expert front- 
end alignment job and/or expert 
frame straightening. No matter how 
busy this department is—keep re- 
minding them by the advertising 
method you have found best. Cus- 
tomers will forget—they will form 
other repair habits. That periodic 
|reminder you have been sending 
|out—pays off. I have seen many a 
| good front-end or frame job bring 
|}a@ good customer back for all his 
| work. 

* * * 

TF IT’S volume you need, don’t 

|# overlook the other car dealers 
and independent repair shops in 
your vicinity. They all need front- 

|end work, wheel balancing and 

|frame straightening done on their 

| customers’ cars and—if they do not 





have the equipment—some one has 
to do it and make a profit. Set up 
fair wholesale prices for them and 
no one else. As long as they can 
make some money with you doing 
their work properly—another com- 
petitor is kept out and you partici- 
pate in the profits of his business. 
I even know of some dealers 
who prefer to send other makes 
of cars than their own to a 
friendly dealer in its own make— 
when he is available—and—you 
all very likely know at least one 
independent who makes a pretty 
good living on front-end and 
frame work, practically exclusive- 
ly from other shops. Contact 
every non-equipped shop for this 
business and keep letting them 
know you are in it with both feet. 
You will be amazed how inter- 
ested insurance representatives are 
in knowing that you can put it in 
line and keep it there. I have sat 
in on many insurance controversies 
and seen many jobs referred to a 
certain shop or firm because they 
did their own alignment work, and 
had a reputation for doing it right. 
Keep these companies advised that 
you do your own front-end and 
frame work. 
I do not know how many of you 
are fortunate enough to have a good 





Machines save us °32,000 ayear!" 





"We estimate that our six National 
Accounting=-Proof Machines save us 


-THE MERCHANTS NATIONAL BANK of INDIANAPOLIS 


$32,000 a year, repaying their entire 


cost inthe first twelve months. 


"In addition to reducing our expense, 
these modern machines enable us to get 


ice to our customers and correspondents 
at all times. 


"Such improved service and lower oper- 


ating costs are difficult to achieve 


these 


peak efficiency and give the best serv- 


That is what Mr. Frenzel has to say about 
the new Nationals used in his Merchants 
National Bank of Indianapolis. He is also 


Chairman of the Board of The 


Trust Company, Indianapolis, which also 
uses National equipment. These two “Cross- 
roads of America” banks, with their neigh- 
borhood branches, represent complete and 
modern American banking institutions. 
Shown above are National’s NEW Cen- 
tral Control and Proof Machines, 
exclusive combination of time-and-effort- 


THE NATIONAL CASH REGISTER COMPANY 


fe 


i S55 


days. 


te}, 


We thank you and your 
organization for the splendid results." 


PRESIDENT 


THE MERCHANTS NATIONAL BANK 


till 


ing costs. 


Indiana 


cost the first year. 


with an 
adapted to your needs. 


There are National Machines to cut costs 
in every size and type of business. On some 
jobs, they do two-thirds of the work auto- 
matically. They often return their entire 


Let the local National representative— 
a trained systems analyst—show what you 
can save with a National Accounting Ma- 
chine, Cash Register, or Adding Machine 





saving features that cut bank proof-account- 


National Machines pay for them- 
selves out of the money they save. 
Call your local National Repre- 
sentative for your free copy of 


“How to Save Money on Your 


Dayton 9, Ohio. 


Accounting’ —or 


write us at 








17 


, 
inspection law—but if you 


| state 

| don’t—better get together and get 
lone. In Pennsylvania—every car 
must be brought into someone's 
|service station twice a year for in- 


spection and one of the many im- 
portant checks is for a safe front- 
end. Man—they merchandise them 
right into our shops for us—but 
look what it has done for our own- 
er’s lives—lowest ratio of accidents 
in the U. S. caused by car defects. 
Gentlemen—safety is one of our 
biggest problems today and it is 
largely our baby, so we all better 
do more about it. 


* 7 a 
| gps do play a large part in 
your front-end and _  frame- 


straightening merchandising pro- 
gram. I have talked with many 
operators who complain that they 
cannot make their front-end and 
frame equipment pay off even 
though they charge high prices and 
others who have paid it off and 
even replaced it for more modern 
equipment and only charged fair 
prices. In most places I have been, 
there has been a wide variance of 
prices on this type of work, but— 
folks—it’s the old law of supply 
and demand and—those customers 
soon find out where you get the 
best work at not the cheapest—but 
—the most reasonable prices. I have 
also had flat-rate men complain 
that book prices were too low but 
where the man was an honest, effi- 
cient worker—I have been able to 
show him where fair prices and 
honest steady work provide more 
volume and more pay for him— 
more profit for the owner, too. Iam 
firmly convinced that a proper set 
up operated on factory or approved 
flat rate manual schedules can be 
|operated at a very fair profit—and 
—that customers will pay for check- 
ing. 

To merchandise this service and 
then turn customers away because 
the rack is too busy is a plague to 
many operators and one of the 
faults is that we lose a big job 
while checking a couple of minor 
ones on the rack. 

Factory and safety committee 
reports and advice are one of the 
major merchandising programs 
already working for you. Pick up 
any factory shop manual or cus- 
tomer and new-car literature and 

(Continued on Page 86. Col. 1) 





Advertisement 


Rural Trade 
Worth Cultivating 


It’s a well-known fact that 81 per- 
cent of the nation’s car dealers and 
70 percent of the equipment and 
service dealers are located in places 
of less than 25,000 population. 

There’s good reason why. 

More than half the nation’s con- 
sumers live in places of less than 
25,000 population or on farms, and 
car-ownership is much more preva- 
lent in this half of America than 
it is in the big-city half. Sixty-five 
percent of all rural families, for 
jinstance, own cars. This compares 
with 41 percent of the families who 
live in big cities. 

More than half the parts and 

service sales—a $6 billion annual 
|business—-is done by dealers lo- 
jcated in farm-trade centers. 
The tremendous importance of 
| motorized equipment to the people 
| who live in this big half of America 
prompted Farm Journal to inaugu- 
rate its “Keep ’Em Rolling” pro- 
gram. This program has a great 
influence in making careful main- 
tenance a regular farm practice. 
And by emphasizing proper timing 
for shopwork, “Keep ’Em Rolling” 
does much to even out the indus- 
try’s seasonal work loads — especi- 
ally for those dealers who take the 
simple steps to identify themselves 
with the program locally. 


Farm Journal’s “Keep ’Em Roll- 
ing” program, however, is not just 
for the country dealer. A _ recent 
nation-wide poll of car dealers 
|showed that even big-city dealers 
lare coming to depend more and 
| more on country customers. Fur- 
thermore, the dealers themselves 
}said that cash purchases were 25 
| percent more common among rural 
|ear buyers—a fact of vital import 
i every dealer, in view of the 
restrictions on long-term, low- 
| down-payment installment buying. 
i - 
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It’s 160 y™ hen 98s : nel Seer 88s, 1 15 for Deluxe 88s... 





Oldsmobile Steps Up Horsepower 





Jet Power Feeder— 


Oldsmobile says new Quadri-Jet 
carburetor, as installed in the engine in 
the 98 and Super 88 series for 1952, 
introduces new principles of carburetion 
for an automobile engine. The Quadri-Jet 
derives its additional capacity from the 
two secondary barrels which go_ into 
action at half throttle and above and add 
their capacity to the two primary barrels. 
Each carburetor has its own bowl and 
float assembly. The inset (lower left) shows 
an underside view of the Quadri-Jet, with 
the four butterfly valves almost closed. 
The top two valves comprise the primary 
system and the lower pair the secondary 
system. The inset at upper right is a view 
from above of the carburetor, with the 
choke closed on the primary barrels at 
the left and the venturi of the secondary 
system visible at the right. In the larger 
illustration, the cover of the carburetor has 
been removed, revealing the fuel vents 
and the choke valve. The pump rod and 
throttle lever are on the left of the near 
side, while the choke rod with its lock-out 


its 


(Continued from Page 20) 

for going down long grades. 

General Motors hydraulic steer- 
ing, available on the 98 and Super 
'88 at extra cost, fundamentally is 
power-assisted steering. It takes 
over the hard work of guiding or 
|parking the car without destroying 


the “steering feel.” It is used in 
conjunction with the regular me- 
|chanical steering linkage and does 


not change the amount of wheel 
turn by the driver. 

The GM hydraulic steering sys- 
tem is said to offer smoother 
positive steering with less effort 
on the driver’s part. Action of 
the steering gear on light loads 
is entirely mechanical. When 
three pounds or more of pressure 
is applied to the steering wheel, 








device is on the right. 


such as in parking, a booster 
pump is actuated and this lessens 
the effort necessary to turn the 
wheel. 

The hydraulic pump is driven by 
the car engine and builds up 
enough _pressure to overcome ~ the 


Plastics Supplies 
In Better Shape 


NEW YORK.—The plastics raw 
material supply situation has im- 
proved substantially from a year 
ago, according to William T. Cruse, 
executive vice-president of the So- 
ciety of the Plastics Industry. 

The plastics industry through 
SPI was able to correct the poly- 
styrene shortage of 12 months ago 
by obtaining benzene from France 
and western Germany, the society 
said. 

More new plants for the produc-| 





| the 


to rotation of the steer- 
ing apparatus, The pressure re- 
quired of the driver to put the 
hydraulic pump into action allows 


resistance 


him the “feel” of steering and 
maintains the “feel” throughout the 
turning cycle. GM hydraulic steer- 
ing does not steer beyond the path 


the driver has set, Oldsmobile says. 
Ge tyne! choices of car colors, 

16 two-tone color combinations 
and a wide selection of upholstery 
combinations are being offered by 
Oldsmobile in 1952, according to 


|G. R. Jones, general sales manager. 





“All colors and upholstery fab- 
rics in the 98 series have been 
chosen for their elegance to fit 
the new description of ‘Classic’ 
that is being given to the 1952 
Oldsmobile 98 models,” Jones de- 
clared. “The array of new colors 
and upholsteries is the most com- 
prehensive ever offered to cus- 
tomers in the company’s 54-year 
history.” 

Among the colors being used for 
first time by Oldsmobile are 
royal turquoise, aquamarine and 
Arctic blue. In addition, there are 


|four separate shades of green, two 


|the object of giving 
| treatment” 


shades of gray as well as sand 
beige, canto cream, serge blue, 
regent maroon, chariot red and 
black. Four of the 1952 colors are 
carried over from last year—cas- 
cade green, shoal green, palm green 
and flint gray. Sixteen’ color 
harmonies of body and top are 
offered in two-tone combinations. 
Upholstery selections, according 
to Jones, have been chosen with 
“individualized 
to the 10 body styles 
|comprising the three series in the 


tion of plastics raw materials will | 1952 Oldsmobile line. 


be completed in 1952, the group | 
said, with production estimated at| 
approximately 2,600,000,000 pounds. | 


This compares with an estimated|combinations offered 


2,365,000,000 pounds for 1951. 


co * * 
Wag phew ee Bedford cord is the key 
upholstery in the numerous 
in the 1952 
{Super 88 models. The Super 8&8 








He’s mad! He paid for more 
than “parts and labor” 


He’s mad because he’s hurt.. 
repair bill without getting what he paid for... 


.in the pocketbook. He has just paid a 


improved performance and 


increased horsepower. Instead of becoming a costly “come-back” he could 
have been a satisfied customer. 

The Clayton Chassis Dynamometer is showing hundreds of dealers 
and service shops the way to new, easy and increased service profits by 
insuring customer satisfaction. The dynamometer not only finds trouble 


more quickly, more accurately, to eliminate guesswork... 
but it allows final adjustments and inspection to be made 
with the car operating “on the road.” With the Clayton 
Dynamometer in use there can be no service come-backs; 


no dissatisfied customers. 


Sell horsepower.. 
weighed and guaranteed... 
labor sales will take care of themselves. 
Mail the coupon and get the full story as 
it applies to your service operation. 


Hear about 
Dynamometer 
Profits at 
Booths 94-95 
N.A.D.A. 
Convention 


MALL THIS 
; COUPON FOR 
. but mail the 


coupon, too! 
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Room for Riders and Luggage 
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| Newly Styled Upho!stery— 


of the rear compartment. 
green. The center arm rest adds a note of 
upholstery, plastic and broadcloth, with 


* * * 


four-door sedan, two-door sedan 
and club coupe feature gray or 
green nylon sharkskin with light 
gray or green nylon Bedford cord. 
The Super 88 Holiday coupe offers 
combinations of leather in color 
with nylon Bedford cord in light 
matching colors. The Super 88 con- 
vertible coupe is upholstered in red 
or black leather as solid color or 
two-tone combinations of green or 
blue leather. 

The third and lowest-priced 1952 
Oldsmobile series—the Deluxe 88— 
features gray basket weave corded 
cloth in both the four-door and 
two-door sedans. 

One of the highlights among 
many interior styling improve- 
ments, according to Jones, is the 
use of real carpeting as standard 
floor covering in all models of the 
98 series. This carpeting harmon- 
izes in color with the upholstery, 
headlining and _ interior trim. 


Rubber floor covering will be 
* * * 





Improved Hydra-Matic— 


Hydra-Matic drive in the 1952 Oldsmo- 
biles offers a new driving option on the 
selector quadrant. A new Super (S) range 
has a higher performance factor than the 
Drive (Dr) range. Coupled with the addi- 
tional 25 horsepower in the 1952 ‘‘Rocket” 
engine, which now delivers 160-horse- 
power in the 98 and super 88, Super 
range is said to provide extra perform- 
ance on long grades or for rapid acceler- 
ation. The transmission is locked in third 
gear at road speeds between 20 and 75 
miles per hour in the Super range. The 
inset shows the 1952 Oldsmobile Hydra- 
Matic selector quadrant, with five posi- 
tions. 


Illinois Bars $10 Million 
Auto Insurance Hike 


CHICAGO.—An application for 
rate increases covering physical 
damage to automobiles, filed by the 
National Insurance Underwriters 
Assn., has been rejected by J. Ed- 
ward Day, director of the Illinois 
state insurance department. 

Day estimated that the increases, 
|if granted, would have cost Illinois 
| policyholders about $10 million in 
|additional premiums. Day said he 
rejected them because they were 
asked for on a general basis. In 
|/some classifications of auto cover- 
age, he said, lower rates instead 
of higher ones are called for. 


Beslan to McCarty 
McCarty Motors, Inc., formerly A. 
Ray Barker, 301 W. San Antonio 
St., is the new Willys-Overland 
dealer in El Paso, Tex. 











“Ninety-Eight" 
The deep pile carpeting and the headlining all harmonize with the upholstery. The 
single-piece curving wrap-around rear window gives added visibility. 









Interior treatment in the 1952 Oldsmobile 98 four-door sedan is shown in this view 
It is upholstered in broadcloth of light and dark gray or 


comfort. The rear door panel is finished in 
etched in the chrome trim. 





More Trunk Space— 


Greater rear deck length of the 1952 
Oldsmobile 98 series provides an ex- 
tremely ample luggage compartment, 
Oldsmobile reports. There has been a 45 
percent increase in luggage space, mak- 
ing 14% cubic feet of area available for 
stowage. The rear deck has a rubber seal 
around the deck lid, making it weather- 
proof. The lock and handle on the deck 
lid are integral with the Oldsmobile world 
emblem. 

* * * 

used in the Super 88 and Deluxe 
88 series. 

The 98 closed models have a com- 
bination cigaret lighter and covered 
ash tray on the back of the rear 
seat that offers new convenience 
and utility. 

New custom lounge seats with 
foam rubber cushions are available 
as an optional choice at extra cost 
on the Series 98 models. Foam rub- 
ber also is used in the seat up- 
holstery of the Series 98 and Super 
88 cars. 








Yep, it’s a baker’s dozen (13) for the 
price of 12 on every order for wash 
mitts or our PC-15 Polishing Cloth, 
January 15th to April 15th only. 


Reason for this bonus offer is to 
introduce our two new cleaner-uppers 
— MIGHTY MITT, for use on the car 
and in the home-BIG BILL MITT, 
for use on wash racks — also to pro- 
mote early-in-the-year selling of the 
f-mous Las-Stik Polishing Cloth. 


Please remember — this offer good 
to April 15th only, so Hurry, HURRY, 
HURRY! If your jobber can’t supply, 
please order direct from Las-Stik 
Mfg. Co., Hamilton, Ohio. 


TUBE & TIRE REPAIRS © WAX-TREATED POLISHING 
CLOTHS © SHOO-FOG CLOTH © CLEANING PADS FOR 
WHITE SIDEWALLS © TOP & WINDSHIELD SEALERS. 
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sack on Feet After Slip in 1930s, Young Henry Says .. . 





Ford ‘Now Set’ for Competition 


DEARBORN. Henry Ford II, 
resident of Ford Motor Co., admits 
rankly that his company slipped 

the early ’30s with the result 
nat its competition began to out- 
ll it, but he says Ford is back 
n its feet now. 

“I think,” he told a recent press 
conference, “the important thing 


Salvage Methods 
Due to Highlight 


Fleet Exposition 


NEW YORK.—A salvaging equip- 
ment section is planned as a fea- 
ture of the 1952 Transport Vehicle 
Show and Fleet Maintenance Ex- 
position to be held in New York 
the latter part of February. 

Increasing shortages have led 
sponsors of the show to give un- 
usual attention to exhibits which 
demonstrate processes by which 
automotive materials may be re- 
stored to effective use after rejec- 
tion. 

A growing tendency to scrap ac- 
cessories, component parts and fit- 
tings without consideration of pos- 
sible reconditioning has run head- 
on into the current period of 
scarcity, according to H. Franklin 
Turner, who heads the show organ- 
ization. 

A sizeable section of the 1952 
show space has been reserved for 
exhibits and demonstrations of sal- 
vaging equipment, according to 
Turner, in the expectation that the 
area will meet a current need of 
truck and bus fleet men attending 
the show. 

At the same time Grafton S. 
Greenleaf, chairman of the public 
relations committee of the show, 
said that in the selection of the 
persons to be credited with per- 
forming the most outstanding serv- 
ice in behalf of the trucking indus- 
try during 1951, the committee will 
give full consideration to distin- 
guished service in such fields as 
safety engineering, safety educa- 
tion, public service, cost account- 
ing, labor relations, legislation and 
public relations. 

The award will be presented on 
the night of Feb. 27 at the expo- 
sition. 

The materials handling commit- 
tee of the show is formulating a 
program of demonstrations of labor 
and time-saving handling equip- 
ment 





Illinois Defense Pool 
Receives Government OK 


CHICAGO.—Approval to operate 
as a defense production pool im- 
mune from antitrust laws has been 
given to the Illinois Manufacturers 
Defense Pool, Inc., by the U. S. 
Attorney-General. 

Membership in the organization 
at $100 for each firm is restricted 
to small business companies not 
dominant in their fields and em- 
ploying fewer than 500 workers. Its 
purpose is to provide a vehicle for 
the small business firm to partici- 
pate in government defense con- 
tracts which otherwise might not 
be available to it, due to lack of 


is not that we slipped, but that 

we recognized our failings and 

have been doing something about 
them.” 

The conference marked the first 
|time the press had ever been al- 
| lowed in Ford Motor Co.'s engineer- 
|ing laboratory, and was in conjunc- 
jtion with a preview of Fords, Lin- 
| colns and Mercurys for 1952. 

Ford described the new models 
jas “the finest we have produced in 
jthe 48 years of Ford history.” He 
indicated that he considered them 
a good measure of the success of a 
companywide reorganization start- 
ed early in 1946. 

“We checked our assets and our 
liabilities,” he recalled, “and began 
making changes. We reassigned a 
great many of our _ personnel, 
brought in hundreds of new key 
people and made management one 
of our first and most important 
goals.” 

In addition, Ford said, his 
company began decentralizing its 
operations so as to foster compe- 
tition between plants and plant 
managers. 

Today, all Ford operations are on 
a “profit center” basis, or busi- 
nesses within a business in so far 
as Ford Motor Co. is concerned. 

“In the meantime,” Ford contin- 


2 GM Engineers 
Receive Awards 


For Road Study 


WASHINGTON. — Two General 
Motors engineers, T. J. Carmichael 
and C. E. Haley, received awards 
here for their joint paper: “A Study 
of Vehicle, Roadway and Traffic 
Relationships by Means of Statis- 
tical Instruments.” 

Carmichael is administrative en- 
gineer at the GM proving ground 
in Milford, Mich., and chairman of 
the committee on vehicle charac- 
teristics, Highway Research Board, 
Washington, while Haley is a com- 
mittee project engineer. 

Their award-winning paper was 
based on studies they made in 
Connecticut and Michigan of char- 
acteristics built into motor vehicles 
by manufacturers; how those char- 
acteristics are used by the driving 
public, and how their use is related 
to traffic and highway conditions. 

The study is continuing since 
Carmichael and Haley believe that 
a more conclusive analysis can be 
made of traffic flow, driver demand 
and highway design through ex- 
tended development and use of four 
new automatic recording devices 
which have been developed to reg- 
ister speed, acceleration, decelera- 
tion and fuel consumption. 

The awards to Carmichael and 
Haley were presented by Ralph A. 
Moyer, chairman of the executive 
committee of the Highway Research 
board. 





Canada’s Civil Defense 
MONTREAL.—Virtually no prog- 
ress has been made during the last 
six months in organizing Canada’s 
trucking facilities for civil defense, 
John Magee, of the Canadian Auto- 
motive Transportation Assn., says. 


Although there are more than 600,- 
000 trucks and truck-trailers in 
Canada, the surface has “hardly 
been scratched,” he said. 


procurement, financial, technical or 
other facilities essential to a prime 
contractor, Thomas W. Cline, presi- 
dent, said. 











Fruehauf Special for Explosives— 


This special van, developed by Fruehauf Trailer Co., Detroit, has been introduced for 
the special purpose of hauling explosives. The company said that the body interiors 
are made of non-sparking metals, and the fully automatic coupling device allows the 
Operator to stay clear of explosive cargos. The coupling is controlled from within the 
cab, The van features full-length rear doors and optional side doors. 





ued, “we have built new plants, 
modernized others and generally 
expanded our facilities in a pro- 
gram that has to date cost us 
about $700,000,000.” 

He said Ford’s present produc- 
tive capacity is 50 percent greater 
than five years ago, and that addi- 
tional expansion is planned when 
peacetime building activities can be 
resumed. 

Ford said that a major reor- 
ganization and expansion plan 
had taken place in his company’s 
engineering setup. He said Ford 
employs 4,300 engineers, drafts- 
men and other personnel today, 
as compared with 1,400 five years | 
ago. | 

“We're very much aware,” he| 
said, “that our success, or that oF | 
any other manufacturer, depends 
in great part upon good product | 
engineering. And we’re determined 
to have the best.” 
Ford said his company faces a| 


great many problems as a result of 
a half-war, half-peace economy. 


“Along with being a major pro- | 


ducer of civilian automotive vehi- 
cles,” he said, “we're also one of 
the country’s important defense 
contractors. 
reaches scheduled levels under our 
present contracts, our annual dollar 
sales in defense products alone 


When production | 
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could reach some _ $1,800 million. 

“It now looks as though we will 

ultimately need 40,000 workers 
and more than 11,000,000 square 

feet of factory floor space for 
defense work alone.” 

However, because of the planning 
and tooling involved, Ford said, it 
will be 1953 before Ford gets into 
full production on any major mili- 
tary items. 





VACUUM GRIP 
COVERS 


Get our Survey Report showing how 
NEW CAR Dealers in 3 years saved 
$2,089,375 over renting or launder- 
ing. VACUUM GRIPS are vulcanized 
Neoprene; easily cleaned; can't blow 


VACUUM GRIP COVER 


Please ship us— 
Fender Covers @ $6.45 ea. 
Wheel Covers @ $1.05 ea. ( 


Firm Name 





)COD ( 


BOOTHS 45 AND 50 
NADA 


off. Average wear 2', 

24-month pro-rata guarantee. 
Mail coupon for sample covers im- 
printed with your firm name and 
mechanic's numbers. 


Co., INC. 


years. 


54 WASHBURN ST. 
Bridgeport 5, Conn. 


sakes Seat Covers @ $7.90 ea. 


) Check enclosed ( ) 30-day charge 




















BUICK — Riviera 
CHRYSLER — Newport 
CADILLAC — Coup de Ville 
CHEVROLET — Bel Aire 
PLYMOUTH — Belvidere 
FORD — Victoria 
PONTIAC — Catalina 
OLDSMOBILE — Holiday 
DODGE — Diplomat 

! 


DESOTO — Sportsman 


VISIT OUR BOOTH AT THE AAMA SHOW—NO. 163-164 GRAND 





When a company points with pride to 
the quality of the merchandise it makes 
—when leading dealers throughout the 
country feature and install it —then the 
product must be good! 





The perfect all-weather window 
ventilators that are contoured 
to the sweeping, dashing body 
lines of the new Hard Top 


convertibles. 


THEY KEEP RAIN OUT 


KROMVENT “HARDTOPS” allow for 
lowering of windows as much as 3 
inches. Rain, snow or sleet is automat- 


DEL=~KROME CORP. 


ically deflected. They keep you dry — 
protect upholstery. 





THEY ALLOW FRESH AIR IN 


Fresh air keeps circulating through 
partially open windows. Eliminates 
fogging. Cuts down sun glare. Does 
away with hot-weather stuffiness 
in parked cars. 





KROMVENT “HARDTOPS” combine beauty and practicality 
to make them the fastest-selling accessory you ever stocked! 


Give cars that factory-equipped look by installing KROMVENT 
“HARDTOPS” today. They’re on in a b-r-e-e-z-e! 


Made for all standard model cars— 


KROMVENT both 4 door and 2 door. and of course, 
“STANDARD” custom-crafted., Powerful selling aids, 
Too! Counter Displays, Envelope Stuffers, 

: Ad Mats available merely for the 


asking. 


Write for Catalogs and Car Guides 
WALTON, NEW YORK 


CENTRAL PALACE—FEB. 4TH THROUGH 8TH 
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News in Brief | 








Handy & Harman Display 


NEW YORK.—At the tool show 
in Chicago in March, Handy & 
Harman, 82 Fulton St., New York 


38, will feature two silver alloy 


brazing demonstrations at its booth, | 


number 1818. One will show a typi- 
cal production setup, the company 
said, while the other will include a 
torch brazing station where inter- | 
est is expected to center around the | 
brazing of cemented carbide tips 
to tool holders. 

ok 


* * 


Canada’s Garage Sales 

OTTAWA.—Cash sales advanced | 
but charge sales declined for ga- | 
rages and filling stations across the 
nation during 1951, the Canadian | 
government has reported. Cash | 
sales advanced to $133.7 million in | 
1951, compared with $128.9 million | 
in 1950, up 3.7 percent. Charge sales | 
dropped to $35.4 million, as against | 
$37.8 million, down 1.1 percent. To- 
tal receivables of garages and fill- 
ing stations rose to $31.2 million | 
in 1951, against $25.5 million in| 
1950, a gain of 22.4 percent. 

a * * 


Florida Arrests Up 


TALLAHASSEE, Fla.—The Flor- 
ida state highway patrol made 5,882 
more arrests during 1951 than in 
1950, the cabinet board of public 
safety was told. 

* * 


Marlin-Rockwell Fete 


JAMESTOWN, N. Y.—Marlin- | 
Rockwell Corp. has formally opened 
its new office building here. More 
than 3,000 visitors, including em- 
ployes, their families and friends, 
toured the modern brick structure, 
focal point for the company’s man- 
ufacture of ball bearings. 

Started in October, 1950, the new | 
office building—containing a base- 
ment and two upper stories—was 
completed early last fall at a cost 
estimated in the neighborhood of 
$300,000. It is located next to the 
company’s plant at 402 Chandler 
St. and joins the factory building 
via a corridor. 

Calif. Road Praised 

SAN FRANCISCO.—The Western 
Highway Institute, technical organ- 
ization for the western motor car- 
rier industry, has released a letter 
complimenting the California high- 
way department on improvements 
which are aiding interstate truck 
movements to and from California 


over Donner summit, on U. S. 
Route 40. 
* * * 
Reynolds Manual 
LOUISVILLE. — “Aluminum 


Powders & Pastes” is a new 84- 
page manual published by Reynolds 
Metals Co. 2500 S. Third St. It 
covers uses of powdered aluminum 
in aluminum paints, irridescent 
auto finishes and roof coatings. 

+ * + 


Goodrich ‘Shortstop’ | 
CLEVELAND.—A new  chemi- 
cal “shortstop” for use in the pro- 
duction of general-purpose rubber 
has been developed by B. F. Good- 
rich Chemical Co., 324 Rose Bldg., 
Cleveland 15. The new chemical is 
said to be effective in either hot 
or cold processes. 
* n . 


Diesel Buses in Canada 


HAMILTON, Ont.—Canada Coach 
Lines, Ltd., has started “dieseliz- 
ing” its entire fleet of vehicles. The 
new diesel-engined buses are be- 
lieved the first of their type to go 
into service in Canada. 

* * * 


Springfield Excises 

SPRINGFIELD, Mass.—The local 
board of assessors has sent out its 
seventh automobile excise tax com- 
mitment in the sum of $85,993.49 to 
bring the total automobile excise 
taxes levied for 1951 in Springfield 
to date to $1,079,589, which tops the 
1950 total of $1,027,510.16. | 


* * * 


37-Year Record Ends 


LOS ANGELES.—“I guess it can 
happen to anyone,” ruefully ad- 
mitted Traffic Safety Expert Ralph 
Dorsey, after his car had turned 
over in a collision—right in front 
of the traffic building. Dorsey, 61, 
was celebrating his 30th anniver- 
sary as Los Angeles street traffic 
engineer and 37 years of driving, 
during which time he had driven 








| steam engine in operating the Jones 


more than a million miles without | 
an accident. He was slightly in-| 
jured in the crash. 


J&L Gets New Converter 


| 
— 
ALIQUIPPA, Pa.—A modern elec- | 
tric drive will replace a famous old 
& Laughlin Steel Corp. blooming 


mill here. It is believed the 12,000- | Va., 






| Showroom Is on Second Floor— 


Because of the slope of the land, Coggins Motor Co. (Studebaker), Charlottesville, 
uses the second story to display its cars, according to D. B. Coggins, president. 


horsepower electric unit, now being | The recently completed building covers 14,000 square feet of space. Used-car lot, on 


built by General Electric Co. at its | the right side, is about 75 by 100 feet. 
Schenectady (N. Y.) works, will be | — 

the nation’s most powerful revers- structing a major unit for the pro- | 
ing mill drive for converting ingots | | duction of polyethylene resins, it 


‘wate ‘ ‘ |was announced. The unit, expected 
— i to be completed by early 1953, will 

U. S. Cites Westinghouse | produce about 50,000,000 pounds of 
PITTSBURGH. — Westinghouse | resin a year, oo — said. 

| Electric Corp. has been awarded a| * 

“certificate of cooperation” and a 

letter of citation by the U. S. Gov- 

ernment for its “technical assis- | 

tance to the peoples of the Mar-| 

shall Plan countries.” 


‘Plating’ Process 
WASHINGTON.—A new process 
| for “plating” coatings of refrac- 
|tory materials to meet the needs 


| Reports Newsletter released by the 
| Office of Technical Services of the 
U. S. ee of Commerce. 


Green tte Bune 


RIDGEFIELD, N. J.—Groov-Pin 
Corp. announces that it has moved 
its facilities to a new and larger 
factory located here at 1125 Hen- 
dricks Causeway. The firm recently 
|marked its 25th year in business. 


bres, Inc., has announced a second 
| expansion of facilities at the Salem 
| (Ore.) plant of the company’s 
California cotton mills division. 
The addition is expected to be 
|ecompleted early this year, and will 
|increase the plant’s floor space 


‘}about 35 percent and almost dou- 


capacity. 
* 


its productive 
¢ *@ 
Du Pont College Aid 
WILMINGTON, Del.—The award 
of 75 postgraduate fellowships to 
47 universities, and grants-in-aid to 
15 universities to “stockpile” knowl- 
|edge through the support of funda- 
| mental research, has been an- 
nounced by the du Pont Co. They 
are for the 1952-53 academic year. 
* * * 
50 Cents for Uninsured 
TORONTO, Ont.—Contribution of 
Ontario motorists to the Unsatisfied 
Judgment Fund will remain at 50 
cents again this year, Premier 
Frost said. The fund is maintained 
to take care of accident cases 
where the losing party does not 
insurance. 


| ble 


| for high temperature- resistant ma- | a 


terials in jet engines and other 
machinery for high temperature National Fibres Expands 

service is discussed in a report in| DETROIT.—R. J. Stack, presi- 
the current issue of the Technical | dent of National Automotive Fi- 


* * * * 


Plant for Resins 


TEXAS CITY, Tex.—Carbide and 
| Carbon Chemicals Co. here is con- 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO 
MOTIVE NEWS WANT ADS! Are you? 











Pnesteds First Choice Diesel 
—now first in the 2'h-ton field! 


At last—Diesel economy and hill-leveling performance come to thousands 


who have never had any choice but gasoline power in the past! 


ODAY America’s foremost builder of Diesel trucks smashes the size 
weight barrier that up to now has denied the many economies of 
Diesel power to haulers of medium-weight loads. 


Today GMC offers users of equipment in the 19,500 GV W-35,000 GCW 


range a sensational new Diesel truck-tractor. 


It is powered by the first welterweight Diesel truck engine—a smaller, 
more compact model of the famous General Motors 2-cycle engine that 
has made GMC America’s first-choice Diesel truck. 


More Miles per Gallon 


| Fart it is Diesel-powered, this new GMC Model D450-37 will 
cost far less to run per mile, far less to maintain per year than any 
other 2'’2-tonner. All Diesel experience proves that. 
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“ovember Inventories Jump 25% .. . 
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Casing Shipments Off | 


14 Pet. in Month 


NEW YORK. Manufacturers’ 

ipments of passenger casings 
iring November decreased more 
than 14 percent to 4,661,525 from 
5,422,649 in October, according to 
the Rubber Manufacturers Assn. 

Production of casings decreased 
6.24 percent in November to 
5,698,036 from 6,076,880 the month 
before. Inventory at the end of 
the month was 5,422,543, an in- 
crease of 25.66 percent above the 
previous month’s 4,315,374. 
Shipments of truck and bus cas- 
ings in November decreased 12.73 
percent to 1,419,784 casings from 
1,626,944 in the previous month. 
Production decreased to 1,652,383 
casings from 1,669,426 for the month 
before, or a decrease of 1.02 per- 
cent. 

Inventories totaled 1,465,456 cas- 
ings, an increase of 22.29 percent 


over the previous month's total of 
1,198,371 

Shipments of automotive inner 
tubes fell in November to 4,812,- 
397, a decrease of 14.29 percent 
from October, when 5,614,564 were 


shipped. 
Production decreased 14.28 per- 
leent to 5,380,501 units compared 


| with 6,276,938 the month before. In- 
|ventories of inner tubes were up 

12.14 percent to 8,378,457 from the 
|7,471,450 on hand at the end of 
| October. 


500 Expected at Parley 
On Marketing in N. Y. 

| NEW YORK. — An Analysis of 
|new developments in sales strategy, 
| marketing methods and sales man- 
|agement in the year ahead, will be 
| featured at sessions of the market- 
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DRIVERS LICENSE TEST 


LD 
STOP) 


F |\of Commerce, 


Michigan Troopers Headed for Northwestern— 


Jack Rose (left), Detroit dealer and president of the Michigan inter-industry highway 
safety committee, presents awards to two Michigan State Police troopers who will 
attend Northwestern university's traffic institute. From left to right are Rose, Lieut. 
C. F. Van Blankensteyn, state police; Corp. Michael J. Sibal, winner of a scholarship, 
and Trooper Hubert L. Potter, winner of a fellowship. 





! 
ing conference of the American|and merchandising executives are 
Management Assn. expected to attend the meeting at 
More than 500 marketing, sales| Hotel Statler, Feb. 11-12. 











Because it is a 2-cycle Diesel, it is a fast-starting, quick-accelerating, 
highly responsive truck with plenty of snap in traffic—a truck that will 
maintain a steady “on time” schedule even on hilly runs. 


Fuel economy is automatic thanks to GMC’s famous Fuel Modulator. 
Regardless of throttle pressure this engine never gets more fuel than it 
needs and makes the most of what it gets. Smooth driving is assured by 
“easy-turn” recirculating ball-bearing steering—even electric shifting 
on two-speed axle models. 


Nationwide Service 


QUALLY important to the thousands of truckers who can now enjoy 
the benefits of Diesel power for the first time, this new GMC 
D450-37 is backed by the nation’s largest network of Diesel service 


stations. 


It’s another big reason why the trend is Diesel—why the choiceis GMC. 


GMC Truck & Coach Division of General Motors 


Transport Forum 
Planned Feb. 13-14 
By U.S. Chamber 


WASHINGTON.—Leaders in the 
field of transportation will meet 
here Feb. 13-14 to discuss contro- 
versial transport issues. 

Sponsored by the U. S. Chamber 
the event will con- 
stitute a national transportation 
forum, with some 60 chief execu- 
tives of every type of transport 
carrier and an equal number of 
shipper and general business execu- 
tives expected. 

One subject selected for discus- 
sion is rate regulation, with empha- 
sis on the desirability of having 
less of it. 

Many carrier and shipper spokes- 
men hold that considerable ground 
exists for less regulation of rates, 
and the Chamber’s transportation 
and communication committee 
wants to develop information that 
will indicate whether there may be 
definite possibilities in that posi- 
tion. 

Another topic will be the practic- 
ability and possible makeup of a 
single federal transportation 
agency. The committee wants ideas 
about it from those concerned with 
transportation. 

A nationally known -economist 
will address the opening session on 
the general economic outlook and 
a transport analyst from an im- 
portant investment house will speak 
on the transportation outlook. 


Texas Due to Delay 
Deadline Date for 


Car Inspections 


AUSTIN, Tex.—Atty.-Gen. Price 
Daniel has ruled that the original 
Apr. 1 deadline for motor vehicle 
inspections under the state’s new 
inspection law, may be delayed to 
next Sept. 6. 

While the ruling has eliminated 
the need to have vehicles inspected 
as a prerequisite to obtaining 1952 
licenses, State Public Safety Direc- 
tor Homer Garrison jr, emphasized 
that the vehicles will be required 
to pass the safety test later. 

Garrison said that motorists who 
fail to get their vehicles inspected 
after the new date is set will be 
subject to a fine of from $1 to $200. 

“I don’t know what the new 
deadline will be,” Garrison said, 
“but we are going ahead approving 
the inspection stations and prepar- 
ing to enforce the law.” 

It was revealed that 900 inspec- 
|tion stations already are operating 
in Texas under the new law, with 
several thousand cars seeking to 
qualify. 


Miller Moves Up 
In White Export 


CLEVELAND.—Charles H. Miller 
has been named manager of the 
South American division of the 

en ' overseas opera- 
tions of White 
Motor Co., with 
headquarters in 
Rio de Janeiro, it 
is announced by 
< ke Metros, 
White director of 
export. 

Miller started 
with White as a 
technical student 
} . 26 years ago and 
| ©. Mf. Milter has been succes- 
|sively export service manager and 
export coach sales manager. He 
|has traveled extensively in South 
| America in those capacities. 
| Miller will direct sales and serv- 
| ice activities in all of South America 
except Venezuela, which will con- 
| tinue to be covered by F. S. Netzer, 
| who is a White divisional manager 
at Mexico City. 














Stiffer Insurance Rates 


Sought on N. H. Youths 

CONCORD, N. H.—A new auto- 
mobile insurance rate plan, filed 
|with the state insurance commis- 
|sion here, would place more respon- 
| sibility on young drivers, it was re- 
ported by Donald Knowlton, com- 
missioner. 

The plan proposes that motorists 
under 25 years of age, and persons 
driving more than 7,500 miles a 
year, would bear the brunt of the 
increased rates. Basic rates would 
| be retained in other cases. 
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Tool Makers Get 
. e 
Top Priority 

WASHINGTON.—A new proced- | 
ure for granting the machine tool | 
industry preferential status on or- | 
ders for controlled materials and | 
component parts was established 
last week by NPA. 

The action provides a program 
symbol which will have the same 
urgency as the symbols. which! 
identify the Department of Defense 
and the Atomic Energy Commis- 
sion program. 

In announcing the new proced- 
ures, Swan Bergstrom, director of 
NPA’s_ metal-working machinery 
division, said: “The machine tool 
industry has experienced consider- 
able difficulty in placing orders for 
controlled materials and compo- 
nents particularly because produc- 








EVERY MOTORIST WANTS 
THE STYLE AND COMFORT 


A 
° lenlshades 


Here’s customer satisfaction 
and profit that you find in few 
accessories. Ventshades add 
much to driving comfort in 
any weather and have the extra 
sales-making advantage of 
eye-appeal. They enhance the 
natural beauty of the car’s lines 
and look like a built-in feature. 
Your customers will enjoy 
Ventshades. You'll enjoy sell- 
ing them. Order them now. 


NEW! 


i 
NEW! 


Ventshades now available 
for most hard-top convert- 
ibles. Write for information. 








AUTO VENTSHADE CO. 


4881 PEACHTREE INDUSTRIAL BLVD. 
CHAMBLEE, GEORGIA 


“Atlonto’s Finest industrial Area” 


Dunn Motor's New Showroom— 

Exterior floral boxes along the sidewalk are one of the features of the new and 
modern building of Dunn Motor Co. (Chrysler-Plymouth), Anaheim, Calif. The new 
home opened in connection with the firm's 25th anniversary. 
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tion is being expanded rapidly and 
builders are placing more orders 
and larger ones. The amendments 
will enable machine tool builders 
to obtain the same _ preferential 
status as direct military orders.” 


S.C. Dealers Set 
Parley Sept. 20-22 


COLUMBIA, S. C.— The annual 
convention of the South Carolina 
Automobile Dealers Assn. will be 
held Sept. 20-22 at the Ocean For- 
est hotel, Myrtle Beach, it was 
announced last week by Ella W. 





Buffalo’s *52 Outlook 


Survey of Plants Shows Industry Expects 
Unsettled Operations During Year 


By George E. Toles 
Staff Correspondent 
BUFFALO.—This area’s automo- 
tive industry, second largest em- 
ployer here with about 19,000 work- 
ers, is expecting 1952 to be another 
year of unsettled operations, a sur- 


vey of the plants in the area indi- 


cates. 

Sharp cuts in employment re- 
sulted here from the government 
material controls, but large-scale 
hiring at the new $35,000,000 Ford 
Motor Co. stamping plant in Ham- 
burg prevented the situation from 
becoming more serious. 

Automotive and supplier plants 
in the area say that they will 
continue operations at a pace set 
by the government, but that fur- 
ther layoffs will mean additional 
idleness of productive facilities, 
and the loss of skilled employes 
to other industries. 

The Ford stamping plant here is | 
the only plant going against the 
local industry precedent. They are 
hiring from 75 to 100 workers daily 
to bring its payroll up to 3,500. At 
the present time, they employ about 
2,500, it was reported. 

In addition, they said that pro- 
duction is expected to be at a 100 
percent basis throughout 1952. 

Ford’s Buffalo assembly plant, 
meanwhile, is tooling for produc- 
tion of 1952 models. Production in 
the first quarter will be down about 
10 percent from late 1951 rates, 
they said, turning out about 160 
cars a day. About 850 production 
workers are employed there. 

Any future drop in auto pro- 
duction will be reflected in opera- 
tions at Chevrolet’s Tonawanda 


Buffalo plant totals about 750, com- 
pared with 1,250 a year ago. The 
plant makes car heaters and de- 
frosters. 

About 1,800 are employed at the 
division’s Washburn St. plant at 
Lockport, where thermostats, truck 
radiators and heat exchangers are 
made. There are 2,800 workers at 
the West Lockport plant, where car 
and truck radiators and heat ex- 
changers are made. 

An addition to the West Lock- 
port plant is under way and will 
be completed about mid-year. It 
will employ about 1,500 in the man- 
ufacture of parts for jet engines. | 

Houde engineering division of 
Houdaille-Hershey Corp., expects 
that increased production of ord- 
nance and aircraft equipment 
will keep employment steady 
through the first half of 1952. The 
plant, which now employes about 
1,480, may add 100 workers. 

They said that production of 
shock absorbers and crankshaft vi- 


Auto Hobbyist? 


Youngster, 14, ‘Collects’ 

Ignition Keys 
HALLETTSVILLE, Tex.—A 14- 
year-old schoolboy has brought to} 
light a new hobby, as well as a new | 
twist on juvenile delinquency. 
The boy, it seems, made a hobby | 
of collecting car ignition keys, but) 
he filled his collection with keys| 
he snatched from ignition locks on | 
cars whenever he saw one around | 
town. The key collector was found | 





bration dampers will drop some- 
what, but the slack will be more 
than taken up by production on a 
$2,250,000 order for shell fuses for 
the Army. Initial operations on the 
order will get under way this 
month and the project will be in 
full swing in March, the division 
said. 

Fedders-Quigan Corp. expects to 
keep operations on an even keel 
during 1952. The plant makes auto- 


mobile radiators, air conditioning 
equipment, water coolers, refrig- 
erator and (freezer condensing 


equipment and milk cooler evapo- 
rators. 


Knudson Backs 
Use of Radio 
In City Trucks 


WASHINGTON.—A petition filed 
with the Federal Communications 
Commission by the American 
| Trucking Assns. requesting amend- 
|ment of FCC rules so as to make 
|operators of trucks eligible for the 
|use of radio in inter-city operations 
| got the backing of the Defense 
|Transport Administration last 
| week. 
| DTA Administrator James Knud- 
ison told FCC that use of radio 
|communications in local trucking 
|operations would contribute to the 
national defense by “increasing 
productivity and conserving man- 
power, equipment, motor fuel, and 
lubricants.” 

Knudson told FCC officials that 
DTA is charged with the responsi- 
bility for making domestic trans- 
portation facilities adequate to na- 
tional defense requirements “and, 
therefore, has an interest in the 
proposal of the truck operators.” 


“It is not difficult to foresee that 


engine plant, where employment 
totals 2,950 as compared with 
3,500 a year ago, it was reported. 

A 360,000 square-foot addition to 
the plant is being constructed for 
Chevrolet’s Aviation division, how- 
ever, and is expected to be com- 


Ford, executive secretary. 


Maxwell K-F Moves 
T. W. Maxwell Co. (Kaiser- 
Frazer), Shenandoah, Ia., has 


to have a ring containing more|the advantage claimed by the peti- 
than 50 keys strung around it. |tioner for the desired use of radio 

Right now the sheriff’s depart-|in transportation will be realized. 
ment is being kept busy trying to| The factors of economy and effici- 
distribute the keys back to their|ency are important and substantial 
rightful owners, but to date there|enough, in our view, to move the 
are 53 keys still on the huge ring.| operators, from motives of self in- 


moved into new quarters. 





Trade Mark 


THESE FEATURES 
MEAN BIG SALES! 


e Open-window ventilation 
when it rains or snows 


© Safety from exhaust fumes 

@ Less fogging of glass 

© Shade from the sun 

© More comfort the year ‘round 
© Added beauty for the car 


© Quick, easy installation. Indi- 
vidual designing for each make 





and model assures accurate fit 





© Made to meet exacting stand- 
ards of car manufacturers. 
Won't rust or rattle 

Member MEMA 











pleted this summer. 
Chevrolet’s Buffalo division has 
reported that it will lay off about 
200 of its 2,500 workers this month 
because of auto production cut- 
backs. The plant, which employed 
about 3,500 a year ago, expects to 
take on an additional 200 workers 
later, however, as it begins manu- 
facture of aircraft engine parts. 
The plant currently is devoting 
some effort to the production of 
tank transmissions. 

Operations of Trico Products 
Corp.’s five local plants are ex- 
pected to continue about steady 
—at least until early spring. The 
company currently employes 
about 3,500 workers, compared 
with about 4,700 early in 1951. 

Harrison Radiator division’s three 
plants in Lockport and Buffalo ex- 
pect to operate steadily during 
1952. Some minor layoffs and hiring 
are foreseen. 

Employment at GM _  division’s 





Forced Coverage 


Called Costly 


BOSTON.—Insurance companies 
have suffered a total underwriting 
loss of about $5,000,000 in providing 
compulsory auto insurance from 
1946 to 1950, Insurance Counsel R. 
Ammi Cutter said in a three-way 
battle over the tentative 9.6 percent 
raise in the insurance. The insur- 
ance company spokesman demand- 
ed that the total increase of the 
rates should be boosted 22.5 percent 
as indicated by the loss experience 
of 1950, exclusively. Even then, he 
said, the companies will continue 
to lose money next year under the 
present system. 

At one point during the hearing, 
it was stated that the insurance 
companies had spent $400,000 for 
fighting the flat rate insurance pro- 
posal in last year’s election. It was 
brought out, however, by the insur- 
ance company counsel later that 
this sum was not ineluded in the 





expense used for computation of 
the rates. 


Beasley Sells to Lewis 

F. L. Beasley has sold the Ford | 
dealership in Reidsville, Ga., to J. C. | 
Lewis jr., of J. C. Lewis Motor Co., | 
Savannah, it was announced. Under | 
its new ownership it will be known | 
as Lewis Ford Co. W. D. Carter of | 
Savannah, has been named man-| 
ager by the new owner. | 


Most of the keys are switch keys | 
from local autos. { 


terest, to adopt its use on an 
extensive scale,” Knudson said, 











CAMBRIDGE CITY, 


e IN DEMAND 
@ IN SALES 
© IN PROFITS 





INDIANA 





there isa HERMAN BODY cesionea 


for your Customers’ Specific 


> 
FARM DAIRIES 


GRADE A 





The HERMAN WHOLESALE 













all equipment necessary to maintain 


product temperature 24 hours per day. Especially designed for store 
delivery of dairy products . . . meats . .. ete. Available as a package 
No engineering to do with customer. Write, wiré, or phone collect 


HERMAN BODY COMPANY s:. touts 10, mo. 


Needs ! 





DELIVERS THE GOODS 
40° AT THE 
STORE! 


Refrigerated 
Delivery Body For Store Delivery 


Complete with 


a continuous 40° 

















| Dealer Business Counsel 


Coordination Between Parts, Service Departments 
Essential for Profitable Operation 


By J. B. Van Tassel 

Dealer Business Counsel 
4 NOTHER important step in 
\ planning a smooth and profit- 
e service operation is the organ- 
of the flow of replacement 
parts from the 
parts department 
to the service de- 

partment. 
I made a test 


izing 


phase of the serv- 
ice operation in 
a large dealership 
the other day 
and discovered 
that the average 
mechanic waited 
from five to 10 
minutes for parts while the parts 
counterman was waiting on the 
front counter. Here were custom- 
ers waiting for their cars, while 
the mechanics were waiting for the 
parts to fix them. 

Of course the mechanic doesn’t 
mind this delay because regard- 
less of whether he is working on 
straight time or flat rate time, he 
is getting his guaranty, and usu- 
ally at the expense of losing these 
customers. 

It is just as important to the 
successful and profitable operation 
of both your service and stockroom 
departments that the shop counter 
be just as efficiently serviced as the 
front counter. The importance of 
this fact should be called to con- 
stant attention of the management 
of both of these departments. 

- * ae 


Avoid Farming Out Work 
atime phase of planning in 
the service department in order 





). B. Van Tassel 


to make the most money is to 
make sure you can handle the 
work after you get it on a full 


gross profit basis, and not have to 
send the work outside to be per- 
formed on the basis of a reduced 
profit. 


The average gross profit on 

customer labor performed in deal- 
ers’ shops is now averaging 45.5 
percent, according to my most 
recent analysis of dealers’ state- 
ments, while on labor performed 
outside, the gross profit is only 
19.1 percent. 
_ Not only do dealers lose this dif- 
ference in profit on work sent out- 
side, but in many cases the work 
performed is not as complete and 
satisfactory as it would be if done 
in the dealer’s own shop. Also, your 
customers are more likely to bring 
their cars into your service depart- 
ment for all their work, provided 
your shop is fully equipped to han- 
dle all of their service needs. 

When the amount of such work 
exceeds 5 percent of your total 
service volume, it would be my 
Suggestion that you immediately 
start making a survey of this class 
of work, with a view to doing more 

of this work in your own shop. 

I suggest that if you make this 
survey, make a study of each piec: 
of work that was sent outside over 
the previous six-month perio”, 
making a list of the total amount 
in gross profit dollars lost, together 
with the cost and type of ma- 
chinery that would be required to 
do the work in your own shop. 
Then make a projection showing 
the amount of additional gross 
profit that would be realized over 


\rizona Loan Firms Get 


Ruling on Interest Rates 


PHOENIX, Ariz.— Arizona At- 
torney-General Fred O. Wilson has 
ruled that loan or banking firms 
cannot split up single-transaction 
loans in excess of $300 in order 
to charge 3.5 percent interest on 
the first $300 and an 8 percent 
“add-on” interest on the remainder. 

Directed to State Banking Sup- 
erintendent D. O. Saunders, the 
attorney general’s opinion’ ex- 
pressed belief the intent of the 
Arizona law was that transactions 
n excess of $300 must bear inter- 
‘st rates governed by the general 
statutes of the state. Loans of less 


than $300 are covered by a small) 
loan act which permits a rate of| 


3.5 percent per calendar month. 


check on this} 


a period 
work in your own shop. 


Purchase Is Justified 

Pye vee ge: this amount of addi- 
4 tional gross profit with the 

amount of investment required to 

purchase the machinery, equipment 


and tools that would be necessary | 


to do this work in your own shop. 

In almost every analysis that 
I have ever made over a period 
of years in this connection, the 
percentage of return on the ad- 
ditional required investment will 
justify the purchase of the equip- 
ment needed to do the job. 

In this business of ours, custom- 


their cars to the place where they 
are not only treated best but served 
best. 
customers’ cars to some _ outside 
shop to be worked on, but custom- 
ers soon find this out and as a 
rule they don’t like it. 

Also, it costs the dealer money. | 

(Any questions you may have 


of a year by doing the 





|Richmond (Va.) Dealers Take Roadometer Test— 


, |Richmond, Va., Chevrolet dealers joined in taking the Aetna Roadometer test. The | 
ers easily form a habit of taking} 


True, dealers can send their} 
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Rootes Appeals 


For Materials 


NEW YORK.—England will need 
an increased supply of raw materi- 
jals in order to avoid serious indus- 
trial and trade ' 
| setbacks, Sir Wil- 
| liam Rootes, auto 
|} manufacturer and 
| chairman of Brit- 





|ain’s new Dollar 
Exchange Coun- 
cil, said. 


Sir William, 
who was a guest 
of honor at a 
luncheon here at- 
tended by trade 
leaders, said opti- 
mistically that Great Britain can 
solve its present economical prob- 
lems if “outside help” in materials 
is given so the country can inten- 





William Rootes 


Agreeing that the Roadometer is an important step in promoting safer driving, three | 


dealers were interviewed in a special broadcast by Don Martin, program director of sify its dollar exports drive and 
radio station WRNL. Shown above are (left to right), A. W. Loving, general manager rearmament. 
of Martin Chevrolet Sales; C. B. Robertson jr., president of Robertson Chevrolet; C. W. Britain’s cost of imports this 


SEE. Ee CS ee ee lyear, it was pointed out, have been 
averaging 51 percent higher than 
in 1951, while exports were up only 
19 percent over last year. Prompt 
action in alleviating the materials 
supply of Britain was emphasized. 


New Sales Head 
New sales manager of California 
Motors (Ford) in Glendale, Calif., 
lis Bob New. 


concerning “Dealer Business 
Management” will be gladly an- 
swered by writing to AUTOMOTIVE 
News./ 








GOOD BUY ANYWHERE 


oe IF you could ger it! 





THE 


YOU CAN 
get it 


Seattle 


Represented by O'MARA & ORMSBEE + New York + Detroit « Chicago * Los Angeles ¢ San Francisco 


BEST ADVERTISING BUY... 
and 


THE SEATTLE TIMES is a good advertising buy 
In fact, it’s a better buy today than it was in the 
pre-inflationary year of 1940. You can tell your 
story in THE TIMES, Seattle’s accepted newspaper, 
to 1,000 Seattle families for $2.34-—as compared 
with $2.66 in the second newspaper, $3.04 in 

a leading national magazine, $8.20 over television 


un 


or $6.52 through an evening radio program. 


rune SEATTLE TIMES |; 


Reaches 8 out of 10 people 
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NADA Attendees Told How .. . 





Building Service Sales Is Theme 


(Continued from hd age 46) 
serial number is noted here and 
the number of each coupon used 
is noted. 
When a customer “skips” a 


service period a line is left blank. 
Colored marks are used to indi- 
cate service items that should be 
called to the customer’s attention 
during his next visit. These 
marks are inserted at the time 
his last visit is being posted. Blue 
marks advanced down to the 
next line in the columns indicate 
periodic services such as, rotate 
tires, pack wheel bearings, etc. 
When the customer refuses this 
service these marks are carried 
down in the next line until they 
have been by-passed for 3,000 miles 
then red is used. Red is also used 
to designate needed repairs report- 
ed by the shop crew. Marginal tabs 
are used to indicate cars needing 
work or absent for more than 3,000 
miles. 
. * o 
AKE, or his staff, would no more 
consider servicing a customer’s 
car without referring to this card 
than your doctor would start treat- 
ing you without reviewing your 
medical history record. Every con- 
tact is recorded, mail, phone, or 
personal visit. Every department 
uses this record. The sales depart- 
ment reviews it when trading in a 


;car; uses it to help sell used ones. 
The office manager uses it to con- 
trol credit. The service department 
sells from it, solicits by phone and 


follows delinquent customers. 

When a customer visits the shop 
his card is always removed from 
the file and kept on Jake’s desk in 
| alphabetical order while the car is 
|in the shop. It is turned in to the 
cashier with the shop copy of the 
| repair order where it is posted and 
returned to the box beside Jake’s 
| desk as soon as the customer takes 
possession of the car. This card 
jis also consulted when customers 
| call in to make appointments, 
inquire about prices, etc. 

Jake insists that a repair or- 
der be written each time a cus- 
tomer brings his car in for any- 
thing even though it is a “free” 
adjustment requiring less time to 
handle than to write the order. 
His repair order has places for 
noting amount customer under- 
stands the job will cost and he 
insists that every order be com- 
pletely filled out, even to a nota- 
tion as to where customer can be 
reached if necessary. If this is 
impossible and there is even a re- 
mote possibility that there will be 
some need to consult with the 
customer he arranges with the 
customer to call in at a certain 
time and notes this on the order. 











Jake firmly believes that careful 


and complete preparation for 
handling a job is essential to cus- 
tomer satisfaction. 

Here are some of his rules that 
have proved their value in his and 
other operations that have worked 
them 

+ * + 
NEVER “horse around” with 

* a customer. Always keep in 
mind that a customer must have 
confidence in you and your shop 
before he can be satisfied. So do 
business in a business-like manner. 

2. Always tell the customer 
what the job may cost and note 
the figure on the repair order. 
See that the bill does not exceed 
the estimate without additional 
authorization. Make sure that all 
service needed is reported to him 
and entered on his record. 

3. Keep your troubles out of sight 
and hearing and give the customer 
and his problem your full and sym- 
pathetic attention. Take time to 
wait on him thoroughly and com- 
pletely. Never let him get the im- 
pression that you are too rushed to 
take care of him properly or that 
you have other and more important 
things to attend to. Never leave 
one customer to take care of an- 
other (or the phone) without ob- 
taining permission. 

4. Treat his car as though it were 
your own most valuable possession. 
Never low-rate his judgement in se- 


















BEAUTY 


C-O-A-S-T TO 
polish with 


(Te. 


WAR ed! 


Sy 


Ss 


MIRROR (0-Vi: 


(7 


QUESTION: why do thousands of car dealers from 
C-0O-A-S-T 








EVEN ON BRAND NEW CARS NO FADING 


That great day, delivery day, can mean so much more to your 


customer if their new car is at its sparkling best. With 


o 


MIRROR GLAZE you don’t have to wait 30 or 60 days, you 


can glaze new cars immediately regardless of color and have 


no fears about fading. 


QUTLASTS ANY OTHER WAX, POLISH OR GLAZE 


That's because MIRROR GLAZE is a paint preservative, 
actually penetrating the pores and body of the paint. The 
result is greater depth of protection and a longer-lasting, 
more beautiful job every time. 


BRINGS OUT DEPTH OF COLOR, REAL CAR BEAUTY 


customer satisfaction. 


MIRROR GLAZE does give greater depth, clearness and luster 
to any car finish. That’s why thousands of automobile 
dealers from coast to coast count on it for complete 


EASTERN DIVISION: 
1830 Eye Street, 
Washington, D. C. 


Offices in major es 











/ ae m 
SEND FOR FREE CATALOG showing our complete line of highest quality : 
automobile machine and hand applied polishes. 
MIRROR BRIGHT POLISH COMPANY Visit Our Booth 
“Fine Polishes Since 1901” NADA Convention 
PASADENA © CALIFORNIA New York » Jan. 27-30 

















Dealer Verschoor's 4th Car to 


Mitchell Schools— 


John Q. Anderson, sales manager of Western Chevrolet Sales, hands the keys of a 
driver training car for use by the Mitchell (S. D.) high school to Ken Barnhart, athletic 
director. Frank Frich, driving instructor, looks on. 





lecting it or ridicule the work he 

has had performed on it. Don’t try 

to build yourself up by running 

down others. 
+ * 

WRITE a repair order each 

*time a car is brought in re- 
gardless of whether or not there 
will be a charge made. Make it 
complete and easy to read and un- 
derstand. Use the customer’s his- 
tory card each time you talk to 
him about his car. Make sure every 
contact is recorded. Teach him to 
depend on this record. 

6. Treat your customer as an hon- 
ored and desirable guest and friend. 
Convince him you are glad to see 
him, make sure his wants and 
needs are properly taken care of 
and that he receives proper atten- 
tion when leaving. 

7. Think—never let a customer 
catch you with your “brains 
down”—keep your place up to 
date. Make full use of your man- 
agement, methods, men, equip- 
ment and records. 

Profitable and satisfactory serv- 
ice selling is built only on custom- 
er’s confidence and goodwill and 
customer confidence and goodwill 
are, like a good reputation, earned 
only by consistent good perform- 
ance. 


HOW TO KEEP ’EM 
by 


Henry C. Hey 
Tus loss of a single customer is 
costly. Consequently, we should 
cultivate his repeat business with 
the same dilligence which we used 
originally to attract him. 

Basically, every dealership 
takes pride in the latest equip- 
ment and tools. We boast that our 
personnel is so trained that qual- 
ity workmanship cannot be an 
exception but a rule. The know- 
how of the industry is behind us; 
industry aid is in front of us. 

To me, it is important that we 
create favorable public opinion to- 
wards our vocation by honoring 
each other. It is impossible to con- 
done unjust criticism of our com- 
petitors. They also practice the 
same basic principles of service; 
their prices are in line with our 
own. 

Today our customers are familiar 
with our facilities and our capabili- 
ties. They hear, read, and see what 
has been placed before them. The 
chief interests of our customers 
are found in the car and its service. 

7 + * 
W HAVE gotten to the point 
where we are because our cus- 
tomers have placed us there. Our 
growth and our position depend on 
the acceptance of each car owner. 

Every customer hopes to find a 
dealership which he can call 
“home.” He wants to get to know 
his dealer and he wants his dealer 
to get to know him. 

true, why do _ customers 
leave? 

The older a car gets, the less apt 
is the owner to demand service by 
the franchised dealer who sold the 
car. Again, why does he leave? 

* * > 


OME of us would answer this 

question by finding every fault 
possible with the customer. We call 
him unreasonable. We call him a 
crackpot. We are not at fault; the 
customer is. 

But the truth is we may balance 
the scale with all types of serv- 
ice but there is one thing that 
cannot be bought, weighed, meas- 





ured, sold—and that is the treat- 
ment to the feelings or the human 
side of our customers. Perhaps 
the forgetting of the customer’s 
feelings may be what tips the 
scale, 

Many times mental reasoning 
will be overruled by the emotional 
feelings of a person. We have geared 
ourselves to attract the mental side 
—now let’s appeal to the emotional 
side. 

Customers are natural people. 
They like to be appreciated; they 
want respect; they demand atten- 
tion; they enjoy being remembered; 
they want to be and feel impor- 


tant. 
I WILL not burden you with the 
many polls taken on customer 
attitude. Nearly one-half of the 
questions asked by the opinion 
pollsters center in emotional re- 
sponses. If the dealer’s emotional 
impression is good the results of 
the poll will be high; if not, the 
dealers rating will be low. 

But have we readjusted our per- 
sonalities and those of all of our 
employes to keep pace with all the 
material improvements? 

To a certain extent, we have. 
We can and must go farther. 

A customer complaint is a chal- 
lenge to our ability of making 
friends and rue people. 


+ * * 


a down or up, iitnean the 
case may be, to the customer’s 
level. Why lose an old customer? 
The new one you are trying to get 
may be even harder to please. Make 
your old customers . . . make all of 
your customers .. . your friends. 


But do not try to buy his good- 
will. 


Do not even intimate to a cus- 
tomer that he is under obligation 
to you because you have made ad- 
justments or given him service to 
which he may or may not have 
been entitled. All adjustments must 
be made with a spirit of cheerful- 
ness and willingness. You set the 
example. If your organization knows 
that under all circumstances your 
goal is to retain the customer’s fu- 
ture business, they have a clear cut 
policy of which there can be no 
digression. 

To keep the customer never ig- 
nore any word of mouth complaint 
you get from direct or indirect as- 
sociates. Immediate action on your 

(Continued on Page 85, Col. 1) 








CAR 
DIAPERS 


protect your 
expensive rugs and 
show room floors 


Tie tightly under chassis. Catches oil 
and grease drip. Does not show. Made 
from heavy 8-oz. treated duck. Size 
144-in. long x 36-in. wide 

$7.95 


F.0.B. St. Louis. Each 
ORDER DIRECT FROM 


COMFORT 


Specialty Company 
200 So. 7th St. Louls 2, Mo. 
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_ i | 
‘ADA Attendees Told How . . . Auto Sun lasses lon sunglasses to protect their eyes. 
| 
4 . Tinted Glass Claimed | iss" winter that the new, bluish 
Ul ing eCrvice a es Ss eme To Cut Snow Glare |green windshield perfected _ in 
TOLEDO. — Built-in automobile | L-O-F b pray ernie Sy ory’ ago had 
(Continued from Page 84) up should be to remind him of a| full-time job. It is directly and | “sunglasses” in the form of shaded | tv mber of ete yt Agtaos 9 
irt impresses the informer and friendly interest. most emphatically related to the | windshields are proving effective|tigns Nearly 200,000 cars are now 
larifies your customer relation To keep the customer, make manner in which we get our cus- |in providing relief from the snow- equipped with the glass, the com- 
slicy. sure that your service operation | tomers and to the manner in |glare that is a byproduct of the/ pany reported. 
* * * is top-notch. If a customer is | which we sell them. Sell them | Tecord snowfall in the midwest this | as 
‘0 KEEP the customer follow-up} handled correctly after the car | well, serve them well—and it will | W"ter, @ scientist here claims. _ 
is essential. Follow-up should has been serviced or during the be easy to keep them. Dr. George B. Watkins, research | Muniot’s Open Deal 
be used as a friendly message to servicing. there is no reason for You're an important man to your director of Libbey - Owens - Ford! British Motors, 1400 St. Charles 
your customers. High pressure pro-| !0sing him. customer a. hae you ti to Glass Co., said motorists were re-|Ave., New Orleans, has opened a 
motion in follow-up does not im- To keep a customer, keep him in- may keep your customer ce go- porting that new-type tinted wind-| dealership under the management 
press the wandering customer. He formed. A courteous, friendly ex-|ing over an embankment; the horn shields not only materially curbed | and ownership of Joseph E. Muniot 
4 : | planation will always minimize a : : ; overhead glare but also reduced the|and Richard J. Muniot, and are 
knows all about you by past experi- you fix may keep him from running 
a y {¥ il P mistake and will leave the door] gown a child: the steerin gear you dazzling effect from snow. He said | selling Jaguar, Hillman Minx, Mor- 
ences, So your purpose In followIn&-| onen for a_ reconciliation. That repaired might mean aaveng er snow is three to 10 times brighter | ris and M-G automobiles. 
;;costs nothing and gains much. life ae 
> f 9 If the customer goes out smiling, : 
New Brain Bank or, if you can smile as he goes out is h ‘ V Hy S t T U S A T B oO O T H 1 67 
. —the customer will return. 
Established by . 8 British Claim ay | 
C D OURTESY and friendliness are|| [pn proved Gas E ‘BUY’ CAR 
ommerce ept. free. Use them to lighten your P TH 
load and make them a part of your 4 . 
4 aaa Tan a Pi trade. Your competition will be the Turbine Engine OWNERS WILL 
nounces that he has created in the weve Mad paras ct call Ge eae BIRMINGHAM, England. — A 
Department of Commerce a na-|wil] extoll them British company, which was the NEVER FORGET 
tional clearing house for sugges-| m0, : , first to produce a gas turbine auto, 
tions to improve industrial produc- 0 gave us traits of a/has built an improved model which 
tivity. ier ce lawyer, a doctor, a|is said to reduce the big problem 
Fashioned after the War Produc- aaa Bagh clergyman and we |of heavy fuel consumption. 
tion Board’s so-called “brain bank” a - ‘ The new prototype, constructed 
in World War II, the Department’s eeping service customers is a |hy the Rover Co., does not use 
Clearing House for Beneficial Sug- much Pon fuel —s a piston en- 
gestions is designed for the pooling W gine of comparable power, accord- 
: and interchange of ideas to benefit estern Dealers ing to the British Information 
' the nation’s current defense pro- BI C ° Service. 
duction efforts. ast anadian The unit will run equally well on 
) In explaining his move, Secretary | ¢ 5 petrol, kerosene and heavy oil, and : : ; 
: Sawyer said: Reg. W, Taxes tests are proceeding on different : eZ Patents Pending se Ses 
“Industry has long realized that : fuels, it was reported. H . + 
| the skilled workman at his bench |, USTHBRIDGE, Alberta. —- Can-| The company’s original auto gas Auxiliary Lubrication 
in the workshop often gets ideas re- |948S Credit restrictions and taxes |turbine engine, which was suc- FOR THE LIFE OF AN ENGINE 
lating to reducing production time, |" @Utomobiles were sharply criti- | cessfully demonstrated two years 
increasing safety or lowering costs cized here as more than a hundred ago, was the first in the world de- ny else ag = pt make _ a — oo 
which can be gotten no other way. automobile dealers from across signed for road use. Its major in the operation and performance of a car as the installation 
southern Alberta and south t : of an Ampco Vapor Lubricator. Ampo is a permanent Auxiliary 
“Many of these ideas can be ap-| British Columbi eastern | drawback then was the high cost Lubrication System for the top cylinder area where crankcase 
plied to similar situations in other thei > peenente aah gpa aig brief of running. oil — + Ampco constantly cleans, cools and oils the 
: : hottest, driest, busiest part of an engine, thereby producing peak 
shops throughout the country but/which will be submitted to mem- The new device, which largely rformance. Carbon. deposits, gum, and bustion by-products 
what is needed is a medium for | pers of parliament and senators overcomes this, is a heat exchanger = dissolved away by hesevs steady antened sgeup of Game 
exchanging the ideas and making Th : ‘.,|which makes use of the exhaust y ing oil vapor into the combustion area of every cylinder. Es- 
them known where they will do the e protest meeting was held|gases to heat the air and fuel go- ® caping power is captured by a compressi ling oil film on 
] most good.” after the Canadian government ing into the engine. Hotter intake Constantly Oils the Valves, cylinder walls and piston rings. Owners of cars equipped 
| ‘ modified its credit controls to ex-|makes the engine get more power Heat-Wear Zone Where with Ampco Auxiliary Lubrication are getting that unbelieveable 
j tend the ti ithi i e 81 8' P Crankcase Oil Fails thrill of “Better-than-new-car-performance”™! 
: e em e time within which pay-|from the same amount of fuel, the © 
. Car Aerial Not a ‘Part.’ ment must be completed for new! company said. Product of AUTOMOTIVE & MARINE PRODUCTS CORP., BOSTON 34, MASS. 
3 and used cars from the former 12 a 
Canada Tax Board Rules months to 18 months, leaving the 
: OTTAWA.—In an extremely im-|downpayment of half the purchase 
' portant decision, the tariff board | Price unchanged. 
| of Canada has ruled that automo-| In drafting its brief, the protest 
‘ bile radio aerials are not “parts” | meeting asked: 
of motor vehicles for the reason 1. Dropping of credit restrictions 
~|as the 
i tial to the operation of the vehicle.” | jn pee ig <lsl phy a 
This decision was rendered in| 2. Some reduction in sales and 
a SS - een sane now imposed on Cana- 
' : ’ ", , ~ | dian-m " 
i ing of the department of national 3 oe - ; os . ss 
revenue. The appeal was allowed|,.° If total relaxation of poet 
under Section 49 of the Customs | nS on time payments is not "| 
| Act and hence, in the future, com- 7% system = naa Dyes 
ponents for use on vehicles, which | WOU a a ned ength of time 
are not essential to the operation |P@yments in eastern and western 
of the vehicle are not to be re-|C@nada, where freight charges 
garded as parts but rather as boost the price of cars as high as 
accessories $300 above Ontario prices for the U e 
; ; same models. D _ 
The brief declared that while e RLY e—_— 
dealers were naturally looking out 1 : 
: : : : Not alone is the RED BOOK used by new and used car dealers, 
New : Miracle LIGHT sl ee ane Seen. | a finance companies, banks and insurance organizations throughout 
' a. Pies seattinn of the pete the United States, but it is used also by automobile dealers and finance 
/ working and business man who organizations in foreign countries—England, France, South Africa, 
needs a car for his work “and who Italy, Australia, Norway, Sweden, Finland and others—Automobile 
dealers and finance companies abroad and in the States are finding 











The best lighted avto sales agencies and 
cor lots get the business. You can do the 
same with POST-LITES, the glamorous 
outdoor fluorescents that are sold on a 


today is taxed and restricted on a) 
credit basis to a point that he is| 
unable to acquire necessary trans- | 
portation facilities.” | 

During the meeting several deal- | 
ers pointed out that taxation on 
Canadian-made cars, which reached 
as high as $500 on some models, 
was substantially greater than that | 
in the U. S. | 


2,000 Turnout Expected 
At Equipment Parley 


CHICAGO.—The 33rd annual 
convention of the Associated Equip- 
ment Distributors will draw an at- 





the service invaluable for purposes of identification, and as a most 


dependable Guide in EVALUATING used cars. 


How YOU Can Use It to Advantage— 
This world famous RED BOOK is, in reality, a SERVICE with many 
benefits. It is a service highly recommended—used most extensively 
by dealers and finance men alike. It is recognized as the Nation’s 
Standard of Used Car Values. Each of the three regional editions 
contains: (APPLICABLE FOR YOUR AREA) Cash value and 
finance figures; average base or wholesale figures; average market 
OPS CEILING PRICES—MAXIMUM REGULATION W 
LOAN VALUES; factory prices; serial numbers; motor numbers; 
weights; detailed specifications; insurance symbols; truck appraisals 
up to 1% tons. Arranged for quick reference; pocket size. Com- 
pletely revised editions supplied to conform to OPS quarterly 
Ceiling Price Regulations. 


value; 





THE BLUE BOOK 
The BLUE BOOK con- 
tains appraisals for all 
three regions; nation- 
wide plus complete truck 
appraisals. Desk Size, 


8,” x_11", leatherette 
cover. Fine for executive 
use or financial compan- 
ies. 


Dependable Valuations Recognized All Over the World 


written guarantee to increase your busi- 
ness catisfactory within 30 daye of ve tendance of more than 2,000, Special 40th ANNIVERSARY OFFER am BOOK Bestonal Poche Edition <a 
may return the lights for full refu: iati j : ingle Subscription—oall issues... 2... 6c cece ene eeceeenree d 
guarantee is over two years old, yet not a Be rege Se — Get this Book Without Charge 2 or More Subscriptions—each.......- cee ee ee ecceee 6.50 
cue FORE SSEm See Seen, eeteeess, aan doe “tae GIVEN! Free with new subscription, “MOTOR BLUE BOOK EXECUTIVES EDITION 
directly rhacens ry 3 these lights. = an. % ere at the Conrad LAWS AT-A-GLANCE,” a 24-page, vest-pocket Single Subscription—oll issues. ...... 00sec cece eee cerece $15.00 
Hilton hotel. book goateinie , most lengorvant rovisions of 2 or More Subscriptions—each........ ++ eeeeeeeeeneees 13.50 

Ad Beat competition to the punch with these : F auto laws of all states, State Administration F. Li , N 

now! your compe! pu Officials said the attendance Agency, license plate colors, etc. Tabulated for pe Be ve gal palley tas teem SATEPACHON GUAREED CR 


new miracle lights that give 10 times the light at half the 
cost, It's the best and cheapest advertising you can buy. 
You can’t miss! 


Sam COUPON FOR FREE CATALOG 


W. H. Long Co.— 101 W. Illinois $t.—Chicage 10 ! 
Est, 1911. 40 Yearsof Guaranteed Serviceto Industry | 

tush FREE Catalog, Prices and details 4 
your Written Money-Back Guarantee. 











‘Salesmen: Exclusive Territories Open 





would include representatives from 
502 distributors and 245 manufac- 
turers. 


St. Louis Ignores OPS 
ST. LOUIS.—Rates in the river 
front city-owned parking area were 
raised to levels of those charged at 
privately-owned parks in opposi- 








permission to raise rates. 





NATIONAL USED CAR MARKET REPORT, Inc. 


RED BOOK and BLUE BOOK Used Car Appraisal Guides — 


rapid reference and alphabetically arranged. 


\\\\ 


7] 
/ 





National Auto Parts & Labor Manual. 
900 SOUTH WABASH AVE., CHICAGO 5, ILL. 


| 





SIGN and CLIP— MAIL THIS SLIP Today! 


Acceptance of Free 
“MOTOR LAWS AT-A-GLANCE” | 


Sure | can use THE RED BOOK (or BLUE BOOK) and 
would like “MOTOR LAWS AT-A-G 
with subscription. () Check enclosed. () Send C.O.D. | 


LANCE” sent free 


- tion to an OPS order which con- WED ID sod cies scanaekostiieesaee 
—Jjtends the city must first get I is co cia kos dnexnacadnteaacveue 
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NADA Clinic Gives Experiences .. . 





Selling Special Equipment 


(Continued from Page 77) 


many other types of customer 
advertising and they all stress the 
importance of—having your front- 
end and steering checked every 
so many miles. Switch your tires 
every so many miles—balance 
your wheels every so many miles. 
This is a natural for your mer- 
chandising program and all you 
have to do is identify your place 
and the equipment and—ask them 
to let you do it. 

The list of extra services and 
parts that may be merchandised by 
the proper use of your front-end 
equipment is almost endless—steer- 
ing overhauls—shock absorber serv- 
ice or replacements—brake work 
wheel truing and balancing—tire 
switching and replacements—king 
pin jobs—tie rod and ends—etc., 
etc., are only a few of the troubles 
that show up on this equipment 
and all you have to do is show them 
and ask them to buy. 

> . * 

HE lubrication rack. Don’t miss 

this one—have this operator re- | 
port that tire wear or front-end | 
condition or frame condition to his 
superior immediately so he can 
merchandise it to the customer. 

A clearly made out “bill for the 
work—itemized so that the cus- 
tomer can understand just what 
he paid for is also a very im- 
portant merchandising factor to 
keep him coming back and to 
recommend his friends and asso- 
ciates. 

Guarantee. This is something else 
that must be included in a good 
merchandising program. I believe 


can have enough equipment and 
| very few are trained to do a good 
|job with the equipment you may 
| have in your shop. As a result, you 
| are losing revenue and if your shop 
|is busy your customers are not 
| getting the benefit of the best serv- 
|ice you can give them. 

Some of you may have had this 
experience: A customer drives into 


tor has a slight skip or it starts 
hard occasionally and after check- | 
ing his motor certain repairs or ad- | 


bill and drives out of your shop. | 
A few days later he is back with 
fire in his eyes and tells you his 
original trouble still exists, or worse 
he may go elsewhere to have the 
trouble corrected and you have lost | 
his goodwill. The solution is to put | 
your test equipment to work prop- 
erly and find the source of his com- 
plaint the first time he comes in. 
In order to do this you may have | 
to select a man from your shop and | 








we all know that a hard and fast 
guarantee on front-end alignment | 
is pretty hard to make—when we 
have such unstable factors—the 
owner can drive out of your place 
of business and knock all your 
alignment off in 10 minutes—or 
if you please—one of your own men 
might do it before your customer 
gets delivery—so—I have found that 
any complaint should be carefully 
studied and if in a reasonable time 
—pull the previous order and ad- 
vise the customer you will have it! 
rechecked with those readings—at 
no charge—when you get the re-| 
sults—compare them-—along with 
any notes on heavy tire sidewall 
marks, etc., and you will be sur- 
prised at the number of reasons you 
may find—after an explanation of 
which the customer is usually will-| 
ing to go along on all or most of 
the bill. 

Follow-up. Be sure you find out 
what he thinks of your good job 
by mail—by phone—by any means 
but get his reaction—he drives it 
and he pays the bills and you want 
him back. Good merchandising is 
keeping him satisfied on your use 
of this equipment on his car. You 
can do no better merchandising 
than doing a perfect job right the 
first time. 


oJ ® 


Test and Tune-up 
By Lester Murray 

WB WOULD like to take the next 

few minutes to talk to you 
about merchandising motor test 
and tune-up equipment. I realize 
that you have some, if not all the 
equipment necessary to test and 
tune up a motor but are you using 
it to your best advantage? Are you 
selling repairs and replacement 
parts? Is it assisting you in obtain- 
ing greater customer satisfaction? 
I will try to suggest a few ways in 
which the equipment may be a 
greater asset to you. 

You are aware of the need for 
frequent engine tune-up and elec- 
trical repairs on our modern auto- 
mobiles. Due to higher compres- 
sion ratios and greater speeds. 
engines are more finely balanced 
and are more sensitive to wear 
and misadjustment. Electrical 
equipment and accessories de- 
mand high output generators and 
voltage regulators which reanire 
testing and _ recalibration fre- 
quently. This reauires modern 
equipment designed especially for 
the job. 

Many of you can recall the time 
years ago. when a mechanic could 
do a fairly good job of tuning a 
motor with a contact file, a set of 
thickness gauges and some hand 
tools—those days are gone forever. 
Today’s best mechanics have a few 
pieces of special tune-up equipment 
in their tool boxes but none of them | 





,to operate 


your shop and states that his mo-| 


|than to give a good test and tune- 


justments are made. He pays his| 


the equipment. This, I 
realize, will not be easy, since we 
are facing a growing shortage of 
mechanics. However, a competent 
operator on your diagnosis equip- 
ment will assist in easing your | 
manpower shortage by relieving 
your other mechanics from making 
their own tests and have them} 
available to make specified repairs. | 
You will find more mechanics 
equipped to make major repairs 


up job. 
* * * 
hae GET the best result, you | 
should set up a test and tune-up 
department—well equipped, clean 
and accessible to your customers. 
The personnel who will operate this 








Morton Motor Workers Receive Bonus— 


In addition to a cash bonus, employes of Morton Motor Co. (Pontiac-Chevrolet), 
Farmington and Skowhegan, Me., were given turkeys and boxes of candy at the 


department should be competent, | annual Christmas party. “We keep the goodwill of our employes and | feel that we 
intelligent and present a neat and | have good employe loyalty,"’ Lloyd B. Morton, president, stated. 


pleasing appearance in order to 


gain the confidence of your cus- 
tomers. After setting up the space, 
equipment and personnel to give a 
good diagnosis and tune-up—sell it 


train him or try to hire someone | sincerely to yourself, all of your 


personnel and your customers. Sell 
it with newspaper or radio adver- 
tising, direct mail from your fol- 


and above all sell it to your cus- 
tomers in the service department. 
Educate yourself and your serv- 


low-up system and mailing list, by|ice salesmen to forget all about 


the use of telephone solicitation 


(Continued on Page 90, Col. 1) 


UGAR KAYOS RANDY 





@ To cash customers, fans, curbstone experts, the TV and 


radio audiences, the big fight is an exciting event. To 
The News sports staff, it is another assignment, to be 


carefully planned and covered, usually under pressure in the 
final stage. And it may be a sustained neckpain to the man 


on the story. 


@ Last summer Sugar Ray Robinson, world’s 
middleweight champion, took the grand tour to Europe. 
In France he vanquished challengers, gave exhibitions, 


“i Re donated gate receipts to charity, received almost-Eisenhower 


ovations. Enthusiasts of /e boxe exclaimed 
and what he ate for breakfast. 


young Englishman named Randy Turpin 
slapped Mr. Robinson around for fifteen 
rounds. A return match over here was 
shortly arranged. 
Thereafter the Robinson-Turpin fight 


Gene Ward of The News sports staff, who assiduously 
garnered gossip, rumors, and sometimes news of the 
contenders. He kept in touch with officials of the 


International Boxing Club, sponsor of the event. He covered 
Robinson’s return and City Hall reception on August 2. He 
braved the misty dawn of August 20, to meet the Queen Mary 
with Turpin and entourage of brothers, trainers and British 


journalists. He visited the training camps of both. 


@ The date of the fight was September 12. A week before, 


the following schedule had been worked out: 
Gene Ward—main story, ringside account, round up 
Joe Trimble—Robinson’s dressing room, incidentals 
Dana Mozley—Turpin’s dressing room, incidentals 
Jimmy Powers—column from ringside 
Charley Hoerter—supervising story in the office 


George Schmidt, picture chief, assigned Walter Kelleher, 


Seymour Wally, Fred Morgan for ringside pictures, Tom 
Watson to take celebrities. 
With two telegraphers, three copyboys to collect 


negatives, and three motorcycle couriers, The News working 


press quota was a dozen tickets. 
The day before, electricians installed special ringside 
speedlights for News cameramen. 


@ On F-Day, at 11:00 am, Ward went to the Athletic 


Commission offices to cover the weigh-ins which occurred at 
12:05; and interviewed the fighters and officials. Cameramen 


Clarity and Gallagher took pictures. 


At 1:30, Ward visited International Boxing Club offices 


at the Garden, checked ticket sales, estimated attendance, 
weather, etc. 


Morgan at ringside 


over his grace, speed, footwork, underwear 


However in London on July 10, a stolid 


became the more or less personal property of 


Kelleher at ringside 


——Story on Page 82 


At 2:30, back in The News office, he phoned managers, 
trainers, Garden box office for last details; and at 4:00 began 
to write the story for the First and Second editions. At 7:00, 
he went out for a quick dinner. 

Mozley did a story on several hundred fans who had 
journeyed to Philadelphia to see the fight on TV—and found 
the theatres had been sold out for two days. The AP reported 
from Washington that the British Ambassador was rooting 
for Randy! 


@ Shortly after 7:30 Ward was at the Polo Grounds, talked 
with officials. Cameramen, telegraphers and Jimmy Powers 
were on hand before 8:00, when Jimmy Kronthal, telegrapher, 
opened the wire to The News office, connected with Eddie 
Shaw. Ward sent a two paragraph insert for the Second 
edition, covered the preliminary bouts, chatted with officials 
and sportswriters. (The press had 400 representatives, occupied 
seven rows.) Trimble and Mozley circulated around. Watson 
snapped arriving VIPs. 


@ Back in the office, Hoerter wrote emergency headlines, to 
cover every possible ending of the fight. These were set in 
type, ready for the form when the final decision was flashed 
from ringside. 





Ward at ringside as prelims start. Jimmy Powers, 
News sports editor, light jacket, in background 


@ The office had a rush night. The News’ own 17th Annual 
Harvest Moon Ball at the Garden tied up a lot of cameramen 

. Harry Gross, missing big shot gambler, had suddenly 
turned up in Atlantic City. Washington and foreign cable 
stories were heavy. 





@ At 10:00 pm, Ward alerted the office. The open wire in 
Sports was moved to the composing room. Lester Rose 
manned a typewriter next to Shaw, to put down the running 
story. Copy boys stood by to rush takes to the linotypes. 


% 





























ADA Old-Timers Gather . 


AUTOMOTIVE NEWS, JANUARY 28, 1952 __ 





List More Than 300 
For ‘30- Year Club’ 


Continued 


ibert Colussy, Bridgeport, Pa.; 
imes A. Davis, Hutchinson, Kans.; 
rthur E. Dufner, Hermann, Mo.; 
in Burtschi, Vandalia, Ill.; Peter 
in Sychee, Perth Amboy, N. J.; 
C. Hall, Milwaukee; Geo. Irvin, 
Denver; L. B. Knight, Greenville, 
Ky.: W. M. Robertson, Joplin, Mo.; 
Harry McArthur, Hattiesburg, | 
Miss.; Kenneth V. Bostian, Inde-| 
pendence, Mo.; Tom S. McNeil, | 
Rogers, Ark.; Bryan Roberts, Burl- | 
ington, Wis. 
I. A. Pfeffer, Centralia, Ill.; G. R.| 


Goodfelloe, Hanover, Pa.; E. H. 
Conner, Unadalia, Ga.; W. L. Kit-| 
trell, Hohenwald, Tenn.; H. L. 
Rounce, Sidney, Mont.; Leon H. 
Zele, Torrington, Conn.; G. O. 


Smallcomb, Burlingame, Calif.; Wil- 
liam N. Amerling, Brooklyn, N. Y.; 
J. J. Baggett, Lawrenceville, Ga.; 


om Page 3) 


’ 


Carter Perry, Elizabeth City, N. C.; 


Bolon Barnhouse, Caldwell, O.; W. 
Sterling Edwards jr., Birmingham, 
Ala.; L. M. DeShong, Paris, Tex.; 
Harry Tompkins, Eldon, Mo.; H. 
Deets Warfield, Mount Airy, Md. 
John J. Verschoor, Mitchell, S. 
D.; R. N. Lineweaver sr., Staun- 
ton, Va.; H. M. Cuene, DePine, 
Wis.; Wm. C. Thomson sr., Co- 
lumbia City, Ind.; Lloyd B. Mor- 
ton, Farmington, Me.; Lynn H. 
Maughs, Fulton, Mo.; M. E. Mon- 
roe, Carthage, Ill; Philip Stager, 
Portage, Pa.; Ed Johnson, Stan- 
ley, N. D.; Harry Molyneux, 
Rockwood, Tenn.; Fred Eachus, 
Rockwood, Tenn.; Wm. Leslie 
Wheeler, Hampstead, Md.; Mar- 
tin J. Moore sr., Elizabeth, N. J. 
Chas. D. Linthicum, Cambridge, 


Sam H. Keiser, Pottstone, Pa.; J.|;Md.; Wm. J. Grattan, Lynn, Mass.; 


@ As the fighters entered the ring, Ward gave brief 
descriptions, named officials . . . and at the bell, started to 
dictate the blow by blow account. As his story came in on the 
wire, it was set in two sizes of type—the larger for the back 
page of the second edition, the smaller for the inside page 


story in later editions. 


News cameramen shot from three sides of the ring. 


Motorcycle couriers left with negatives every other round. 
At 10:52, in the tenth round, Ward flashed *“‘Robinson 
by tko.” The second edition, replated, was on the street with 


fight results at 11:14. 





In composing room, Shaw receives and 
Rose edits telegraphed ringside story 


@ As the Polo Grounds emptied, Ward began his main 
story, superseding earlier accounts. Jimmy Powers assembled 
his notes, dictated his new column. Trimble and Mozley had 


their stories wired in. 


@ Bill Quinn, motorcycle courier, bucked the crowd with 
the last negatives, rode them to the office. Bob Selig, night 
studio manager, rushed through prints of the last batch in 
twelve minutes. Jim Crowley, night picture editor, made his 


@ Question: 
advertising medium? Answer: It helps. 

The Robinson-Turpin fight was one reason, on one day, 
why The News was bought and read by more people—than 
any other newspaper in this country. There are other reasons, 
every day. Fight, frolic, fire, foreign policy, more people 
prefer to learn about it in The News. 

By-lines make buy lines. Action pictures act on sales. 
Advertising works harder in a well-read, well-liked, really 
wanted newspaper. 


Crescent Gives Car for Student Training— 


Benjamin Abrams (third from the left), president of Crescent Motor Sales, Inc. 
(Ford), Revere, Mass., presents the keys to a 1951 Ford sedan to Walter Donahue, secre- 
tary of the school committee in Winthrop, Mass., for use in a driver-training program. 
Pictured are (left to right): Carl Johnson, driver education instructor; Orrin C. Davis, 
superintendent of schools; Abrams; Donahue; Bonzagni; Eugene J. Fanning, state 
supervisor of the driver-training program, and Leslie L. Dunham, principal of Win- 
throp high school. 











H. J. Cook, Lansing, Mich.; F. Eng- | Va.; Harry S. Zuckerman, New 
land jr., Lansing, Mich.; C. LaMar | York City; Ralph H. Bonnell, Win- 


Creswell, Baltimore; W. L. Brazil, Tueteead. ©: fain Giedein wa 
Bonifay, Fla.; Leo Stolfmen, Bell-/nona, Ill: C. K. Petring, Norfolk, 
ingham, Minn.; R. H. Horton, Sib- | Neb. 


ley, Ia.; I. J. Short jr., Chase City, I. R. Hepler, Issaquah, Wash.; E. 








selections. The engraving department turned out halftones 
in twenty-seven minutes. 

The third edition, with Ward’s ringside account, main 
story, judges’ scores, the new Powers column, Trimble and 
Mozley yarns, and Fred Morgan’s knockdown picture on the 
back cover.. 


. went to press at 12:32. 


@, Ward’s story and Powers’ column went out to syndicate 
eustomers. The AP wired the knockdown picture to outside 
clients. Reuters radioed several pictures to British papers. 


@ Gene Ward left the Polo Grounds at 12:50 am, finishing 
a fourteen hour day. 


What has fight reporting to do with an 


@ And never forget that The News is a wanted newspaper. 


Two million 


people go toa newsstand or store, and buy it 


every morning! It sells more merchandise because it sells 
more people. 
—in print or otherwise—comparable with it!...To learn 


And as an advertising medium, there is nothing 


more about The News, call any office. 


THE {§ NEWS, New York’s Picture Newspaper 
220 East 42nd St., New York... Tribune Tower, Chicago 
155 Montgomery St., San Francisco... 1127 Wilshire Blvd., Los Angeles 


=|man, Royal Oak, Mich.; C. 
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W. Brown, Jacksonville, Ill.; W. M 
Thompson, Milwaukee; Frank §S 
Pohanka, Washington, D. C.; F. H 
Schierbrock, Davenport, Ia.; Geo. 
Allard, Crookston, Neb.; E. Jack 
| Beatty, Denver; Geo. Ruckle jr., 
| Dumont, N. J.; Jos. P. Dender, 
| Atlantic Highlands, N. J.; M. Weis- 
J. Am- 
|dahl, Pipestone, Minn.; A. Sisisky, 
|Thompsonville, Conn.; John R. 
Cunningham, Kansas City. 

B. M. Ratner, Greensburg, Pa.; E. 
E. Brumbaugh, Lansdowne, Pa.; 
Wm. J. Durst, Philadelphia; Earl 
Stoyer, Schuylkill Haven, Pa.; R. 
R. Davis, Peckville, Pa.; Wm. J. 
Klinger, New York City; Harvey S. 
Rodebaugh, Brandford, Pa.; H. W. 
Kuhn, Telfort, Pa.; Robert A. Mul- 
|ford, Bridgeton, N. J.; J. Elmer 
Mulford, Bridgeton, N. J.; J. Ed 
Travis jr., St. Charles, Mo.; O. R. 
Harrod, Frankfort, Ky.; R. J. Ross, 
Fort Smith, Ark.; A. J. Ahrens, 
Boone, Ia.; Edward B. Jones, Won- 
socket, R. I.; Paul R. Webber, 
Rehrersburg, Pa.; Nathan Gross, 
Perth Amboy, N. J. 

H. B. Ransom, Fort Worth; Eu- 
gene J. Brady, Providence; L. M. 
Stewart, St. Louis; J. A. Seitzinger, 
Frackville, Pa.; T. E. Chambers, 
New Castle, Pa.; Geo. F. Fiedler, 
Blue Island, Hl.; L. G. Steiner, 
|Pandora, O.; Jim C. Brady, Mc- 
Minnville, Tenn.; Russell B. Lentz, 
Spartanburg, S. C.; D. G. Kelly, 
Grand Forks, N. D.; Wm. Otto 
Steudel, Cleveland; M. A. Eveleigh, 
|Watertown, N. Lee D. Craig, 
Rockford, Ill.; Lester G. Thomas, 
Denver; S. T. Atkinson sr., Char- 
lotte, N. C.; Forrest Andrews, De- 
Kalb, Ill. 

William J. Schmitt, Evanston, 
Ill.; Frank Collord, Waterloo, Ia.; 
N. Harlan Slack, West Chester, 
Pa.; Arthur F. Ehrenstrom, Chi- 
cago; John J. Collins, Waterbury, 
Conn.; C. O. Pond, Washington, 
D. C.; Hollis O. Frey, Blooming- 
ton, DL; Norman W. Couch, New 
Preston, Conn.; C. J. Hayden, 
Stamford, Conn.; Joseph Hughes, 
Cambridge, Mass.; Wm. H. Her- 
ger, Taylor, Pa.; Orlo E. Salis- 
bury, Elgin, Dil.; V. Metchik, Rah- 
way, N. J. 
| Thayler McLarsen, Kearney, 
|N.J.; Albert E. Busse, Mt. Pros- 
pect, Ill.; E. H. Zimmer, East St. 
|Louis, Ill.; E. P. Blough, Johns- 
town, Pa.; John M. Karl, New Can- 
|}nan, Conn.; Henry H. Bryant, San 
|Antonio; R. A. Mueller, Tacoma, 
| Wash.; David E. Castles, St. Louis; 
|Geo. B. Wallace, Portland, Ore.; 
|Edw. J. Ferris, Jeannette, Pa.; W. 
G. Melhorn, Hanover, Pa.; E. J. 
Noren, Ottawa, Ill.; John C. Mc- 
Murray, Winthrop, ‘Mass.; Alvin F. 
Thumma, Hagerstown, Md. 


Edw. J. Schroeder, Saginaw, 
Mich.; Ben T. Wright, Evanston, 
Ill.; A. W. Golden, Reading, Pa.; 
Wm. C. Stanlik, Chicago; Chas. A. 
| Seri, Cleveland; Eugene L. Seville, 
Waterbury, Conn.; Lloyd W. Hoag- 
land, Somerville, N. J.; Walter P. 
Staebler, Ann Arbor, Mich.; A. S. 
Levinsohn, Saginaw, Mich.; Ray- 
mond Pearson, Houston; C. A. 
Chase, Dover-Foxcroft, Me.; Claude 
E. Runkel, Lebanon, Pa.; B. H. 
Jamesom, Fulton, Mo.; Charles 
Huston jr., Mt. Union, Pa. 

Geo. M. Yocum, Lansdale, Pa.; 
Harry E. Sames, Laredo, Tex.; J. 
H. McFayden, Omaha; Bradley M. 
Woodfield, Damascus, Md.; A. J. 
Dingeman, Oxnard, Calif.; J. J. 
Stump, Norton, Va.; Turner Sum- 
mers, Louisville; J. M. Allton, Co. 
lumbia, Mo.; Geo. J. Jones, Corpus 
Christi, Tex.; H. C. Ward, Anda- 
lusia, Ala.; Geo. W. Willis, Sweet- 
water, Tex.; Fred D. Watson, 
Springdale, Ark.; Robert Stochka, 
Bloomingdale, N. J.; D. E. Wil- 
liams, Kansas City. 

Robert G. Stovall, Denver; J. 
D. Wise, Hazelhurst, Miss.; Nor- 
ris H. Friend, Newport, Me.; Fred 
A. Groves, Cape Girardeau, Mo.; 
Wm. J. Schmelz, Roselle Park, 
N. J.; Charles B. Perham, Arling- 
ton Centre, Mass.; Charles H. 
Green, Bothell, Wash.; Forest B. 
Lovelock, Reno, Nev.; Walter E. 
Collopy, New Bedford, Mass.; 
Sam Gatewood, Richland, Pa.; J. 
C. Fox, Calhoun, Ga.; L R. Hicks, 
Covington, Ky.; Arthur E. Center, 
Springfield, Mass.; C. W. Wilson, 
Fairmont, W. Va. 
| A. F. Fader, Newark, Del.; C. A. 
| Harrold, Greensburg, Pa.; Irvin H. 
| Sentz, Baltimore; Charles F. Straub, 
Keyport, N. J.; Paul Brown, Bloom- 
|ingdale, Ind.; G. C. Thomas, Char- 
|lotte, N. C.; Harry W. Young, 
| Springfield, Mass.; D. A. Heindel, 
Youngstown, O.; John Riach, Se- 

(Continued on Page 89, Col. 1) 
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equipment shown.) 


Tens of thousands in use .. . precision engineered 


These improved, rugged per- 
formers have clean, simple 
design features . . . May 
now be secured through dis- 
tributors located from coast 
to coast. (Send for list and 
descriptive material on 






Positive Traction 





for rugged performance . . . automatically pre- 


vents wheel spin. (Any Ford dealer can arrange 


for factory installation, or make available for 


field replacement.) 


Rugged, third axle, heavy-duty highway hauler 










meets legal axle spacing and loading require- 


ments. Boosts hauling profits. Has many unusual 


and exclusive features. Extremely simple and 


clean in design. 


A real glutton for rough work, this tandem driv- 






ing axle unit has positive shift lock for low range 
gear, plus the exclusive NoSPIN in lower shaft 
of the Thornton Gear Case. A very efficient 


performer. 





DETROIT AUTOMOTIVE 


PRODUCTS 


8701 GRINNELL AVENUE © DETROIT 


CORP. 


13, MICHIGAN, U.S.A. 








EXCLUSIVE — DISTINCTIVE 


For adding a smart, handsome, stream- 
lined appearance to your car Finliners 
are tops. Their utility is unquestioned— 
their added safety features are highly 
desirable. As additional tail lights they 


LOOK! 


Cash 


CHEVROLET 1949-'50-'51 
List Reg. $32.95, Now $19.95 


PONTIAC 1949-'50-'51 
List Reg. $32.95, Now $19.95 


FORD 1949-'50-'51 
List Reg. $32.95, Now $19.95 


HUDSON 1948-'49-'50-'51 
List Reg. $32.95 


SPECIFY YEAR AND MODEL 


ORDER DIRECT FROM 


UNITED MARINE MFG. CO. 


ORIGINAL DESIGNERS 


3811 E. 67th STREET 


+ semcmmgareme gree mee 


leave original tail lights for use as stop 
or turn indicator lights. 

Dealers are discovering the extra sales 
appeal Finliners add to new stock cars. 
in on this feature while it is hot. 
Order without delay. 


REDUCED PRICES 
Don't Miss This — ORDER NOW! 





ADDS 





"* $10.77 


for the 


“HENRY J” 


Beautiful 
NEW 


CUSTOM STYLING 


TO YOUR CAR 


DEALER 
cost 


FITS ALL MODELS 





Limited Time 


CHROME 
DELUXE 
ATTACHMENT 





Easy to install 
with Four Bolts 
Furnished. 


$6.95 Per Pr. 


Fits Ail 
Finliners 


KANSAS CITY 5, MISSOURI 


Bs 





Only Genuine FINLINERS 


HAVE THE 
UNBREAKABLE, RUBY RED 
REFLECTOR TYPE LENSE 


EASY TO INSTALL — ATTACHED WITH ONLY 
2 SCREWS —No PAINTING NECESSARY 


“BULL'S EYE" 


LIST PRICE — $17.95 PER SET 
DEALERS PRICE — ONLY $10.77 


28, 1952 


Used-Car Auction Prices 

















(Continued from Page 69) 


(8) 2-dr $770; sedan coupe, $680 $670; 
(6) 4-dr., $615 
WILLYS 49 station wagon, $905* 
MISCELLANEOUS—’'51 GMC '%-ton pick- 
up, $1,365 47 International %-ton pick- 


$475 


DANVILLE, VA. 
Auction. Sale every Wed- 
for sale of Jan, 16.) 


up 


(Danville Auto 
nesday. Prices are 
(Number of offerings dropped but oth- 
erwise the market was very active. Sold 

| 44 units out of 65 offerings.) 


| BUICK—'46 Special 2-dr., $710. 

CADILLAC "47 (62) 4-dr., $1,425 

CHEVROLET—’51 FL Deluxe 2-dr., $1,- 
550. ’50 SL Special 2-dr., $1,175; FL 
Special 4-dr., $1,020; SL Deluxe 2-dr., 
$1,350; %-ton pickup, $940. "47 SM 2-dr., 
$780. ’42 2-dr., $115. '41 SD club coupe, 
$220; MD 4-dr., $200. °40 SD _ coupe, 


$175; 2-dr., $100. 


DeSOTO—'49 Custom 4-dr., $1,060. 

DODGE—’51 Coronet club coupe, $1,600. 

FORD — '51 Victoria, $1,350; (8) %-ton 
pickup, $1,130. ‘50 Deluxe (6) 2-dr., 
$1,040; Custom (8) 2-dr., $1,150. ‘49 
Custom (8) 2-dr., $1,020; 4-dr., $980; 
Deluxe (8) 2-dr., $850. '48 SD (8) 4-dr., | 
$675, $775. '47 Deluxe (8) 4-dr., $650; | 
SD (8) 2-dr., $800. "46 Deluxe (8) 2-dr., 
$625; SD (8) business coupe, $480; club 
coupe, $630. 

MERCURY—’51 Monterey, $1,800. °50 club | 
coupe, $1,230, $1,430*. '49 club coupe, | 
$1,000. 

OLDSMOBILE—'51 (98) 4-dr., $2,100. '47) 

| 4-dr., $630. 

| PLYMOUTH—'48 Deluxe 4-dr., $650; SD 
4-dr., $410. '47 Deluxe 4-dr., $440. °40 
2-dr., $125. 

PONTIAC—’'48 SL (8) 4-dr., $890. °41 


| conv., $175. 


N. PLAINFIELD, N. J. 


Auto Auction. Sale every 
Prices are for sale of Jan. 


(Lebanon 
Wednesday. 
16.) 

(Market steady; prices of clean cars 
up. Sold 67 units out of 92 offerings.) 

BUICK — '50 RM Riviera coupe, $2,075; 
Super Riviera coupe, $1,735; sedan, $1,- 
450*. °49 Super sedan, $1,340*, $1,325, 
$1,300*. 48 Super sedan, $875; RM 
sedan, $820. ‘47 Super sedan, $775. ‘46 

Super sedan, $675. °41 sedan, $210. 
CHEVROLET—’51 SL Deluxe sedan, $1,- 

685*; %-ton pickup, $1,450. ‘50 SL De- 

luxe sedan, $1,285. ‘49 FL Deluxe sedan, 

$1,045; FL Special sedan, $1,005, 2 at 
$960, $955, $930, $925. ‘48 SM sedan, 


$690. °47 FM sedan, $710, $700; %-ton 
panel, $375. ‘46 SM sedan, $600. 

DeSOTO—’50 Custom sedan, $1,590. °48 
custom sedan, $935. 

DODGE — ’51 Custom sedan, $1,875. °'49 
Meadowbrook sedan, $1,250. °48 Custom 
sedan, $760. 

FORD—’51 Custom (8) station wagon, $1,- 
675*. ’50 Custom (8) sedan, $1,100; 
Deluxe (8) sedan, $1,075. ‘49 Custom 
(8) sedan, $1,060, $900; Custom (6) 
sedan, $960. °48 Deluxe (6) sedan, $520. 


’41 sedan, $230, $200. 


KAISER—'51 Custom sedan, $1,610. ‘'48 
sedan, $660. 
MERCURY—’'49 sedan, $1,155. ‘47 sedan, 


660. 
NASH—’50 Statesman Super sedan, $1,175. 
OLDSMOBILE — ’51 (98) sedan, $2,210; 
(88) sedan, $2,100. °50 (76) sedan, $1,- 
185. °49 (88) sedan. $1,315*. 








$125. 
PACKARD—’50 sedan, $1,310*, °48 sedan, 
830 


PLYMOUTH—'51 Cambridge sedan, $1,525. 
50 Suburban, $1,275. ‘47 Deluxe sedan, 
$675; SD sedan, $670. 

PONTIAC—’50 Chieftain (8) Deluxe sedan, 
$1,560. °49 SL (8) sedan, $1,360%. °46 
(8) sedan, $630, $575. °'41 sedan, $175. 

STUDEBAKER—’50 Champion sedan, $1,- 
210, $1,020*. ‘47 Land Cruiser sedan, 
$730. 


WILLYS—’'48 Jeep station wagon, $760. 


VALDOSTA, GA. 


‘(Tom Hewitt Auto Auction, Sale every 

Friday. Prices are for sale of Jan. 11.) 
(Wholesale market is red hot, retail 

market is fair. Sold 163 units out of 

231 offerings.) 

BUICK—’'51 Special sedan, $2,070*, $1,- 
950*, $1,700; Super sedan, $2,175*; Rivi- 
era sedan, $2,450*. ‘50 Special sedan, 2 
at $1,225*. ‘49 Super conv., $1,150, $1,- 
200; sedan, $1,150*. ‘46 Super sedan, 


$600. 

CADILLAC—’51 (62) 4-dr., $3,775*. °48 
(60) 4-dr., $1,750". '47 (61) 
4-dr. ° 

—51 SL Special sedan, $1,- 
570, $1,425; SL Deluxe sedan, 2 at §1,- 
700*, $1,670*, $1,680*; %-ton pickup, 
$1,370, $1,190. ‘50 SL Deluxe sedan, 
$1,385*, $1,350, $1,330, $1,310, $1,237, 
$1,060; FL Special 2-dr., $1,210; FL 
Deluxe 2-dr., $1,375*; SL Special 4-dr., 
$1,250, $1,150, $1,280; business coupe, 
$930. ‘49 SL Special 4-dr., $1,020. °48 
FM 2-dr., $905; FL aerosedan, $900; 
%-ton pickup, $600. ‘47 FL aerosedan, 
$825, $790; FM 4-dr., $760. °'46 SM 
4-dr., $670, $300. 

CHRYSLER — '51 Windsor sedan, $2,075. 
"50 NY 4-dr., $1,510, $1,550; Windsor 
4-dr., $1,600*. 

DeSOTO—’'49 Deluxe 4-dr., $980. °'48 Cus- 
tom 4-dr., $900. ‘47 Custom Suburban, 


$800. 

DODGE—’51 Coronet 4-dr., $1,450. 

FORD ’51 Custom (8) sedan, 
$1,650, $1,675, $1,790*, $1,805*; sedan, 
$1,700, $1,600; conv., $2,250*; Victoria, 
$2,000*, $2,050*, $1,800, $1,830; Deluxe 
(8) 2-dr., $1,490, $1,525, $1,550; Deluxe 
(6) 2-dr., $1,425; %4-ton pickup, $1,230. 
‘50 Custom (8) 2-dr., $1,415*, $1,375*; 
club coupe, $1,280; Deluxe (8) 2-dr., $1,- 


$1,725, 


170, $1,175; %-ton pickup, $785. ’°'49 
Custom (8) 2-dr., $820, $1,020*; club 
coupe, $800; station wagon, $900. ‘48 
SD (8) club coupe, $780. °47 SD (8) 


sedan, $585, $720, 2 at $750; club coupe, 
$650; 1%-ton stake, $650. °46 Deluxe 
(8) 2-dr., $475, $550, $675, $695. °'36 
Deluxe 4-dr., $350. 

HUDSON—’51 Commodore (8) sedan, $1,- 
775*. 

KAISER—’47 Custom 4-dr., $405. 

LINCOLN—'51 Cosmopolitan 4-dr., 
$2,300. ‘50 4-dr., $1,450. 

MERCURY —’'51 club coupe, $1,700, $1,750. 
‘50 sedan, $1,435, 2 at $1,275; conv., 
$1,350, $1,310 "49 2-dr., $1,080, $800 


$2,250, 


"41 sedan, | 


48 club coupe, $685 47 4-dr $725 
'46 2-dr., $780 

NASH—'49 Ambassador 2-dr., $800 

OLDSMOBILE—'51 Deluxe (88) 4-dr., $1 
625; Holiday $2,100*; conv., $2,100* 
’50 (S88) 4-dr., $1,560*; club coupe, $1 
575°. °49 (98) 4-dr.. $1,200* 

PACKARD 50 4-dr., $1,150 

PLYMOUTH 51 Cranbrook 4-dr., 2 at 
$1,412; Belvedere, $1,865; Cambridge se 
dan, $1,550 2 at $1,500, $1,530 "49 
SD sedan, $1,020, $1,070 '46 SD 4-dr 
$615. 

PONTIAC—'51 Chieftain (8) 4-dr., 2 at 
$2,000. °50 Chieftain (8) sedan, $1,450* 
$1,250; Catalina, $1,850*, $1,800*; SL 
(8) 4-dr., $1,390 49 SL (8) 4-dr., $1,- 

|} 250%. '46 SL (6) 4-dr., $570 

STUDEBAKER ‘51 Land Cruiser 4-dr 
$1,525. ‘50 Champion 2-dr., $1,150, $1,- 

| O80; club coupe, $1,075, $1,150. "48 
Champion conv., $700 

WILLYS — ‘49 station wagon, $850. ‘48 


Jeep, $475, $400. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
Friday. Prices are for sale of Jan. 18.) 
BUICK—’50 Special sedan, $1,325, $1,295 

*49 RM sedan, $1,175*. 
CADILLAC—’'49 (62) sedan, 
| (61) sedan, $830*. 
CHEVROLET—’50 FL Deluxe sedan, §$1,- 

210. ‘49 SL Special sedan, $1,025. ’48 

SM sedan, $780, $800; FL aerosedan, 
| $870, $885; 4-dr.. $850. '47 FM sedan, 
$605; FL aerosedan, $740. '46 FM sedan, 
$725; SM club coupe, $590. ‘41 SD 
| sedan, $300; club coupe, $275, 
CHRYSLER—’49 Windsor club coupe, 

300; Saratoga club coupe, $1,175. 

NY sedan, $275. 

DODGE—’'46 Deluxe sedan, $650. ’41 Cus- 
tom sedan, $135. '38 sedan, $190. 
FORD—’50 Custom (8) sedan, $1,010. °49 

Custom (8) sedan, $890; Custom (6) se- 

dan, $795. °48 Deluxe (6) sedan, $630. 

’46 SD (8) sedan, $505. '42 sedan, $275. 

"41 sedan, $210. 

FRAZER—'49 Manhattan sedan, $675. 
HUDSON—’46 Super (6) sedan, $430. 
KAISER—’'49 sedan, $615, 
OLDSMOBILE—'46 (78) sedan, $470. 
PACKARD—’46 (6) sedan, $520. 
PLYMOUTH—’51 conv., $1,690. °48 Deluxe 
sedan, $820. '47 Deluxe sedan, $660. °41 

SD sedan, $205, $275. 
PONTIAC—’50 Chieftain (6) sedan, $1,- 

310. '49 Chieftain (8) sedan, $1,150*; (6) 

sedan, $1,100. '47 (6) sedan, $710*; sta- 

tion wagon, $410. "46 (8) sedan, $575. 

"39 (6) sedan, $245. 
STUDEBAKER—’50 Champion RD _ club 

coupe, $1.100*. '47 Champion sedan, $580. 
MISCELLANEOUS—’50 Austin sedan, $445. 


2,050*°. '46 


$1,- 
"42 





Austin Ontario Motors 


TORONTO.—Austin Ontario Mo- 
tors, Ltd., has been taken over by 
Austin Motor Co. (Canada), Ltd., as 
sales and advertising headquarters 
for the company in Canada and 
distribution center for most of On- 
tario. Sales from the organization 
will be wholesale only, but the 
| gaia will be open to the pub- 
ic. 





Wondering how new-car and truck produc- 
tion and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every 
week throughout the year. 








UNDER THE HOODS 
ze), 
_.. EASY PROFITS! 


e7@) 


QUICK 





Very few customers will pass up the 
cleaning job you can do on their 
motors when you use 


MAGNUSOL 


And you'll give ‘em those “new- 
looking” motors with so little labor 
on your part! Just spray on the 
Magnusol solution, let it soak in a 
few minutes, and flush it off with 
water. No brushing or scrubbing. 
Perfectly safe. Completely effective. 
Just as effective for wheels and 
chassis, too! An easy way to make 
EXTRA PROFITS! 


Write on your letterhead for details 
on our 30-day trial offer . . . 15 
gallons of Magnusol and the Magnus 
Sprayer—all you need for cleaning 
130 motors and chassis! 
MAGNUS CHEMICAL COMPANY 
97 South Avenue, Garwood, N. J. 
In Canada—Mognus Chemicals, Ltd., Montreal. 

Service representatives in principal cities. 


Pe 





CLEANERS + EQUIPMENT + METHODS 
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N ADA Old-Timers Gather .. . 


List More Than 300 
For ‘30-Year Club’ 


(Continued from Page 87) 


|M. E. Tuller, Worchester, Mass.; C. 
hk. B. Fleigh, Baltimore; Russell F.|M. Williamson, Hopkinsville, Ky.; 
|D. E. Statler, York, Pa.; Harry 
| Von Kampen, Brooklyn, N. Y.; Jack 
xeorge P. Eidam, Hazleton, Pa.;|Nashman, Jamaica, N. Y.; T. A. 


attle; Wm. E. Grim, Topton, Pa.; 


Bonesteele, Salem, Ore.; L. Edison 
Mathis, Atlantic City, N. J. 


Charles E. Eidam, Hazelton, Pa.; 
A. L. Holloway, Bucyrus, O.; Clyde 


S. Cole, Warren, O.; Philip A. 
Hemm, Piqua, O.; Harry L. Wilson, 
Seattle; Julius L. Abrams, East 


Greenwich, R. I.; S. B. Northrop, 
Watertown, N. Y.; Willis J. Hakes, 
Fostoria, O.; Ellis Robertson, 
Keene, N. H.; Ernest T. Fredette, 
Athol, Mass.; Edgar T. Keller, To- 
ledo, O.; Henry J. Kittrell, Rich- 
mond, Va.; W. Scott Fox, Fulton, 
Mo.; Louis Trossen, Marshfield, 
Wis.; Robert Kayser, Montclair, 
N. J.; Fred H. Deaton, Stateville, 
N. C.; Fred G. Nobel, Stamford, 
Conn.; Perry A. Adair, Providence; 
H. G. Jones, Big Spring, Tex.; Ro- 
land B. Jordan, Williamantic, 
Conn.; W. L. Mallon, Irvington, 
N. J.; Edwin A. Wittman, S&t. 
Marys, Pa.; Otto A. Lawton, Bos- 
ton; John D. Zolzer, Elizabeth, N. J. 

E. G. Dillingham, St. Joseph, 
Mo.; Gaston DiBello, Buffalo; W. 
J. Maurer, Freeport, IL; Tommy 
Mallon, South Tacoma, Wash.; J. 
E. McClain, Bellaire, O.; Gael D. 
Munson sr., Warsaw, Ind.; John 
W. Olson, Watertown, Conn.; 
John J. Delaney, Boston; Frank 
A. Halloran, Paterson, N. J.; 
Samuel Himmelstein, Trenton, 
N. J.; Hanley Dawson, Detroit; 
Forrest McConnell, Montgomery, 
Ala.; Claude A. Wheeler, Johnson 
City, N. Y.; Geo. S. Allan, Ran- 
dolph, Vt.; Preston E. Task, 
Hamilton, N. Y.; P. T. Ranere, 
Hammonton, N. J. 

Chester G. Daetsch, Hamburg, 
N. Y.; Jere Edwin Dodge, Winston- 
Salem, N. C.; Harry C. Amos, 
Cootesville, Pa.; Wm. Myer, Ridge- 
wood, N. Y.; Geo. A. Foster, Bev- 
erly, Mass.; Harold R. Fratus, 
Quincy, Mass.; Arthur Rylander, 
Americus, Ga.; Leon E. Titus, Ta- 
coma, Wash.; J. Harrison Cava- 
naugh, Manchester, N. H.; Herbert 
L. Van Scoy, Southampton, N. Y.; 
James Ashe, Bellingham, Wash.; 
W. O. Wikstrom, Yalima, Wash.; 
Harold Conrad, Scranton, Pa.; Earl 
M. Hubbard, Watertown, N. Y.; A. 
W. Julis, Buffalo; R. E. Ralston, 
Albany, Ore. 

Thomas J. Bouvier, Windsor, 
Conn.; E. A. Sharmon, Ambridge, 
Pa.; M. E. Earle, Brockton, Mass.; 
P. R. Ward, Cleveland; Robert H. 
Eddy, Toledo, O.; W. A. Henderson, 
Phillipsburg, N. J.; T. M. Hicks, 
Pipiestone, Minn.; Charles J. Kri- 
wanek, Chilton, Wis.; Norman C. 
Lawson, Central Valley, N. Y.; 
Harold A. Lanphear, Providence; J. 
C. Berge, Deerfield, Wis.; John 
Shankey, Haverstraw, N. Y.; Law- 
rence Becker, South Milwaukee, 
Wis.; W. B. Slater, Stoneboro, Pa.; 
J. Harry Cook, Cooperstown, N. Y.; 
~~ H. Haff, Seaford, L. I, 

; 


Frank E. Brooks, Hamton, N. H.; 





European Team Enters 


Auto Endurance Race 

SEBRING, Fla.—First European 
team to enter the 12-hour sports 
car endurance race here is a 
French team of Deutsch-Bonnett, it 
has been announced by Alec UI- 
mann, chief steward of the Sebring 
International Grand Prix of Endur- 
ance. The race will be held here 
March 15. 

Bonnett will drive a Dyna-Pan- 
hard in a two-place speedster. Sev- 
eral other countries have given 
their intentions to enter, Ulmann 
said, and are expected to be an- 
nounced shortly. The race will start 
at noon and run until midnight of 
me same day over a 5.2-mile circuit 

ere. 


Willett Opens Terminal 


CHICAGO. — Willett Transports, 
Inc., formally dedicated a new ter- 
minal here by playing host to more 
than 150 visitors at a buffet lunch- 
eon. As part of the program, the 
company awarded 40 drivers for 
Safety records ranging upward to 
16 years. 





Crowell, South Boston, Va.; E. R. 
Crow, Westfield, N. J.; W. R. Ste- 
phens, Minneapolis; W. H. Fergu- 
son, Bluefield, W. Va.; Wm. G. 
Herpick, Rochester, N. Y.; Clifford 
S. Mead, Pasadena, Calif.; V. N. 
Lackey, Hickory, N. C.; Sidney Col- 
burn, Dedham, Mass. 


Silver Anniversary Plaque— 


a silver anniversary plaque for 25 years 





Worl W. Thompson (right), Dodge dealer at Caldwell, O., has been presented with 


as a Dodge dealer. Here, he accepts the 


award from L. M. Broadbent, Dodge Pittsburgh regional manager. 





Wm. P. Smith, Wassaic, N. Y.; 
Carl E. Danner, Marion, O.; A. H. 
Letzler, Houtzdale, Pa.; Sam Sea- *wW: 
man, Glen Cove, N. Y.; Ralph A. $200 Million Industry 
Hult, Madison, Wis.; Ernest Pan- WASHINGTON.—Conveyor man- 
ciera, Westerly, R. I; W. J. Mc-|ufacturing has become a $200,000,- 
Graw, Wheeling, W. Va.; Adam 000-a-year industry, according to a 
Przybylski, Wyandotte, Mich.; F. H.| year-end analysis by the Conveyor 
Kingsley, Whitehall, N. Y.; Nobi J.| Equipment Manufacturers Assn. 
Ames, Cortland, N. Y. | Pressure for cost-cutting during 


Conveyor Output Rated 





| the period of rising prices has 
| given the materials handling busi- 
| ness its greatest impetus in history, 
| Walter Ostrand, president, said. 

Studies made by the association 
| show that in a typical industrial 
| plant one out of three dollars spent 
| goes for materials handling. 
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3 N. . # Track Depot 


To Speed Up 
Platform Loading 


NEW YORK.—Howard S. Cull- 


* |man, chairman of the Port of New 


York Authority, has announced 
that a new platform operating ar- 
rangement is being worked out at 


the New York union motor truck 
terminal. 

He said the present method of 
operation, to be suspended on 


March 8, would be supplanted by 
an operation similar to that under 
which railroads lease and operate 
the Union Railroad freight terminal 
in the Port Authority building. 

Meanwhile, he said, the Port 
Authority would offer the truck 
terminal platform to the U. S. 
Post Office department, which 
sought to lease facilities for over- 
the-road mail and parcel post 
routes. Such a lease, it was ex- 
plained, would give the authority 
sufficient time to reorganize the 
platform operation. 





Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year, 





What does it take to complete a sale? 


HERE’S one sales job that doesn’t 

end when the order is signed . . . or 
when the keys are turned over to the buyer 
. .. or even when the final time-payment is 
in. That’s the job of keeping a customer 
sold on the car he has bought! 


And that’s where value, vital in making 
the sale in the first place, comes in again. 
Especially value in the ‘vital zone”’, where 
value counts most. How to be sure of get- 
ting value in the “vital zone” parts you 
buy? This formula may be helpful: 


a quality+service+public acceptance 
price 





It shows that price is only one factor in 
value, and must be weighed in relation to 
the factors above the line. Timken® bear- 
ings give you far more above the line than 
any other tapered roller bearings, as shown 
in the chart at lower right. And in terms 
of value features, Timken bearing prices 
are lower today than ever. The Timken 
Roller Bearing Company, Canton 6, Ohio. 





How TIMKEN® bearings give you value where it counts most...in the "vital zone”: 





YOUR ENGINEERS. The Timken Company’s en- 
gineering staff is always available to help solve 
bearing mounting problems and to simplify as- 
sembly. This service is unequalled in the bearing 
business. And it’s one of the big reasons why you 
get more value with Timken bearings. 


TAPERED ROLLER BEARINGS 





FIRST FOR THE TOUGHEST. Timken bearings are 6 
used on the pinion—toughest bearing applica- 
tion in a car—by all but two car makers. And 
they’re also giving top value at other ‘“‘vital 
zone” points—in front and rear wheels, trans- 8 
missions, differentials, steering gears. 


its TIMKEN for VALUE 
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ONLY TIMKEN BEARINGS 
GIVE YOU 
ALL THESE VALUE FEATURES 


QUALITY 
. Design leadership 

Steel made in our own mill 
Precision manufacture 

. Rigid quality control 

. More than 50 years’ experience 


SERVICE 
. Unequalled engineering service 


7. Unequalled research and devel- 
opment facilities for your use 


. Installation service in the field 
9. Widest range of sizes 
Most dependable source of supply 


PUBLIC ACCEPTANCE 
First choice throughout industry 
Best-known name in bearings 
Widespread advertising 








j ly 
NOT JUST A BALL O NOT JUST A ROLLER ©— THE TIMKEN TAPERED ROLLER C= BEARING TAKES RADIAL ® AND THRUST -(- LOADS OR ANY COMBINATION NM 
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On Special 


[Equipment 


NADA Clinic Speakers Relate Experiences 
That Helped Build Volume 


(Continued fr 


check motor for 
skip—check generator output -test | 
ignition system, etc. Insist on a 
complete test and diagnosis with a} 
detailed report of additional re- 
pairs needed and make charge for 
the service. Don’t give it away! 
Mr. Motorist is becoming very sus- 
picious of free checks and inspec- 
tions. 

Your charge can be based on a 
time study or you can use your 
present charge for a motor tune- 
up which in most cases will be 
sufficient. 

These are not my ideas alone but 
rather a restatement of recommen- 
dations which have been made to 
you time after time by the auto 


such things as 





Michigan Court 
Upholds Earlier 
Ruling for Lyon 


LANSING.—tThe Michigan su- 
preme court Wednesday upheld a 
lower-court decision favoring Lyon, 
Inc., ending five years of litigation 
over a $3,000,000 violation-of-con- 
tract suit. 

Robert S. Grimshaw, an indus- 
trial engineer, had sued Lyon, Inc., 
Chicago, manufacturer of white 
wheel rims for autos, for damages. 

On July 5, 1949, a jury in the 
court of Circuit Judge Thomas F. 
Maher returned a verdict in Grim- 
shaw’s favor for $328,400. The ver- 
dict, however, was set aside on 
Sept. 14 by Judge Maher, and 
Grimshaw appealed to the supreme 
court, 

The high court ruled in Lyon’s 
favor. 


16 in Maine Face Court 


In Use Tax Violations 


AUGUSTA, Me.—In its first pub- 
lic move to enforce payment of 
Maine’s new 2 percent use tax on 
automobile sales, the state sales tax 
division ordered 16 persons to ap- 
pear for hearings. 

The division said all of the per- 
sons purchased cars outside the 
state, registered them in Maine but 
failed to pay the tax. The law re- 
quires the tax to be paid but per- 
mits the cars to be registered with- 
out the use tax payment if the tax 
division is notified. 








Chicago Gas Stations 
End Price War 


CHICAGO. — Termination of 
the gasoline price war which 
has been waged here during the 
past three months, with cuts of 
as much as nine cents a gallon 
in some instances, became a real- 
ity last week with a declaration 
of truce which it is hoped will 
be permanent. 

Bargain signs at most of the 
area’s 3,500 stations were re- 
moved, and prices as of last 
October posted. The figures are 
26.9 cents a gallon for regular 
gasoline and 28.6 cents for 
Ethyl. It was reported that a 
number of independent stations 
were forced to sell during the 
war. 








| magazines and newspapers. 


; New Passenger Car 


om Page 86) 


manufacturers and have been a 
subject of many articles in trade} 


* + * 


SEVERAL dealers throughout the 
7 country have operated dianosis 
departments for some time and the 
results obtained by them have been 
very gratifying. They have in- 
creased their service volume. One | 
dealer reported an increase from | 
$6,000 average .to $9,000 monthly. | 
That is a 50 percent increase | 
brought about by consistent selling 
diagnosis service. 

May I repeat: 

1. Have enough equipment to do 
a thorough job. 2. If possible, have | 
space facilities for a separate de-| 
partment. 3. Be sure it is clean and | 
attractive. 4. Make it accessible to) 
your customer. The use of test} 
equipment is generally fascinating | 
to the average owner. 5. Have a | 
well-trained competent operator 
presenting a neat appearance. . 

6. Do not just tune the motor, 
make a thorough analysis and list 
the corrections made and any addi- 
tional work needed. 7. Make a rea- 
sonable charge for this service, do 
not give a free check. Your custom- 
er will not object to paying for a 
tune-up. 8. Sell all your personnel 
on the idea and then use every me- 
dium available to sell your cus- 
tomers. 

If you follow these suggestions 
diligently, the results will be in- 
creased service volume with few 
headaches and a greater percentage 
of satisfied customers. 

Eprror’s Note: The scheduled 
report on “Special Equipment” 
by L. F. Delavigne was being 
revised at Automotive News 
presstime and will be published 
in a subsequent issue. 


Commerce Office 


Pledges More Aid 
For Small Plants 


WASHINGTON. — The Depart- 
ment of Commerce has taken a 
number of positive measures to 
help small business, Secretary 
Charles Sawyer said. 

In a letter to Sen. John Spark- 
man, chairman of the Senate Com- 
mittee on Small Business, Sawyer 
listed concrete steps taken by the 
Commerce department since the be- 
ginning of the defense program, 
chiefly through NPA, to help small 
business. 

“We shall continue our efforts to 
be of assistance in every possible 
way to small businessmen of Amer- 
ica,” Sawyer said. 

His letter showed activities by 
the Commerce department in the 
following general areas: 

Assuring small manufacturers of 
supplies of critical materials; as- 
sisting the small defense plants ad- 
ministration; developing planned 
procurement to aid firms receiving 
low allotments of controlled mate- 
rials; encouraging smaller firms to 
form production pools, and develop- 
ing policies to preserve small man- | 
ufacturers dependent on copper 
and aluminum. | 





AUTOMOTIVE 


|dealer to a U. S. distributor in 











Davis Stresses Service— 
Davis Buick Co. has established a separate tire department, headed by a full-time 


manager. Trained servicemen use modern 
Davis says tire sales have quadrupled since 
* * * 
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equipment to align and balance wheels. 
the separate department was opened. 
* * * 


Tire Departments Seen 
Hiking Dealer Profits 


With the new-car production out- 
look dim, many franchised automo- 
bile dealers are looking for other 
means of keeping their revenue up. 

One idea being dangled before 

them, as an opportunity, is the 
setting up of a tire department, a 
project that Hkely would require 
no additional facilities. 

The Tire division of U. S. Rubber 
Co. claims that dealers throughout 
the country have opened tire de- 
partments and found them a good 
source of additional profits. 

Not only have they increased 
profits, says U. S. Tire, but they 
have found that handling tires and 
tubes helps substantially in carry- 
ing fixed overhead. 

John Riach, Oldsmobile dealer in 
Seattle, is cited as one such dealer. 

Back in 1936, U. S. Tire reports, 
Riach opened a separate U. S. 
Royal tire department as an asso- 
ciate dealer of Standard Service 
Tire Co., distributor in Seattle. 

Through hard-hitting and sound 
merchandising Riach today report- 
edly does a volume of $100,000 a 
year in tires alone, while using his 
existing facilities. 

Riach, it is said, gives his tires 
and accessories department the 
equal attention and interest given 
other departments. His entire or- 
ganization takes part in the selling. 
Every new-car salesman in the 
Riach organization is also a tire 
salesman. 

Tire service holds a comparable 
place with tire sales at Riach Olds- 
mobile which makes full use of 
modern equipment and thoroughly 
trained personnel to guarantee tire 
customers the maximum mileage 
from tires purchased at Riach. Cus- 
tomers are urged to periodically 
take advantage of Riach’s scien- 
tific equipment for precision bal- 
ancing and wheel alignment service 
so as to aid the owner in getting 
every possible mile of tire wear. 

In view of curtailment of auto- 
mobile production, Riach believes 
that tire business has become 
even more important to an auto- 
mobile dealer. 

More about the profitableness of 
a tire department for an auto deal- 
er is reported by U. S. Tire from 
Davis Buick Co., Philadelphia. 

Davis, who became an associate 


Philadelphia in 1949, has established 
a separate tire department headed 








by a full-time tire department man- 


ager and two servicemen. Tire sales 
have quadrupled since the incep- 
tion of the department. 

Like Riach, Davis stresses serv- 
ice. G. F. Grieb, tire department 
manager, claims that his service 
department, 
ment and wheel balancing equip- 
ment, has _ resulted 
number of satisfied customers. The 
tire department has established a 


service follow-up program which, | 


besides helping to increase tire 


mileage for customers, has resulted | 


in an increase of other services. 

Allen Motor Co. in Cedar Rap- 
ids, Ia., is a veteran auto dealer- 
ship in the midwest. Allen, a 40- 

year dealer for Cadillac, Buick 
and Oldsmobile, has realized in- 

creased profit since the establish- 

ment of a tire department 10 
years ago. 

Allen operates a tire department 
handling outside retail selling, as 
well as truck and fleet accounts. 
Augmenting this department are 
all new-car salesmen, trained to 
sell tires and tubes. 

Service, an important phase of 
Allen’s tire business, is handled by 
one of the best equipped tire serv- 
ice facilities in the country includ- 
ing such equipment as an elec- 
trically powered tire remover and 
pneumatic tire spreader. 

The department also has a Vis- 
ualiner, which magnifies alignment 
faults eight times or more in order 
to help determine causes of tire 
wear. 

Besides increased profit, Allen 


* x * 





Selling the Sale— 


equipped with align-| 


in a greater | 


points out that the department 
helps carry overhead and attracts 
increased customer traffic which 


results in possible additional 
sales. 

The record of George W. Dun- 
mire, Inc., Oldsmobile dealer in 
Oregon City, Ore. ‘(population 
110,000), also proves it pays aut 
dealers to establish a tire depart- 
ment, since it has grossed this 


dealer 30.3 percent on tire and bat- 
tery sales. 

In 1946, the year Dunmire began 
as a U. S. distributor, receipts from 
tire sales were only $2,665, but by 
1951 that figure had increased to 
$75,753. 

Dunmire has found, it is said, 

that tire sales play a large part in 
a car dealer’s effort to increase 
the absorption percentage in an 
effort to reduce sales expenses 
and other overhead. The tire 
business averages a 10 percent 
share of the auto repair shop ab- 
sorption figure at Dunmire’s. 

Used-car sales have been aided 
as a result of Dunmire’s tire busi- 
|ness. By taking used-tires in trade 
on new sets, it has been possible 
to “dress up” used-cars’ with 
matched tires. 

Dunmire believes that the sound, 
consistent advertising program of 
his tire company, supplemented by 
the cooperative dealer advertising 
enables a car dealer to increase 
sales. 

Display plays an important part 
|in tire sales at Dunmire’s. 





| es 
| Ideas for Displays 
Oil Broehure Gives 
Exhibition Hints 

NEW YORK. — One hundred 
ideas to assist oilmen in the con- 
struction and effective display of 
dramatic, inexpensive exhibits 
through which they can explain 
their business activities to the 
people of the nation are contained 
in a new brochure being distributed 
by the Oil Industry Information 
committee. 

Entitled “Display Your Business,” 
the booklet contains 32 pages in 
full color. Singie copies may be 
obtained gratis by oil companies 
and service stations from the com- 
mittee’s national office in New 
York or from its district offices in 
various parts of the United States. 

Layout, suggested copy, construc- 
tion detail and methods of adapt- 
ing the exhibits are analyzed in the 
publication, which is believed to be 
the first of its kind. Each of the 18 
displays is designed to fit within a 
standard 10-foot booth at a fair, 
convention, open house or similar 
place. 





U.S. ROYAL MASTER 
STOPS 4 TO 223 FT. QUICKER 
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A salesman for John Riach, Oldsmobile dealer in Seattle, points out to a new-car 
customer how a set of whitewall tires enhance the beauty of his new car. Riach 


reportedly does a business of $100,000 a year in tires alone. 









































Registrations, Six States for December, 1951-1950 
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fecurd Crowd to tiyetd 
\VADA Session Today 


(Continued from Page 1 





officers and resolutions will also be|ate past president of the Akron | 
presented. | Automobile Dealers Assn. (Chrys- 

\ll clinics and business sessions, | ler-Plymouth dealer, Akron); Don | 
starting today, will be held in the | Devereux, East Lansing (Mich.) | 
7ist Regiment Armory, 34th St. and | high school student, and E. F. Du 
Park Ave., while social functions|Teau (Chevrolet dealer, Lincoln, | 
will take place in the Waldorf-|Neb.), chairman of the Nebraska | 
Astoria hotel, which is the official} New ‘Car Dealers Assn.’s Safety 
NADA headquarters. |committee. Moderator for the dis- 

* * * cussion will be M. R. Darlington 
(CONVENTION theme is “Auto-| jr., managing director of the Inter- 

4 mobile—Essential to America,” | Industry committee. 
which will be developed in nine Hall will outline “A Safety 
clinics. These clinics (including the| Project for Dealer Associations” 
four on service held over the week-| which was successfully conducted 
end) will cover such subjects as| in Akron last year. Young Dever- 
public relations for dealers, man-| eux will give a student’s view- 
power problems, used-car merchan-| point of high school driver edu- 
dising, trucks, and dealer business| cation, while Du Teau will point 
management. out “What Highway Safety 

In addition to the business ses- | Means to Our Business.” 
sion and clinics, several enter- Dealer state safety chairmen, 
tainment events have been set. |managers and presidents of state 
These include a musicale (held |automobile dealer associations, 
Sunday), a grand ball in the Wal- =~ : — 
dorf, Tuesday evening, and the 
annual NADA Family Party at 
the 7ist Regiment Armory on 
Wednesday evening when Ken | 
Murray and his TV troupe will | 
entertain. 

Special entertainment has been 
planned for women attending the | 
convention, including a _ get- 
acquainted tea (held Sunday after- 
noon) and a style show at the 
Hotel Astor Monday afternoon. 

Following is the convention pro- 
gram, starting with Monday, Jan. 
28: 





* * * 


Monday, Jan. 28 


9 a.m.—Registration, Grand Cen- 
tral Palace and 34th St. Armory. 
9 a.m.—Exhibition, Grand Central | 
Palace (open until 10 p.m.). | 
10 a.m. — Clinic: “Public oe 
tions,” 34th St. Armory. Moder- 
ator: J. Eustace Wolfington, De- 
Soto-Plymouth dealer, Philadelphia. 
2:30 p.m.—Clinic: “Business Man- 
agement and Taxes,” 34th St. Ar- 
mory. Moderator: L. M. Stewart, 
Chrysler-Plymouth dealer, St. Louis. 
3 p.m.—“Styles and Smiles” show, 
Grand Ballroom, Hotel Astor. (La- 
dies only.) Styles: Gunther-Jaeckel, 


Inc. Commentator: Mrs. Eleanor 
Arnett Nash. Smiles: John Reed 
King. 


+ * * 
Tuesday, Jan. 29 

8 a.m. — 30-Year-Club breakfast, 
Starlight Roof, Waldorf-Astoria. 

9 a.m.—Registration, Grand Cen- 
tral Palace and 34th St. Armory. 

9 a.m.—Exhibition, Grand Central | 
Palace (open until 3 p.m.). 

10 a.m.—Clinic: “Trucks,” 34th} 
St. Armory. Moderator: R. S. Ab- 
bott, Ford dealer, Alexandria, Va. 

2:30 p.m.—Clinic: “Government 
Regulations, Manpower and High- 
way Safety,” 34th St. Armory. Mod- 
erator: M. Robert Deo, managing 
director of NADA. 

9 p.m. — NADA Grand Ball (to 
1 a.m.), Grand Ballroom, Waldorf- 
Astoria. 


© * = 

Wednesday, Jan. 30 

9 a.m.—Registration, 34th St. Ar- | 

mory. 

10 a.m.—Clinic: 

St. Armory. Moderator: 

Moye, Chevrolet dealer, 
Mass. 





“Used Cars,” 34th 
Harold J. 
Newton, 


2:30 p.m.—General Session, 34th | 
St. Armory. Annual membership | 
meeting of NADA. Call to Order: 
W. L. Frame, general convention | 
chairman. } 

Invocation: Rev. Joseph B. Pal- 
mer, Mariners Temple, N. Y. C.| 
President’s report, introduction of | 
staff, introduction of NADA past 
presidents in attendance. 

Report of Resolutions committee, 
Chairman Dean Chaffin. Introduc- 
tion of newly elected officers by R. 
D. McKay, president of NADA. 

Address: Sen. Everett M. Dirk-| 
sen of Illinois, “State of the Union.” 

Address: Rev. William H. “Bill” 
Alexander, “Faith and Freedom.” 

8:45 p.m.—‘NADA Family Party,” 
34th St. Armory. 

» = 
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WO automobile dealers and a 
high school student will be fea- 
tured during the Highway Safety 
clinic Tuesday at 2:30 p.m. 
Panel participants include Vance 
Hall, safety chairman and immedi- 


[t’s the seal of tested 
quality that spotlights 
the difference. 








Pennies—only pennies extra in cost for dollars extra 


perform the difference—a difference for which the 
informed consumer will gladly pay. 


And CFF advertising, merchandising, and promo- 
tion will keep the nation’s car-owning millions well 


informed about CFF, the CFF Seal. 


The car-riding millions want smartness, 
color brilliance; new refreshing designs. Give it to 


them with CFF. 





Women's Aftire Matches Colors on New Fords— 


These girls modeled complete ensembles of motorcoat, dress, suit and accessories 
combinations to match interior and exterior colors of the new Fords. Shown in the 
sports coats, known as ‘‘Motor-Mates," at a preview in New York are (left to right) 
the “Meadowbrook Green,"’ worn by Kay Tandy; Gloria Stavers in the ‘Ravenblack," 
and Yama Mitchell in ‘Hawaiian Bronze.” The coats will be available in 12 different 
Ford color combinations and sold through retail outlets. 





Inter-Industry Highway 
(Jan. 


NADA directors and officers at-| National 
tending the convention will meet|Safety committee Monday 
informally with members of the | 28), at 12:15 p.m. 





Wreckers Warned 
By NPA to Report 


Dec. 1 Inventory 


WASHINGTON.—NPA has issued 
a warning to auto wreckers who 
have been delinquent in filing an 
inventory report and said that they 
will be penalized unless they com- 
ply with the order “immediately.” 

The NPA order required that 
wreckers file a report of the num- 
ber of vehicles and pounds of loose 
scrap in inventory on Dec. 1. Dead- 
line for this information was last 
Dec. 20, the agency said. 

Although a majority of the 
wreckers have complied with the 
order, NPA pointed out, there are 
a few who “exploit the national 
security for their own benefit and 
penalize the law-abiding business- 
men.” 

The NPA order was issued to 
help alleviate the scrap iron short- 
age, and to speed up the necessary 
scrap from junkers. The shortage 
has already closed down three fur- 
naces in the Chicago area and five 
in Pittsburgh, it was pointed out. 








Certified Plasticoted Fibre Fabric because | wanted 


material that’s 


mark-up and added sales ... that is your big 
slip-in, slip-out 


son for choosing the finer fibre fabrics that bear 
CFF Seal. Certified Plasticoted Fibre Fabrics 


beauty, 





America’s car riders want 
stronger in weight and weave; easier 
t smoothness; an easier cleaning 
fabric that’s tougher on scuffing; material that in- 
sulates in nature’s way—pleasant in winter and sum- 
mer; water repellent, resistant to flame and ember; 
won’t shear furs, won’t snag nylons, won’t bag, won’t 
wrinkle; tailors trimly to all seat contours. 


cea 


bepere 


THE ROAD 


Mr. Frank McCullogh, New York executive, says: “I chose 


smartness. 





1 wanted tested and proved wear and all year ’round comfort.” 


“seat-cover mileage” — 


Insist on and specify CFF —guaranteed by the repu- 
tation of America’s leading producers of Fibre Fab- 
rics for car seat covers, for original car upholstery, 
trunk mats, headings. The Fibre Fabric Industry, 
122 East 42 Street, New York, 17, N. Y. 
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ONE OF THE NATION'S 


LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


ESTABLISHED 1866 


JMELAND COM 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANT 


CHATTANOOGA 2, TENNESSEE 
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CARLIFE GUARANTY *‘72"’ 
LICKS DEALERS HEADACHES 


CARLIFE GUARANTY “72” relieves the headaches caused by 
idle service shops, because it brings back 72% of your new car 
customers regularly for service. CARLIFE GUARANTY “72” 
relieves headaches caused by dissatisfied customers, because you 
pay their policy claims without cost after the expiration of their 
new car warranties. This retains them as friends and future cus- 
tomers. CARLIFE GUARANTY “72” relieves headaches caused by 
insufficient cash reserves, because it starts accumulating cash for 
you almost immediately. CARLIFE GUARANTY “72” relieves 
headaches caused by the loss of valued customers, because under 
this tested approved plan they must return for inspection and 
lubrication each month, or every 1,000 miles. CARLIFE GUAR- 
ANTY “72” is not a cureall, but it will aid you, as it has thousands 
of others, to make your business more secure, more profitable, and 
more pleasant. 





It costs you nothing to get the inside story of this ORIGINAL, 
UNIQUE PLAN that protects the future of your dealership by pro- 
viding a continuous flow of service business month after month, and 
builds cash reserves. There's nothing like it. 


Headache 
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Chrysler’s Atnip 


Named to Head 


Body Engineers 


DETROIT. Harold V. Atnip, 
chief draftsman of the body design 
yee tore of Chrysler Corp.’s engi- 

neering division, 
was elected presi- 
dent of the Amer- 
ican Society of 
Body Engineers 
here last week. | 

Atnip, who suc- | 
ceeds Harry G. 
Garman, of Fish- 
er Body, joined 
Chrysler in 1926 
as a draftsman. 
During World 
War II, he was 
active in production designing on 
B-29 and B-36 bombers for the 
Army. He is a member of the En- 
gineering Society of Detroit. 

Other officers installed were Ken- 
neth E. Coppock, Fisher Body, vice- 
president; Glenn F. Doyle, Ford 
Motor Co., secretary, and Vernon 
F.. Groeteka, Fisher Body, treasurer. 

In addition to Garman, the board 
of trustees includes I. Louis Carron, 





H. V. Atnip 


Carron & Co.; Gordon J. Lawton, 
Briggs Mfg. Co.; Charles L. Water- 
house jr., Ford; Edward I. Pang- 


born, Chrysler; John C. Widman, 
Ford, and Lynn A. Fill, Motor 
Products Corp. 


Obituaries 


H. Morgan Hatch, 79, 


Dealer Since 1911 

DELAIR, N. J.—H. Morgan Hatch, 
79, past president of the New Jer- 
sey Automotive Trade Assn. and a 
dealer since 1911, died at his home 
here on Jan. 21. 

Mr. Hatch, called “the dean of 
New Jersey auto dealers,” was ac- 
tive with the group which formu- 
lated the basis for the state high- 
way system. He had been a Buick 
dealer since 1937. 

* + * 





Ingman, Former Head 
Of Miami Dealers 


MIAMI.—Robert Berkey Ingman, 
|57, president and general manager 
|of Ingman Motors, Inc., here, died 
| unexpectedly Jan. 15 of a heart ail- 
ment at his home in Coral Gables. | 

Mr. Ingman, a past president of | 
the Miami Automobile Dealers | 
| Assn., came to Miami in 1925 from | 
| Georgetown, S. C., and founded the | 
| firm which bears ‘his name in 1933. 
| He later founded an associate busi- | 
ness, Ingman Metal & Paint Shop, | 
| Ine. 
* - . 

Aubrey Z. Dean 
MEDFORD, Ore.—Aubrey Z. Dean, 49, 


local automobile dealer and civic leader, 
died here 








® * * 


Clarence R. Hutt 
PRINCETON, W. Va.—Clarence Robert 
Hutt, 48, service and parts manager of 
| Woods Motor Co., died in Memorial hospital 
jhere Jan. 10 of a heart attack. 
7 * 
John B. Davis 


EL DORADO, Ark.—John B. Davis, co- 
owner of Davis Hudson Sales Co. here, was 


| manager of the Gainesville (Ga.) 
Lincoln-Mercury Co., has purchased 
| the 


president and business manager of 
the company. O. B. Leverett, presi- 
dent of the firm, announced that 
Young has gone to Shelby, N. C., 
where he has taken control of an- 
other Lincoln-Mercury dealership. 


Young Transfers 
Josh Strother, vice-president and 


interest of Ed Young, vice- 





expressly made 
for new car dealers... 


JiIVER VOGUZ, 


tvear car 


Foe 
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Custom-Tailored 
De Luxe 


ARI REST 
COVERS 


PACKAGED AND 
MERCHANDISED FOR 
FAST, EASY SALES! 


CUSTOM MADE 
IN SIZES TO FIT 
MOST POPULAR CARS! 


Acclaimed everywhere as the finest and best-fitting 
arm rest covers made! They're custom tailored and 
guaranteed to fit as snug as the original upholstery 
— without tacking or nailing! Made of HEAVY- 
WEIGHT Boltaflex with o full length zipper closure. 
CHOICE OF 5 CAR-INTERIOR 
MATCHING COLORS: — 


Bive, Brown, Green, 
Grey or Maroon 


Silver Vogue ZIPIT-ON 
Arm Rest Covers are beau- 
tifully packaged in an 
attractive plasticlear 
window carton. Litho- 
graphed counter display 
cards also available 

& 
USED AND SPECIFIED AS 
AN ORIGINAL REPLACE- 
MENT PART BY LEADING 
CAR FACTORIES 









Order through your Jobber or 
direct. List prices shown subject 
to usvol deoler discount. Write 
for catalog and car guide 


SILVER VOGUE AUTO SEAT COVER CO. 6713 Fifth Avenve 






——— + Brooklyn 20,.N Y 





See the Silver Vogue Line at Booth 65-66 








killed on Jan. 15 when his car crashed on 
a curve near Minden, La. 
* * * 


Harry Kantoff 
CHICAGO.—Harry Kantoff, 63, head of | 

| Northwest Side Motors, Inc. (Studebaker), | 
;died at Tucson, Ariz., Jan. 16. He entered | 
| the automobile retailing business in Chicago | 
in 1912. Funeral services were held in | 
| Chicago Jan. 21. | 

* 


| 
| 
* * 

Andrew McCarroll 
BLACK ROCK, Ark.—Andrew McCarroll 
|72, retired automobile dealer and former | 
|manager of Chapman-Dewey Motor Co. in| 
| Marked Tree (Ark.), died at his home near | 


| here Jan. 10. 
+ * 


Robert T. Goldsby 
| RICHMOND, Va.—Robert T. Goldsby, 
| 53, a retired automobile dealer, died at his 
home here Jan. 16. 


MAIL THIS COUPON TODAY FOR FREE INFORMATION | 2s | 
| 


Fares a aE eine OO Gena eee ear ene ee aaa —------; 


The Carlife Guaranty Co. Phone VErmont 8-5077 
8827 Strathmoor, Detroit 28, Michigan 

RUSH us more information concerning CARLIFE GUARANTY “72" 
without cost or obligation. Show us what other dealers are 
doing. 
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Les Lumley 
HUNTINGTON Park, Calif.—Les Lum- | 
ley, Cadillac-Oldsmobile dealer in Hunting- | 
ton Park, died unexpectedly last week from | 
a heart attack. He had been a dealer | 
southern California since 1921, and served | 
on NADA for many years. 


* * * 


Robert J. Curry sr. 
BUFFALO, N. Y.—Robert J. Curry sr. 
62, one of the oldest automobile dealers | 
here, died Jan. 19. He had been associated 
with the automotive industry for the last 
40 years He was granted a. dealership 
here in 1922 








* * * 


Thomas R. Ragland sr. | 
BECKLEY, W. Va.—Thomas Rush Rag- 
land sr., 79, president of Lewis Chevrolet 
Co. here for several years, died Jan. 18 at 
his home after a long illness. 





















CANFIELD 
FOLDING WRECKERS WILL 
HANDLE 90% OF ALL TOW- 
ING JOBS AT LOWER COST! 


Your % or 1 ton pick-up 
has a second job — as 
a money-making, money-sav- 
ing wrecker. A low-cost Can- 
field Folding Wrecker on any 
pick-up with 4 speed trans- 
mission will handle any pas- 
senger car or light truck— 
90% of all towing jobs. 


Your CANFIELD FOLDING 
WRECKER (3-ton capacity) 
stows away, leaving your 
truck bed clear. In 30 sec- 
onds you can raise and rig 
the boom for quick, low-cost 
towing operations. Side at 
rear controls simplify opera- 
tion. 


It’s on the truck, 
but the bed is clear. 


‘ee ee: 
In 30 seconds it’s 
rigged and ready! 


WRITE OR ‘PHONE TODAY for detailed facts and prices. 





6033 East McNichols Road, Detroit 12, Michigan 
Telephone TWinbrook 3-0400 
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»wrque Converter Also Announced for New Model. . . 
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DeSoto’s 160-H. P. V-8 Bows 


(Continued from Page 2) 


FE eicher said: “No matter what we 
ti sted it for—power, long life, effi- 
cieney, economical operation, or 
quiet running—it itself 
tine and again. 

“For the DeSoto owner who 
drives our Fire Dome Eight, it 
means a car of tremendous get- 
up-and-go, from a standing start 
all the way along the speedo- 
meter; a long-lasting engine that 
requires the minimum of mainte- 
nance cost; an engine that gets 
the last bit of power out of 
every drop of standard gasoline; 
an engine that is designed so well 
and built to such high standards 
that it runs smoothly and quiet- 
ly at all speeds. 

“More than seven years of re- 
search have resulted in the produc- 
tion of an engine that will set a 


proved 


new standard in American pas- 
senger car power plants. 
+ * * 


— DOME engines that have 
been run for more than 50,000 
miles in every kind of weather and 
climate and over every type of ter- 
rain reportedly show astoundingly 
little wear when disassembled. The 
design of the engine is said to be 


Milwaukee Mulls 
New Restrictions 


On Auto Lots 


MILWAUKEE.— While a proposal 
which originally called for prohibit- 
ing used-car lots in local business 
districts has been amended, another 
proposal “which would accomplish 
the same results” has popped up. 

The new proposal seeks to pro- 
hibit used-car lots within 200 feet 
of a residential district. 

Stirred by the proposal, the Mil- 
waukee County Automobile Dealers 
Assn. has charged that imposition 
of greater restrictions upon used- 
ear sales lots are “unnecessary to 
eliminate complaints and will not 
benefit the public.” 

Further, the dealers pointed out, 
such measure would interfere with 
the sale of automobiles and indi- 





rectly exclude lots from most local | 
business districts “because most of | 
them do not have a depth of 200) 


feet.” 


The original amended proposal is | 


being studied by the council. It in- 
cludes such regulations as keeping 
the lot dust free, having appropri- | 
ate bumper guards along the side- 
walk, turning off lights at 10 p.m. 
and restricting major repairs on 
vehicles to the interior of build- | 
ings. 


1952 Ford Bows | 
To 1,200 Eastern 
Dealers Via TV 


ATLANTIC CITY.—Ford dealers 
and salesmen of the Chester dis- 
trict were introduced to the 1952 | 
Ford -via television. | 

Nearly 1,200 persons assembled in 
the Traymore hotel to watch over- 
all and close-up views telecast over 
a closed circuit from a “studio” in 
the hotel garage. 

C. Gordon Johnston, district sales | 
manager, said the stunt not only 
solved the problem of presenting | 
the car in a room which could not | 
accommodate it, but proved to have | 
several advantages over the cus-| 
tomary system. 

“With TV, we gave everybody a/| 
front-seat, close-up view,” he de-| 
clared. 

Professional models demonstrated 
features of the new car as Johnston | 
acted as narrator. It was believed 
to be the first time closed circuit 
television had been adapted to di-| 
rect sales promotion and product | 
presentation. | 





Illinois Fees Lose Again 

GENEVA, Ill.—The state’s higher 
truck license fees were declared 
illegal here last week by Judge 
Harry C. Daniels. This was the 
second occasion they have been at- | 
tacked, for last November, Judge 
Clem Smith, of Springfield, called 
them unconstitutional. 


such that it has greatly reduced 

|the causes of normal engine wear. 

Unexcelled engine performance 
and fuel economy on standard 
gasoline result from the combina- 
tion of the hemispherical com- 
bustion chamber and a new over- 
head valve arrangement, Bleicher 
said. 

The compression ratio of 7.1 to 1, 
he said, provides engine efficien- 
cies far beyond competitive en- 
gines. 


The quiet and smooth operation | 
of the engine, DeSoto engineers say, | 


comes from the short, rigid cylinder 
block structure, the short crank- 
|shaft and piston stroke, and the 
|}unique valve drive train. Smooth- 
|ness at all speeds is also assisted 
i|by a better spark provided by a 
|newly designed distributor. 

| a * * 

‘| ONG engine life and great dura- 
| 44 bility of engine parts are said 
assured in the DeSoto Fire Dome 
V-8, because low piston speeds, re- 
sulting from the short stroke, great- 
ly reduce cylinder bore and piston 
ring wear. Controlled distribution 
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of the cooling water results in uni- 


form operating 
throughout the engine. 


temperatures 


The rigid cylinder head decreases 
valve seat distortion and the gen- 
tle closing ramps of the cam de- 
sign, used with hydraulic tappets, 
eliminate valve pounding. 
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The possibility of carburetor | Timken Axle Opens Newark ([O.) Plant 


icing is reported almost eliminat- 
ed by a new water-heated car- 
buretor throttle body. And since 
the water maintains a uniform 
temperature in the carburetor, 
the hot idle characteristics of the 
engine are improved. 


Easy, cool starts, smoother op- 
eration during the warm-up period, 
and improved hot starting are ac- 
complished by the integral auto- 
matic choke. 


A conventional three-speed trans- | 


mission is standard equipment on 
the new Fire Dome Eight models. 
Available as special equipment are 
|the Tip-Toe shift with Fluid drive, 
and the new Tip-Toe shift with 


Fluid Torque drive, a combination | 


of the automatic transmission with 
a new hydraulic torque converter. 


Completed months ahead of schedule because of its defense importance, Timken- 


| Detroit Axle Co. has opened its new Newark (O.) plant. Production Was started on the 


| 


| manufacture of axles and transfer cases for military trucks. The new plant is equipped 


| with a metallurgical laboratory, and machining, heat treating and assembly operations 
| will be carried on there. At full capacity, the company said, about 1,600 persons will 


be employed. 


| 2 a 
GM Scrap Drive 
Nets 42,504 Tons 


DETROIT. General Motors 
|plants, suppliers and dealers have 
|eollected more than 42,504 gross 
|tons of non-production scrap metal 
|since the national scrap drive be- 
|gun, it was reported last week. 
During the last month, GM said, 
more than 3,282 tons of scrap was 
|returned to the mills. All totals are 





since 1943 THE CHICAGO DAILY NEWS tas 





in addition to the production scrap 
which is regularly returned, the 
company added. 


Service from 7 a. m. to 1:30 a. m., 
Monday through Friday, is being 
offered by James F. Waters, Inc. 
(DeSoto-Plymouth), in San Fran- 
cisco, according to William E. Wa- 
ters, vice-president. There is no ex- 
tra charge for the night work, Wa- 
ters said. 
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Trend in Circulation of the Chicago Daily News ... Since 1943 











NEW YORK OFFICE 
9 Rockefeller Plaza 


Average Net Paid Circulation UP 
from 413,640 in 1943 to 
550,350 in 1951 
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Trend in Retail Advertising of the Chicago Daily News... Since 1943 











11,742,596 in 1951 





CHICAGO'S HOME NEWSPAPER 


JOHN $ 


KNIGHT Publisher 


DAILY NEWS PLAZA: CHICAGO 


OETROIT OFFICE 
Free Press Building 


MIAMI BEACH OFF 
Hal Winter Co 
9049 Emerson Ave 


Ce SAN FRANCISCO OFFICE 
Story, Brooks & Finley 
607 Market Street 


Retail Advertising Linage UP 
from 5,513,552 Lines in 1943 to 


LOS ANGELES OFFICE 
Story, Brooks & Finley. inc 
165! Cosmo Street 
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Wagner Service Pins ployes who had more than 40 years 

ST. LOUIS.—Two hundred ninety- | Of service. August K. Bahret, with 
seven persons were presented with|51 years of service, had the best 
service pins at the annual awards|record. The awards were made by 
dinner of Wagner Electric Co. Spe- | J- H. Devor, president of the com- 
cial guests invited were 28 em-| pany. 








@ THE AMETERDAM RYNIMCATE. to 


HERE’S A SURE THING... 


WIN, PLACE AND SHOW! 
WIN! 


You'll be way ahead of your competitors with 
"SPEEDY" carrying your sales message. This 
hard-hitting, 3-panel comic strip with your 
name in it, gives you ads that are sharp, 
clever and different. With "SPEEDY" on the 
job for you... you'll really finish in the 
money. 


PLACE! Booth No. 205. We'll be glad to give you the 
complete details, or drop a card to Local 
Trademarks, Inc., 87 Madison Avenue, New 
York 16, New York. 


SHOW! National Automobile Dealers Equipment 
Exhibition. Grand Central Palace. New York 
City. January 26-27-28-29! 


“YOUR, 
ene 


TRADEMARKS. Inc. 











BT MAvISON Avowe © NEW YORK 16,0. 








CAR DEALERS e@ SERVICE STATIONS 





DRAWS CUSTOMERS to YOUR DOOR 


LITEMASTER 


TRADE MARK REG 


Mba) MT a) tiie] bam Me Long Range Brilliance 
WALL & PYLON LIGHTS pierces night and fog 


Dependable ‘‘LITEMASTER'’ 
PROVIDES O/ more 
6. (ES 


illumination is tops in its 
field. Patented ventilation as- 

LESS COST 
THAN OLD STYLE LIGHTING 










sures brilliance in scorching 
heat or subzero blasts. Fully 
weatherproofed, sturdy, eco- 
nomical in use. Easy instal- 






lation, low maintenance, 
Wired complete. 


Get Details Today! 
Sales Division 
Allan Anthony 
Electric Corp. 


See your Jobber or write to 


CAR-MON Products Co. 
ees AERA epetwey. Chicago 40 





Retail Ceilings 

Rising on ’52s 
GM, Hudson Approved; 
Ford Orders Awaited 


(Continued from Page 1) 


tain body types GM did not ask 
relief up to the full amounts 
allowed by the Capehart formula. 
In the wake of the dealer-price 
announcements for GM and Hud- 
son, similar news was being ex- 
pected momentarily by Ford, Lin- 
coln and Mercury dealers, who will 
put their 1952 offerings on the 
market this week. 
* * + 


At AUTOMOTIVE News’ press time, 
OPS had approved Capehart 
pricing petitions only for Ford Mo- 
tor Co., GM and Hudson. The 
agency still had not acted on appli- 
cations from Chrysler Corp., Kai- 


ser-Frazer, Nash, Studebaker and 
Willys-Overland. 
Retail ceilings of factory-in- 


stalled and extra equipment also 
were advanced Friday. 


The increases reflect all or a 
part of wholesale ceiling price 
increase adjustments previously 
authorized by OPS under the 
Capehart amendment, resulting 
in increased wholesale factory 
costs to the dealer, plus the cus- 
tomary dealer markup as guar- 
anteed by the Herlong amend- 
ment. 

The basic-price increases for 1952 
Chevrolet cars range from $68.20 to 
$102.84 and reflect the full amount 
of the Capehart adjustment. 


Increases for Pontiacs range 
from $81.82 to $118.64, which are 
from $2 to $15 under the full 
amount of ceilings permitted by 
the Capehart adjustment. 


* * * 


a for Oldsmobile range 
from $62.59 to $167.70. Some 
Oldsmobile models reflect the full 
amount of the Capehart adjust- 
ment. Other models (88 series, two- 
door and four-door Deluxe sedans; 
Super 88 series, two-door and four- 
door sedans, two-door club coupe 
and Holiday coupe; 98 series, Holi- 
day coupe and Holiday coupe de- 
luxe) have basic price increases 
ranging from $20 to $60 under the 
full amount of ceilings permitted 
by the Capehart adjustment. 

Increases for Buick range from 
$49.97 to $156.24. The Buick 40 
series models reflect basic price 
increases which are from $34 to $56 
under the full amount of ceilings 
permitted by the Capehart adjust- 
ment. On all other models of Buick 
cars the basic price increases re- 
flect the full amount of the Cape- 
hart adjustment. 

Increases for Cadillac range from 
$123.33 to $221.92, and reflect the 
full amount of the Capehart adjust- 
ment, Increase for the GMC Sub- 
urban is $30.84 and reflects the full 
amount of the Capehart adjust- 
ment. 


For those 1952 models on which 
@ company has not applied the 
full amount of the Capehart ad- 
justment authorized by OPS, it 
may later apply the additional 
permissible adjustment to _ its 
wholesale factory dealer price, 
which would result in a further 
increase in the “Basic” retail 
price for these particular models, 
OPS said. 

Hudson increased wholesale prices 
by 4.9 percent, and retail increases 
range from $89.75 to $142.76. The 


Green Moves Up 
In Willys Sales 


TOLEDO.—Samuel F. Green, fleet 
and equipment sales supervisor at 
Willys-Overland Motors, has been 
appointed region- 
al manager for 
the West Coast, 
it was announced 
last week by 
Howard P. Grove, 
sales vice - presi- 
dent. Green will 
take over his new 
assignment imme- 
diately with head- 
quarters at Wil- 
lys - Overland’s 
Samuel F. Green Maywood assem- 
bly plant near Los Angeles. 

He joined Willys-Overland in 1930 
as assistant regional manager. 











new Hudson Wasp line is priced | prices to dealers by 4.97 percent on 

between the Pacemaker and the|the best-selling Ford car models, 

Commodore Six. 5.19 percent on Mercurys and 3.45 
Ford received permission to raise | percent on Lincolns. 


the sports car of the year... 


in 1952 it's the m/|A 


“GRAND SPORT 1400" 
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Powered by the new overhead valve, twin carbu- 
retor, ‘‘square’’ design 1390cc Fiat engine. In 
power and performance, the SIATA is an entirely 
new concept of automotive design. Sparkling sus- 
pension front and rear makes the SIATA ride in Yy 
glorious comfort yet corner like the finest racing car. 


PAVIA & CO: 


SOLE U.S. AGENTS 


Distributors for New England, N.Y., N.J., Pa., Md., D.C., Va. & W. Va. 


FERGUS MOTORS, Inc., 
New York, N. Y. 


Distributors for Ohio & Mich. 
SPORTS CARS, LTD., 4561 Euclid Ave., Cleveland, Ohio 


Distributorships and dealerships for other territories still available. 


Apply: PAVIA & CO., Inc., 11 W. 42nd St., New York 


MACTON 


WELCOMES DEALERS 


TO THE N.A.D.A. CONVENTION. 
WHILE IN NEW YORK VISIT BOOTH 
27 FOR INFORMATION ON OUR 


AUTO TURNTABLE 
= ll. 






Y 


\\ 





1717 Broadway 290 Park Avenue 


/ 














AUTO TURNTABLES 


The Finest at Low Cost 
No Wiring—No Foundation—No 
Anchorage—No Assembly —No 
Installation 
Macton Turntables consist of only 
P . 2 parts—the base holding the 
driving mechanism and the runway. Anyone can put it 
together in a jiffy. All you do is plug in—turn on the 
switch —and Macton starts working for you with motion 
that means attraction and more sales action. 


Many Other ATTRACTIVE Features: 


®@ Collector Rings make possi- @ Interchangeable steel 
ble lighting Inside the car. 4 ft. rm at slight addi- 
@Takes 300 Watts to tional cost for display of 
° motors, accessories, parts, 


4 e U Avi. i a 


utely 
Copacity 4500 tbe. teed | yoor 
PORT CHESTER 5-4212 
ANY TIME — DAY OR NIGHT 
MAIL THIS COUPON TODAY FOR FREE INFORMATION 





Only $545.00 


F.O.B. Port Chester 
Order today or Write 4 A 





for Literature 


MACTON MACHINERY CO., INC. 
DEPT. 152, PORT CHESTER, N. Y. 


Please Rush Information Concerning: 
MACTON PORTABLE AUTO TURNTABLE No. 4000 [] 
MACTON BUILT-IN TURNTABLES 0 
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Uncertainty’ for Late 1952... 





Parts Stocks Reported | 


Below a Year Ago 


WASHINGTON. — An advisory 

»mmittee for the automotive re- 
placement parts industry told NPA | 
last week that production inven- | 
tories are generally in “good shape,” | 
but inventories of dealers and job- | 
bers, while adequate in most in-| 
stances, are in a “worse position | 
than they were a year ago.” 


are “accessory” parts, and their 
relative essentiality to an automo- 
bile or other vehicle. A task group 
was appointed to study the situa- 
tion. 





tion 3 (Preference Status of Deliv- | 
ery Orders), NPA said that appar-| 





, , 
In a discussion of CMP Regula-| Danbury-Newton (Conn.) Dealers Meet— 
The Danbury-Newton (Conn.) Automobile Dealers Assn. at its January meeting had | 


ently there is a misunderstanding | Henry Schaller, president of Connecticut Automotive Trades Assn., and Carl R. Lane, 


|of the “10 percent clause” by many executive vice-president of the state group, as its guests. Standing (left to right): Louis 


They forecast “uncertainty out | eaetaaieeeth which has led to/C. Lovell, Richard E. Charles, John Cunha, Robert E. Tarrant, Harold D. VanHouten, 


the latter months of 1952. 

The committee explained that in| 
the first quarter of 1951 dealers | 
built up large inventories in antici- 
pation of “scare” buying. This buy- 
ing did not materialize, and during 
the third and fourth quarters of 
1951 inventories were reduced. 

Spokesmen said that if the sea- 
sonal demand for spare and re- 
placement parts comes in the sec- 
ond or third quarters, inventories 
may not be sufficient to meet de- 
mand. 

Members also pointed out that 
the cutback in new passenger car 
production will cause an increasing 
demand for replacement parts for 
automobiles. If this demand occurs, 
there will not be enough production 
to supply consumers’ requirements, 
the committee said. 

A discussion of the definition of 
automotive accessories as opposed 
to replacement parts brought up 
the question of what are considered 
“standard equipment” parts, what 


2 Special Cars 
Mark Cadillac’s 


0th Anniversary 


DETROIT.—Cadillac has created 
two special automobiles to symbol- 
ize its golden anniversary—the El- 
dorado and the Townsman. 

A sports car in character, the 
Eldorado has a long, low body and 
is finished in white lacquer. For 
appointments of the future, the El- 
dorado has an aircraft-type crash 
pad and jet-like rear fender air 
scoops and dual exhaust openings 
in the rear bumper. 

The Townsman presents the Cad- 
illac 60 special sedan in appoint- 
ments of regal splendor. Lacquered 
a glistening black, the Townsman 
is crowned with a soft, gold-hued 
top of linen-grained, coated fabric 
mounted over felt padding. 

The Eldorado’s instrument board 
inserts, door moldings and kick 
strips are of 14-karat gold plated, 
ripple patterned metal. 


U.S. Doles Out 
More Steel 
For Highways 


WASHINGTON. — The Defense 
Production Administration has | 
granted a moderate increase in| 
highway steel allotments for the| 
second quarter of 1952. | 

The Bureau of Public Roads, as) 
claimant agency for roads, has been | 
allotted 251,525 tons of steel for the 
second quarter, about 70,000 tons 
of which may be used to secure 
critically needed structural steel 
shapes. 

This allotment represents an in- 
crease over the first quarter of 
about 40,000 tons and constitutes an 
increase of approximately 17,000 
tons in structurals. 


Not Chaos, Says 
Ford, Just Debate 


TORONTO.—“One person’s view 
of contemporary Canada and a dis- 
cussion of some aspects of the cur- 
rent scene in the U. S.” was the 
theme of a talk given here last 
week by Henry Ford II, Ford Mo- 
tor Co. president. 

Addressing a joint meeting of the 
Empire club and the Canadian club, 
Ford commented that many people 
may ask, why in the face of these 
advances, should there appear to be 
so much commotion in the country. 

The “confusion and commotion,” 
he said, does not arise from lack 
of common goals but from argu- 
ment over method and from differ- 
ent points of view as to how these 














some industries. 


| disruption of delivery patterns in| Anthony Amaral, Harry Greenman, Harry G. Bragg, Fred Foote, Cipriano J. Mazzia, 
| Lovis Unger, Paul Altpeter, Ralph Thayer, N. R. Talarico. Seated (left to right): Lane, 


The “10 percent clause” says, in | Henry G. Carlson, president; Carl A. W. Rogers jr., secretary, and Schaller. 


effect, that a manufacturer pur- 
chasing a product to round out his 
line may apply a rating to obtain 
such a product if it is not more 
than 10 percent of his estimated 
total sales receipts in a calendar 
quarter. 

The committee recommended that 
ratings in the distribution of auto- 
motive replacement products be re- 
moved to prevent dislocation in the 
distribution pattern of the industry. 








NPA agreed to consider the recom- 


mendation. 
* * 


Tailored Pricing Studied 


For Rebuilt Parts 
WASHINGTON.—A proposed tail- 
ored pricing regulation for the re- 
builders and resellers of rebuilt 
automotive parts and engines was 
discussed here last week at a meet- 





ing of OPS officials and a subcom- 
mittee for the automotive replace- 
ment parts manufacturers. 

The proposed regulation would 
establish ceilings for used and re- 
built engines and parts in relation 
to published ceiling prices of origi- 
nal manufacturers of these com- 
ponents. Sellers, however, could 
apply for price adjustments under 
the Capehart amendment. 


|Buffalo Reports 


‘Akron Makers 


Storing Tires 


BUFFALO. — Effects of the re- 
‘moval of restrictions on the pro- 
|duction of auto tires Jan. 1 are 
| becoming evident in Buffalo. Rub- 
ber manufacturers can again pro- 
duce beyond immediate tire require- 
ments and some Akron tire makers 
jare lining up storage space here 
to stockpile new tires, 

One Buffalo warehouse operator 
says he now is making room for 
10 carloads of tires that an Akron 
manufacturer wants to put in stor- 
age here. That could be as many 
as 10,000 tires. 

This warehouse man says he’s 
told by tire makers that it is a 
common practice, when there are 
no production limitations, to stock- 
pile tires in mid-winter. Motorists 
then are assured of being able to 
get all the tires they want when 
demand is at a peak in the summer. 

But he says, too, that he’s never 
before been asked to provide stor- 
age space for tires. 











goals can best be achieved. 





SEATS UPHOLSTERED IN 





the cars you show that 
are upholstered in 


genuine leather 


are entitled to 
carty this tag that 
is beyond price 





It Is the tag of the genuine . . . for Genuine 
Leather is the one and only upholstery mate- 
rial derived from natural, living sources. 

it is the tag of luxury . . . for Genuine 
Leather has the feel of luxury . . . the look of 
luxury . . . is luxury itself. Genuine Leather 
is the one “accessory” that adds nothing to 
your selling costs. Its fashion-right colors... 
its interesting textures .. . sell at sight. 

It Is the tag of service and satisfaction... 
for Genuine Leather . . . with normal wear 
and simple care actually improves in appear- 
ance with age and use. 

it Is the tag of preference . . . for Genuine 
Leather is the choice of consumers (in a 
nation-wide survey) of 5 to 1 for the uphol- 
stery of cmvigiiiiies and hard-tops . . . pre- 
ferred by 13% of all those interviewed for 
the upholstery or trim of closed models. 


You are in step with the trend to genuine valve in selling 
Genvine Leather upholstery in the new cars your customers 
order... in cars your customers wish refurbished and 
reupholstered. Our advertising ... in House & Garden, 
House Beautiful, Town & Country, Holiday, and DAC News 
...+ supports your own selling to your better customers and 
prospects... and the services of our Group are yours to 
command for samples of the smart, new colors in Genuine 
Leather and in seeking sources of supply. 


THE UPHOLSTERY LEATHER GROUP - TANNERS’ COUNCIL OF AMERICA 


100 GOLD STREET * NEW YORK 38,N.Y. 


American Leather Manufacturing Co., Newark, N. J. 
The Ashtabula Hide & Leather Co., Ashtabula, Ohio 
Blanchard Bro. & Lane, Newark, N. J. 
Eagle-Ottawa Leather Co., Grand Haven, Michigan 
Garden State Tanning Inc., Pine Grove, Pa. 

The Lackawanna Leather Co., Hackettstown, N. J. 
Radel Leather Manufacturing Co., Newark, N. J. 
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| Threatens to Cut Auto Total in °752... 





Chrysler Council 


Elected at N. Y. 


NEW YORK.—Chrysler dealers 
here have elected 10 members to 
represent them on the Chrysler 


regional dealer council. They are: 
R. W. Lawall, Ridgewood, N. J.; 
R. H. Baker, Middleton, N. Y.; | 
G. Winston, Brooklyn; Nat Coep-|been toward .a dispersal of both 
pel, Jackson Heights, N. Y.; H. S.| population and industry away from 


Sorrell, East Port, N. Y.; Isador| concentrations of population, served 
Cohen, Glen Cove, N. Y.; C. J.|by transit lines, to the outlying 
Haynes, Bridgeport, Conn.; F. C, | areas where personal transporta- 


tion is essential. 
At the end of 1941 there were 
28,968,000 cars— with an average 


Noble, Stratford, Conn.; J. M. Kra- 
mer, Bayonne, N. J., and _ J.| 
Murphy, Elizabeth, N. J. 








Before Leaving This Show, See the Original Automatic 


JETOMATIC 


CAR-WASHER 


BOOTH 
NO. 28 


No pushing or pulling. (Use 
your head—save your 
back.) 


Unit moves along and re- 
verses automatically — on 





ONE track. 

No connection with your 
compressor. 

125 Ib. pressure “knocks” 


dirt off, soaps, rinses—all 
at the touch of a push- 
button. 


Can be set up anywhere. 


DISTRIBUTORS 
WANTED! 


Jetomatic, Inc., Ansonia, Conn. 


Users report $1.50 earnings 
every 10 minutes. 
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MODERNIZE your dealership with these outstanding 
low-cost permanent signs. 








ONLY $58.00 complete with 16 inches high, 134-inches thick WOOD LETTERS. 
Made from the finest grade of California red wood. Letters are mounted on 
5"x7", 22-gauge metal base pane! with corrugated aluminum background. 
Letters and panel painted two coats of primer, triple coats baked on DODGE 
blue enamel. 6-ft., 7-inches long (round corner edge letters shown also available 
in square corner edge). Shipped F.O.B., complete with brackets, ready to hang. 


AVAILABLE FOR ALL MAKES OF AUTOMOBILES AND TRUCKS 
Specification same as above (painted your factory color or specify). 






























DeSOTO $65.00 MERCURY  ................22..2...0-. $71.00 
CHRYSLER ....22.2ccccccccccrecessee S$7B.06 LINCOLN .............c.ccccccscscse $53.00 
PLYMOUTH .-.- $78.00 NASH $53.00 
CHEVROLET HUDSON 
BUICK PACKARD 
oo , -— KAISER 
CADILLAC ........ os FRAZER 
OLDSMOBILE WILLYS 
FORD $53.00 STUDEBAKER 

ge 
ee eg cere rere $180.00 22-ft. long 
ee ere $180.00 22-ft. long 


CHEVROLET Advance-Design TRUCKS .................. $220.00 30-ft. long 
We will make any other sign to your order. 


WRITE FOR FREE CATALOG 


BLENKE BROS. MFG. CO., INC. 
KNOX, INDIANA 











Gentlemen: Please send us the following signs .............eccceeees round corner 
or square corner edge. Enclose deposit 50%  ....... 2... cc ueue Balance C.O.D. 
FIRM NAME a 
ADDRESS : 

CITY ZONE STATE mad 
By Title 








Record Car Scrappage 
Held Peril to U. S. 


(Continued from Page 1) 


age of 5% years. Some 222,000 
were built in 1942 and funnelled 
gradually into the wartime fleet. 
On July 1, 1951, there were 39,- 
000,000 cars on the road, with the 
estimated figure at the end of 1951 
standing at 40,780,000, due to sales 
since July. 
In 1941 there were 502,000 cars 14 
years old or older. Now there are 
5,746,000 cars in that age group. 
These cars have passed the age of 
dependable transportation. 
* * * 

| Mapeanteehbat- rtd of 17,000,000 pre- 

war cars from the present total 
would leave a fleet of 23,780,000 
cars offering dependable transpor- 
tation. 

The present fleet is heavy in both 
young and old cars, there being no 
middle-aged cars due to lack of 
production in four war years. 

While present service trends in- 
dicate a tendency of owners toward 
better car care, little can be done 
to save the worn out prewar cars. 

The recent Brookings auto re- 
port pointed out that World War 

II experience demonstrated that 

it was possible then for the econ- 

omy to function effectively at 
high levels of activity with some 

25,500,000 cars. 

However, it points out: 

“Transportation service compar- 
able to what was provided by 25,- 
500,000 cars in 1945 would require 
30,400,000 to 31,000,000 cars today.” 

The independent Brookings In- 
stitution report also points up the 
increased need for personal trans- 
portation, citing a 28 percent in- 
crease in population of the Far 
West between 1940 and 1945, and 
additional increases after 1945. 

The West, it should be empha- 
sized, is an area in which the popu- 
lation is almost entirely dependent 
on personal transportation. 

* * + 


ROOKINGS said: “From the 

standpoint of automobile own- 
ership, however, the rise in num- 
ber of families (and other spending 
units) from 44 million in 1945 to an 
estimated 52 million in 1950 is the 
most indicative of the growing need 
for personal transportation.” 

The Brookings organization as- 
sumed auto production would be 
halted in an allout war, while 
James K. Knudson, head of the 
Defense Transport Administra- 
tion, the claimant agency for 
whom the report was made, said 
DTA “believes it would not again 
be wise to completely close down 
automobile manufacturing.” 

In considering the adequacy of a 
potential wartime personal trans- 
portation fleet, however, it is un- 
realistic to count cars not yet built. 

The present situation points up the 
danger, for even as the U. S. arms 
with the goal of preserving peace, 
the government is seeking to cut 
auto production to a dangerous 
level. 
* * * 

HE total of 3,700,000 cars and 

660,000 trucks scrapped last year 
compares with the 1950 figure of 
2,315,110 passenger cars and 527,441 
trucks. The 27-year average yearly 
scrappage rate is 1,700,000 cars and 
280,000 trucks, making the 1951 rate 
120 percent higher than the indus- 
try average during the years statis- 
tical figures have been maintained, 
Polk stated. 


Kahlert Vieads 
Toledo Products 


TOLEDO, O.—Toledo Steel Prod- 
ucts Co. here, a division of Thomp- 
son Products, Inc., last week an- 
nounced the ap- 
pointment of Carl 
L. Kahlert as ex- 


ecutive head of 
the division. 
E. Adams, 


former vice-presi- 
dent and general 
manager, is tak- 
ing over as vice- 
president and 
aon manager 
ts) amsey Corp., 

Can. Kablert = s_ pom Kah. 
lert has been with the company 

















since 1936. 


1952 __ 








| Packard Showing at Cincinnati Auto-Lite— 


Dealer displays of new Packard models stopped workers entering and leaving 
Electric Auto-Lite’s Cincinnati plant. The Packard exhibit was the first of 13 weekly 
salutes to car makers using Auto-Lite products. The dealer shows were conducted 
following Auto-Lite's acknowledgement of the auto firms on its television program, 
“Suspense."’ 


|meet demand for a lower-priced 
| replacement tire, rather than as an 
. |original equipment unit, Goodyear 
Economy Tire states. They claim that the new 
tire has exceptionally good tread 
AKRON. — Goodyear Tire and wear characteristics for its quality 
Rubber Co. brought out a new and jevel. 
lower-priced tire last week, and be-| The Marathon is made in all the 
came the first tire manufacturer to popular low-pressure sizes from 
enter this field since the govern-|¢ 49 through 7.60. The tire will be 
ment granted permission for mak- | immediately available. 
ing other than first-line products. | 
Called the Marathon, the new tire | 
incorporates the same basic princi- | Ortel Promoted 
ples as the firm’s original low-| E. J. Ortel has been named man- 
pressure unit—the Super-Cushion, | ager of used-car sales for D.S. & D. 
according to Goodyear. |Motors (Dodge-Plymouth) in Bal- 
The Marathon was designed to’! timore. 


Goodyear Revives 











COMFORT O.P.S. FORMS FULLY COMPLY 
WITH REGULATIONS 83 AND 94 


CPR 94-3 
CEILING PRICE 


TAGS LABELS 








(QUANTITY) 
$ 2.00 100 $2.00 
8  E 
6.50 500 4.95 
DED ceniccnsesrssonensene | ccceseees 8.50 


NEW PASSENGER CAR 
PRICE CHARTS 


Buy 2 for $1.00 (Form 085) 6 for $3.00 


ALSO AVAILABLE: 
O.P.S. CAR INVOICES 


WELCOME TO THE N.A.D.A. CONVENTION | 
| 





COMFORT O.P.S. FORMS ON DISPLAY IN OUR BOOTHS 114-5 


STOP IN AND SAY HELLO! 








BUY AT THE SHOW OR ORDER DIRECT FROM 


COMFORT SPECIALTY CO. 


200 South 7th St., St. Louis 2, Mo. 

















a ‘Sleeper’ Market! 


How to Wake Up 


It’s easy! Make sure that your product is 
shipped by American Airlines Airfreight. 
This way, it gets to market quicker—has 
added sales value—and your stocks can be 
replenished overnight. 


For further information, wire us collect— 
American Airlines, Cargo Sales Division, 
100 Park Ave.. New York 17, N.Y. 


ala 
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of 627,012 ve- 








| j 

|}outlook is for 296,000 cars, along|trucks for a total 
with 103,000 trucks, for a total of | hicles. Thus, U. S. plants seem like- 
399,000 vehicles. Packard will not!/ly to wind up this month with car 
| resume production until Feb. 4. production running 40 percent be- 

| In January, 1951, U. S. plants|hind last year and truck output 

| Produced 500,374 cars and 126,638 | showing a 25 percent deficit. 


‘ore Materials for Cars Expected .. . 


Output Picture Seen Improving 


(Continued from Page 1) 








| reaching a peak next year and tap- 


previously, industrywide schedules | 
ering off thereafter. 


i 





ms, and an “inventory 


nt” 


adjust- 


r-gistering a production 
last week. 
* * 
— in U. S. plants last week, 
according to Automotive News 
estimates, were 64,796 cars and 24,- 
956 trucks — a total of 89,752 ve- 
hicles. The previous week’s output 
was made up of 67,043 cars and 
24.576 trucks—a total of 91,619. 

As of last week, U. S. plants 
were still producing nearly 20,000 
cars below the weekly pace needed 
to realize the total of 1,006,000 cars 
permitted by NPA in the first 
quarter of 1952. Truck output, how- 
ever, is running somewhat ahead 
of quota rates. 

The Air Force’s contemplated 
action last week left auto makers 
more optimistic about car pro- 
duction prospects for later in 

1952. 

Auto Officials said they doubted 
whether any more copper would 
be allotted them, but that an ade- 
quate increase in aluminum sup- 
plies would go far in bettering 
their chances of building 930,000 
cars in the second quarter of this 
year. 

Most auto people are certain now 
that a change in defense planning 
is underway which will distribute 
more evenly the impact of military 
procurement upon the civilian 
economy. 

= * 
As A RESULT of the change, it 
** is believed, the defense program 
will extend through 1955 instead of 


shutdown at Packard until | 
b. 4, kept the auto industry from | 
increase | 


The changes may not have 
much effect on the ability of dur- 
able goods makers to procure 
| copper, but are expected to make 
| more aluminum available for 
| civilian goods considerably earlier 

than had been expected. 

Defense planners have already 
announced that car output will be 
limited to a maximum of 1,936,000 
in the first half of 1952—1,006,000 
cars in the first quarter and 930,- 
000 in the second quarter. 

As recently as a week ago, the 
auto industry believed that further 
sharp production cutbacks were in 
store for the third and fourth quar- 
ters of 1952. On the basis of actual 
material allotments, rather than on 
quota figures, some observers have 
thought that the auto industry 
might be lucky to turn out more 
than 3,000,000 cars in all of this 
year. 

* * * 
HE feeling now is that defense 
planners have at last decided 
to try to eliminate the peaks and 
dips in defense output in view of 
the mass unemployment that would 
result. 


It is thought now that defense 
planners likely will allow car pro- 
duction in 1952 to continue 
throughout the year at second- 
quarter rates. If so, 1952 car pro- 
duction will total about 3,700,000. 

It is thought the outlook may be 
favorable for progressive car pro- 
duction increases in 1953. 

* . . 

F IMMEDIATE concern to auto 

makers is the job of building 





up to permitted car production lev- 
els in the current quarter. As noted 





Car, Truck Output Estimates 
By Automotive News 








lare running behind by nearly 20,- | 
000 cars weekly. 


So far only Chrysler, 
Motors and Studebaker have been 
building at rates that will enable 
them to realize their first-quarter 
production quotas. 

Ford, with only 17,015 cars ac- 
counted for so far this year, will 
have a lot of production ground 
to make up in February and 
March. Nash, due to a recent 
model change, is in much the 
same position. 

With Packard out of the produc- 
tion lineup last week, January’s 


Oldsmobile 


(Continued from Page 2) 








tank cannon, being produced in a 
plant originally intended for stor- 
ing steel, and of the former Olds 
six-cylinder engine plant where 
bazooka 3.5-inch rockets are in 
quantity production. 

sa * * 

T WAS revealed that three pounds 

of copper have been saved on 
the 1952-model radiators and 1% 
pounds on hubcaps. 

Gasoline economy has been in- 
creased about 5 percent of the 1952 
models, Wolfram said, and brakes 
have been given a more effective 
lining to take care of the increased 
speed of the new cars. 

Asked why more speed has 
been added (top actual speed is 
now 105 to 108 miles per hour) 
on the new models, Wolfram ex- 

plained that, while Oldsmobile 
engineers were “fattening up” 
the engine in the 50 to 70-mile 
range where most people require 
it, the higher top speed was in- 
evitable. “You can’t turn it off 
without a governor,” he declared. 

Douglas Edwards, newscasier for 
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NADA Booths 152-153 









Electro 
No. 10 Combination 


TODAY'S 
BEST 
BUY! 


See Your Jobber 
Send for Complete Catalog 





ELECTRO PRODUCTS CO., NEW YORK 58, N. Y. 
























































Oldsmobile, was a key figure in 
the 1952-model presentation show, 
PASSENGER CARS which was keynoted by ~ age 
i (U. S. PROD ION Featured were a motion picture 
a Week —— Bag isd jJan.1 Jan.1 |i color filmed in California and 
Ended Same Ended January, to to introducing “Lucille and Johnny,” 
Jan. 26, Week, Jan. 19, 1952, Jan. 27, Jan. 26,|Oldsmobile’s new “singing sweet- 
‘ 1968 1961 1952* toDate 1951* 1952* | hearts,” in which the 1952 cars were 
CHRYSLER . sensi 12,912 23,094 18,337 60,698 71,894 60,698 | woven into the story plot. There eo = 
Chrysler .... 2,350 2,673 2,291 8,319 5,785 8,319| also was a “black light” portrayal 
DeSoto ........ 1,822 1,606 1,846 6,625 4,927 6,625 | of the 1952 Oldsmobile mechanical Ol Mi 17/4 Ul Ci 
Dodge ... 5,174 6,032 5,012 18,358 17,756 18,358 | improvements. L. F. Carlson, execu- 
Plymouth si 3,566 12,778 9,188 27,396 43,426  27,396|tive assistant to the general man- 
Jee sssanensen — = 5,248 17,015 101,758  17,015|ager, presented the 1952 advertis- 
- <n Managemen ” 0 4,199 12,115 78,545 12,115|/ing program, which will be keyed F 
Lincoln .... 302752... BB 8TT 485|to output totals. to see the newest dealer helps in the 
ercury .... 1,677 5,337 1049 4,415 20,336 4,415 ——_ industry, developed in actual operations. 
GENERAL MOTORS 32,916 58,001 33,002 113,303 175,988 113,303 Pp f t Circk is ¥. P P 
Buick ............. 5,859 12,420 6352 20,266 29,624  20,266)f CFEC ircie 
Cadillac 1631 2,379 1,552 4,630 8845 4,630 BOOTH 19 AND 20 
raed ; 16,108 26,597 15,391 55,731 92,458 55,731 Acquires Foundry Saal tat E ++i 
smobile .... . 4,230 7,506 4,594 14,401 16,153 14,401 r alace Exposition 
Pontiac ..... 5,088 9,099 5,113 18,275 28,908  18,275| HAGERSTOWN, Ind.—Ralph R. Grand Centra P 
KAISER-FRAZER 1,105  —-2,200 972 3,599 12,544 3,599 | Teetor, president of Perfect Circle 
Frazer ............. ae Cs ae 2) en, 5 ee Corp., has announced that the com- NADA CONVENTION 
Kaiser ......... 1,105 2,200 972 3,599 12,544 3,599|Pany has signed contracts with 
CROSLEY . 58 249 54 197 841 197 Someaettess = a wig 
HUDSON ..... 1,594 4,171 1,570 722 ©=«(1%, ; dry Co., Muskegon, Mich., for the . ° ° 
NASH ..... 1,461 3,247 ot. vane hen pioed purchase of their entire stock hold- * Laudar Service a ee 
PACKARD ....... 1,205 1,422 3,704 6,114 — 3,704| ings. r Sales Control Boar 
STUDEBAKER |. 4,614 5,768 4,600 16,632 -23,017_-—«16,632|, Both companies are engaged in * Lauda Se 
WILLYS-OVERLAND}+ 937 158 725 3242 3,098  3,242|the production of centrifugal cast- % Car Service Menu 
ings for the manufacture of high- 3 
Total Cars, U. S......... 64,796 125,436 67,043 226,982 421,036 226,932 | duality cylinder liners. ‘the acqui- * Car Service Menu Record 
z si 2 
a enable Perfect Circle to meet in- * 7 Point Car Invoice 
creasing demands for this product 
COMMERCIAL CARS by engine manufacturers. * Route Sheets 
(U. S. PRODUCTION ONLY) : - 
wok ae | January, 2h 4am New Canadian Line THE LAUDAR COMPANY 
Jan.26, Week, Jan.19, 1952, | Jan. 27, Jan. 26,| GIBSONS, B. C——Vancouver Gib- MSON, GA 
1952 1951 1952* toDate 1951* 1952* |sons Truck Lines, Ltd. has been 121 E. HILL ST. THOMSON, . 
CHEVROLET . 6,567 9,545 6,366 22,011 35,139 22,011 | incorporated with $10,000 capitaliza- 
@ CROSLEY - 10 44 5 26 72 2g¢|tion and registered offices at Gib- 
DIAMOND T . 141 199 155 408 732 438|sons, B. C. This new truck opera- 
DIVCO ..... 72 100 68 268 420 268|tion will connect Vancouver with ae I RRAER IRS 
DODGE .... 3,429 3,042 3,328 11,996 10,404 11,996 | the Sechelt Peninsula by means of 
FEDERAL 60 32 60 158 152 158 |@ ferry service now operating on a 
FORD .... 4,528 6,262 4,425 12,351 23,959 12,351 | daily schedule between Vancouver 
= . 2096 3,077 2,132 7,664 10,476  7,664|and Gibsons. 
INTERNATIONAL | . $8,412 3,936 3,535 12,621 14,580 12,621 
— cateus : ia 274 367 273 921 1,460 921 
‘eerie 400 391 370 = 1,360 1,234 1,360 Auto Stocks HANDSOME LITERATURE DISPENSERS 
STUDEnAK Hes _ po = — aaa — - = High Low Clear white pine in transparent lacquer finish (or un- 
ss , ; ; 4 ni i ‘ a si 
WILLYS-OVERLAND 208: 14891964 7423 S55H 7428|Chrysler 00% 0% ARH 65 risag dy Agar ae ag eg 
mace wae . as - os 1,110 1,082 1,110 > aa Bs an a 2 models identical except for adel. Same day ship- 
e e 7 . . 
Total Trucks, U. S.... 24,956 29,885 24,576 84,219 109,779  34,219|Hudson 13% 13% 20% 12% ment cn moll orders wsvally pocsibte. 
Total Cars, Trucks, ” K-F 5% 5% 8% 5% FLOOR MODEL RX WALL MODEL MRL 
Jy goede 89,752 155,821 91,619 311,151 530,815 311151|/Nash | 18, 18% 227% 1 high. Has large space in up no floor space. Same 
Total faa. Trucks, a eer ae 1 3 hy 2 open back for supplies. capacity as Floor Model. 
Canad: 6,924 8,368 7,091 22 y 2% Stude. 33% 33% 35% 2544 $25.25, shipped Ry. Exp. Shipped parcel post ppd 
__$_ - ~ a SE _ 32,880 22,996 | Willys 9% 10 12 1% collect. Remit in full to $14.75 (40c additional if 
Grand Total ; . = avoid added COD charges. west of Mississippi) 
, Cars and Trucks, Average 23.30 23.23 
U. S. and Canada ...... 96,676 164,189 98,710 334,147 568,695 334,147 Compiled from reports of trading on the 209 UNION ST., 
*Hesteed, a ) incinios Autocar, Corbitt, Marmon H., Brockway, Four-Wheel | N. ¥. Curb and N. Y. Stock Exchange. THE RAK MAKERS NEW LONDON, CONN. 
6, Sterling, 
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Gala Parties for New Buicks 





San Francisco's Carnival— 
Using a theme, “Palace of Surprises," 


Buick division conducted five one-day meet- 


ings with dealers and sales managers over the country to show them the first glimpse 
of the 1952 Buick. The meetings were attended by plant officials from Flint. Here, the 
San Francisco parley called in more than 700 dealers who took part in the Buick 


Carnival of 1952. 


5,700 Turn Out 
For Five Buick 


Dealer Previews 


FLINT.—More than 5,700 Buick 
dealers and sales managers had 
their first look at the 1952 models 
last week, when a group of plant 
executives conducted one-day meet- 
ings at Houston, San Francisco, 
Kansas City, Detroit and New 
York. 

Headed by Ivan L. Wiles, general 
manager of Buick, the meetings 
were conducted in the various 
areas by Albert H. Belfie, general 
sales manager; Edward T. Rags- 
dale, general manufacturing man- 
ager; Verner P. Mathews, chief 
engineer, and John H. Scudder, 
director of merchandising. 

Following the introduction of the 
new cars over the weekend, Belfie 
said that he had received a great 
number of telegrams and telephone 
calls from dealers in all parts of 
the nation telling of the public’s 
enthusiasm over the new models. 

“In many instances, dealers re- 
ported the greatest and most en- 
thusiastic reception on_ record,” 
Belfie said, “and on the basis of 
these reports, it appears that Buick 
sales for '52 are off to a strong 
start.” 

According to the company, deal- 
ers reported special public interest 
in the Roadmaster series because 
of the increased horsepower, the 
new carburetor and the power 
steering option. 

Virtually all dealers reported that 
business was brisk, and that a 
record number of bonafide orders 
were being placed, Belfie said. 


Studebaker Says 
Starliner Sold 
Out Until Spring 


SOUTH BEND.—tTelegraphic re- 
ports from dealers indicate that 
retail orders for the Starliner, 
Studebaker’s new hardtop, will ab- 
sorb production of this model until 
early spring, K. B. Elliott, Stude- 
baker’s executive vice-president, 
reported last week. 

Elliott said that Studebaker’s 1952 
line of cars attracted the greatest 
display of public interest in the 
company’s products since 1947, 
when Studebaker introduced its 
first line of postwar designed cars. 

“Judging from the _ attention 
given our new hardtop convertible,” 
Elliott said, “the Starliner may 
prove to be the most popular body 
type in Studebaker history.” 

Elliott said Studebaker dealers 
were “highly pleased” with the 
showroom attendance and interest 
in the showing of 1952 models. 


VandeWater Heads 
GMC Region 


PONTIAC. — Appointment of W. 
L. VandeWater as eastern regional 
manager of GMC Truck and Coach 
division was announced last week 
by J. E. Johnson, general sales 
manager. 

In addition, Johnson named E. 
W. Jolly, former retail store man- 
ager for GMC, as assistant Detroit 
zone manager. H. A. Hand, zone 
manager, has been granted an ex- 
tended leave of absence due to ill- 








ness, 








Buick Tophatters— 


In Houston, 1,200 dealers in the south- 
ern region held a reception on the night 
before the meeting. The meeting there 


was viewed as the most enthusiastic of 


the circuit. 





Wondering how new-car and truck produc- 
tion and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every 
week throughout the year. 


Classified Want Ads 


Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 














HELP WANTED 


SALESMEN (2) with new car dealer follow- 
ing in Brooklyn-Long Island. Also one for 
N. Y. state. We are one of the larger 
distributors of body hardware, parts and 
accessories with a unique merchandising 
plan which will assure large earnings. 
Men with at least five years’ new car 
dealer experience only will be considered. 
Salary or commission and car expense. 
National Automotive Parts, Inc., 310 W. 
Cumberland St., Philadelphia, Pa. 

SCHOOL BUS SALESMEN and distributors 
wanted by one of the leading manufac- 
turers of school bus bodies. We have 
territory open in the east, south and mid- 
western sections of the U.S. If you are 
interested, write giving complete experi- 








ence, qualifications, including age, past 
employment and territory desired. Ad- 
dress Box 1058, c/o Automotive News, 


Detroit 26. 

OFFICE MANAGER - BOOKKEEPER for 
large automobile agency in New York 
City. Position is a challenge to a man 
of initiative, good foresight. high capa- 
bility and one experienced in the indus- 
try, who can skillfully manage assistants. 
Salary plus bonus depending on achieve- 
ment. Box 1034, c/o Automotive News, 
Detroit 26. 

PARTS MANAGER WANTED in New 
Mexico. Excellent opportunity for indus- 
trious, energetic man with initiative and 
ability, who is a good merchandiser and 
knows how to increase sales. Salary plus 
incentive. Good year-around climate and 
living conditions. Box 1056, c/o Automo- 
tive News, Detroit 26. 

WE HAVE an opening for a first class 
Diesel mechanic in GMC truck agency. 
Also operate 15 Diesel buses. Good 
steady job. Good pay with all benefits. 
Meier Truck Sales, Badger Bus Lines, 
Inc., 1313 Regent, Madison, Wis. 


SERVICE MANAGER 


Largest eastern foreign car distributor desires 
service manager capable full management 
mechanical and bodywork shops. Salary excel- 
lent. Only superior man considered. 


Box 1083, c/o Automotive News 
Detroit 26 














CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 100,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: 


EIGHTEEN CENTS 


(18¢) 


PER WORD for each insertion. Cash in advance. Position 


Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing read- 


ers. Count initials and groups of numbers as one word. Ads may be signed with your full name and address 


at regular rates, but if signed ‘Box No. ......, in care of Automotive News, 
lar ($1) per insertion for address and extra service as replies are forwarded, 


received. Display Ads: 


HELP WANTED 





$9.80 per inch, per insertion. 
WANT AD DEPT., AUTOMOTIVE NEWS, PENOBSCOT BUILDING, DETROIT 26, 





add One Dol- 
the 


Detroit 26, Mich.” 


unopened, same day 


MICH. 








_ HELP WANTED 


| 


POSITION WANTED 








Overseas Field 
Representatives 


Large automotive export firm requires 
services of four Foreign Field Service 
Engineers to meet expanding overseas 
needs. Firm prefers two with ability to 
speak French; one with adequate Span- 


ish; fourth, only English. 


Address Box 1054 
c/o Automotive News 
Detroit 26 














AUTO PARTS SALESMEN. We offer an 
unusual opportunity for aggressive sales- 
men interested in earning $6,000 a year 
and up, selling direct to new car dealers 
and fleets. Ours is an old established 
company, the management having had 
years of experience in this field, and due 
to sales expansion have openings in all 
parts of the United States. A sound 
financial arrangement based on high 
commissions, also expenses and a dif- 
ferent sales program than has ever been 
offered before, will enable you to succeed 
in your protected territory. Write in de- 
tail to Lee Rodgers and Co., Box 182, 
West Richfield, Ohio. 





SALESMEN WANTED. Some choice terri- 
tories still available with rapidly expand- 
ing company. Will consider only those 
capable of earning upwards of $12,000 a 
year. Requirements are the experience 
and ability to make and maintain top 
level contacts with automobile dealers. 
Write Box 1059, c/o Automotive News, 
Detroit 26. 


SALES MANAGER for GM dealer. Must 
have good previous record, preferably 
with General Motors experience and be 
able to close deals and handle men. Ex- 
cellent opportunity for right man. Box 
1048, c/o Automotive News, Detroit 26. 








AUTOMOTIVE SALES AND 
SERVICE ENGINEERS 


We are interested in contacting salesmen who 
have a following with the service managers of 
pe car dealers in the states indicated here- 
under: 


Ala. Idaho Mont. Pa. 
Ariz. Hl. Nebr. > ¢. 
Ark. Ind. Nev. S. D. 
Colo lowa N. Mex. Tenn. 
Conn. La. - ¥. Va. 
Del Md. N. C. Wisc. 
Fla Minn N. D. Wyo. 
Ga. Miss. 


A very attractive proposition is open to men 


in portions of these states on either a full or 
| 


part time basis. 

Your answer, if acceptable, will insure a per- 
sonal interview in your locality with either the 
sales or assistant sales manager of a nation- 
ally recognized automotive sales corporation, 
now enjoying a sixty (60) day repeat order 
and practically noncompetitive business. 

In replying, advise in detail your last five 
(5) years’ activities, monetary returns, age, 
responsibilities, education, make and age of 
car you are driving, etc. 

The territories available will pay you excellent 
commissions in the capacity of sales and serv- 
ice engineer. Sales are accepted on an open 
account basis and commissions are paid as 
orders are received. 

Box 1071, c/o Automotive News, Detroit 26 





DISTRICT SALES MANAGER. If you have 
had at least five years’ experience sell- 
ing automotive body hardware, small 
parts and accessories to new car dealers 
and can personally produce high sales 
volume and are capable of hiring, train- 
ing and overseeing salesmen, we have an 
excellent proposition. Salary or commis- 
sion—expenses and overwrite. Write in 





PARTS MANAGER 


One of General Motors’ middle 
western dealerships has 
splendid opportunity for an aggressive 
qualified parts g to handle all 
phases of parts merchandising, including 


largest 





available a/| 


TRUCK MANAGER or sales manager 
thoroughly experienced in all phases re 
tail and wholesale truck selling, truck 
servicing and used truck merchandising 
20 years with large truck manufacturer 
—salesman, sales manager, national fleet 
sales. Three years sales manager large 
‘‘Big Three’’ dealer. Location secondary 
to future potentialities. Best of refer- 
ences furnished. Box 1078, c/o Automo 
tive News, Detroit 26. 








the wholesaling as well as gerial 
duties. Outside contacts with suppliers an 
important prerequisite. 
Box 1085, c/o Automotive News 
Detroit 26 





BALTIMORE NASH DEALER has opening 
for service manager. Write references, 
experience, etc., to Box 1057, c/o Auto- 
motive News, Detroit 26. 





Auto Accessory Salesmen 


Wonderful opportunity for men with following 
among car dealers, accessory stores, etc. Fast 
selling exclusive item. Commission. Choice 
territories available. Write all details, includ- 
ing territory desired. 


Box 1084, c/o Automotive News 
Detroit 26 








GENERAL OR SALES MANAGER. Thirty 
years’ experience as an automobile execu- 
tive. Ability to take over entire manage- 
ment. Keep operating expenses at a 
minimum; train salesmen to make profit 
able trades; keep used car stocks mov 
ing; develop volume parts and service 
operation. Retain old customers, develop 
new. Develop loyalty within organiza- 
tion. Box 1060, c/o Automotive News, 
Detroit 26. 


HIGHLY REGARDED automobile execu- 
tive, well qualified by reason of heavy 
prewar and postwar experience, desires 
his own dealership. Will consider making 
a change. Prefer large General Motors 
dealership along east coast. Will operate 
business on salary plus percentage of net 
before taxes and will buy business in 
most part out of earnings. Box 1061, 
c/o Automotive News, Detroit 26. 


MOTOR ACCOUNTING—Can install books, 
train bookkeeper, make monthly finan- 
cial statements and tax papers. What 
have you? Box 1062, c/o Automotive 
News, Detroit 26. 











POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 9 cents per word for each 
insertion. Cash in advance. (Half-rate 
does not apply to display ads in this 
section.) 











YOUNG MAN, age 32, desires job with 
automobile manufacturer in advertising 
or sales department. Have just sold my 
own automobile agency completing seven 
years as new and used car dealer. Have 
owned and operated three agencies at 
one time. Have handled Hudson, Kaiser- 
Frazer, Willys and Crosley in the past 
six years. Am willing to start at the 
bottom with proper opportunity for 
eventual advancement. Can furnish plen- 
ty of references concerning character 
and ability. I am not looking for some- 
thing for nothing, I’m willing to work 
for the benefit of my employer, not just 
to be filling a job. Will be available for 
employment within two weeks. Prefer 
something on west coast if possible. 
Now living in large midwestern city. Box 
1076, c/o Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


MIDWESTERN DEALERSHIP 
HANDLING CHEVROLET 


Up to 325 New Units Annually 

If you can furnish proof of factory eqprevel, 

we can dicker! 

New, very modern building with adjacent 

used car lot, outstanding location. Population 

16,000 with exclusive territory which includes 

entire county. Approximately $1,000,000 vol- 

ume produced—$77, net. Five year average 

$50,000 net. Large volume parts and service. 

Other less strenuous and personal health rea- 

sons for selling. NO BROKERS. 

This is ig § ‘plum" so confidence must be 
ur 








guaranteed nish checkable proof of your 
financial ability and experience to handle, 
first letter. You will not be contacted until 


you have been investigated and found okay 
on all counts. 
Box 1088, </o Automotive News, Detroit 26 





DEALERSHIP, now handling Studebaker. 
Located in modern building, best section 
of busi district of southeastern town 





SALES-GENERAL MANAGER. Can apply 
Hull-Dobbs system. Have profitably op- 
erated Chevrolet and independent deal- 
erships. Four years recent sales and gen- 
eral management, Close supervision every 
deal, Get production from inexperienced 
salesmen. Mature, 55, capable, no habits, 
responsible, energetic, can invest. Prefer 
midwest. Box 1073, c/o Automotive 
News, Detroit 26. 


OFFICE MANAGER-ACCOUNTANT desires 
a connection in a growing new car 





agency. Thoroughly familiar with ac- 
counting, daily operating controls, fi- 
nance, insurance, income tax, service 


promotion and all other business man- 
agement functions. Sales minded. Now 
employed but size of deal limits oppor- 
tunity. Box 1074, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER, Prefer Chrysler 
products in southern city. Experienced in 
all phases from mechanic to service man- 
ager. Was district service representative 
for Chrysler Corp. prior to war. Reason 
for desiring change—present employer 
has sold out business. Best of references. 








Box 1075, c/o Automotive News, De- 
troit 26. 
SERVICE MANAGER, four years’ experi- 


ence as manager all makes of passenger 
car and trucks, twelve years’ experi- 
ence in the mechanical field. Am fully 
qualified to meet and deal with the pub- 
lic. Desire to locate in town not over 
100,000 population. Age 34, married, 
sober, references on request. Box 1077, 
c/o Automotive News, Detroit 26. 


SALES MANAGER, aggressive, three years 
well spent in Buick sales, Willing to start 
as salesman. Age 27, single, well educat- 
ed. Will locate anywhere with reputable 
Buick agency if opportunity for perma- 
nent connection is assured, Good knowl- 








detail. Replies confidential. Lee Rodgers edge of industry. Excellent references 
and Company, Box 182, West Richfield, furnished. Box 1079, c/o Automotive 
Ohio. News, Detroit 26. 

POSITION WANTED 








of profits. 


ership due to my past experience. 





Mr. Ford or Lincoln-Mercury Dealer 


| am desirous of assuming full responsibility for profitably managing a prin- 
cipal or multiple point dealership with an option to buy in from proceeds 


| have had ten years factory experience holding several positions of trust in ad- 
dition to past three years as general manager of a large successful dealership. 
1 am 37 years old, married, two children and can furnish the best of references. 
If you are interested and could use some one extremely capable and well quali- 
fied to exercise good, alert, constant management, then | should be contacted. 
It is my opinion, | could be of more benefit to a Ford or Lincoln-Mercury deal- 


Box 1087, c/o Automotive News, Detroit 26 








of 30,000, trade center of 10 surrounding 
counties. Completely modern equipment 
in shop and in paint and body shop. Well 
located used car lot. Will sell business 
and lease real estate or sell entire works. 
Requires $35,000 to handle. Reason for 
sale, other business interests. Address 
Box 1082, c/o Automotive News, De- 
troit 26. 


DEALERSHIP AVAILABLE. ‘‘Big Three’’ 
dealership in thriving eastern city; con- 
tract in excess of 1,000 cars. Available 
with or without attractive real estate and 
with well trained organization intact. 
Requires substantial investment. Consis- 
tent moneymaker, including prewar mar- 
ket, with unusual profit record for last 
six years. Fine local reputation coupled 
with profit possibilities make this an un- 
usual opportunity. Write Charles E. 
Hewes, 1625 K Street, Northwest, Wash- 
ington 6, D. C. 


WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 


LEO J. KLEM 


411 Curtis Bidg. Detroit 2, Mich. 











DEALERSHIP, handling popular GM car 
and Case farm equipment, midwestern 
college town, Well integrated business. 
1950 gross $145,343 with four employes. 
Owner to retire. Entire deal about $16,- 
000—rent building. Should return invest- 
ment within 2 years. Must qualify with 
factory. Box 1068, c/o Automotive 
News, Detroit 26. 





DEALERSHIP, now handling Ford, located 
in LaGrange, Ga. Population about 30,- 
000, 175 to 200 new units per year. Will 
sell or lease building. Contact Loeb C. 
Ketzky or Horace E. Richter, Attorneys, 
LaGrange, Ga., for details. Factory ap- 
proval necessary. 





FOR SALE. Very exceptional buys in deal. 
erships, now handling Nash, Studebaker 
and Chrysler franchises in the midwest- 


ern states. Leonard J. Schrader, 509% 
East Green St., Champaign, Ill. Phone 
9094. 





AUTO AGENCIES 


Large, medium and small "Big Three" fran- 
chises located throughout the United States. 
Write for brochure. 


DAVID JARET CO. 


Established Over 28 Years 
150 Montague Street Brooklyn 2, N. Y. 
ULster 2- 
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DEALERSHIPS AVAILABLE 


BUSINESS OPPORTUNITIES 


| 
| 


USED CARS FOR SALE 


PARTS FOR SALE 





. SALERSHIP, now handling leading inde- 
pendent in town over 15,000. Upper 
Michigan peninsula. Available now. New 
building with 6,160 square feet, well lo- 
sated on main thoroughfare. Building 
jirectly across street with 5,280 square 
feet with gas pumps and station equip- 


ment also available. Principals only. 
Box 1045, c/o Automotive News, De- 
troit 26. 





SALERSHIP, now handling Lincoln-Mer- | 


cury. One of the best 
Building and equipment 
Everything the very best Rent building 
and adjoining used car lot. Box 1067, 
‘/o Automotive News, Detroit 26. 

ONE OF “‘BIG THREE,’’ located within 
45 miles of Detroit. Best building of its 
type in town. Large trading area Ap- 
proximately $28,000 will handle. Have 
done well enough to seek bigger deal 
with same company in southwest. Box 

1069, c/o Automotive News, Detroit 26. 

DEALERSHIP, now handling Hudson. Good 
location in small southern Ohio town. 
New building and all new equipment, 
$30,000, or will lease building and $10,- 
000 will handle deal, Russell Scott, 
Mason, Ohio. 


DEALERSHIP WANTED 


WANTED TO BUY. Dealership handling 
one of the ‘‘Big Three’’ within radius of 
100 miles Kansas City. Have the money 


practically new. 














and ready to buy now on the most 
favorable personal tax level. Strictly 
confidential. Box 1066, c/o Automotive 
News, Detroit 26. 





FORD DEALERSHIP 
WANTED 


Can pay cash if real estate not in- 
volved for Ford dealership with 
planning potential of 125-250 
cars per year. Prefer west of Mis- 
sissippi River but would consider 
other location. Can qualify with 
factory. All replies held in strictest 
confidence. 


Box 1086, c/o Automotive News 
Detroit 26 





EXPERIENCED DEALER, who will quali- 
fy with factory, wants to buy one of 
Big Three’’ dealerships. 250 to 650 
cars. Prefer in or within 250 miles from 
New York City. Confidential. Box 1064, 
c/o Automotive News, Detroit 26. a 

FORD DEALERSHIP WANTED. Approxi- 
mately 250 units. Prefer Ohio, Indiana 
or Lllinois. Have finances and factory 
approval. Guaranteed strictest confidence. 
Will answer all replies. Box 1065, c/o 
Automotive News, Detroit 26. 

WANTED TO BUY. GM dealership, 50 to 
100 car franchise. Prefer to lease build- 
ing. Confidence guaranteed. Box 1063, 
c/o Automotive News, Detroit 26. 

FLORIDA AUTOMOBILE DEALERSHIP 
wanted. Prefer Miami or vicinity. Strict- 
est confidence. Factory approval assured. 
Box 1030, c/o Automotive News, De- 
troit 26. 














FORD or GM 
400 TO 800 ANNUALLY 
| have the green light from the factory. 
| have the money and am hot to go. | want 
to buy. Do you want to sell? Release your 
corporate net worth at the most favorable 
personal tax — capital gain. 


c/e Automotive News, Detroit 26 





100-200 CARS, one of ‘‘Big Three,’ pre- 
ferred in New York, New Jersey. Out- 
right purchase or % interest. Box 1041, 


c/o Automotive News, Detroit 26. 

FORD DEAL WANTED in northwest, 100 
to 200 units. Have factory approval. 
Am dealer now. Strict mutual confidence. 
Box 1043, c/o Automotive News, De- 
troit 26. 

GM NEW CAR FRANCHISE wanted. Ap- 
proximately 100 units annually. Guar- 
antee complete confidence. Box 1080, c/o 
Automotive News, Detroit 26. 

GM DEALERSHIP WANTED by experi- 
enced, well financed operator. Factory 
approval assured. Prefer midwest. All 
replies confidential. Box 1081, c/o Auto- 
motive News, Detroit 26, 














WANTED BY 
QUALIFIED APPLICANT 
500-1000 Ford, General Motors or Lincoln- 
Mercury dealership in Philadelphia, Baltimore 

or Washington. 
Write in strict confidence. 
BOX 1072 
c/o AUTOMOTIVE NEWS, DETROIT 26 








BUSINESS FOR SALE 
FOR SALE. In thriving defense area city, 
established auto-truck sales with shop, 
parts, storage, service station. Central 
business location, Highway 41, long lease, 
excellent profits. Owner retiring. The 
BASS Co. (Realtors), Valdosta, Ga. 


BUSINESS OPPORTUNITIES 
YOUR OWN BUSINESS with a minimum 
investment. A national organization of- 
fers you this opportunity in the fast 
growing soft ice cream business with 
possible profits from $8,000 to $15,000 











per season. For full particulars write to 
Dari-Delite, 1524 Fourth Avenue, Rock 
Isiand, Ill. 





AGENCY, now handling Chrysler-Plymouth. 
Sales $30,000 month; new modernistic 
building 110’x 57’; acre lot; modern 
equipped; opportunity—expand valuable 
lease; price $30,000 plus inventory. Apple 
Company, Brokers, Cleveland, Ohio. 





FLORIDA 
Daytona Beach Ocean Front Motor Court, 17 
units, masonry construction, tile roofs. Excel- 
lent income. One of the best. $160,000 with 
$60,000 cash. Other good ocean front and 
highway courts all over Florida. 


Harry G. Elmore, Realtor 


Motel and Hotel Broker 
942 Edgeweod Ave. Jacksonville, Florida 


in Los Angeles. | 


| 





AUTO AGENCY Associate wanted for 
highly profitable, long established Stude- 
baker agency in suburban Los Angeles 
Present owner desires to semi-retire. | 
Twenty-five thousand will handle. Give 
an excellent salary and one-half of the 
net profits in a $90,000 net worth con- 
cern, Box 1070, c/o Automotive News 


Detroit 26. 





DEALER SERVICES 








—AUTO— 
AUCTION 


a ya 





INVENTORY SERVICE 


Parts Accessories 
Large and Small Dealerships 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen do 
all the work. Accurate, unbiased and confi- 
dential. Inventories accepted by al! account- 
ants and by the gevernment. 
Cco., INC. 


ALLIED INVENTORY 
831 E. 79th St. Chicago, Illinois 
Ssex 5-8300 


ESs 
224 E. 38th St., New York 16, N. Y. 
Murray Hill 2-0064 








INVENTORY SERVICE 
Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization — in business since 1939. Free 
booklet on Parts Department operation sent 
on request, Call or write for service details. 
Automotive Inventery Service Co. 
9900 Freeland Detroit 27,,Mich. WE 3-6449 








EVERY DEALER NEEDS 
A modern Prospect and Owner follow-up 
system. This one eliminates office help. 
Gets results. Write for free brochure. 


CHISHOLM-SYSTEMS 


BOX 1352 PALO ALTO, CALIF. 





INVENTORY SERVICE for all auto deal- 
ers—our crews consist of parts man in- 
ventory specialists for your kind of fran- 
chise. Our inventories are unbiased and 
used to buy or sell dealerships. We are 
nationally recognized for fine workman- 
ship. Phone, wire, write Bill Talbot, Tal- 
bot’s Automobile Dealers Inventory Serv- 
ice, 124 South Woodward, Birmingham, 
Michigan, or 4690 Newport, Detroit. 
Phone Midwest 4-5355. 





CARS WANTED 


WANT TO BUY 


1951 Chevrolet Passenger 
Cars 


V2 and ¥%-Ton Trucks 








Must be new and untitled 


Authorized Chevrolet Dealer 
“We guarantee these cars will not be 
sold above OPS ceiling prices” 
Write, Wire or Phone 
Dick Dellenbach 


Jackson Chevrolet Co. 
Main at 10th Pueblo, Colorado 


Phone 1371 














Midwestern 
Chevrolet Dealers 


GM FLEET USER WANTS 1951 Chevrolets 
for use in rental fleet also Std. 2-ton cab 
and chassis in 161 or 179 W.B. Will pay 
$50 over invoice. 


“We guarantee that these cars will not be 
re-sold above O.P.S. ceiling prices." 


DON BERRY 


11637 E. Garvey EiMonte, Calif 
FOrrest 8-1763 








WANTED 


1951 Chevrolet and Pontiac 
Passenger Cars 
Must be new and untitled 
“Will Pay Above 
Dealers Cost" 


“We are authorized Chevrolet and 
Pontiac dealers and need these cars 
to fill an order." 


We guarantee these cars will not be 
sold above OPS ceiling prices. 


Write, Wire or Phone 


‘*MOE”’ BARRY 
BOVE MOTORS, INC. 


871 Taunton Avenue 
Seekonk, Mass. 


Tel. Chestnut 1-5344 











| 





HORSEHEADS, NEW YORK 
EVERY FRIDAY 





— 





DANVILLE, PENNA. 
EVERY WEDNESDAY 











You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 
Jos. E. Johnson Tex Rickard 


Auctioneers 








j 
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PLYMOUTH - DODGE DEALERS LOOK! 
Special Close-out: 1933-34 Plymouth (Part 
#600794) Bushing Type New Water 
Pumps with By-Pass—also replace Dodge 
(Part #622767) 1933-35 Models. Brand 
New Pumps manufactured in our plant, 
list $11.90, net $2.00 each, f.o.b, Fair- 
field, in lots of 2 or more. Fully guar- 
anteed Send check to Pee-Cee Corp., 
Fairfield, Illinois. 


BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 
LARGEST INVENTORIES 


Same Day Service on Mail Orders or 
Phone Calls — Ali Shipments C.O.D. 


Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
"Buick's Largest Dealership" 
New York 19, New York 














KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Art Grandi, Auctioneer 
915 N. Wlinois St. Phone Lincoln 5383 


Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middle 
west. Shipments made promptiy. 
GREBE OLDS 
3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 











ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery Like New 
Buy Now at Low Prices 
1948 - 1949 
Plymouths — Fords — Chevrolets 


THE R. A. AGENCY 


54TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 


Morris Freedman, M 


r. 
SARATOGA 7-2300 SHERWOOD 7-1700 





BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 
Parts . - Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on €.O.D. Basis 
ROBERTSON BUICK CO. 


“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 

All Phones WAbash 2-1030 











AUTO AUCTION 


"Midway", Stop 20 
Albany-Schenectady Road 
ALBANY, N.Y. 

(For Dealers Only) 

EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 

















PARTS FOR SALE 


ATTENTION CHEVROLFT DEALERS! 
Close-out Brand New Chevrolet Replace- 
ment Parts: Chev. Part #601108 Water 
Pump ('29-'34), list $5.95, net $2.00 ea.; 
Chev. Part #836075 Water Pump ('36), 
list $7.25, net $2.50 ea.; Chev. Part 
#837608 Water Pump ('35), lst $7.25, 
net $2.50 ea. All above are brand new 
bushing type pumps, fuliy guaranteed. 
Order in lots of 6 or more, one type or 
assorted. Several thousand Chevrolet 
Part #837477 Clutch Throw-out Plates, 
list 75c, net 30c, lots 25 or more. Chev- 
rolet Part #837021 ('29-’37) Carbon Type 
Clutch Bearings, 75c net each in lots of 
25. Above prices include tax. All ship- 
ments f.o.b. Fairfield, Illinois. Send 
check with order to: Pee-Cee Corp., 
Fairfield, Illinois. 

GENUINE LINCOLN-MERCURY parts— 
$100,000 stock. Freight prepaid on or- 
ders over $100 net. Enslen and Welter 
Motors, Inc., 5920 Hohman Ave., Ham- 
mond, Ind. Call Sheffield 8105. 

STEEL TUBING (mechanical)—1%”, 1%”, 
1%”, 1%”, 2” OD, 18-gauge, 10-foot 
lengths. Priced to sell. Grand Auto 
Parts, 1900 N. Grand River, Lansing, 
Mich. 














Oldsmobile 


Parts 
24-HOUR DELIVERY SERVICE 


= 
WRITE — PHONE — WIRE 


for USED CARS 
WHOLESALE 


Late Models at Two Big 
Locations 


Gage & Drummy, Inc. 
21710 WOODWARD AVENUE 


DETROIT 20, MICHIGAN 
JORDAN 4-6332 











EXCESS SHOP EQUIPMENT ? 
Why not sell that extra equipment now 
standing idle in your shop? 


An advertisement 
answer! 


AUTOMOTIVE NEWS 


in this section is the 





GENUINE 


FORD PARTS 


Delivered to Your Door 
From— 
McFAYDENS 

Write— 

20TH and HOWARD 
Call— 

ATLANTIC 7711 
Wire— 
OMAHA 
ANY ITEM OR QUANTITY 








GENUINE BUICK PARTS 
Wholesale and Retail 
SHIPMENTS MADE PROMPTLY 
McGUIRE MOTOR CO. 


14355 Livernois Detroit, Michigan 
TExas 4-5111 








Genuine Studebaker Parts 
WE SHIP ANYWHERE 
Wire—Phone—Write 

Any Scarce Items—Body, Engine Parts 


NORTH SIDE MOTORS 


4232 Natural Bridge St. Lovis 15, Mo. 
LU 4860 





| ATTENTION FORD DEALERS! 


PARTS FOR SALE 








We are 
closing out the following brand new re- 
placement Ford Water Pumps: Ford 
#52-8501B 1937 Model 60, list $7.15, net 
$2.50; Ford #52-8501C 1938-40 Model 60 
list $7.15, net $2.50; Ford #68-8502D 
1932-36, All V-8, list $6.90, net $2.50; 
Ford #2GA-8501 1942 Model, 6 Cyl., list 
$13.00, net $5.50. All prices include tax, 
f.o.b. Fairfield, Ill., in lots of 6 or more. 
All pumps are brand new, manufactured 
in our own factory and carry full guar- 
antee. Send check to Pee-Cee Corp., 
Fairfield, Illinois. 


ATTENTION CHRYSLER DEALERS! 
sale. Prewar Chrysler and 
parts. ‘42s and older. Fenders, hub and 
drums, brake linings, spindles, control 
arms, grilles, mufflers and pipes, over- 
drive gears, etc. Write or phone. The 
Lockhart Motor Co., 316 North Fourth 
St., Steubenville, Ohio, Phone 2-5389. 

PARTS WANTED 

WANTED—Used, 1950 Studebaker Land 

Cruiser body. Warren Biggs Co., 101 


South LaBrea Ave., Los Angeles 36, 
Calif, 





For 
Plymouth 











TRUCKS FOR SALE 


FOUR 1950 L-112 International bakery de- 
livery trucks, Herman bodies, L-120 
heavy-duty full floating rear axle, 700x16 
tires, low mileage, like new, Will paint 
to specifications, definitely priced right. 
Call Bob Leonard, International Trucks, 
2727 University Ave., Southeast, Minne- 
apolis, Minn. Phone GL 7997. 


BUSES WANTED 


WANTED—48 passenger used late model 
school bus. Ford chassis only. Must be 
in excellent condition. Mackin Motor 
Sales, 1025 State St., Lockport, III. 


SHOP EQUIPMENT FOR SALE 

















FOR SALE. ROL-DEX parts inventory con- 
trol table. Capacity up to 20,000 cards. 
Practically new. Automobile Parts Sales 





Corporation, 701 N. Euclid, Bay City, 
Mich. 
FOR SALE. Factory approved DeSoto- 


Plymouth 9’ x 5’ “‘L’’ shaped porcelain 
double faced neon sign, also DeSoto and 
Plymouth inside window neon signs com- 
plete with transformers, Masterson Mo- 
tors, Defiance, Ohio. 


BRAND NEW MODEL 330 Bear wheel 
balancer with truck attachments. Original 
cost, $635. Our price, $450. Fleet Equip- 
ment Co., Cedar Rapids, Iowa. 








DRIP GUARD 


PROTECT YOUR SHOWROOM FLOOR 
FROM GREASE AND OIL DRIP!!! 
Made of 100% Virgin Vinyl 
144 inches long x 36 inches wide 
NEW LOW PRICE 


QUICKLY INSTALLED, Sn 
DOES NoT sHow $3.95 


Order Direct 


DOW COVER COMPANY 


77 County Street New Haven 11, Conn. 








MISCELLANEOUS 


AUTOMATIC BRAKING 
TOW BAR 
Complete with controlled steering 
Guide Cables and $6 
BRAKE HOOK-UP.......... 1 45 
Price includes Federal Excise Tax 
Meets all 1.C.C. requirements 











QUICK-TOW, Bumper- 
to-Bumper Tow Bar....... 


$19.50 











ALL TYPES TOWING EQUIPMENT 
FOR AUTOMOBILES AND TRUCKS 
WE STOCK PARTS 


Protecto Covers Carrying Bags 
Safety Chains 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AN Nite MU 4-840! 
DE 2-0700 DO 3-8373 
40 South Clinton St., Chicago 6, Illinois 





ENGINE REBUILDING — Crankshaft 
grinding and metalizing, John P. Hughes 
Motor Co., Inc., 800 Commerce S&t., 
Lynchburg, Virginia. 
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New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [_] or send bill [_] 














AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Rae ievaasewine EP OT ee OT Ce OT RE rrr rT er Pee 
| 
| ever ve TT re yy TT eee eT eccvcccce ae eed deecsegnsesbeneseenes cans cense 
| Street Address.......... canawewan Chekba ae eiecawsenas Bete Wii ocaccsss 
MO cca. ae ee wine RRR OLER OK ae Tea EL x00 ci 
| 
| TRADE CONNECTION: 
| Car Dealer () Truck Dealer [) Manufacturer [) 
| Jobber [) Insurance (J Financial [) Supplier C) 
| 
| Make of ite. cpabeaseasavadasnnek eens RAE TR re ri a 
| 1-28-52 




















CHROME 


where it 








Chrome-Faced, Chrome-Alloy 
Top Compression Ring 


MD-50 
STEEL OIL RING 


Now Better Than Ever! 


NEW: Chrome-faced 
rails for double mileage! 


NEW: Granosealed rail 
sides for greater flexibility! 


The only ring with th 
e 
FULL-FLOW SPRING! 


Repeatedly proved best for 


OIL CONTROL 















EVEN IN 
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quicker seating and greater 
flexibility. 


@ TWICE THE USUA 
L BEARI 
AREA for easier si 


and longer life! 








Starting 
All rings in KromeX RING SETS are beveled, 
tapered, or finished to thread-line contact for 
quick seating and blow-by control. 


A PREMIUM SET FOR LATE-MODEL CARS AND TRUCKS? 


Scaled Power Piston Rings 


SEALED POWER CORPORATION, MUSKEGON, MICHIGAN 


Sole manufacturers of KromeX Ring Sets, MD-50 Steel Oil Ring, Full-Flow Spring, and GI-60 Groove Inserts. 
Leading producer of Automatic Transmission Rings and Non-Spin Oil Rings. 


